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m ‘When we needed boilers 
~ for our own homes... 





..owe chose FIT 


say Harold, Jerome and Morris Stein, 
of The Torrington Supply Co., Waterbury, Conn. 





















“Boilers are our business so you can be sure we knew 
what to look for when it came to install them in our own 
homes. We all agreed on Fitzgibbons (and we had our 
pick of the field) because we knew from our trade’s 
experience it was tops in performance. As homeowners, 
we wanted quick boiler pick-up, low fuel consumption, 
and plenty of tankless hot water. We got all of these 
essentials with Fitzgibbons ‘400’ Series.” 

It makes sense —and in the long run dollars—to sell 
the boiler you would want for your own home. More and 
more contractors and dealers recommend Fitzgibbons — 
it will pay you to do the same. 

The new “400” Series Catalog is just off the press. Send 
for your copy now. Address Dept. DE-6, Fitzgibbons 
Boiler Company, Inc., 101 Park Ave., New York 17, N.Y. 
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FROST-PROOF CLOSETS 
i 900 000 The Vogel Number 15 
7 


Frost-Proof closet with vit- 
reous china bow] illustrated voce Parenteo 


; here is a great convenience ““’""™"™" 
VOGEL installed in an outbuilding 

or on the rear porch of a 

residence. The number 15 is 


a neat durable outfit plus a 

a real water saver. No mech- 

anism in tank to get out of 

INSTA LLED | | 


FROST-PROOF HYDRANTS 


A big market for Vogel 
NOT ONE frost-proof hydrants exists 
on farms, in dairies, ga- 
rages, service stations, in- 


dustrial plants or any place 
where running water is 
needed at all times of the 
year. It provides positive 





OVER TOP FLUSH 









order. 








The handle in this 
position shows at a 
glance that the water 
is positively shut off 
and is your guarantee 
against leakage and 
freezing, 

















year ’round fire protection 
even in coldest weather. 








The original patented frost-proof closets and 
hydrants sold exclusively to wholesalers for 
nearly a half century. 


JOSEPH A. VOGEL COMPANY « WILMINGTON 99, DELAWARE 
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HOW DUNHAM’S NEW HOT WATER LINE 


TAKES HEADACHES OUT OF YOUR HEATING JOBS 


Dunham's new, complete hot water line can help you sell, figure 
and install any job faster. One order not only covers everything 
you need... including radiation ... but also puts full responsi- 
bility for performance on one source. Every item shown has 
special features. 

Dunham Circulator Valves, for example, have a larger free water- 
flow area than any other hot water valve. This reduces water 
friction and pump load. Valves are self-cleaning and have a new 
T-type handle that fully opens and closes with % turn. 


Dunham Balancing Fittings have a unique sloping seat that mod- 
ulates flow far more accurately than vertical seats. Dunham’s 
entire line of valves and fittings is available in both angle and 
Sstraightway patterns. 


HOT WATER HEATING 





RADIATION * UNIT HEATERS * PUMPS © SPECIALTIES 
QUALITY FIRST FOR FIFTY-ONE YEARS 
C. A. DUNHAM COMPANY © CHICAGO « TORONTO » LONDON 








New Dunham Circulator Valve. Complete line 
includes Balancing Elbows and Fittings, Vent 
Tees, Union Elbows and Connectors. 


C. A. Dunham Company 

Dept. DE-6, 400 W. Madison St. 
Chicago 6, Illinois 

Send complete Hot Water Line Literature 
Name____ 

=e 

Address__ 4 

City_ aes, oe: | ae 
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4 WAY CONTROL 
Corrosion takes an annual $6,000,000,000 bite 4 


in the U. S. A. Nothing does so many jobs as 
well as steel: but nothing deteriorates so fast unless 


the steel is suitably protected or alloyed. 


To stop corrosion and rust, the walls of all Craft 


Shower Cabinets are four-way protected. If you were 
to strip down the surfaces of the metal used on the walls 


of all Craft Shower Cabinets, here’s what you'd find: 


1. Extra heavy gauge steel for lifetime wear. 
2. A Galvanized coat to prevent corrosion. 


3. A Bonderized coat to insure adherence 
of enamel to metal. 


4. A Double-Coat Baked Enamel Finish—smooth, 
highly protective, beautifully lustrous— 


for extra protection, /onger wear. 
Result: Craft Shower Cabinets will not rust. 


Do not be fooled by the word Bonderizifij 
Bonderized — but Bonderizing#s no rust-proofing. B 
shower cabinet you buy or sell is] ndefized / ©’ 
Galvanizing and Bonderizing provide one & 
But they’re as good an example as any to 
all over the U.S. A., are advising: Specify Cra 


All Craft Showers carry a Special Guarantee. Models for every 
type of installation. Distributed through leading wholesalers only. 


Write for the Craft Shower Cabinet Catalog today. 


CUTLER METAL PRODUCTS CO. 


1025 LINE STREET CAMDEN 3, NEW JERSEY 


SHOWER CABINETS SHOWER DOORS SHOWER RECEPTORS 
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CRANE ANNOUNCES THE 


the greatest advance 





e Easy to sell... easy to install 
© Takes up to 20% less space than other cast iron boilers 
e Saves up to 15¢ on every oil-or-gas dollar 
e Especially designed for modern homes 


© Gives comfort of hot-water radiant heat 
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incejin cast iron boilers 


New Crane "Sunnyday” pays off for you in more profitable sales 


... pays off for your customer in fuel saved! 


The Crane Sunnyday is a new concept in modern 
home heating. From firetube flues .. . and tailored 
combustion system...to the handsome jacket 
styled by the world-famous Henry Dreyfuss, it is 
brand new throughout. 


SAVES UP TO 15¢ ON EVERY FUEL DOLLAR. The Crane 
Sunnyday converts home heating dollars into maximum com- 
fort and convenience. Designed especially for burning gas or 
oil, it squeezes every possible Btu. out of the fuel and pays 
for itself through savings. 


NEW ADVANCED DESIGN. From top to bottom, the new 
Sunnyday represents the very latest discoveries in engineering 
fesearch, proven design, new materials and manufacturing 
methods. Castings are smaller and lighter in weight. Nine 
flues—every one a firetube, gives greater heating surface in 


20% less space. The small house size unit is only 24” wide, 


3314" long and 4414" high. 


OTHER INNOVATIONS. 
bustion silencer for quiet operation. extra large port openings 
for faster heating and a new tankless built-in water heater that 
provides plenty of hot water at all times for bathing. washing 
dishes and clothes. 


TWO JACKETS AVAILABLE—(1) flush jacket with exposed 
burner. or (2) extended jacket with concealed burner. The 
boiler is the same high performing unit regardless of the jacket 


Insto-heat firing chamber, com- 


style selected. 


All this means that the new Crane Sunnyday is your 
big chance for more sales. It’s the year’s biggest news 

. Ask your Crane Branch or Crane Wholesaler 
for the complete story! 


You can SEE why the new Crane “Sunnyday” 
is your best sales bet in heating. 


Every boiler is factory assembled and 
Joints between rugged cast iron 
sections are sealed and corrosion protected. 


tested. 


Optional built-in tankless heater gives 


Sealed front—no doors, no handles, no 
hinges—eliminates odors and soot. 


Push-button controlled shutter over a Pyrex 
observation port opens to show firing 
chamber. 


plenty of hot water for bathing, laundry 


and dishes. 


Smaller castings and less water give quicker 
warm-up for the whole system. 


Nine firetube flues pack maximum heating 
surface into 20% less space. 


New “hush” chamber muffles sound and 
overcomes flutter and pulsation. 


Dual-fuel boiler saves up to 15 cents on 
every fuel dollar. 


Water-insulated base permits installation 
on combustible floors. 


CRANE CO. 


General Offices: 836 South Michigan Ave., Chicago 5 
VALVES... FITTINGS...PIPE... PLUMBING AND HEATING 























THERE IS A SOLUTION 
TO YOUR NONFERROUS 


Founaty Problems...\ 


When you call upon 


LAVIN'’S ENGINEERING SERVICE 


The following are some of the causes of LOSING CASTINGS: 
1. Permeability of molding sand is too low. 2. Strength of 
Molding Sand is too low. 3. Molding sand is too wet. 4. Gas 
holes from a core buckle. 5. Gas holes around cores. 6. Over- 
heating and soaking metal. 7. A porous horizontal line which 
leaks. 8. Dirty ladles. 9. Dross inclusions embedded in side walls. 
10. Cooling casting too rapidly. 11. Metal was poured too hot. 
12. Using the swab too freely. 13. Improper furnace combustion. 
14. Soft mold ramming. 15. Improper core making. 16. Steam 
holes from paste in cores. 17. Proper gate but riser ill-propor- 
tioned. 18. Undried ladles. 19. Holes from parting and mold 
cracks. 20. Watch your charcoal. 21. Improper gate. 22. Poor core 
mixtures. 23. No choke in sprue or runner. 24. Cold Metal. 


While we have listed the most common causes for losing castings, 
the making of each particular casting must be considered as an 
individual problem. 


Lavin’s metallurgical staff is always ready to assist the foundry- 
man in finding the solution of any routine or special casting 
problem. Our chemical and research laboratories are available 
to you at no cost or obligation. 


Next time call upon LAVIN’S engineering service 
“The Foundryman’s Problems Are Our Problems” 


PREE: Write for your 
copy of the 20-page 
Lavingot technical Jour- 
nal Vol. 10. No. 1 & 2 
Containing, Specifica- 
tions .. . test bar de- 
signs Nonferrous ingot 
& Casting Alloys in 
chart form. 





RESEARCH — CONTROLLED REFINING 
INSURE UNIFORM QUALITY 


@ REFINERS OF BRASS, BRONZE AND 3426 S. KEDZIE AVENUE 
ALUMINUM @ PRODUCERS OF ZINC BASE 
DIE CASTING ALLOYS @ DEOXIDIZERS... 
DEGASIFIERS ... FLUXES ... SHOTS @ CAST 
VIRGIN ELECTROLYTIC COPPER ANODES 
@ TYPE METALS. 
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R. LAVIN 





CHICAGO 23, 
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Wall Radiation 






F 


Model AEC Air Conditioners ; 
with self-contained water saver 





UNARCO Convector-Radiator 

¢ Snap-on front panel « easy-to-cleane Knock-out end panels for easy 
installation « Cast bronze headers for added heat transmission 

¢ 18-gauge steel front and top « Directional die-formed louvers 

« Simple damper control « Carefully rounded corners for safety 

¢ Attractive modern design 

e Ideal for homes, offices, institutions, industrial and commercial uses 








Highboy Air Conditioners Mobile Air Conditioners 


prem eS SS 


year ‘round 




















UNION ASBESTOS & RUBBER COMPANY ===Sst=~CSsti‘“CSs~‘ 
332 South Michigan Bivd. . Chicago 4, Illinois 
World’s finest heating and cooling products | wore crteston, pose sons iusratediterature onthe following units: 
in a complete range of types and sizes | cmmrmdson cm nd aro 
OC) Well Radiation ( Mobile Air Conditioners 
© Priced to sell © 36 sales offlets 1 5 doe pow unie nesters Oe ee cet ener cover 
Please have representative call [) 
. Name finioaea 
te <I> ts iyo a sie 
Street E 
*Trade Mark City. ESSERE ee eee Ene 








UNION ASBESTOS AND RUBBER COMPANY 
332 South Michigdd @ivd. . Chicage 4, IIling}s 
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Remodeling Loans Jeopardized 

Senator Bush (R-Conn.) has 
warned that government-insured 
home improvement loans may be 
junked to end alleged corruption 
in the Federal Housing Adminis- 
tration. 

Bush, a member of the banking 
committee investigating housing 
scandals, says the present home 
improvement program has resulted 
in “negligence, carelessness and 
complete lack of protection for the 
homeowner.” (See _ editorial, 
“Don’t Sacrifice the Homeowner,” 
in Domestic ENGINEERING’s May 
issue, page 113). 


Goodbye, Gunga Din 

Poet Rudyard Kipling would 
never believe it, but “in Inja’s sun- 
ny clime” where he used to spend 
his time, things are finally cooling 
off. 

And the relief comes not from 
that regimental water boy, Gunga 
Din, but from the Admiral Corp. 
The firm has just sent 25 three- 
quarter ton air conditioners to the 
American embassy in Karachi, 
Pakistan, once part of Britain’s 
India colony. 

The use of air conditioners in 
tropical climates is even greater 
than in the U. S., says J. R. Oberly, 
Admiral president. He points out 
that American personnel in Pakis- 
tan swelter in humidities from 58 
to 84 percent—that’s why they’re 
looking forward to the window 
units which can remove up to 72 
pints of water a day from the air. 


Butler Gives $500 

The owner of Unistrut Products 
Company has presented $500 to the 
Los Angeles Joint Plumbing Ap- 
prenticeship Committee to super- 
vise apprentice education during 
the five-year training period. 


The contribution was made by a 
foundation set up by George W. 
Butler, Unistrut owner. A spokes- 
man for the Butler foundation said 
the manufacturer made the grant 
because he feels the plumbing in- 
dustry has been greatly responsible 
for his success and the success of 
his business. 


Kohler Named to Board 

Herbert V. Kohler, president of 
Kohler Co., Kohler, Wis., was re- 
cently re-elected a board member 
of the National Industrial Confer- 
ence. 

Kohler has been a member of 
the board since 1941. The organiza- 
tion is a non-profit institution for 
business and industrial research. 
It reports on all aspects of eco- 
nomic life and business operation 
and is supported by 3,300 subscrib- 
ing essociates. 


Ends 50 Year Career 

More than a half-century in the 
plumbing industry came to a close 
for John G. Haas recently when 
he retired as executive secretary 


of the Dayton, Ohio, Master 
Plumbers Assn. 

Haas says he “didn’t know an 
elbow from a ‘T’” 54 years ago 
when he joined two cousins in 
business. In the ensuing years, 
both he and the plumbing industry 
advanced in giant strides. Four- 
teen years ago, Haas was named 
secretary of the Dayton contrac- 
tor’s association. 

Looking back, Haas says he 
doesn’t see any basic changes in 
the mechanics of his trade, but 
that “the usage of plumbing has 
changed considerably.” 


Improved Kitchens Urged 

An educational program in 
kitchen planning would save 
homeowners and contractors thou- 
sands of dollars annually, accord- 
ing to Ralph L. Ferguson, Republic 
Steel Kitchen specialist. 

Ferguson says that not only are 
kitchens more than five years old 
obsolete, but even today’s homes 
are being built with outmoded 
kitchens. 

Failure to consider the kitchen 
in present building, Ferguson says, 
means lack of facilities for appli- 
ances, cabinets and planned work 
centers. To remedy the oversight 
after completion of a home is a 
costly job, Ferguson adds. The 
kitchen frequently must be en- 
larged and tailor-made cabinets 
used where mass-produced ones 
originally could be installed. 

As an answer, Ferguson pro- 
poses that contractors and archi- 

(Please turn to top of page 14) 





PLUMBING ana Heating Progress Week was proclaimed recently in Texas by 
Gov. Allan Shivers (seated). Members of the Associated Plumbing and Heat- 
ing Contractors of Texas backed the week with a big public relations campaign. 
Watching the proclamation signing are Bill Bridges, executive director of 
AP&HCT; John McKinley, president; Gov. Shivers; W. J. Sebera, immediate 
past president of the group, and Harry Wisiewski, associate editor of The Texan. 
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Fler brings you a choice of [44 bathtubs 


Enameled Cast-lron 


LEGATION RECESS BATH 
5 Colors and White 





e 
SIZE: 512’ 


Right-Hand and Left-Hand Outlets 










Enameled Cast-lron 


RIVIERA RECESS BATHS 













Enameled Cast-lron 


RIVIERA CORNER BATHS. 
5 Colors and White 


Right-Hand and Left-Hand Outlets 


5 Colors and White 
SIZES: 4’, 412’, 
5”, 592’, 6 
Right-Hand and Left-Hand Outlets 


SIZES: 5’, 512’ 


Enameled Formed Steel 


WESTCHESTER RECESS BATHS 
SIZES: 412’, 5’ 





LAKE FOREST CORNER BATH 
SIZE: 5’ 


Right-Hand and Left-Hand Outlets 
5 Colors and White 








plus 


Enameled Cast-lron 
CAPRI RECESS BATH 
5’ Long, 14” High 
5 Colors and White A SUBSIDIARY OF THE CORPORATION OF AMERICA 


Right-Hand and Left-Hand Outlets 


FORD ciry, PENNSYLVANIA 































FIVE THOUSAND PROSPECTS 

Carton, lowa—We would like to 
reprint an article which appeared 
in the April issue of Domestic EN- 
GINEERING entitled “Water Systems 
Field Day Draws 5,000 Prospects.” 
The article would appear in a forth- 
coming issue of our magazine. 

H. O. SALisBuryY 

Iowa Master Plumbers Assn. 
e Permission granted! 


TRUCK LAYOUT INFORMATION 
CeparHurst, N. Y.—We have re- 
cently purchased a new jobbing 
panel truck, thanks to increased 
business. We would like informa- 
tion on stocking and layout of 
trucks and recall you published an 
article on the subject. We have mis- 
placed the article aud would ap- 
preciate reprints. 
JOHN O’DONNELL 
manager 
Haller & Burtis 


e Tearsheets of the article are on 
their way to reader O’Donnell. 


SO LONG, MARJORIE 

PrrtspurRGH—As I'll soon be leav- 
ing for Japan to become an Army 
librarian, I want to say good-bye to 
all of my friends. 

It’s been a lot of fun meeting you 
at the various conventions. I want 
to thank you and your readers for 
your cooperation and good will. 

Also I’d like to introduce my 
successor, Brenda McCauley, who 
will work as a specialist in plumb- 
ing and kitchen products for our 
advertising and sales promotion de- 
partment. 

MArJoriE FLoop 
American-Standard 


CONTRACTOR-WHOLESALER 
RELATIONS 
San Antonio, Tex.—Thanks for 
the write up on my talk before the 
Wholesaler Distributors Assn. re- 





cently (see “Plumbing Contractor 
Offers Advice to Wholesalers . . .” 
in the April issue of Domestic En- 
GINEERING). 

I hope that we can create interest 
and that others will continue to 
carry the ball in a direction that 
will help all of us in the plumbing 
and heating industry. 

W. J. SEBERA 
Sebera Plumbing & Appliance Co. 


THE BAY CITY STORY 

BETHLEHEM, Pa.—Thank you for 
the opportunity of showing your 
remodeling film, “The Bay City 
Story.” 

It can be truly said “the yardstick 
for measuring the nation’s needs in 
remodeling and replacement in 
every type of structure every- 
where” was brought out clearly in 
the film. 

The film shows that the need, de- 
sire and demand for remodeling is 
greater today than at any time in 
the past. 

We are convinced “The Bay 
City Story” will change the face of 
America and make it a better place 


to live in. 
WILLIAM ELEK 


Bethlehem Master Plumbers Assn. 


HAMILTON, OntT., CanapA—Your 
“Bay City Story” film attracted a 
great deal of interest at our recent 
showing before plumbing contrac- 
tors at St. Catharines. Equal inter- 
est was shown in the remodeling 
sales kit which was also shown at 
the meeting. 

We feel sure that the plumbing 
and heating industry will benefit 


_greatly from your research and 


programs. 
J. E. GItson 
Empire Brass Mfg. Co. 
(Please turn to top of page 18) 
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Between Ourselves 
(Continued ‘rom page 12) 


tects devote more initial planning 
to the kitchen and study the scores 
of appliances and cabinets avail- 
able in inexpensive, mass-pro- 
duced lines that can be easily 
blended into single working units. 


Robertshaw Discusses Freedoms 

John A. Robertshaw, president 
of Robertshaw-Fulton Controls 
Co., stressed the human side of in- 
dustry when he appeared recently 
on the Freedoms Foundation pro- 
gram over the ABC network. 

Robertshaw said “In America 
we've found that a man is happier 
and does better work if he under- 
stands not only how the job is 
done, but why the job is done.” 
He praised employee publications 
as a means of informing employees 
about their company. Robertshaw 
called such publications “really a 
symbol of the unique position of 
the American worker.” 


Orangeburg Presents Film 

An 18-minute film has been pro- 
duced by Orangeburg Manufactur- 
ing Co., Orangeburg, N. Y., tracing 
the history of man’s fight to control 
water. 

“Pipe Dream Come True” shows 
modern manufacturing processes 
and highlights Orangeburg’s part 
in house-to-sewer and house-to- 
septic tank systems, basement flood 
prevention and in various areas of 
farm drainage. 

Orangeburg plans to exhibit 
the film to industry groups, includ- 
ing television coverage. 





FIRST film print of a documentary 
movie produced by Orangeburg Mfg. 
Co. is presented to H. J. Robertson, 
president of the firm, by Trudie Bos- 
sert who plays a lead role in the film. 











June 
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Thrush Flow 
Control Valve 
with Air Tube 
eliminates air 








Thrush Water Circulator 
provides positive circulation 


H. A. THRUS* & COMPANY 


PERU, INDIANA 
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when you 


ODERNIZE 


old radiator heating plants 
be sure to add 


forced circulation 








Steam, vapor or old hot water heating plants all can be easily 
converted to efficient, modern forced circulating hot water heating with 
low-cost Thrush equipment. 


Why add automatic firing unless you go the rest of the way? 
Make sure your customer will enjoy really uniform, economical heating 
with Thrush System. It makes any job heat better with lower fuel cost. 
There is no noticeable variation in room temperature in any weather. 
Plenty of hot water for kitchen, laundry and bath is provided by the 
same heating boiler, winter and summer. 


HOT WATER HEAT IS BEST 


See your wholesaler today for more information about modern- 
izing old heating plants with Thrush System or write Dept. A-6. 
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new value in 


OVERFLOW 












Non-overflow protection of spe- 
cial Case design is built-in at 
bottom of bowl and rim. As a 
further safeguard, the bow] will 
hold entire contents of tank 
without overflowing! 








PROTECTION 








new value in 


WATER 
ECONOMY 


Provides a thorough, cleansing 
flush while using much less 
water than other types of closets. 
This feature alone is a never- 
ending economy wherever water 


















is metered, or scarce! 
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Casette 


a water-saving . 4 
Case one-piece with exclusive a 


NON-OVERFLOW 


bowl protection 






For 1954 selling Case brings out a brand new water 
closet—the most completely new closet presented to 
America’s construction and plumbing industry in more 
than twenty years! New in operating improvements—operating 
economy—streamlined appearance—and moderate price! 
Fer city and country—for apartments, suburban homes, farms, 
motels, commercial and institutional buildings, the Casette 
Closet offers a combination of wanted features never 
before available. The Casette Closet is destined to be a real 
profit maker in pleasing the people who mean business... 


for you. Don’t waste valuable time...see the new Casette NO TROUBLE HERE 


Closet right away at your nearest Case Distributors. Children’s dolls, toys or other objects in 
; : the bowl need not cause overflow and 
costly water damage! The Casette Closet 
safeguards your installations with struc- 
tural non-overflow protection. 


*PATENT APPLIED FOR 


Designed and produced exclusively by 
W. A. CASE & SON MFG. co. ® 


33 Main Street + Buffalo 3, New York 
1853-1954...Our 101st Year 


Distributed Nationally. Consult your 
nearest wholesaler (listed under “Case” 
in your Classified Telephone Directory) 
or write to us for name and address. 


















MAIL THIS COUPON TODAY 


W. A. Cast & Son Mec. Co., 33 Main St., Buffalo 3, N.Y. 
Please send me full information on your new 
Casette Water Closet #1250, also the name and 
address of nearest Case distributor. 






new value in 
COMPACT 
STYLING 


One-piece construction with free- 
standing tapered-in tank of en- 
tirely new design with continuous 
rounded contours. The Casette 
Closet is available in white. 










NAME 








COMPANY 








ADDRESS 





cerry ZONP STATE 








We are Building Contractor Architect 





C) Plumbing Contractor 
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SHOWROOM IDEAS 
STRATFORD, Conn.—We are now 

in the process of building a new 
store and showroom and would ap- 
preciate receiving your Domestic 
ENGINEERING Showroom book. 

ANTHONY R. SORRENTINO 
S. & S. Plumbing and Heating Co. 


@ The showroom book has been 
mailed to Mr. Sorrentino. 


P & H FOR SCHOOLS 
Cuicaco — Sometime ago you 

published an article pointing out 
new developments in school plumb- 
ing and heating. We would like to 
get tear sheets of this article if 
they are available. 

JoHN ENYART 

marketing research 
Crane Co. 
e The article referred to by Reader 
Enyart is “Trends in School Plumbing 
and Heating,” which appeared in the 
April, 1952, issue of Domestic Engi- 
neering. 


A NOTE OF THANKS 

New York—Thanks for giving us 
permission to reprint the two 
articles on panel heating (“50 
Questions and Answers on Radiant 
Heating” and “He Carried Panel 
Heat Merchandising into the 
Street”) that appeared in the Feb- 


ruary issue of Domestic ENGINEER- . 


ING. 
Dona.p F.. HAGGERTY 


ass’t. advertising mgr. 
Revere Copper and Brass, Inc. 


HELP FOR GRAND OPENINGS 

MontTreEAL, CANADA—We have re- 
cently expanded our showroom and 
office facilities through the acquisi- 
tion of a new branch. It is our 
intention to invite prospects and 
customers to visit the new premises 
on opening day. 

Have you any suggestions that 
would help us effectively promote 
this idea? 

J. A. WHIPPLE 


e A guide sheet containing complete 
instructions for staging an open house 
or grand opening is available from 


Domestic Engineering. Address all 
requests to the Editor, 1801 Prairie 
Ave., Chicago. 


WATER SOFTENER HOOK-UPS 
TuckaHoeE, N. Y.—We would ap- 
preciate your sending us a reprint 
of “Water Softener Hook-ups” 
which appeared in the May, 1953, 
issue of Domestic ENGINEERING. 
Seymour Troy 


e@ Reprint is in the mail. 


OIL BURNER SERVICING 
BLooMvILLE, Onto—Please send 
us reprints of the first six chap- 


Reader calls new D. E. Wholesaler Bulletin 
“Just what the doctor ordered...” 


ters of “Oil Burner Servicing” and 
future reprints of the articles as 


they become available. 
R. R. LerBENGoop 


BETHLEHEM, Pa.—Please let us 
know how we can obtain reprints of 
your articles on “Oil Burner Serv- 
icing.” 

W. R. SmitH 


Bethlehem Foundry & Machine Co. 
e Reprints of the first seven articles 
of “Oil Heating and Oil Burner Servic- 
ing” are available. Requests should be 
directed to The Editor, 1801 Prairie 
Ave., Chicago 16. 





In Apri, this publication introduced a new service to 
the plumbing and heating industry . . . the Domestic En- 
GINEERING WHOLESALER BULLETIN. While written and ed- 
ited primarily for wholesalers, manufacturers and manu- 
facturers representatives, the new 16-page publication 
does not divert news and features of these industry 
branches from Domestic ENGINEERING, but rather pre- 
sents and interprets the news in a way that not only 
benefits BULLETIN readers, but also helps them serve their 
contractor-customers better. For example, feature ar- 
ticles in the BuLLETIN describe the role wholesalers are 
taking in Domestic ENGINEERING’S remodeling campaign 
to help their customers build business in this expanding 


market. 


How well the BULLETIN is succeeding in this objective, 
and others, is shown by these typical comments from in- 
dustry leaders following publication of the first issue. 


DusuaqueE, Iowa—The format, the 
general arrangement and the arti- 
cles in your D.E. BULLETIN are 
strictly what the doctor ordered. I 
shall consider it a pleasure indeed 
if I may receive this regularly. 

M. B. Mac NEILLE 
A. Y. McDonald Mfg. Co. 


Detroit—Sincerely, your D.E. 
WHOLESALER BULLETIN is just about 
as welcome as the flowers in May. 
We have already extracted inval- 
uable information from your first 
edition. Here’s a pat on the back 
for everyone responsible for this 
achievement. 

M. Samvuet DemMAIN 


Samson Co. 
Wasnincton — Congratulations 
on your first issue of Domestic En- 


GINEERING’S WHOLESALER BULLETIN. 
It has every promise of serving an 
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important purpose in our wholesale 
industry. We are certain all mem- 
bers of the American Institute of 
Wholesale Plumbing and Heating 
Assns. will read it with great in- 
terest. 
G. T. UnpERwoop 

American Institute 


ATLANTA, Ga. — Congratulations 
to Domestic ENGINEERING publica- 
tions. Again I find your services 
to the men of the plumbing, heat- 
ing and air conditioning field hav- 
ing excelled anything else. Of 
course, I refer to your new DE. 
WHOLESALER BULLETIN. 

As a manufacturers’ representa- 
tive I must know what is news in 
our business if I am to be success- 
ful. Thanks to your informative, 
educational and all-around very 

(Please turn to top of page 23) 
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Prairie 





It’s easy to sell a Church Seat 


to the customer who appreciates— 


and demands—quality. Church 
Church Seats are made better... —, CO1KY 


YOusSE_ 


they last longer, and cost Clary 
¥, so eee 
EAT 


less per year of satisfactory service. N Tig 


That’s why thousands of Master 
Plumbers make friends— 


and profits—with Church Seats. 


Cc. F. CHURCH MFG. CO., HOLYOKE, MASS. 


Division of AMERICAN RADIATOR & STANDARD SANITARY CORPORATION 


ge Bore ard industry: AMERICAN-STANDARO - AMERICAM BLOWER + CHURCH SEATS & WALL THLE + DETROIT CONTROLS + KEWANEE BOILERS + ROSS EXCHANGERS + SUNBEAM AIR CONDITIONE 
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Cr 
DETROIT V-5S79 “BI-FLEX” 


The Quiet-Acting GAS VALVE—Performance Proven 
for Reliable Service on Thousands of Installations! 


Here is a gas valve which is actually quiet in operation! Its 


Check These Features strong “Bi-flex” motor provides unfaltering opening and tight 
e Quiet ation—no click, no hum shut-off closing with absolutely no annoying, worrisome bangs, 
e Rugged. compact—easy to service clicks or hums. Thousands of installations have proved its un- 
: For all sora ins all localities surpassed reliable, trouble-free performance. Simple in design, 
e “Bi-flex’’ motor operated—low positive in operation, the V-579 operates independently of gas 
- + ane ve li pressure and is available in sizes to fit any domestic heating 

bient temperature system. Write today for Bulletin No. 229. 

e Snap-acting opening and positive 
eons DETROIT “4 


NO. 411—the sensitive and accurate Timed 
Cycling Thermostat for all types of heat- 
ing systems. Provides close control of 
room temperature. Attractively styled, 
easily installed and adjusted. Write for 
Bulletin No. 193 and Form No. 1545-A. 


C ONTROLS Corporation 


8900 TRUMBULL «+ DETROIT 8, MICHIGAN 
Division of A i Radiator & Standard Sanitary Corporation 








Representatives in Principal Cities « Canadian Representatives in Montreal, Toronto, Winnipeg—Railway and Engineering Specialties, Ltd. 


AUTOMATIC CONTROLS for REFRIGERATION 
AIR CONDITIONING + DOMESTIC HEATING + AVIATION + TRANSPORTATION + HOME APPLIANCES + INDUSTRIAL USES 


AMERICAN STANDARD + AMERICAN BLOWER + CHURCH SEATS & WALL TILE + DETROIT CONTROLS » KEWANEE BOILERS + ROSS EXCHANGERS + SUNBEAM AIR CONDITIONERS 
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Protection & Control 


IS OUR BUSINESS 














Self-closing T & P Re- 

lief Valve with anti- 

heat-lag extension 

_ thermo-bulb and test 
lever to protect against 
overheating dangers of 
hot water supply tanks 
and heaters. 


No. 71 
Hot Water Tem- i 
pering Valve to ! 
guard against scalding 
and to conserve hot 
water. 
One piece Water Pressure Re- 

ducing Valve and Strainer to 

control harmful high water 

pressure. 



























ASME Pressure Safety Re- No. 135HW 
lief Valve to prevent exces-  Feedwater Pressure Regula- > | 
sive pressures in hot water tor with integral strainer to 
heating boilers. regulate make-up water and 
maintain minimum pressure No. 6OLWD 
requirements in hot water Combination Boilerwater 
ition! Its heating boilers. Feeder and Low Water 
, © Cut-Off with alarm for 
ind tight low pressure steam boilers to automatically 
| ~ feed water as needed and guard against 
re bangs, ° emergency low water conditions. 
d its un- 
n design, 
ly of gas 
: heating 
‘Low Water neon Dual Unit to 
lg eg parser automatically maintain 
' , minimum and maximum 
. rior + algo ong pressure requirements 
ite. out Cue to lac for hot water heating 
ation of water. systems. 
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LAWRENCE, MASSACHUSETTS. 
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valuable publications which I read 
regularly, I am doomed to be a suc- 
cess. 

B. StromaQuist 
Stromquist & Co. 


York, Pa.—The Domestic Enc1- 
NEERING WHOLESALER BULLETIN is a 
wonderful idea. 

Volume 1, No. 1 is a veritable 
bank of good ideas, information 
and encouragement. I read it from 
start to finish—my congratulations. 

W. E. LaANDMESSER 
York Corp. 


ALEXANDRIA, LA.—Let me con- 
gratulate you on the fine help you 
are giving to wholesalers. 

Joe W. Pitts 
president 
Brown-Roberts Hdwe. & 


Supply Co. 


Cuicaco—I wish to compliment 
you on your D.E. WHOLESALER BUL- 
LETIN. The style and the informa- 
tion contained in it is the most 
refreshing of any published for the 
industry. 

The National Heating Whole- 
salers Assn. is extremely pleased 
to become a part of such a publi- 
cation. 

C. Stuart RAMBO 
executive secretary 
National Htg. Wholesalers 


Mermi1an, Miss. — Just a word 
to tell you how much we enjoyed 
reading the first issue of your 
D.E. WHOLESALER BULLETIN. We are 
confident it will be a considerable 
amount of help. 

Meyer Davipson 
Southern Pipe & Supply Co. 


Provipence, R. I—I am very 
much impressed with the first edi- 
tion of Domestic ENGINEERING’S 
WHOLESALER BULLETIN. I offer you 
my congratulations for this helpful 
contribution to our industry. 

It appears to me that the number 


one problem in the industry is for 
all levels of it to work together 
locally, regionally and nationally 
for improved selling and merchan- 
dising. I would guess that our in- 
dustry must be way behind the na- 
tional average in its promotional 
efforts to obtain a greater share of 
that consumer dollar. Obviously, 
selling tools such as advertising, 
better promotions and so forth, 
cannot be carried forward by the 
cooperating segments of the indus- 
try unless each and all segments 
are operating at a proper profit. 
STEPHEN E. KINDELAN, JR. 
Providence Plumbing 
Supply Co. 


North MancuestTer, Inp.—If all 
issues are as fine as this one, it will 
assist us in meeting today’s changed 
and changing markets. 

Probably the one thing I like 
best is the fact that it is crammed 
full of facts interesting to a whole- 
saler. 

J. F. Trick 
Trick Supply Co., Inc. 


Denver, Coto.—We have just re- 
received our first copy of the 
WHOLESALER BULLETIN and agree 
with you that too often we have 
neglected the fact that other indus- 
tries are competing for the con- 
sumer dollar and that we should be 
doing something about it. 

We have thoroughly enjoyed this 
first copy and look forward to ad- 
ditional issues. 

J. E. ZACHARY 
Landes, Zachary and Peterson 


CuHaTTranooca, TENN. — Your 
WHOLESALER BULLETIN will be 
gratefully received at each publi- 
cation date. It contains more 
usable information than any com- 
parable publication I have previ- 
ously read. 

A. J. Acurr 
manager 
Best Supply Co. 


Mi.twavkeEE —I think this is an 
excellent idea—well handled. It 
certainly is in keeping with the 
good things that come from Do- 
MESTIC ENGINEERING. 

H. P. MveEtier 
president 
L. J. Mueller Furnace Co. 
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Good Reading 


Heat exchanger catalog. Thirty- 
six pages. Describes commercial 
and industrial units, including fuel 
oil heaters, condensate coolers, 
built-in water heaters for large 
steel boilers, tank heating units, 
straight tube water heaters, con- 
verters and large water heaters of 
various types. 

Available from: Taco Heaters, 
137 South St., Providence 3, R. I. 


Faucet aerator catalog. Four 
pages. Describes Mel-O-Flo jet and 
spray aerators and display cartons 
and posters. Illustrates adaptability 
of various models. In color. 

Available from: Melard Mfg. 
Corp., 37-25 32nd St., Long Island 
City 1, .N. ¥. 


Heat control system brochure. 
Four pages. Describes develop- 
ments and refinements in the Gen- 
eral Controls B-60 system, includ- 
ing simplified design and increased 
performance. In color. 

Available from: General Controls 
Co., 801 Allen Ave., Glendale 1, 
Calif. 


Boiler bulletin. Four pages. De- 
scribes improved “RF” rotary 
flame steel boiler built for domestic 
oil burner. Explains features for 
residential heating with steam or 
hot water. Provides capacities and 
dimensions for four sizes. 

Available from: Portmar Boiler 
Co., 193 Seventh St., Brooklyn 15, 
I le gs 


Sump pump selection bulletin. 
Twenty pages. Contains selection 
suggestions for -more than 4,000 
models. Includes complete dimen- 
sions and outline drawings. Coding 
system permits ordering without 
detailed description. 

Available from: Byron Jackson 
Co., Box 2017 Terminal Annex, Los 
Angeles 54. 


Steel pipe coupling specification 
sheet. Two pages. Provides speci- 
fications of standard line pipe, 
water well, hydraulic and other 
coupling types. Nominal sizes and 
types given, as well as outside di- 
ameters. 

Available from: The Capitol Mfg. 
& Supply Co., 153 W Fulton St., 
Columbus 16, Ohio. END 












































How to Conduct the Employment Interview 


WITH THE EMPLOYMENT situa- 
tion easing up, plumbing and 
heating contractors may want to 
review their hiring procedures 
to make certain they get the 
best from the new crop of job 
applicants. 

The place to make the most 
careful “sizing up” of applicants 
is in the privacy of the contrac- 
tor’s office—with the applicant 
relaxed and the interviewer in 
possession of the basic facts 
about his background. 

The background, of course, is 
provided in the initial applica- 
tion form. But the informal talk 
that follows will tell the con- 
tractor many important facts 
that can’t be written down—facts 
about responsibility, tempera- 
ment and character. 

Direct questions form the ba- 
sis of any interview, but contrac- 
tors will get a better idea of the 
“inner man” by using a conver- 
sational vein in the interview. 
The applicant should be en- 
couraged to talk about himself, 
his past jobs and his future. 


Formula for Interview 


In this discussion, the employ- 
er will learn a great deal from 
the applicant’s manner of speech, 
his personal attitude, his dress 
and similar details. 

The formula an interview fol- 
lows will depend on the nature 
of the job opening. For exam- 
ple, a contractor may want to 





lead an applicant for a sales po- 
sition into a lengthy discussion 
of his own qualifications. This 
should tell how well the appli- 
cant’s voice projects, how con- 
vincing he is and how sincere 
he sounds. The same interview 
for a clerk would hardly be ap- 
plicable. 


Oral Questions Are Best 

An important part of any in- 
terview will deal with past jobs 
and training. It is difficult to 
discover from even an extensive 
application form, what the ap- 
plicant has actually done and 
what he has learned. Oral ques- 
tioning can more easily deter- 
mine if the applicant can handle 
the job in question and how 
much training may be necessary. 

Here are some other points 
which are covered on applica- 
tion forms but which may bear 
more investigation: 

Address—the section of the 
town the applicant lives fre- 
quently tells something of his 
family background and whom 
his friends are. If the home is 
a great distance from the office, 
the applicant may be forced into 
habitual tardiness. 

Previous jobs—former em- 
ployers and immediate super- 
iors should be checked care- 
fully as to the jobs held and the 
manner with which they were 
carried out. A check also should 
be made of any long gaps be- 
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TIPS FOR MANAGEMENT 





tween jobs to see how the time 
was spent, etc. 

The question “why did you 
leave your last place of em- 
ployment?” can best be an- 
swered orally. If the individual 
is hesitant in answering, further 
investigation may be warranted. 
However, contractors must not 
overlook the possibility that any 
difficulties encountered in the 
applicant’s last job may not be 
his fault. 

Health—it’s important to know 
the physical capabilities of a per- 
son before placing him in certain 
positions. The best way to get 
this information without eva- 
sions is to say that the facts are 
needed for insurance or health 
plans. Under these conditions, an 
accurate picture of the appli- 
cant’s physical condition is easily 
obtained. 


Family Status Is Important 


Family status—an idea of a 
man’s character often can be 
obtained from his family back- 
ground. The man with a grow- 
ing family, a home, etc., is a 
pretty substantial citizen. 

Draft status—today’s business 
man wants to know the appli- 
cant’s military standing before 
investing money in his training. 

Credit rating check—a point 
often overlooked is the appli- 
cant’s financial stability. A poor 
credit risk—one who is deep in 
debt, has a bad record of paying 
bills, ete—is just as poor an 
employee. END 


























The New 


tibertin LAUNDRY TUB 


Another Money Maker For You 


The newest — and a beauty! Strictly a quality product. It has everything you 





seek when you're looking for quality. But it’s priced for volume sales. 


Higher Quality Fiberlin Tub. Smooth, 
opaque and “appliance white”’ throughout. 
Remarkably shock resistant—won’t chip, 
peel or crack. Tough, durable resin with 
glass fibers gives amazing hardness and 
structural strength. No skimping on ma- 
terials, no production short-cuts, we believe 
the Fiberlin Tub the most remarkable yet 
engineered and produced. 


Handsome All-Welded Cabinet. White 
baked enamel on 22 gauge steel. Harmonizes 
with other kitchen and laundry equipment. 
Stainless steel ‘‘no drip” rim. Molded-in 
shelf (soap dishes embossed) results in 
homogeneous unit. 


Designed for Performance. Unit has solid 
appeal because it’s handsome but also be- 
cause it’s beautifully designed for perform- 
ance. Jt does the work. Makes housewives 
feel better about washday. Tub capacity 12 
to 15% greater for cabinet size. Large side- 
swinging door gives easier access to big stor- 
age space. Recessed base and leveling screws. 
Chrome-plated brass overflow attachment* 
drains washer water with tub in use. Rapid 
sanitary drainage. Fiberlin Tub easy to 
clean and keep clean with soap and water 
only. 


Dollar for Dollar the Fiberlin Tub gives 
greater pride of ownership and more utility. 





You Save Money in handling, storage, de- 
livery and manpower costs because of light 
weight and a design, with removable door, 
that vastly facilitates installation. 





*Overflow attachment standard equip- 
ment. Faucet optional at additional cost. 


Distributed only through Recognized 
Plumbing Wholesalers. 





BOWEN COMPANY 


Makers of Sanitary Laundry Tubs Since 1922 
1120 N. APPLETON STREET oe BALTIMORE 17, MARYLAND 
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MANUFACTURER ASSNS. 


June 2-4—IBR—Meeting of the In- 
stitute of Boiler & Radiator Manufac- 
turers; Absecon, N. J 


Oct. 7-8—NADFPM—22nd annual 


meeting of the National Assn. of Do- 
mestic and Farm Pump Mfrs.; Sher- 


man Hotel, Chicago. 


Oct. 11-14—AGA—Annual conven- 
tion of the American Gas Assn.; Audi- 
torium, Atlantic City. 


Oct. 18-22—CIPH—Annual conven- 
tion of the Canadian Institute of 


Plumbing and Heating; The Seigniory 
Club, Montebello, Que., Canada. 


April 20-23 (1955)—ACRI—Annual 
convention of the Air Conditioning & 
Refrigeration Institute; The Green- 
brier, White Sulphur Springs, W. Va. 


May 23-25 (1955)—GAMA—Annual 
meeting of the Gas Appliance Manu- 
facturers Assn.; Ambassador Hotel, 
Los Angeles. 


CONTRACTOR ASSNS.... State 


June 17-20—New Jersey—24th an- 
nual convention of the New Jersey 
State League of Master Plumbers; The 
Traymore Hotel, Atlantic City. 


July 15-17—North Carolina—An- 
nual convention of the North Carolina 
State Assn. of Plumbing and Heating 
Contractors; Vanderbilt Hotel, Ashe- 


ville. 


July 15-17—South Carolina—An- 
nual convention of the South Carolina 
Assn. of Plumbing & Heating Con- 
tractors, Inc.; Vanderbilt Hotel, Ashe- 
ville, N. C. 


Sept. 10-11—Utah—Annual conven- 
tion of the Utah Plumbing & Heating 
Contractors Assn.; Elks Club, Salt 
Lake City. 


Feb. 10-12 (1955)—Minnesota—An- 
nual convention of the Minnesota 
Master Plumbers Assn.; St. Paul Ho- 
tel, St. Paul. 


April 14-16 (1955)—New Mexico— 
Annual convention of the Associated 
Plumbing, Heating and Piping Con- 


tractors of New Mexico; Roswell. 


April 15-16 (1955)—Tennessee—An- 
nual convention of the Associated 
Master Plumbers of Tennessee; Her- 
mitage Hotel, Nashville. 


April 15-16 (1955)—Virginia—An- 





nual convention of the Virginia Asso- 
ciated Plumbing & Heating Contrac- 
tors; Hotel Chamberlain, Old Point 
Comfort. 


April 21-23 (1955)—Montana—7th 
annual convention of the Associated 
Plumbing & Heating Contractors of 
Montana; Northern Hotel, Billings. 


April 21-23 (1955)—New Jersey— 
54th annual convention of the New 
Jersey State Assn. of Master Plumb- 


ers; Hotel Chalfonte-Haddon Hall, 
Atlantic City. 


CONTRACTOR ASSNS. 
. - « National 


Heating and Ventilating Engineers; 
New Ocean House, Swampscott, Mass. 


Aug. 8-12—ASSE—48th annual 
meeting of the American Society of 
Sanitary Engineering; Muehlebach 
Hotel, Kansas City, Mo. 


WHOLESALER ASSNS. 


June 10-12—PHWNE—Spring meet- 
ing of the Plumbing and Heating 
Wholesalers of New England; Mount 
Weshington Hotel, Bretton Woods, 

. 


Sept. 19-22—AI—Annual convention 
of the American Institute of Whole- 
sale Plumbing and Heating Supply 
Assns.; Roosevelt Hotel, New Orleans. 


Sept. 20-22—MAWA—13th annual 
meeting of the Middle Atlantic 
Wholesalers Assn.; Roosevelt Hotel, 
New Orleans. 


Oct, 13-15—CSA—60th annual meet- 
ing of the Central Supply Assn.; 


Palmer House, Chicago. 


Dec. 6-8—NHWA—Annual conven- 
tion of the National Heating Whole- 
salers Assn.; Conrad Hilton, Chicago. 


Jan. 24-25 (1955)—PHWNE—Annu- 
al convention of the Plumbing & 
Heating Wholesalers of New England; 
Hotel Statler, Boston. 


Feb. 17-19 (1955) —WDA—26th an- 
nual convention of the Wholesale Dis- 
tributors Assn.; Shamrock Hotel, 
Houston, Texas. 


Mar. 27-29 (1955)—MAWA—Spring 
meeting of the Middle Atlantic 
Wholesalers Assn.; Shoreham Hotel, 
Washington, D. C. 





Obituaries 


Charles R. Crane Il, 61, vice presi- 
dent and a director of Crane Co., Chi- 
cago, died recently. He was associated 
with the company for 46 years and 
was a grandson of the founder. 

He is survived by his widow and 
two sons, Robert Baker, assistant 
manager of the Crane Co. plumbing 
sales department and Richard Clem- 
ent, associated with Hydro-Aire, a 
Crane subsidiary. 


Michael Weinsier, 68, president of 
the plumbing and heating wholesale 
firm of Saltser & Weinsier, Inc., of 
Brooklyn, N. Y., died recently. 

Mr. Weinsier headed one of the 
largest supply houses in the country. 
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Seven company branches are in 
Brooklyn, Jamaica, Flushing and Un- 
iondale-Hempstead in New York. 


George H. Schubert, northern New 
Jersey representative for The Beaton 
& Cadwell Mfg. Co. of New Britain, 
Conn., died recently. He was associ- 
ated with Beaton & Cadwell for more 
than 40 years, and formerly managed 
the New York office. 


William Earl St. Bernard, 60, Chi- 
cago area representative for The Im- 
perial Brass Mfg. Co. of Chicago for 
29 years, died recently. He is sur- 
vived by his widow and two daugh- 
ters. END 


June 28-30—ASHVE—Semi-annual 
meeting of the American Society of 
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— 
EVERY MAN CAN BE 


PRESIDENT... 
in his own White House 





‘ Home Planning Specialists again pick HEATMASTER quality! 


In “Everyman’s White House”, com- 
bining the spirit of the old with the 
convenience of the new, you'll find a 
C-E Heatmaster automatic gas water 
heater in the well appointed utility 
room. Experts of “Show-House”, plan- 
ners of this latest in their series of 
ideal homes, say: 

“In our house, hot water will flow 
clear and full and automatically .. . 


thanks to the big C-E Heatmaster.” 
Featured in a 4-color spread in the 
Saturday Evening Post for May 15, this 
newest Show-House makes a strong 
sales-starting promotion for the Heat- 
master line. Ask for full-color reprints. 
Be sure you have copies of the new C-E 
Heatmaster booklet on water heating: 
“Can your House Pass the Always- 
Ready Test?” 





Electric—approved and listed by Underwriters’ Laboratories 
Ges—coarries A.G.A. seal of approval 


Manvtactured by COMBUSTION ENGINEERING, INC. Werer Heater and Soil Pipe Division, Chattanooga 1, Tennessee 
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Sop ’ lop Basebae 


To meet the demand for an attractive, rugged, 
efficient enclosure for Institutional and Commercial 
applications, Kritzer presents this new design. The 
NEW Kritzer Slope Top is a high capacity baseboard 
made especially for hard-to-heat places where effi- 
ciency and durability really count. Its appearance 
and performance will please everyone. 

Included in the NEW Slope Top are the exclusive 
Kritzer features shown at the right which have 
proved to be of lasting satisfaction to users of other 
Kritzer Baseboard designs. 

Kritzer Certified ratings are a guarantee of satis- 
factory performance. For further information on the 
NEW Slope Top Baseboard or any other Kritzer 
product write to: 

Kritzer Radiant Coils, Inc., 2901 Lawrence Avenue, 
Chicago 25, or: 
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for more efficient 


heating 


of SCHOOLS, HOSPITALS, 
and OFFICE BUILDINGS 


WITH THESE Etcladscue 
KRITZER FEATURES 


ADJUSTABLE COIL 
SUPPORT BRACKET 


Carries the coil which rides 
on a self aligning slide cra- 
dle. Quiet operation is assur- 
ed during contraction or ex- 
pansion of coil. 


SEE YOUR JOBBER FOR KRITZER PRODUCTS 


Can be placed at 
any point along 
the baseboard. 
Nohinges tobind; 
no chains to 
break; no springs 
to wear out; no 
holes to drill. 


KRITZER RADIANT PANEL HEATING 


KRITZER IF IT’S KRITZER, IT’S RIGHT, SIR! 
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Battery of B & G 1510 Centrifugal Pumps circulates hot water to unit heaters in the 
garage, convectors in the offices and to the heat exchanger stations for bus pre-heating. 


Pumping station for pre-heating 
busses equipped with B & G Type 
“WU” Heat Exchanger and B&G 
1510 Centrifugal Pump. 











NOVEL APPLICATION OF FORCED HOT WATER PRE-HEATS 
BUS ENGINES... SUPPLIES HEAT TO GARAGE AND OFFICES 








june, 1954 DOMESTIC ENGINEERING 





Earl Webster 
Chief Engineer and Architect 
for Greyhound Bus Lines. 


Robert E. Hattis 
Consulting Engineers, Inc. 


Lloyd Wareham 
Architect and General Contractor 


Chicago Conditionaire Co. 
Heating Contractor 


Diesel bus engines must be pre-heated before 
putting into operation and, in addition, bus 
interiors warmed for passengers’ comfort. 
Use of the engine to warm the bus results in 
extra fuel consumption and wear on the 
engine. 

At the Greyhound Bus Garage in Chicago, 
this problem has been economically solved 
by a B & G Hydro-Flo System, which both 
pre-heats the busses and heats the garage 
and offices. 

Hot water from the main building boiler 
is circulated by B & G 1510 Centrifugal 
Pumps to eight heat exchanger stations, lo- 
cated on the garage ramp. At these stations, 
B & G Type “WU” Heat Exchangers trans- 
fer heat from the boiler water to water which 
is circulated by B & G 1510 Pumps to forty 
hose stations, each servicing two busses. 
Hot water is supplied through hoses to the 
engine block and heater. Pre-heating time 
varies between 15 and 30 minutes, depending 
upon outside temperature. 


For information on B&G Hydro-Flo 
Heating Products, send for catalog 


BELL & GOSSETT 


c O M P A N Y 


Dept. DL-1, Morton Grove, Illinois 


Canadian Licensee: §. A. Armstrong, Ltd., 1400 O' Connor Drive, Toronto, Canada 































“Plumbing Business" Defined 
A HIGH couRT decision recent- 


ly spelled out the extent of what 
is legally known as the “plumb- 
ing business.” 

The particular case involved 
the sale of a contracting firm. 
The original owner agreed to a 
clause in the contract stating he 
would not “work in the plumbing 
business” within the county for 
five years. 

The former owner believed 
this clause excluded him only 
from operating another contract- 
ing firm. He therefore accepted 
a salaried job from another con- 
tractor. The buyer brought suit 
against the former owner and 
was favored by this court de- 
cision: 

“One who works in the plumb- 
ing business includes every per- 
son whether it be clerk, secre- 
tary, pipe fitter, ditch digger or 
other work connected with the 
plumbing business.” 

Legal authorities point out that 
this is an important decision for 
every plumbing contractor since 
it may be used broadly in suits 
involving installation contracts, 
controversies with employees, in- 
surance law suits, etc. 

Citation: Henderson v. Jacobs, 
239 Pac. (2d) 1082. 


Examples of Breach of Contract 
BREACH OF CONTRACT is one of 


the more common legal head- 
aches encountered in everyday 
business so let’s take a look at 
some recent court decisions. 


T’S THE LAW! 


By Leo T. Parker, Attorney 


Cincinnati, Ohio 


A contract, for example, which 
includes a time clause is invalid 
if the clause is not fulfilled. A 
recent case concerned a heating 
contractor who sold a $225 fur- 
nace with the stipulation it would 
be installed within five days. 
When the contractor failed to 
install the furnace in that period, 
the customer cancelled the entire 
transaction. 

The contractor sued to collect 
the furnace price and introduced 
as evidence a note signed by the 
property owner for this amount. 
But the court ruled against the 
contractor saying he had not ful- 
filled all his obligations under 
the contract for installation. 

Citation: Tyler Co., v. Thomas, 
78 N.E. (2d) 80. 


Work Was Sub-Standard 


A less simple case of breach of 
contract involves workmanship 
which is not up to the standards 
required in specifications. 

Testimony in a recent case 
showed that a building owner 
refused to pay the contractor his 
price because the installation was 
sub-standard. The building own- 
er also sued the contractor and 
received a court judgment of 
$317. The amount represented 
damage to personal property and 
the cost necessary to put the job 
in proper condition. 

The contractor paid the $317 
and then sued the building owner 
to recover the full price of the 
installation. The court awarded 
the contractor his original price 
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but also upheld the damage pay- 
ment to the owner. 

Citation: Eagle Co., Inc., v. 
May, 61 Atl. (2d) 54. 

A similar case brought this 
ruling: “If there had been a sub- 
stantial performance of the con- 
tract, even though there was 
failure in some minor particulars, 
the contract price might be re- 
covered, less a fair allowance to 
the owner to make good the de- 
fects.” 

Citations: Dyer v. Lintz, 68 A. 
908; Feeney v. Bardsley, 66 N.J. 
L. 239. 


Watch Those "On Trial” Sales 
WHEN A PROPERTY OWNER buys 


merchandise on trial, what rule 
of law makes him liable for pay- 
ment? 

That’s become a common ques- 
tion in business and scores of 
opinions have been handed down 
on the subject. 

In one case, a restaurant own- 
er ordered an air conditioning 
unit on a trial basis and used the 
unit for several weeks. Then the 
restaurant owner instructed the 
contractor’s mechanic to take 
the unit out. 

The contractor held that this 
notification did not release the 
restaurant owner from buying 
the unit—particularly since he 
had used it for several weeks. 

The contractor won this court 
decision: 

“The mechanic’s limited em- 
ployment gave him no right to 
bind the contractor to any con- 
tract. He was not the business 
representative of the contrac- 
tor and had no authority to act 
in his place and stead. Where 
there is a sale on trial, there is 
no sale until the approval is 
given; that is, keeping the goods 
beyond the time allowed for trial, 
which is a reasonable time if not 
expressly fixed. Failure to re- 
turn the goods within a reason- 
able time makes the sale abso- 
lute.” 

Citation: Dimos v. Stowe, 71 


S.E. (2d) 187. END 
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WELTON BECKET 
& ASSOCIATES 
architects and engineers 
DEL. E. WEBB 
CONSTRUCTION CO, 
general contractors 


SCOTT COMPANY 
plumbing contractors 
GRINNELL CO. 

OF THE PACIFIC 
plumbing wholesalers 


=. 


This California hotel is being erected in large and lush 
Beverly Hills, the suburban area that is completely surrounded 
by Los Angeles and is world-famed for its luxurious homes of 

celebrities of screen, radio. television and stage. 


AUTOS INFLUENCED SITE FOR NEW HOTEL 


@ On an extensive triangle at the junction of two _ balconies which overlook pleasant vistas. Indoor 
famous boulevards in Beverly Hills, a 13-million attractions include fan-shaped dining room and 
dollar resort-type hotel will soon be the Hilton supperclub, private party rooms, large ballroom 
response to the eight out of ten hotel guests who and spacious rooftop cocktail lounge-cafe with 
prefer auto travel. By reason of its choice subur- view of mountains. Outside is a cabana-ringed 
ban site and double deck parking space for 1000 swimming pool, screened from traffic. As in 
cars, the new Beverly Hilton will combine luxury _ many thousands of other hotels and high ranking 
hotel, entertainment rendezvous and shopping — buildings of every kind, efficient, economical and 
center, all within a few minutes from busy down- enduring sLoan Flush va.ves were speeified for 
town Los Angeles. Nearly all of the 450 guest installation throughout this newest Hilton Hotel 
rooms have floor to ceiling windows and private —more proof of preference that explains why... 


sain osmae Stik VALVES 


are sold than all other makes combined 














SLOAN VALVE COMPANY ¢ CHICAGO ¢ ILLINOIS—— aa 


Another achievement in efficiency, endurance and econ- 
omy is the sLoan Act-O-Matic sHOWER HEAD, which is 
automatically self-cleaning each time it is used! No clog- 
ging. No dripping. Architects specify, and Wholesalers 
and Master Plumbers recommend the Act-O-Matic—the 
better shower head for better bathing. 


Write for completely descriptive folder 
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DAMPERS STANDARD 
EQUIPMENT 


Full length deflector is also an adjustable 
damper to give individual finger tip con- 
trol. Spare rooms can be closed off, and 
bedrooms kept at lower temperature with 
lower fuel cost. 


@ Every new and ex- 
clusive feature of FEDDERS 


latest type Baseboard Radiation is Se 
being welcomed by architects, interior a QUICK SNAP-ON INSTALLATION 


decorators, contractors and owners for new Covers, corners, joint strips, element and 


and remodeling work. Provides convected and supports come in complete package. No 
drilling, no mitering, no screws, no tools, 


radiant warmth at ankle height all around the room. no brackets to assemble .. . saves hours. 


Finned heating element gives quick response to thermostat. One piece back and top eliminates leak- 
age of heated air. Smooth cover.surfaces 
are free of ribs and grilles. Active but 
gentle air circulation,— no hot blasts to 


NEW FEDDERS stir up dust. 


CONVECTOR-RADIATORS 
with Sliding Front 
Quick, easy installation Also manufacturers of Unit Heaters, 


. -« smooth front panels, a 
no screws. Complete line Wall Radiation and other Heat Transfer 


of sizes for free standing, ; DE 
ee et Products. Write Dept.”™ for Catalog. 
dow installations. Write 


Dept. AR for Catalog. FEDDERS-QUIGAN CORPORATION 
f Heating Division TRENTON 7, N. J. 
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If you're installing Penn heating controls... you know the answer 
to both questions. If you're not . . . then use Penn on your next 
heating job and you'll be the heating dealer with low service costs! 

Once Penn controls are installed properly, their dependable 
performance eliminates costly service call-backs. Just as impor- 
tant, their accuracy delivers the better heating comfort you sell. 
Result . . . better-satisfied customers, more sales and more profit 
for you! 

Want convincing proof? Then, install Penn controls on your 
next heating job. Ask your burner manufacturer or wholesaler. 
Penn Controls, Inc., Goshen, Indiana. Export Division: 13 E. 40th 















































Street, New York 16, N. Y., U.S.A. In Canada: Penn Controls 
Limited, Toronto, Ontario. 

ustable 
ip con- 
ff, and Here’s a new type of gos 
re with valve with straight-through 

flow and vertical, self-clean- 

ing seat. 
ae 
1ON 
t and Liquid expansion furnace fan 
>, No and limit control with cali- 
ools brated dials. Also available 

. for hot water systems. 
ours. 
leak- 
faces Heat-anticipating, 2-wire Oil burner stack switch with 
| but thermostat banishes Hot-n- low voltage protection, sim- 
its to Cold living for real heating ple 2-wire hook-up and sturdy 
J comfort. bimetallic element. 

eS 

fae mm 
ters, a ———— | 
ransfer = | | EE SIE2 S15 212 S15 Se1zeSIEESEh 
alog. PEEP EEE EEE EEE | J || GBEEEEIEEETEERERE pee 

woe: ——a) od 
7,N.J. > od 
NJ FOR HEATING, REFRIGERATION, AIR CONDITIONING, GAS APPLIANCES, PUMPS, AIR COMPRESSORS, ENGINES 

















34 DOMESTIC ENGINEERING June, 1954 


HAMMOND 
HAMMOND 
HAMMOND 
MMOND 


AMMOND 
AMMOND 


HAMMOND 






















t€ | 


Modern production methods— 

Automatic quality control in 

casting, machining, and finishing — 
Modern packaging—are Hammond 


progressive manufacturing practices 
that give you the best valve for 


4 A M M 0 Bi Vy your money that can be made today. 
Standardize on Hammond Valves— 
as do thousands of plumbing 
and heating contractors who enjoy 


a reputation for high quality 
installation and service work. 


Hammond Valves are carried in 
stock by all leading plumbing and 
A M M G A D heating wholesalers. 


FLAMMOND BRASS WORKS  smmono, woiana 


ORIGINATORS OF INDIVIDUAL VALVE PACKAGING 
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*Trade Mark—for Rapi- 
dayton Multi-Stage Pumps 
with exclusive ‘‘Axial-Flow”’ 
design and all-brass con- 
struction. Patents Pending 


Diffusers 
>‘ precision-formed' brass 


cases and covers 





reduce power-loss 


through friction. Impeller is 


cast bronze 


Cartridge-type rotary seal 
Can be changed in minutes 
if necessary, without dis 
turbing pump or piping. No 
special tools needed 


All-brass 
including venturi, nozzle and 
body. Automatic pressure 


ejector assembly 


regulating valve. Foot vaive 


included in price 


Ya H.P. TWO-STAGE 50 AT 


149% 


(based on f.0.b. factory price) 
Includes pump, all-brass ejector assembly, avte- 
matic pressure regulating valve, cartridge seal and 
foot valve. Other multi-st models as low as: 
$174.50 (% H.P.), $199.50 (1 H.P.), $279.50 
(1% H.P.), $349.50 (2 H.P.). 
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MULTI-STAGE 









BRASS-BUILT 


Now! ‘‘Brass-Built’’ Multi-Stage 
Pumps at prices you've been paying 
for single-stage, cast iron pumps. 


You don’t have to be a technical expert to 
know that a pump with 2 or 3 micro-smooth 
brass stages will out-perform a pump with 
1 stage of rough cast iron. So—because the 
“Super-Champ” is “‘brass-built’’ and is 
multi-stage—you get plenty of water and 
plenty of pressure! It’s that simple. There’s 
nothing mysterious about why the “Super- 
Champ” is better—it’s built better! 


There’s a “Super-Champ” model for every 
requirement: 
10 models with 12, %4, 1, 1% or 2 H.P. 
2 or 3 stages for Deep or Shallow Wells 
Models for capacities up to 3270 g.p.h. 
Models for pressures up to 100 Ibs. 
Models for settings down to 200 feet 


You get every deluxe feature you could ask 
for with “Super-Champ.” All models low- 
priced —all carry full trade discounts. Get 
in touch with your Wholesaler now. Write 
for his name and address. 


*Copyright by The Dayton Pump and Manufacturing Company, December, 1953. 


Repidiizln 


THE DAYTON PUMP & MANUFACTURING COMPANY °* DAYTON 1, 


OHIO 
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9 MINUTES WITH BERGIE! 
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By Hal Bergdahl, manager of dealer sales, Crane Co., Chicago 


How Much Is That Doggie in the Window? 


ArF! Arr!, barks little Fido. 
He’s trying so hard to be nice. 
Winning our affection is the one 
big ambition of the doggie in 
the window. In the parlance of 
selling, there is attention, inter- 
est and conviction—a sweet set- 
up with great sales possibilities. 

But wait . . . sounds like this 
deal is in trouble. The man out- 
side the window is going to ask 
that age-old question, “How 
much?” But why the price ques- 
tion at all? On both sides of that 
window they’re drooling with 
affection for one another. A 
shrewd student of human nature 
might be able to answer that 
riddle quickly, but for me it’s 
going to take a little more time. 

I guess our hero never bought 
a dog before so he has no idea 
how much dogs cost, and to 
make matters worse, no price 
tag is in evidence. So he does 
what most of us would do—he 
asks, “How much?” 


A New Set of Conditions 

If the intended purchase were 
a package of gum, an ice cream 
cone, or a coke, the approximate 
price would be known. Previous 
experience in buying these 
items has established their cost. 
But in the case of a dog, a set 
of new conditions exists. He’s 


considering buying something he 
hasn’t given serious thought to 
buying before. 

“No use drooling over the 
hound if he costs more than I 
am able to pay,” might be the 


line of reasoning going through 
his mind. 

To many of us in business, the 
price question sometimes takes 
on a sort of fearsome and ugly 
look. We would rather not dis- 
cuss it, yet our customers and 
prospects keep bringing it up... 
so what’s a fellow going to do? 

There is only one way that I 
know of to handle the price 
question and that is to meet it 
head on. A simple way of doing 
it, of course, is to see that all 
merchandise offered for sale is 
plainly priced. 


Love at First Sight 


People look into your store 
and see a sparkling new display. 
It’s love at first sight. “That sure 
is a beautiful sink; I’d love to 
have one but it looks so expen- 
sive.” ; 

That’s perfectly logical con- 
clusion. More than likely most 
of your prospects never bought 
an item like it, so their cost ideas 
are all over the lot. If a price 
were plainly marked, everyone 
would know if his finances were 
adequate. 

If there is any moral in our 
lesson this month, it is simply 
this: Let’s not have a single 
plumbing and heating store in 
the U. S. display products with- 
out having plainly marked 
prices. 

Here’s an observation that 
might illustrate the point. A 
plumbing contractor quoted 
$3,100 for a complete kitchen 


% 





job. He was a little embarrassed 
because he felt he was asking 
the man to invest an awful lot of 
money in an old house. 

“Wow,” says the owner, “I 
only paid $8,500 for the whole 
building and land when I 
bought it 12 years ago.” In the 
back of our prospect’s mind, his 
thinking could have been some- 
thing like this: “Am I really 
justified in spending $3,100 for a 
modern kitchen, or could I get 
more out of the money by buy- 
ing something else? Which gives 
me the most value?” 

That’s what prospects think to 
themselves. . 

And that started me thinking. 
Suppose this kitchen prospect 
was trying to make a decision as 
to whether it would be a new 
car or a new kitchen? Which 
would he get the most out of for 
the money spent? That, in the 
final analysis, is what will de- 
termine the final decision, don’t 
you agree? 

You and I know that the new 
kitchen will save a lot of work 
and add to the daily pleasure of 
living for many, many years. It 
will add to the value of the home 
and, in the long run, it is sure 
to prove of more value than, say, 
the purchase of an automobile. 


Price Becomes Secondary 


Once our prospect understands 
this real value factor and the 
comfort and convenience of mod- 
ern plumbing and heating, price 
becomes secondary in his mind, 
and he’s more apt to make his 
decision in our favor. END 














il lot of 


rer, “I 
whole 
hen I 
In the 
nd, his 
-some- 
really 
0 for a 
| I get 
y buy- 
1 gives 


ink to 


nking. 
ospect 
ion as 
24 new 
Which 
of for 
n the 
ll de- 
don’t 


> new 
work 
ire of 
rs. It 
home 
sure 
» Say, 
obile. 


ands 
| the 
mod- 
price 
nind, 
> his 


IND 





voe- Uae al -1) comm’ Lol 6 met -1 1 Mt paleo) af = 


WATER 
HEATERS 


Longer service life has real appeal to homeowners— 
and nowhere more so than in the water heaters they buy. 


Therefore, it is “good news” to everyone that more 
and more water heaters will be built with “glass-lined” 
tanks. The reason, of course, is that Porcelain enam- 
eling—the process used to provide the glass lining 
on the tanks—is the most practical and sure way to 
combat rust and corrosion. 


Today’s better porcelain enamels are immune to 
heat and moisture, exceptionally high in alkali and 
acid resistance. They also go on smoother, more uni- 
formly—this latter point being extremely important 
in water heater tanks. 


Manufacturers and dealers alike will be smart to 
put most of their selling effort this next year behind 
glass-lined water heaters. It’s a “hot” item and a quality 
market. Why not get your share of this business? 
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PORCELAIN ENAMEL 
is a ‘‘natural’’ for 
WATER HEATERS 


Only Porcelain enamel, the fused-in 
finish, gives users all these advantages: 


1. Rust and corrosion resistance 
2. High alkali and acid resistance 


3. High heat resistance 





4. Longer service life 


1 


5. Wider consumer acceptance 
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4150 EAST 56th STREET + CLEVELAND 5, OHIO 
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When junior’s ready for his bath and no 
hot water comes out of the tap—then 
comes that loud and insistent call for 
you, the plumber. 


Calls like this give you a golden oppor- 
tunity to be a merchandising plumber. In- 
stead of a repair job, you can make a 
replacement that will last, and make a 
lasting friend of your customer. Here’s 
how: 


Suggest that your customer be modern 
electrically and let you install a new 
Electric Water Heater of adequate size— 
one that will have enough hot water in 
reserve for a good shower, even after 
Mrs. Customer has done the washing, or 
after the children have had their baths. 
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Mom! This waters not hot! 


(THE ANSWER IS, “CALL THE PLUMBER!” ) 


You can explain the cleanness, the econ- 
omy, the long life of the Electric Water 
Heater, and its completely automatic 
operation. You can make the installation 
anywhere that’s most convenient, inde- 
pendent of any flue or vent. You can give 
your customer a choice of Electric Water 
Heater types—upright or table-top. 


You can make yourself a tidy profit— 
and a happy customer. The new Electric 
Water Heater will forestall the costly 
callbacks which sometimes follow re- 
pairs—but your customers will call you 
back with pleasure when they need other 
appliances or services. So, you see, when 
you sell the Electric Water Heater, every- 
body benefits—not only immediately, but 
in the future as well. 


ELECTRIC WATER HEATER SECTION 
National Electrical Manufacturers Association, 155 East 44th Street, New York 17, N. Y. 


June, 1954 






Sell and install 
ELECTRIC 
WATER HEATERS 


... They’re what people want! 


ALLCRAFT ¢ BAUER « C-E HEATMASTER ¢ CRANE-LINE SELECTRIC ¢ CROSLEY « DEEPFREEZE « FAIRBANKS-MORSE ¢ FRIGIDAIRE « GENERAL ELECTRIC « HOTPOINT « HOTSTREAM 
JOHN WOOD « KELVINATOR « LAWSON « MERTLAND « MONARCH « NORGE « PEMCO «+ REX « RHEEM « SEPCO « A. ©. SMITH « THERMOGRAY « WESTINGHOUSE 
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CARROLLTON MANUFACTURING 60. 


CARROLLTON, OHIO 


. how add 4 new and brilliant beauty 
fo the litetime durability of 


STAINLESS STEEL SINKS 


... NOw pute the once expencive ‘luxury sink 
within the reach of every houceholder 

















Carltons exclusive 


MAKES THEM AMERICA’S 





= light ag a feather. 
— bright ag a mirror 








NO. 2132. TWIN BOWLS Size overall 21” x 32”. Each 
bowl is 16” x 14” x 7%” in depth. Flanges measure 114” wide 
on each end, 1” at front edge. The 4” back ledge is provided 
with four 134” faucet openings on 4” centers with snap out 
plug in fourth opening. Each bowl has a 3%” opening in 
center for standard basket type drain outlet. Seamlessly 
stamped from “18-8” Stainless Steel. Undercoated with effec- 
tive sound-deadening material. (Shipping wt. 20 pounds). 


Its net weight of only 17 pounds makes it possible for one 
man to install it with ease. 


: NO OTHER KIND OF SINK OFFERS ALL THESE 
CWT nust.. UMW cur .. AWM pce... AMM CRACK, OR BREAK.| 


And now—from Carlton’s 25 years experience in working with stainless kitchen clatter. High finish catches and reflects the colors of the kitchen; 
steel—we have evolved an exclusive finishing process that imparts a harmonizes with any kitchen decor; complements any color scheme. 
heretofore unknown beauty to kitchen sink surfaces. A finish that 
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actually grows even more lustrous with use. The builder benefits in two ways. If ‘the kitchen sells the hous’ 
stainless steel goes a long way in selling the kitchen. And, there § 
Of equally great importance, Carlton’s mass production facilities never any fear of encountering costly replacements under the 
permit the installation of these “luxury” sink bowls at prices that Builders Guarantee. 
favorably compete with ordinary, cast-iron porcelain enameled sinks. 
Even the plumber is pleased because the light weight permits es 
The appeal to the housewife is instantaneous. The dense, hard ‘installation by one man—the double bowl weighs only 17 pounds. Yé 
surfaces are as easily washed as a drinking glass. The extra resilience Stainless Steel Sinks are no longer the “sink of tomorrow” - Carll 
is easier on china and crystal ware. The sound-deadening reduces has made them TODAY’S BEST VALUE. 
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A’SINIOST BEAUTIFUL SINKS 









NO. 2124. SINGLE 
BOWL Size overall 21” x 
24”. Bowl size is 16” x 21” x 
7%" in depth. Flanges meas- 
ure 2” wide on each side, 1” 
at front edge. The 4” back 
ledge is provided with four 
1%" faucet openings on 4” 
centers with snap out plug in 
fourth opening. 34” opening 
in center of bowl for standard 
basket type drain outlet. 
Seamlessly stamped from 
18-8" Stainless Steel. 
Undercoated with effective 
sound-deadening material. 
(Shipping wt. 15 pounds). 



















NO. 2116. SINGLE 
BOWL Size overall 21” x 
16”. Bowl size is 16” x 14” x 
7%," in depth. Flanges meas- 
ure 1” on each side, 1” at 
front edge. The 4” back ledge 
is provided with three 13%” 
faucet openings on 4” centers. 
3%” opening in center of 
bowl for standard basket type 
drain outlet. Seamlessly 
stamped from ‘18-8’ Stain- 
less Steel. Undercoated with 
effective sound-deadening 
material. (Shipping wt. 10 
pounds). 
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UMN vrscor0r ee COMM LOSE THEIR LUSTROUS SHEEN! 


COMPARE THE FEATURES 


Carlton’s warm lustrous finish is un- 
matched for beauty and cannot be 
marred by use. 


Each bowl seamlessly stamped from 
one piece of proper gauge 18-8 Stain- 
less Steel. No seams or crevices. 


Each model illustrated here is under- 
coated with effective sound-deadening 
material. 


4. 
5. 
6. 





Narrower wall between twin bowls re- 
duces splash when faucet is switched. 


Twin bowl weighs only 17 lbs. Easily 
installed by one man. 


Bowl bottoms formed with correct pitch 
for complete drainage. 


Flange corners rounded to fit Hudee 
Sink Frames. (1 14” radius). 











































ADDITIONAL SIZE SINK BOWLS 


... ideal for Boat Galleys... Home Bars . . . House Trailer Kitchens 


NO. 1517 Size overall 20” x 174”. Bowl size (inside) is 1744” x 
15” x 7%" deep. Maximum flange width, 1%”. 344” drain outlet at 
center of bowl. Seamlessly stamped one-piece construction of 20 
gauge “18-8” Stainless Steel. (Shipping wt. 10 Ibs.) 


NO. 1517 /T1 Overall size and bow! size same as 1517 except it is 
11 inches deep and has maximum flange width of 1”. Seamlessly 
stamped from 18 gauge “18-8” Stainless Steel. (Shipping wt. 16 Ibs.) 


NO. 1620 Size overall 22'4” x 184”. Bowl size (inside) is 20” x 
16” x 7%" deep. Maximum flange width 1%”. 34” drain outlet at 
center of bowl. Seamlessly stamped one-piece construction of 20 
gauge, ‘18-8” Stainless Steel. (Shipping wt. 12 Ibs.) 








NO. 1048-5 Size overall 2144" x 13”. Bowl size (inside) is 
1954” x 11%” x 5%” deep. Maximum flange width %”—Drain 
outlet 344” at center of bowl. Seamlessly stamped from 20 gauge 


18-8" Stainless Steel. (Shipping wt. 744 Ibs.) 


NO. 1048-7 Same as 1048-5 except it is 7” deep. (Shipping 
wt. 8 Ibs.) 


NO. 1515 Size overall 18%” x 12%". Bowl size (inside) is 14" 
x 10” x 8” deep. Drain outlet 314” at center. Seamlessly stamped 


of 18 gauge “18-8” Stainless Steel. (Shipping wt. 9 (bs.) 


NO. 1040-SB Size overall 13” x 10%”. Bowl size (inside) is 
11%" x 9%" x 4” deep. Drain outlet opening 34” at center of 
bowl. Seamlessly stamped of 20 gauge “18-8” Stainless Steel. 
(Shipping wt. 5 Ibs.) 


NO. 1046-SB Same as 1040-SB except it is 6” deep. (Ship- 
ping wt. 5% Ibs.) 


MOTE: All sink bowls on this page can be supplied with flanges trimmed on 1 !4’ 
radius at corners (for Hudee type rims). Specify round corner flange or square corner 
flange. Drain openings to your size and position when specified by buyer (available 


on orders for 12 or more). 


Printed in U.S.A. 


Form SD-6:54-56¢ 
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WHAT'S AHEAD 
FOR 
YOUR BUSINESS? 


EXPERTS GIVE 
THEIR OPINION 


DEALERS TOLD: 
GET INTO 
REMODELING 


HOUSING BILL 


GETS 
GOING OVER 





WASHINGTON REPORT © WASHINGTON REPORT © WASHINGTON REPORT @ WASHINGTON REPORT 





"Let's talk progression not recession!" 

The words are those of Claude W. Owen, president of the 
American Institute of Wholesale Plumbing and Heating Supply 
Assns., in a fighting speech at the recent convention of the 
the Southern Wholesalers Assn. in West Palm Beach, Fla. 

In general, his advice is echoed by many business lead- 
ers throughout the industry who replied to a first quarter 
survey of business made by Domestic Engineering. 

While most see keen competition ahead, they like the 
prospects for the balance of 1954. 

Here's a sampling from the survey: 

Jim Peery, secretary Central Supply Assn. - “A strong 
March and April has resulted in a substantially optimistic 
outlook for the balance of the year. The figure mentioned 
most frequently in the CSA's survey...a five percent in- 
erease over last year.* 

George Boeddner, managing director of the National Warm 
Air Heating and Air Conditioning Assn. - "I am of the 
opinion that the dollar and cents business of the warm air 
industry will be up 10 to 20 percent." 

Walter Browning, sales manager, C. A. Dunham Coe, Chi- 
cago - “We feel we are not unduly optimistic when we say 
that 1954 will again see sales records made." 

For the complete business round-up, see the feature 


beginning of page 120. 
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Speakers at the NAPC convention held last month in Wash- 
ington, D.C. urged contractors to get into. remodeling. 

In a major address, Genaro A. Florez, president of 
Florez, Ince, a sales promotion firm, termed it "an un- 
tapped market which defies statistical analysis." 

Other speakers revealed much the same sentiment as in- 
dustry leaders explored the huge potential waiting-to be 


sold. 
See page 138 for a complete report. 
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The Senate Banking Committee finished going over the 
President's housing bill last month. 

The result: Not exactly as good as plumbing and heating 
contractors would like it to be. 

Recent scandals were a factor in tightening, rather than 
loosening the home repair loan program. 

Unless the Senate reverses the committee's recommenda- 
tions, the ceiling for home modernization jobs will remain 
at_ $2500, three years to pay. 

Public housing, originally tabbed for only 35,000 units 
was upped to 155,000 a year. 

The measure for no down payment, 40 year loans on homes 
was also rejected by the committee. 
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HOUSING STARTS 
BOOM MERRILY 
ALONG 


HOW TO STRETCH 
YOUR AD DOLLAR 


TO PUSH 
HEAT PUMPS 


FIVE WAYS 
TO BEAT 
COMPETITION 


COLLECTIONS 
ARE EASIER 


BEST MOVE 
HE EVER MADE 


BOILER ROOM 
SHOW PLACE 








¥ ructi ous star however, continue 
to boom merrily along. 

Federal housing experts are privately predicting 1954 
may be the second best year in housing history, according to 
the Wall Street Journal. 

They are confident homebuilders will start work on at 
least one million and maybe 1.1 million in 1954. 

Private housi Starts in April were the highest i 
over three years, and the trend has continued into May. 

Easy mortgage money is one answer; it's plentiful, get- 
ting cheaper, and personal income stays high. 

April's 109,109 starts were at an annual rate of 
1,159,000 after adjustment for seasonal factors. 

*uRe 

How you can get the most out of every advertising dollar 
you spend is related in a feature beginning on page 130. 

Justus Gansle, manager of the Corpus Christi (Tex.) 
Plumbing Co., tells how he budgeted his limited advertising 
funds to reach all the best prospects in his area. 

Gansle has some definite ideas on where, when and how to 
place that ad buck..eand he can back up those ideas by 
showing increased volume and profits. 


*EKS 


General Electric is about to begin its first big push to 
sell heat pumps up north. 

While the company has been marketing the units for 
about two years, most of the sales have been in the southern 
tier of states. Experience there has convinced the company 
that there is a wide market awaiting cultivation in the 
North. 
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Honest. competition adds spirit and life to the plumbing 
and heating contractor's business... 

It makes mediocre salesmen good and it makes good sales- 
men better. It's the intangible element of selling that 
makes champion salesmen. 

But how do you handle competition to get the utmost from 
every tough situation? You've got to think constructively 
and know your competition...for a start. And there are other G 











factors that can turn competition to your advantage. 
What they are and how they'll work for you is told in 





the article entitled "Five Ways to Beat Competition.* WEI 
You'll find it on page 136. free 
sees well 

Collections now come quicker! es i 
According to the National Assn. of Credit Men, the slow- — 


down in business bill collections is tapering off. For the 
past two months, the situation has reversed the slowdown 
which began last fall. 

Tip: You can get yours by setting up a regular collec- 
tion system and seeing that it is followed to the letter... 
and by setting up more careful lending policies. 








**#u8 
Thinking -about changing your business location? a 
H. Le Robertson, Miami, Fla. contractor did...to a main too 
street location and he has decided opinions about it. lengi 
"Best move we ever made,” is one of them. diam 





Robertson's story of meeting and selling the big traffic 
business starts on page 124 in this issue. 

He also has some good tips on how to combine the advan- 
tages of a two-story office and a one-story stockroom in a 
single showroom building. 
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In California, where they love glamor and tourists, with 
equal fervor, a new “showplace” has been unveiled. 

It's a new boiler room at Knott's Berry farm, a popular 
tourist mecca near Los Angeles. 

See the story on page 1532. 
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Give maximum permanence to your plastic pipe installations by using 
Capadapter metal fittings. Get the durability and perfect fit that are 
possible only with metal. Available in brass or hot-dipped*galvanized 
steel. Avoid costly fitting failures due to slipping, cracking, or leaking. 
Capadapters have wide, flat clamping surfaces and four sharp, deep 
serrations to hold plastic pipe. This wide, flat clamping surface permits 
plastic pipe to be compressed to a diameter smaller than diameter 
of the serrations ... making a connection that cannot slip. 
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WELL SEAL ELBOW —A one-piece 
free flow pattern that goes through the 
well seal. Supplied with male pipe thread 
on one end or serrations on both ends 
as illustrated. Sizes 9%" through 11/2”. 


FEMALE VENTURI—Furnished in 
brass only in 8”, 10” and 12” overall 
lengths. Available in 1”, 1%" and 112” 
diameters. 


SOLD ONLY THROUGH 


MALE THREAD ADAPTER — Made 
in sizes 2.” through 2”, Brass or hot- 
dipped galvanized. 


MALE VENTURI — Available in 6”, 
8”, 10” and 12” overall lengths; diam- 
eters, 1”, 1%” and 112”. Brass or hot- 
dipped galvanized. 


INSERT COUPLING —Has smooth 
clamping surface on both ends. Carefully 
machined ... close tolerance. Sizes 2” 
through 2”. Brass or hot-dipped gal- 
vanized. 


FEMALE THREAD ADAPTER — Fur- 
nished in sizes 2" through 2”. Brass or 
hot-dipped galvanized. 
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| Questions and Answers 


Temperature Control Problem 
To The Editor: 

We have a customer who has a 
problem of holding the tempera- 
ture of water in open tanks to be- 
tween 50 and 55F. The water go- 
ing into these tanks is usually 
around 50F either from city hy- 
drants or wells. 

These tanks are 70 in. in length, 
12 in. in width, hold 18 in. of water 
and are portable. The tanks are 
aerated by an air compressor as 
indicated on the drawing. This air 
is cooled before going into the 
tanks through a 40 ft copper coil in 
a tank which is kept full of ice at all 
times. This chilled air has provided 
both cooling and aeration. 

To eliminate the constant need 
for icing, the customer wants to 
convert to a refrigeration unit such 
as used in a cooling system for a 
house or building where the water 
is circulated through radiant cool- 
ing/heating pipes. Filling pipes 
with refrigerant would not be very 
practical on these tanks as this set- 
up is torn down and moved from 
location to location. 

The question is whether or not a 
refrigeration unit of this type 
would be applicable to the prob- 
lem at hand. 

Ohio W.S.B. 
To The Reader: 

The drawing submitted (see Fig. 
1) indicates that both aeration and 
cooling are accomplished through 
use of a compressor forcing chilled 
air through 4 in. copper tube pro- 
vided with an icebox containing a 
40 ft coil. The chilled air coil ex- 
tends to the bottom of each tank, 


terminating in aerating stones. 
So far as aeration of the tank is 
concerned the present aerating 
system could be retained. To ac- 
complish this it would only be 
necessary to eliminate the present 
icebox. The cooling of water in the 
tanks is surrounded by many vari- 
ables. While each tank holds ap- 
proximately 75 gal. of water, the 
refrigerating load would depend on 
room temperature since there 
would be a heat pickup in the open 
tanks and this would depend on the 


construction of the tanks and the 
presence of insulation, if any. 

The fact that your customer’s 
problem involves portability of the 
tanks might prevent successful use: 
of cold plates or coils, either in or 
under the tanks. Although by im- 
provising and experimenting, a 
satisfactory custom-made job 
could be built up, it is our belief 
that under the circumstances your 
customer would obtain trouble- 
free service by using one of the 
factory-assembled forced-flow liq- 
uid coolers that are on the market. 
There is a stock size that will pro- 
vide an integral circulating pump 
with capacity of approximately 7 
gal. per minute, with a Btu capaci- 
ty of 2,950. This unit has a 10 to 
90F temperature range and has 
thermostatic control. 


Wants to Boost Pressure 
To The Editor: 

A customer of mine wants a 
“booster pump” or some type of 
pump to hook on the city water 
line to “step up” the pressure from 
40 lb to 80 or 90 lb. This is for a 
filling station where they wash 

(Please turn to top of page 56) 
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Shown above is a plan view of open tanks requiring control of water tempera- 
ture at 50 to 55F. The solid lines in Fig. 1 show the existing chilled compressed 
air supply. Fig. 2 shows a suggested hookup using a forced-flow liquid cooler 
for chilling the water. The present compressor and aeration lines are retained. 
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From a propeller fan installation . . . 

= to a complete heating and ventilating 
system—you’ve got everything you need in Herman 
Nelson products. Right now, it’s time to set the stage 
for summertime efficiency with Herman Nelson 


ventilating units, fans, and unit blowers. 


If it’s Herman Nelson engineered, you can be sure 


it’s superior in performance, made for long, econom- 








ical operation—and styled with beauty that appeals. 
Out of the vast Herman Nelson line, you can plan 
all types of heating and ventilating systems for com- 
mercial, industrial, institutional needs. AAF branch 
offices and distributors all over the U. S. offer spe- 
cialized engineering help and recommendations on 
specific jobs. Avail yourself of this help. And write 
for literature on America’s foremost line of heating 
and ventilating equipment! 


a ae Aix Litter COMPANY, INC. 


Louisville 8, Ky. 


116 Central Avenue, 


VERTICAL 
UNIT HEATER 


Write for Catalog No. 700 


HORIZONTAL 
UNIT HEATER 


Write for Catalog No. 700 GAS FIRED 


UNIT HEATER 
Write for Catalog No. 715 


INDUSTRIAL 
UNIT HEATER 


Write for Catalog No. 


DE LUXE 
UNIT HEATER 


Ng 








harmon polton 


BELT DRIVE 


PROPELLER FANS 


Select from a wide range of sizes, wheel 
diameters from 24” through 54”, capacities 
up to 36,150 CFM. Fans operate horizon- 
tally or vertically. Herman Nelson Belt 
Drive Propeller Fans are quiet-operating— 
give low initial cost, low operating cost. 


Write for Catalog No. 800 





HEATING AND 
VENTILATING UNIT 





BELT DRIVE 


jon. UNIT BLOWERS 





Herman Nelson Unit Blowers handle more 
air with less horsepower, less noise. Belt 
Drive Unit Blowers are offered in both slow 
speed and non-overloading types. Wheel 
diameters 9” to 30”. All Herman Nelson 
Unit Blowers are available for any discharge 
and rotation. 


Write for Catalog No. 825 


HERMAN NELSON 
FINNED RADIATION 


Write for Catalog No. 790 


HERMAN NELSON HERMAN NELSON 
CONVECTOR RADIATOR BASEBOARD RADIATION 


Write for Catalog No. 791 Write for Catalog No. 792 
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You Set For 
Safety On Sight 


4 





@ ‘Set it on the job” revolving head 


relief valve gives you instant setting, 
instant reading, in any space, any position. 


& A low cost automatic reseating temperature 
and pressure relief valve for Domestic 
water heaters. 


@ No fuse plugs, no fluids, 
nothing to wear out. 
Now, the ultimate in temperature and pressure 
relief protection and on-the-job convenience. 
It's Cash-Acme’s new Type RHVL Revolving Head 


Automatic T & P Relief Valve. You see the setting as 
you make it—at a glance. No guesswork! No worry! 
It’s another Cash-Acme first. Greater protection— 
assured safety—you offer both with this new, low cost, 
instant setting Cash-Acme Relief Valve. Send for 

free descriptive literature. 








sh-Acme Line Includes Pressure Reducing and Regulating Valves, Relief 
6661 E. Wabash * Decatur, Ilinols « Valves, Back Pressure Valves, Vacuum Regulators and Vacuum Breakers, Differential 
Pressure Regulators, Strainers, Diaphragm Control Valves. 
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The Most Wanted ... Fastest Moving Pipe! 
ORDER The Most Profitable Pipe to Install! 


FROM YOUR 
seaman vs ee The Most Economical and Satisfactory 
Pipe for the Home Owner! 


RANGEBURG 


PIPE AND FITTINGS 


Plumbers find many ways to make light weight, long lengths, self-sealing 
money with Orangeburg Root-Proof joints (no cement or compound needed). 
Pipe. House-to-sewer and septic tank Result . . . faster handling and laying. 
connections are big fields. Another type 
of installation is converting wet cellars 
into permanently dry ones . . . utilizing 
the root-proof pipe as a conductor line 
from the downspout ... and the perforated type as a 
foundation drain. 





More than a million installed Orange- 
burg pipelines—and thousands of profit- 
able new Orangeburg jobs in the offing— 
prove it is good business to order the 
leader, Orangeburg, from your wholesaler 
now! For more facts, write Dept. DE64 
Other profitable uses for Orangeburg Perforated Pipe = opanGeBuRG MANUFACTURING CO., INC. 
. . . draining septic tank disposal fields. Draining wet Factories: | ORANGEBURG, N. Y. _ NEWARK.. CALIF. 
spots in lawns and fields, factory sites, golf courses... 
airports, drive-in theaters, parking lots. 


Time-defying Orangeburg is a, tough, resilient. 
Resists acids, alkalis, oil, salt, traffic tremors, ground 
settlements. The Taperweld® Joints are both root-proof 
and leak-proof. Check these time-saving features .. . 


Get the Genuine... Look for Orangeburg Trade-mark 
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mel. 5 With General Motors Backing, 
Delco-Heat Gives Me An Exclusive 4-Way | 


"Profit Program !" 
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1 CAN SELL BUILDERS 
EASIER BECAUSE OF 
NEW LOW PRICES AND 
GM MERCHANDISING 
VALUE ! 





















I'M ASSURED OF 
FULL PROFITS BECAUSE 
OF SIMPLIFIED 
INSTALLATION AND 
SERVICE PROBLEMS ! 








1 CAN SELL 
HOME OWNERS EASIER 
BECAUSE OF DEPENDABLE 
COMFORT WITH LOWER 
FUEL BILLS ! 
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MY UNITS ARE 
PRE-SOLD BY BIG 
NATIONAL AND LOCAL 
ADVERTISING PROGRAMS! 














It’s the biggest money-making franchise in the industry ! 


General Motors makes Delco-Heat! That’s efficiency wet base water channel design and 
the big story of the year in home heating! It exclusive GM-designed Multi-Flame cast iron 
means lower cost because Delco-Heat is GM drilled port burner. Fast internal water cir- 
“assembly line” built, and more heat from culation, maximum heating surfaces and easy 
fuel because it’s GM precision engineered. supply, return and gas connections. Meas- 
No wonder dealers everywhere are finding ures only 38% inches high, 16/2 inches wide 
the Delco-Heat franchise the shortest, most and 19% inches deep. Six other models with 
direct way to greater profits! capacities up to 1,813 sq. ft. 

The “Quik-Action” Model GB70 isa Get the facts about the new franchise 
space-saving, gas-fired cast iron hot water territories available now. Write to Delco 
boiler with A.G.A. capacity rating of 373 sq. | Appliance Division, Dept. DEH, General 
ft. Low water volume for quick-action, ahigh | Motors Corp., Rochester 1, N.Y. 


DEI ( O-] EF AT For a good deal — 

DEAL WITH DELCO 
GENERAL ...acomplete line of automatic oil and gas-fired conversion burners, Conditionair forced warm 
MOTORS air furnaces and heating and cooling units, boilers, water heaters, and electric water systems. 
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WALWORTH 





Beller becatse .». They have no bonnet flanges, 


bonnet bolts, or bonnet welds. Ideal for high-pressure, 
high-temperature steam service and corresponding 
boiler feed service, Walworth Pressure-Seal Cast Steel 
Valves weigh less, and take up less space than the 
flanged bonnet type of valves used for similar services. 


These are a few of the important advantages made 
possible by the design of Walworth Pressure-Seal 
Cast Steel Valves. Internal line pressure is utilized 
within the bonnet to maintain a tight, leakproof, 
body-to-bonnet connection under all normal operat- 
ing conditions. The higher the pressure, the tighter 
the seal. 

Ask for your copy of Walworth Circular 143. It 
gives detailed information, including sizes, dimen- 
sions, and specifications for all Walworth Pressure- 
Seal Cast Steel Valves. 





Cross section of 8-inch Series 900 Walworth 
Pressure-Seal Cast Steel Gate Valve. Pressure- 
Seal Globe, Check, Angle, and Non-Return 
Valves are also available in Series 600, 
900, 1500 and 2500 in a wide range of sizes. 


Manufacturers since 1842 _ 


60 East 42nd Street, New York 17, N. Y. 


DISTRIBUTORS IN PRINCIPAL CENTERS THROUGHOUT THE worip. 
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Jim Lowe is talking about copper tubes 
and fittings for soil, waste and vent sys- 
tems. Mr. Lowe has been in the plumb- 
ing business for 52 years and is a Past 
President of the Connecticut State 
Association of Master Plumbers. Jim 
goes on to say, “I’ve always been sold 
on copper’s quality. Now I’m just as 
sold on its economy. And so are my cus- 
tomers. My figures prove the final cost 
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JIM LOWE, PLUMBING CONTRACTOR, watches while son Ed makes last joint with circular torch on a 


“| use COPPER for a better, faster job—at lower cost” 


tight 


of a job is less in copper. Yes, material 
costs are slightly higher, but a big one- 
third saving in installation costs more 
than makes up for it. 

“Copper tubes weigh about % as 
much as ferrous pipes. That’s impor- 
tant—for faster handling, assembling 
and hanging. Copper tubes come in 
long, 20-foot lengths, too. You need 
fewer joints. And quick solder-type 


WIS 16’ length of tube (foreground) points up one of ANaconpA Copper Tube’s many 


time-saving advantages. 


SOIL, WASTE AND VENT LINES 


3” Type M Copper Tube soil line. 


connections can be made_ in 
places. Where 3” vent stacks are per- 
mitted, they will fit inside a 4” stud. 
And remember—copper’s reputation for 
quality and long life adds sales value 
to any building.” 

ANACONDA Copper Tubes and Fit- 
tings made to standards of highest 
quality are sold only through recog- 
nized wholesalers. The American Brass 
Company, Waterbury 20, Conn. In 
Canada: Anaconda American Brass 
Ltd., New Toronto, Ont. 316 


for copper tubes see your 
® 


distributor 
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Questions and Answers 


(Continued from page 47) 


many large trucks both inside and 
out every day, and must maintain 
a constant pressure of 80 or 90 Ib 
on a % in. hose with spray nozzle. 
Md. P.G. 


To The Reader: 

We do not know the size of water 
service or length from main so we 
do not know how much friction 
loss will occur. If there is adequate 
volume, it will be possible to sim- 
ply install a centrifugal pump in 
the supply line and use a manual 
control switch to cut the motor in 
whenever the higher pressure is 
needed. This can either be a con- 
ventional pump and motor on a 
base or space can be saved by using 
a close-coupled unit. It is recom- 
mended that you use a % or 1 in. 
size pump with a one hp motor. 
Since you are operating on 40 Ib 
city pressure and you want to raise 
the pressure an additional 50 lb, 
the pump would need to be rated at 
50 lb pressure and a capacity of 
approximately 500 gph. 

There is a possibility that the 
present size water service will not 
be adequate to deliver sufficient 
water to the pump inlet. If this is 
the case, when other outlets such 
as radiator filling hose, lavatory 
faucets, etc., are opened, the water 
supply to those outlets would fail, 
resulting in air being pulled into 
the pump supply line to the car 
washer. 

If there is a possibility of this 
situation occurring, it can be pre- 
vented by installing a surge tank 
in the supply line ahead of the 
pump. This is an open tank that 
can be either installed on the floor 
or suspended from the ceiling (if 
the ceiling will carry the load). 
The surge tank is open and sup- 
plied by a regular top supply float 
valve. This tank should have a 
capacity of at least 150 gal. in order 
to provide a reserve supply of 
water from which the pump would 


Preheating Water 
To The Editor: 

I have a job with oil-fired forced 
air furnace heating and an auto- 
matic gas water heater which pro- 
vides domestic hot water. 

The customer complains of gas 
bills. What method of preheating 
can I use? The cold water enters 
the heater at a temperature of 
about 40F in the winter. 

What is the best method for 
utilizing the heat in the heat cham- 
ber for preheating the cold water 
before it enters the water heater? 
N.J. A.H. 


To The Reader: 

Preheating of water is frequently 
accomplished through reclaiming 
waste heat in industry; this leads 
some people to believe there may 
be “home methods” of doing the 
same thing. 

Unfortunately there are no con- 
ventional methods providing an 
appreciable degree of heat reclaim- 
ing in homes principally because 


there is only one source of fuel 
(heat) used. In the accompanying 
problem, the furnace uses fuel oil 
and the domestic water heater uses 
gas. If the efficiency of the burner 
in the furnace is higher than the ef- 
ficiency of the domestic water 
heater it would be possible to use 
a coil in the furnace for preheating 
but immediately there is a possibil- 
ity of overheating the water tank 
and negating its automatic controls. 

The use of an un-insulated tem- 
pering tank installed in the cold 
water line between water tank and 
water meter will reclaim some heat 
from the atmosphere but again this 
heat has been created—and must 
be replaced—by fuel (oil) that is 
burned in the furnace. 

In warm sunny climates the use 
of solar water heaters has been 
successful many years. This source 
of cost-free energy is not adapta- 
ble in areas that have only inter- 
mittent periods of winter sunshine 
or where night temperatures pro- 
vide a hazard to the system. 





draw (the “booster pump” would 
then become the “primary pump” 
to the wash rack). 

When using the surge tank, there 
is no direct connection between the 
city water pressure of 40 lb, with 
the result that you have zero 
pounds pressure if the surge tank 
is at floor level, and only a negligi- 
ble pressure if it is located over- 
head. This type of hookup necessi- 
tates the use of a pump that will 
deliver 500 gph at 90 lb pressure, 
instead of the 50 lb that will suffice 
when the pump works directly off 
of the service line. 

The use of a piston-type pump 
would easily deliver high pressure, 
but the pulsations would probably 


t Fic. 1 














be unsatisfactory. However, if a 
fully-automatic water system is 
used instead of simply using the 
piston-type pump only, the pump 
would work satisfactorily. 

No reference was made to the 
use of hot water. If you use heated 
water for all or part of the wash- 
ing, the water heater should be 
placed on the inlet side of the 
pump so that the heater would not 
be subject to the higher pressure. 








OPEN TANK ON 
FLOOR OR CEILING 














FIG. 2 














This diagram shows a centrifugal 
pump and motor on a base with a 
manual switch which will provide a 
booster for the water supply line to 
a car washer in a filling-station. 
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A surge tank in the supply line would 
prevent disturbing the water supply 
at other outlets when the pump is in 
operation. The pump in this hookup 
becomes the system’s primary source. 
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Better-Than-Ever Performance 
At a Lower-Than-Ever Price 


Here’s a disposer with the toughest shredders in the business . . 
with tolerances so close no flow interlock is needed (except where 
local codes insist) because food waste can’t get into the drain unless 
the water is running. Here’s capacity so superior that food waste is 
shredded as fast as it can be loaded. Here’s truly quiet operation 
with all metal-to-metal contacts cushioned with Neoprene “shock 
absorbers”. A reversing switch doubles the unit’s life by allowing 
use of both edges of the double-edged shredders. 

The Westinghouse A-1B Food Waste Disposer is yours to sell 
for only $99.95—an unheard of price for a quality product. Backed 
by the biggest Westinghouse push ever in magazines and on tele- 
vision, you will find brand-new selling opportunities as you feature 


freedom from garbage handling at a price within the reach of all. 


WESTINGHOUSE ELECTRIC CORPORATION 
Electric Appliance Division *© Mansfield, Ohio 


You CAW BE SURE...IF ws Westinghouse 

















UNIFORM SHREDDING — Waste is reduced to fine 
particles that scour drain lines, keep them clean, 
and allow efficient reduction in septic tanks. 


EASIER TO INSTALL — 
Easily installed by one 
man, this unit fits all stand- 
ord sinks, requires no 
extra plumbing fittings, 
is 50% lighter in weight 
than previous models. 
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NO EXTRA COST 
FOR U-COTE 
PROTECTION! 


ON BLACK FITTINGS 











4 

Pe Rem, 
any ieee ee . = & 
~ ee we 


| ppe-COTE 
[PROTECTED 


ee 


r 
mp 


NO 
PROTECTION 


KA ce 


— . 
tw eee 


U-Coted fittings resist rust and corrosion and _— soot, smoke, soap, rust, electrolysis, abra- 
only Union Malleable can offer this exclusive sion, wear, sun, heat, oxidization, corrosion 
protective coating. Actual laboratory tests Ask for U-brand fittings and remember— 
have proved that U-Coted fittings protect you get the extra advantages of U-Cote at 
against fumes, acids, alkalies, steam, water, no additional cost. 


A Complete Line of 
Galvanized and Black 
Malleable, Copper, Sweat 
and Cast Iron Drainage 
Fittings, Nipples and 


MANUFACTURING co. 


Unions Distributed ASHLAND. OHI0 US 
Through Wholesalers * 
All Over the World 
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Vulcan Preferr 






FOR CONSULTING 
ENGINEERS 


VULCAN RADIATION is preferred by 


L } N OVE rouge) a ree practical consulting engineers be- 
; a cause of VULCAN'S overall practical 

Commercial oe simplicity in design. Both TRIMLINE 

= sy and LINOVECTOR easily fit into any 

plan ... new construction . . . exten- 
sion... modernization ...or on 
major repair jobs. In the “long run" 
it pays to specify VULCAN. 




















FOR 
CONTRACTORS 


VULCAN RADIATION is preferred by 
contractors because of ease in in- 
stallation, VULCAN is light in weight 
- « » requires less piping . . . fewer 
fittings and supports. Comes in con- 
venient increments of 1” up to 12’ 
with ends threaded or chamfered for 
welding. In the “long run” VULCAN 
saves time, man hours and money 
++. on the job. 





















te 


T RIMLINE ¥ FOR MAINTENANCE 
(Residential) ENGINEERS 


ys Fi VULCAN RADIATION is preferred by 
5 maintenance gi s b e of 
te heating controls . . . ease of keeping 
clean. Also for VULCAN'S positive safety 
factor... all steel units guaranteed 
for 450 psi. In the “long run” VULCAN 
maintenance costs less. 








~ 









Engineered for 
any Heating Job 












* Trade-mark Reg. 


WRITE FOR ILLUSTRATED CATALOGS 

Illustrated for drawing board reference. For complete |=B=R rating and 
step-by-step instructions for TRIMLINE (Radi-Vector) residential baseboard 
installation, request Catalog No. 54. For LINOVECTOR (commercial) ask 
for Catalog 625 A. 
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VULCAN 


Over 29 years a leader 
in Fin-Tube Radiation 
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Mr. Ray Neise, owner of Maplewood Sheet Metal Co., St. Louis, sold Electronic Moduflow for a large 
project of $14,000 homes, one of which is shown above. 


“The Electronic Thermostat 
outside the house is a- 


powerful sales maker!” 


says Heating Dealer Ray Neise of St. Louis 


“The Honeywell Electronic outdoor thermostat was 
a key factor in a big sale of ours recently. It 
helped us sell Honeywell Electronic Moduflow 
for a complete 250 house sub-division! We easily 
convinced the builder that Moduflow was a com- 
fort necessity to make his houses more liveable... 
and more salable. 


“When your prospects realize that Electronic 
Moduflowkeeps indoor temperatures automatically 
tuned to the weather outside, then they know 


they're getting the ultimate in modern tempera- 
ture control. That’s what makes Moduflow such 
a good sales story. 


“Another thing about Electronic Moduflow— 
it’s easy to install and service—it’s ideal for any 
house with an adequate heating plant. And it 
can be used with cooling units, too! 

“We've been selling Moduflow for about four 
years, and I’m sure from our experience that any 
heating dealer would enjoy selling it!” 
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How Electronic Moduflow Works 


The Electronic Weathercaster (1); mounted out- 
side the house, senses the outdoor temperature 
and by means of electronic signals continually tells 
the Electronic Clock Thermostat (2), what indoor 
temperature is required to maintain comfort. This 
Electronic Clock Thermostat, mounted in the liv- 
ing room, signals the Relay Amplifier (3), which 
automatically tells the heating plant to provide 
the amount of heat required to keep the house at 
the right temperature—no matter how changeable 
the weather might be. 


LIFE MAGAZINE ADVERTISING CAMPAIGN 
HELPS PRE-SELL YOUR PROSPECTS 


Honeywell is using an extensive national advertis- 
ing program—13 spreads in LIFE Magazine to help 
create demand for Moduflow. In addition, litera- 
ture, displays and other materials are available. 


Honeywell 
Electronic Moduflow 


112 OFFICES ACROSS THE NATION 
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CHILLY OUTSIDE «71° INSIDE 


Cold wall’”’ problem solved by Moduflow 
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With a chilly outside temperature, occupants feel comfortable when 
indoor temperature is 71°. But as it gets colder outside, heat loss 
increases, so higher indoor temperature is needed to compensate for 
colder walls. Electronic Moduflow does this automatically by raising 


control point of indoor thermostat so more heat is supplied. 





M oduflow provides more comfort 
by varying indoor temperatures 
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Why people need varying temperatures 


Tests show if indoor temperature is merely held constant when out- 
door temperature falls, a person inside fee/s uncomfortable. As the 
walls of the room become colder, they “draw”’ increasing amounts 


of heat from the body. Moduflow easily solves this problem. 


MINNEAPOLIS-HONEY WELL REGULATOR CO. 
Dept. DE-6-116, Minneapolis 8, Minnesota 

Gentlemen: Please have your representative show me your “ Dealer Profit” 
program for Electronic Moduflow. 


Firm Name ......... 
Address 
City . 
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American-Standard Publishes 
Suggested Prices of Fixtures 


PiTtsBuRGH—Suggested retail prices for 


its line of 


plumbing fixtures are now being published by American- 
Standard in its consumer advertising. 
In announcing the move early in May, D. C. Couch, vice 


president of sales, said: 
“These prices will aid the 
consumer in product selec- 
tion, and at the same time 
will simplify the calcula- 
tions required in the selling 
and estimating activities of 
wholesalers and contrac- 
tors.” 

The suggested consumer 
prices will apply to products 
only and will not include in- 
stallation costs, Couch told 
Domestic ENGINEERING. He 
emphasized that the prices 
will be suggested ones only, 
and that the actual price 
charged the consumer must 
be determined by the indi- 
vidual contractor. 

The action was taken by 
American-Standard after 
thorough study of the sub- 
ject in field tests conducted 
in various sales territories 
around the country for the 
past two years. 


Red Jacket Opens 
New Florida Branch 


Sr. Peterspurc, FtA.—The 
Red Jacket Manufacturing 
Company of Davenport, 
Iowa, a manufacturer of 
water systems for farm, 
home and industry, has 
opened a new branch and 
warehouse here at 2055 Cen- 
tral Ave. 

The branch will serve 
Florida accounts. 





W. E. Cathell Heads 
Craft Co. Sales 


Camoen, N. J.—Walter E. 
Cathell, Jr., has been ap- 
pointed national sales man- 
ager for the Craft Shower 
Cabinet line of the Cutler 
Metal Products Company. 
The company’s home office 
and plant are located here. 

Harry Cutler, vice presi- 
dent of Cutler, said Cathell 
will assume _ responsibility 
for policy, planning and co- 
ordination of the company’s 
national sales program. 


Mazzarella Heads 
New York Assn. 


New York—Frank Maz- 
zarella was elected president 
of the New York State Assn. 
of Master Plumbers at the 
recent convention of the 
group held here. 

Tarleton Deverell was 
named first vice president, 
Charles M. Krull, second 
vice president, Lester Bud- 
denhaggen, secretary, John 
J. Schnitt, treasurer and 


Charles Keil, national direc- 
tor. 

The group was asked to 
consider a resolution to 
change the name of the or- 





Frank Mazzarella,newly 
elected president of the New 
York State Assn. of Master 
Plumbers, delivers his ac- 
ceptance speech. 


ganization to the New York 
State Contracting Plumbers 
Assn., Inc. 

Speakers at the conven- 
tion included visiting in- 
dustry dignitaries, labor 





leaders and civic leaders. 


Ingersoll Enters 
Plumbing Field 


Cutcaco — The Ingersoll 
Products Division of Borg- 
Warner Corp. has entered 
the plumbing field with a 
new line of bathroom and 
kitchen fixtures. 

The company revealed the 
line will include bathtubs, 
lavatories, and flat-rim 
kitchen sinks, The fixtures 
will be porcelain enamel on 
steel. Other fixtures will be 
added to the line. 

Walter D. Gerstacker, 
product manager for Inger- 
soll, told Domestic EncI- 
NEERING that wholesalers de- 
siring further information 
regarding the new line can 
write Ingersoll Products 
Division, Borg-Warner 
Corp., 310 S. Michigan Ave., 
Chicago 4. 





Peoria, Ill., Firm 
Host to Contractors 


PEorIA, ILL.— Weaver, Inc, 
wholesalers of Moncrief air 
conditioning and heating 
units, recently held a meet- 
ing for 40 dealers. 

M. H. Klett, vice presi- 
dent, and Clarence Grand- 
staff, chief application engi- 
neer for Henry Furnace 
Company, spoke on the 
Moncrief line. 





(NEWS continued on page 65) 








Co.tumsus, Onto — The 
Norman Products Company 
has begun a series of tech- 
nical meetings for sales 
and engineering personnel 
to familiarize the organiza- 
tion with a package cooling 
unit designed to operate in 
conjunction with a furnace 
made by the company. 

The first of the meeting 
series, recently held here, 
was conducted by Homer 
Schmitt, newly appointed 
refrigeration engineer in 
charge of cooling. Schmitt 
also will conduct the other 
schools scheduled for vari- 
ous parts of the country. 


Norman Products Instructs Sales Personnel 


be incorporated with exist-|is adequate. It also can be 
ing warm air systems in in-| concealed in the attic or 
stallations where ductwork | crawl space. 





Norman Products Company personnel attending a recent tech- 
nical school held by the company included (left to right) E. A. 
Norman, Jr., president; H. C. Schmitt, conductor of the classes, 
James Taylor, Charles Reichelderfer, Harold Warnick and Ed 





The cooling package can 
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McNair, Jr., and D. D. Piper, executive vice president. 
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Here’s a terrific bath idea for the average home. At first 
glance—beautiful fixtures in striking Fern Green. But 
open the built-in wall cabinet and, presto, it becomes, in 
addition, a dark room for the photo-hobbyist. 

Shortly your customers will see this novel idea, the first 
of a series, in leading national consumer magazines in- 
cluding BETTER Homes & GARDENS. Illustrated in natu- 


RICHMOND ... the complete line of top quality lavatories, 


water closets and baths—sold through selected wholesalers. 


Sell with new ideas! 


bah Omt HUDUAMAL « 


ral, full color and described with stirring sales messages, 

these advertisements will spark wide interest in bathroom 

design — demonstrate the full beauty of Richmond ware— 

help build the consumer brand acceptance you desire. 
Whether you specify, sell or install plumbing fixtures, 

Richmond’s national consumer advertising will go far to 

help make your job easier. 

Richmond Radiator Company 

Affiliate of 


Reynolds Metals Company 
Metuchen, New Jersey 





see other side for complete details on the exciting new empress—one-piece closet combination ' 























NOW—a new bathroom beauty... by RICHMOND 





Lmpress 
one-piece closet combination—G-2 


its Hush-Ouiet”) 









‘ 


Low, compact styling ... clean flowing lines ...a symphony of Why theEmpress is**Hush-Quiet”’ 
design. Quiet as a murmur through exclusive ‘‘Hush-Flush”’ action. i : 3 
The Empress provides thorough sanitation with its reverse The Curtin Flush Valve lifts ‘onohy and a 
trap and concealed twin jets which produce a strong swirling silentin operation. Unique design eliminates 
action for complete cleaning. Integral flushing rim assures refill tube. Encased leather seat washer does 
complete scouring of entire bowl surface. Extra large water area away with leaks and rubber ball replacement 
and waterway plus hold-down water flushing action assures problems. 
The Curtin Ballcock with Rotary Water 


positive disposal of contents. 

Empress G-200 for 12” rough-in, is available in Richmond’s Control provides maximum water volume 
famous whiter-white, or choice of 7 of the most beautiful decorator without noise, while bypass regulator as- 
colors ever fired. In short—a one-piece closet combination that sures fast refill. Aspirating chamber positive- 
guarantees the home owner’s complete satisfaction. Write today ly prevents spurting. Can be supplied with 


for complete specifications. vacuum breaker and backflow preventer. 


Richmond Radiator Co., Metuchen, New Jersey 
Please send me specifications on the Empress G-200 one-piece combination. 


Name 
Company 


Address aliliate of fey Met ; 
PLUMBING HEATING 


City Zone State 


We are () plumbing wholesalers (1) plumbing contractors [1 builders LD architects 
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Coleman Begins 
A-C Promotion 


Wicuita, Kan.—Home- 
owners are urged to get the 
jump on the hot weather 
demand for air conditioning 
in a new “beat the heat” 
drive launched here by the 
Coleman Company. 

The promotion is built 
around an offer for convert- 
ing existing heating systems 
to year-round air condition- 
ing. The plan features a 
series of five direct mail let- 
ters, one posted every other 
week, from President Shel- 
don Coleman to thousands 
of present owners of the 
company’s heating systems. 

President Coleman told 
Domestic ENGINEERING that 
the drive is in line with the 
company’s belief that the 
greatest potential for future 
home air conditioning sales 
lies in existing homes. 





Gerity-Michigan 
Uses Marketing Plan 


ToLepo, On1o—The board 
of directors of the Gerity- 
Michigan Corp, has set up a 
new national distribution 
plan for its dishwasher. 

Under the plan, the whole- 
saler must make a deposit 
for performance and the 
franchise becomes his prop- 
erty. This franchise is sale- 
able. 

The plan was successfully 
tested in California and oth- 
er markets for the past year. 





Temceo Introduces 


Novel Billboard 


NASHVILLE, TENN.—Temco, 
Inc., is using individually 
designed outdoor billboards 
as prestige advertising for 
gas appliances on the prin- 
cipal highways leading into 
Nashville. 

The lighted signs are 60 
by 20 feet and feature a 
three-dimensional cutout of 
the Temco trademark that is 
eight feet high. 

Temco manufactures gas 
heating equipment and 
clothes dryers. 





Penn Controls Directors Name 
Ralph Penn to Presidency 


GosHEN, Inp.—The board of directors of Penn Controls, 
Inc., at a recent meeting, appointed Ralph Penn as presi- 
dent of the company to succeed Albert Penn, who was ap- 
pointed to the position of chairman of the board. 


Ralph Penn joined the 
company he now heads in 
1937 and served as manager 
of several district offices be- 
fore a three-year stint in the 
Navy in World War II. 

He returned to Penn in 
1946 as manager of the spe- 
cial products division. He 
was appointed vice presi- 
dent in charge of manu- 
facturing in 1949 and more 
recently served as execu- 
tive vice president. 

Albert Penn, founder of 
the company, has been pres- 
ident since its incorporation 
in 1928. He formed the 
company in 1919. 


Gerber Announces 
New Office Site 
Woopsrwce, N. J.—Gerber 
Plumbing Fixtures has 
moved its Eastern sales of- 
fice here from the Empire 
State Building in New York 
City. The new office is at 500 
Green St. in Woodbridge. 


B&G Begins ‘Little Red Schoolhouse’ Classes 


Morton GROvE, ILL.— 
Wholesalers from all parts 
of the nation returned to the 
little red schoolhouse re- 
cently, trading reading and 


Mi 


writing for radiant heat and 
refrigeration. 

Classes were part of the 
School of Living Comfort, 
operated by Bell & Gossett 


E. J. Gossett (left), president of Bell & Gossett Co. of Morton 
Grove, Ill., presents diplomas to participants in the heating 
and cooling classes held at the new “Little Red Schoolhouse.” 
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Co., manufacturer of hot 
water heating and refriger- 
ation equipment. The one 
week session was held at the 
recently constructed little 
red schoolhouse adjacent to 
the B&G plant in Morton 
Grove, Ill. 

Twenty plumbing and 
heating wholesalers made up 
the first class. They re- 
viewed basic fundamentals 
necessary for setting up 
their own service operation 
or training contractor-cus- 
tomers in servicing. Latest 
advances in radiant hot wa- 
ter heating design were ex- 
plained. 

The little red schoolhouse 
sessions will be held on a 
weekly basis for both whole- 
saler and contractor groups. 
Directing the sessions will 
be Frank Gall, sales promo- 
tion manager. 








Ralph Penn Albert Penn 


Ralph Penn, treasurer; 
Edward B. Maire, vice pres- 
ident, and James M. Reid, 
secretary, are other officers 
named by the directors. 


Armstrong Adds 
ToFurnace Line 


CoLumsBus, On1I0o—A new 
line of heavy-duty furnaces 
just introduced by the Arm- 
strong Furnace Co. will be 
marketed through the com- 
pany’s regular wholesaler to 
dealer distribution system, 
Larry Hickok, executive 
vice president, said. 

Hickok said oil and gas- 
fired models rated at 350,000 
and 450,000 Btu are in pro- 
duction. The line eventually 
will include sizes up to 
1,200,000 Btu output, he said. 

Units will be shipped 
wired and assembled and 
fire tested from the factory. 


Wholesaler Exhibit 


Proves Success 

PittspurGH — The Glenn 
Plumbing & Heating Supply 
of North Bessemer, Pa., 
“packed ’em in” at its ex- 
hibit at the home show held 
here recently. All leads for 
modernization were turned 
over to plumbing and heat- 
ing contractor-customers of 
the company. 

The Glenn booth was con- 
structed as a_ simulated 
bathroom, complete with 
tiled walls, venetian blinds 
and fluorescent lighting. 
(NEWS continued on page 66) 

















wen OWA. 


Steel Tube to Line 


WATERBURY, CONN.— 
| Stainless steel tube has been 
| added to the warehouse 
——| stocks of the Chase Brass & 


| Copper Co. 






Continued 
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Chase Adds Stainless 





Crane, Probst Assume Added 
Responsibilities With Murray 


Detroit — David J. Crane and Louis G. Probst, vice 
presidents of the Eljer Co., a subsidiary of Murray Corpo- 
ration of America, will assume executive responsibilities 








hee 











G-E Official 
Sees Continued 
Cooling Boom 


Ho.ianp, Micu.—Air con- 
ditioning will become a bil- 
lion dollar a year business 
within the next decade, a 
General Electric Company 
executive said recently. 

Speaking at ground 
breaking ceremonies for a 
new G-E hermetic motor 
plant here, Ab Martin, gen- 
eral manager of the com- 
pany’s Hermetic Motor De- 
partment, explained that the 
new plant is necessary to 
provide parts for the rapidly 
growing refrigeration and 
air conditioning industries. 

“This new plant,” he said, 
“is evidence of our faith in 
one of the fastest growing 
industries in our economy.” 

Manufacturing at the 
plant is scheduled to begin 
in 1955. Other manufactur- 
ing facilities of the division 
will continue operation with 
facilities at Fort Wayne, 
Ind., and Tiffin, Ohio. 


A. E. Slaasted Takes 
Young Radiator Post 


RACINE, 
Wis.—F. M. 
Young, presi- 
dent of the 
Young Radia- 

4 tor Company, 

has announc- 

ed the ap- 

Slaasted = nointment Of 

Arthur E. Slaasted as ad- 

vertising and sales promo- 
tion manager. 

Slaasted came to Young 
from the Allis Chalmers 
Manufacturing Company 





- where he was advertising 


coordinator for electronic 
equipment. He also has 
been assistant advertising 


. manager for Lindemann & 


Announcement of the ad- 
| dition was made by Richard 
'C. Diehl, president. Chase 
|will merchandise stainless 
| steel from its 27 warehouses 
|and sales offices across the 
| country. 

Production of brass and 
copper products by Chase 
will continue unchanged. 





I-B-R Lists Summer, 
Fall School Dates 


Cuicaco—The Institute of 
Boiler and Radiator Manu- 
facturers has announced a 
new schedule for its I-B-R 
School of Modern Heating 
for the*summer and fall of 
this year. 

Places and dates where 
the schools will be held in- 
clude: Williamsport, Pa., 
Aug. 10-12; Pittsburgh, Aug. 
17-19; Cincinnati, Aug. 24- 
26, and Knoxville, Tenn., 
Aug. 31-Sept. 2. 

Chattanooga, Tenn., Sept. 
14 - 16; Nashville, Tenn., 
Sept. 21-23; Winston-Salem, 
N. C., Sept. 28-30, and Char- 
lotte, N.C., Oct. 5-7. 

Students wishing further 
information can obtain it 
from the Institute at 60 East 
42nd St., New York 17, N. Y. 


New ORLEANS, La—A 


“how’s business?” will be 
the chief spurs to manufac- 
turer-wholesaler shop talk 
at a business conference in 
New Orleans, Sept. 21. 

The conference will be 
part of the annual conven- 
tion of the American Insti- 
tute of Wholesale Plumbing 
and Heating Supply Assns., 
| Sept. 19-22. 
| “This business confer- 





parent company, it was an- 
nounced here. 

This is a further step in 
the continuing coordination 
of production and sales fa- 
|cilities of consumer goods, 
| DOMESTIC ENGINEERING was 





'told by B. C. Gould, presi- | 


‘dent of Murray. 


The separate identity of 
Murray in appliance distri- | 


bution will be maintained, 
| Gould emphasized. 
| Crane, currently in charge 
'of sales for Eljer, will as- 
/sume executive responsi- 
bility for Murray home ap- 
pliance sales. 

Probst, who heads manu- 


Hurley Resigns 
Posts At Thor 
Cuicaco— The board of 
directors of Thor Corpora- 
tion recently announced 
that Raymond J. Hurley has 
resigned as chairman of the 
board and as a member of 
|the board of directors of the 
| company. 
| The chief executive officer 
will be Thor president, 
Henry C. Buckingham. 
Hurley became board 
|chairman in 1948. 





[the Institute, “will provide 


warm “hello” and a sincere | manufacturers an opportu- 


| nity to meet their whole- 
| saler in a dignified and busi- 
| ness-like atmosphere. There 
‘will be no product exhibits 
‘or any kind of entertain- 
| ment.” 

| The “strictly business” 
|conference will be held in 
‘the Municipal auditorium. 
|The auditorium will be di- 
\vided into 152 conference 
|suites that are designed 


Hoverson Company, Mil- | ence,” says George Under-|to be both functional and 


- waukee, 


| wood, executive secretary of 


| comfortable. 
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for the operation of the Home Appliance Division of the 








Probst Crane 


facturing at all Eljer plants, 
will head manufacturing 
operations at Murray’s 
Scranton, Pa., plant. 

The two men will work 
with C. H. Menge, executive 
| vice president of Eljer. The 
|new assignments will be in 
addition to present duties 
with Eljer. 


J. J. Friedler Is 
Ilg Vice President 
Cuicaco—Joseph J. Fried- 
ler, Jr., has been named 
vice president in charge of 
sales for the Ilg Electric 
Ventilating Company by J. 
M. Frank, Ilg president. 
Friedler is a veteran with 
the company, having been 
|associted with Ilg_ since 
|1925. He previously served 
as district manager in New 
Orleans and is a director of 


the firm. 
) (NEWS continued on page 72) 





AI Convention Will Feature Business Conference 


Underwood says, “We are 
limited to these 152 confer- 
ence suites. We will allow 
manufacturers to use either 
a double or a single suite, 
depending on their needs, 
but not over two suites will 
be available to any one 
manufacturer. When the 152 
suites are spoken for, there 
will be no more available.” 

Further information, Un- 
derwood says, can be ob- 
tained from the American 
Institute, 402 Albee Bldg., 
Washington, D.C. 
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HOT WATER 


STORAGE HEATERS 
_ a 


Sf 





select and install hot 
the most economical 
hot water demands. 


A new edition, expanded and revised to include the most up-to-date recom- 
mendations — one of the most complete reference catalogs of its kind. Covers all 
types, sizes and styles of hot water storage heaters . . . pd, of course. 


A basic reference work for architects, engineers and contractors selecting and _ 
installing hot water systems, and for users of hot water for process and service. 


the Patferson-Kelley Co., inc. 


560 Burson Street, East Stroudsburg, Penn. 

a 
Please send me my copy of the new p-k hot water 
storage heater manual, Catalog 18. | understand that 
there is no cost or obligation. 





No Cost 
No Obligation 


Your copy is waiting for you. 
Either fill out the coupon or simply 
sign it and attach to your letterhead. 


NAME — 





TITLE 





CO. NAME ieiaioaae 
ADDRESS cx 
CITY _ZONE STATE 2536 











Wl Pork Avenue, New York 17 * Railway Exchange Building, Chicago 4 * 1700 Walnut Street, Philadelphia 3 * 96-A Huntington Avenue, Boston 16 * and other principal cities 








DOMESTIC ENGINEERING 











a 








Eliminates corrosion — prevents leakage 
Designed especially for Duck-Bill ballcock 
Automatic snap shut-off feature 
Standpipe and shank are l-piece casting 


> a ay, 


















Special design prevents 
restriction of water flow. 


OLD AND NEW INSTALLATIONS - WRITE FOR DETAILS 


ROCKFORD ¢« ELLINOIS 
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new bottling plant 








X 








a complete 
CW STEEL PIPE 


installation 


With 85 years’ experience in the brewing business, Ortlieb 
Brewing Company, Philadelphia, knows what it takes to 
turn out quality beer and ale. Ortlieb brewers know that 
in order to make top-quality beverages you need top- 
quality ingredients. 

The architects and contractors who constructed Ortlieb’s 
new bottling house know that a building, too, is only as 
good as the materials which go into it. That’s why they 
specified top-quality Spang CW Steel Pipe to handle the 
heating, plumbing and drainage for the new plant. 

Like the products it serves, Spang CW Steel Pipe is a 
quality product . . . made from the highest-grade skelp 

. . carefully controlled and inspected throughout pro- 
duction . . . and thoroughly tested before shipment. This 
care in manufacture assures you a product which is easy 
to cut, thread and bend . . . saving you valuable installa- 
tion time and money. 
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Top-quality Spang CW Steel Pipe is available at no 
extra cost. Don’t just buy pipe ... buy Spang CW Steel 
Pipe for your next installation. 

Write for complete information and for the name of 
your nearest Spang Distributor. 


Owner Henry F. Ortlieb Brewing Co., Philadelphia, Pa. 

Architect, General Contractor and Piping Contractor 
W. F. Koelle Co., Philadelphia, Pa. 

Spang Distributor: B Pancoast Co., Philadelphia, Pa. 






SPANG-CHALFANT 


DIVISION OF THE NATIONAL SUPPLY COMPANY 


General Sales Office: Two Gateway Center, 
Pittsburgh, Pennsylvania. District Sales Offices: 
Atlanta, Boston, Detroit, Houston, Los Angeles, 
New York, Philadelphia, Pittsburgh, St. Lovis. 
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Globe Buys 
Modern Water 
Equipment Co. 


CuicaGo—The Globe Cor- 
poration has purchased the 
Modern Water Equipment 
Company, West Chicago, IIl., 
according to an announce- 
ment made by George F. 
Getz, Jr., Globe president. 

Modern, a manufacturer 
of a complete line of water 
conditioning equipment and 
electric water heaters, re- 
cently added a cabinet style 


laundry tub with a Fiber- | 


glas tub and full- length | 
enameled steel storage cab- | 
inet to its line. 

The company moved to its | 
present location in West 
Chicago six years ago and 
completed an extensive ad- 
dition in 1953 that doubled 
production capacity. Future 
plans call for added expan- 
‘] sion. 

Getz said personnel of 
Modern will remain un- 
changed and that the pres- 
ent management, including 
Kenneth G. Sims, general 
manager, will continue with 
the company. 

; Globe's other manufactur- 
* ing interest includes the 
= Woodmanse Manufacturing 
‘ Company, Freeport, Ill, a 
: manufacturer of deep and 
i shallow well water systems. 





Open New Warehouses 


West Hartrorp, Conn.— 
The Bush Manufacturing | 
Company of this city and 
the Heat-X-Changer Com- 
oany of Brewster, N. Y., a 
wholly-owned Bush _ sub- 
sidiary, have announced the 
‘sstablishment of warehouse 
‘acilities at 114 Memorial 
Jrive, §.W., in Atlanta, Ga., 
and at Tresko, Inc., 2418 
‘Walnut, Kansas City, Mo. 

The warehouses will be 
‘ased jointly. 


Unarco Improves 


Mobile Conditioner 


Cuatcaco—Thermostats are | 
10w available for the mobile 


ir conditioner manufac- 
| cured by the Union Asbestos 
and Rubber Company, ac- 
-ording to an announcement 


by Chester S. Stackpole, 


zeneral sales manager of the | 
‘he eating and cooling division. | 


He said the conditioners 
| can be ordered from the fac- 
tory with thermostats in- 
stalled. The thermostats al- 
so are available in kit form. 


Charles Reif to 
Firm Presidency 


Burra .o, N. 
fms Y. — Charles 
, A. Reif was 
elected presi- 
dent of Reif- 
Rexoil, Inc., 
ata recent 
director’s 
meeting. 

Reif formerly was vice 
president of the oil burner 
and heating equipment man- 
ufacturing firm. He _ suc- 
ceeds his brother, Col. Al- 
lan F. Reif, and has pur- 
chased his brother’s inter- 
est in the heating firm. 

The new president has 
been associated with the 
company for 30 years. Pres- 
ent policies and lines of the 
company will be continued. 





Reif 


| Timken poieme mee School 


Jackson, Micu.—Seventy- 





four plumbing and heating Jack Searls Named 


men from throughout the | 

| country attended the recent 
‘factory sales training school 
held here by Timken Silent 
Automatic, Detroit. 

The training course, given 
by Timken field salesmen, 
covered product information 
and sales techniques. 

The course is given several 
times a year. 
ance was retaking’ the 

course as a “refresher.” 


Murray Co. of Texas 
Expands Division 


ATLANTA, Ga.—The ven- 
tilating fan division of the 
Murray Company of Texas, 
Inc., 
tensive expansion and mod- 
ernization program at its 
plant here. 

Ventilating, attic and win- 
dow fans are manufactured 
at the Atlanta plant. 


, 


National Radiator Conference 
On Heating Held at Denver 


Denver, Co.Lo.—The first | 


sales engineering confer- 
ence on residential, com- 
mercial and industrial heat- 
ing products to be sponsored 
for wholesalers and contrac- 


‘tors in the Rocky Mountain 


area by the National Radi- 
ator Co. was held here re- 
cently. 

The meeting was devoted 
to reviewing the line of 
heating products manufac- 
tured by the Johnstown, Pa., 
firm. 

Special emphasis was 


|placed on product rating, 


| 


application and installation. 
Raymond §. Doherty, a sales 
manager for the company, 
lead discussions on code rat- 
ings, sales promotion and 


ers, cast iron radiation and 
convectors, baseboard heat- 
ing elements, unit heaters 
'and oil burners. 

William R. Moore heads 
the Denver office and super- 
vises marketing of the com- 
| pany’s products through 

iplumbing and _ heating 
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Approximate- | 
ly 10 percent of the attend- | 


To Penn Position 

GosHEN, IND. 
— Jack Searls 
has been ap- ~ 
pointed assist- 
ent to the vice 
president - di- 
rector of sales 
of Penn Con- 
trols, Inc, 


Searls 


| here. He formerly was gen- 


eral sales manager of Mor- 
rison Steel Products, Inc., 
Buffalo, N. Y., and has been 


‘in the field of control ap- 


| plication for 15 years. Searls 


will make his headquarters 


‘at Penn’s main plant and 


has completed an ex- | 


product design and present- | 
ed cast iron and steel boil- | 


general office here. 


New Promotion for 
Fiberglas A-C Filters 


TOLEDO, OH10—The 
Owens-Corning Fiberglas 
Corporation has announced 
a new promotion designed 
to sell filters for air con- 
ditioning systems by stress- 
ing the importance of peri- 
odic replacement. 

The firm is a major 
manufacturer of air filters. 
The promotion was brought 
on, in part, by the fact that 
many new owners of air 
conditioning systems do not 
know that filters are con- 
tained in the units, the com- 
pany announced. 

Material contained in the 
promotion is available 
through wholesalers. 

Promotional helps include 
window-counter displays, a 
four-page folder, post cards, 
a filter reminder sticker, a 
catalog listing sizes of filters 
used and a sample reminder 
service kit. 


wholesalers and contractors. | (NEWS Continued on page 72) 





June R 








1] 


gas 


June, 1954 DOMESTIC ENGINEERING 71 


The right line 
for your customers... 











” 
na} 


4 








red 





| eee is the right line 


aS 
c=) 





for you 














IM 
I 











It Pays, both financially and in 
personal satisfaction, to be avie to offer each of your prospects exactly 
the right heating system for his requirements. Waterbury Dealers can do 
just that, because the complete Waterbury line of quality furnaces and 











“f winter air conditioners provides a unit for every size home and every 

iis type of fuel. Thus a Waterbury Dealer can be sure of customer satisfac- 

- tion and additional customer-referred prospects, In addition, Waterbury 

ned national advertising means easier sales through consumer acceptance... 

“i and the clearly-stated Waterbury Policy means exclusive distribution rights 

o plus a friendly dealer-distributor-factory relationship. It’s true indeed, that 

te the right line for your customers is the right line for you. 
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Noland Lists 


NewPromotions 


Newport NEws, Va.— 
John E. Sommers has been 
elected executive vice presi- 
dent of the Noland Com- 
pany, one of the country’s 
largest wholesale distribu- 
tors. He succeeds to the post 
left vacant recently by the 
death of Louis E. Solomon. 

Sommers is a 28-year vet- 
eran of the company. His 
service includes manage- 
ment of company branches. 
He is a member of the board 
of directors and the execu- 
tive committee. 


company include: vice pres- 
ident of operations, M. G. 
Smith; manager of the 
Washington - Arlington op- 
eration, G. T. Pearson; vice 
president, director and 
chairman of the executive | 
committee, J. C. Shumate, | 
and acting manager of the 
Winston-Salem branch, 
Thomas B. Holcombe. 


Me Ronit Begins Wied iia Plant 
— 





Sroux Crry, Ia.—The A. Y | 
McDonald Manufacturing | 
Co., manufacturer and dis- 
tributor of plumbing and | 
heating equipment, water 
systems and industrial sup- 
plies, has begun construc- 
tion of a new building here. 

The 67,000 square foot 
structure will house offices, 
rooms and warehouse. The 
plant also will have a 40,000 
square foot fenced-in yard 
and a pipe bay covering 60,- 
000 square feet. 








| Company and of its wholly- 
| owned subsidiary, Heat-X- 
Other posts filled by the|Changer Company, Brews- 


|Heat-X-Changer and will 


‘named general manager of 


ing pipe. 


|had a branch at Sioux City 


executive vice president. 


Delta Enlarges Plant 
By More Than. 50% 


Heating Corp. is enlarging | 
| its plant here more than 50 | 
| percent to accommodate 
/new products. The corpora- 
tion manufactures domestic 
and commercial furnaces 
and unit heaters. 

A. L. Nathan, Delta presi- 
dent, said that increased 
business volume and a 
forthcoming entry into the 
cooling field necessitated 
the expansion, Another ex- 
pansion is anticipated for 
1955, Nathan said. 


Bush, Heat-X Fill 
Executive Positions 


West Hartrorp, Conn.— 
Cecil Boling, president of 
the Bush Manufacturing 

















ter, N. Y., has announced 
two executive appointments. 
James A. Mulcahey, di- 
rector of sales for Bush, has 
assumed similar duties with 


direct sales efforts for both 


concerns. 
Alan Decker has been 


| Trenton, N. J.—The Delta | 


Janitrol Begins 


| Cotumsus, Onto — The | 


Janitrol division of Surface 
Combustion Corporation has 
begun the most comprehen- | 
sive sales promotion cam- 


paign in its history. 


sented to contractors at a 
series of meetings being held 
throughout the country. Top 
sales executives are review- 
ing the company’s new line 
of home comfort equipment 
at the meetings. 

Included in the promotion 
is an array of merchandising 
helps. A novel booklet uses 
cutaway color illustrations 
to show features of a Jani- 
trol furnace. 

Three color film strips, ac- 
companied by sound, show 











Executive Praises 


‘Package’ Products 


Houston, Tex.—James F. 
Donnelly, vice president in 
charge of sales for Servel, 
Inc., Evansville, Ind., said in 
a recent speech here that 
the use of self - contained, 
factory - packaged products 


was today’s most apparent 





Heat-X-Changer. 


The pipe bay will feature 
a magnetic pickup for mov- 


R. E. Volkert, Sioux City 
branch manager, said the 
building will be occupied 
sometime in July. 


The McDonald firm has 


for some years. However, a 
growing volume of business 
in the area brought on the 


Parker firm is a sales repre- 
sentative and southern dis- 
trict headquarters for the 
Bush Manufacturing Com- 
pany, West Hartford, Conn., 
and its subsidiary, Heat-X- | 
Changer Company, Brew- | was to name John H. Balch 
| as executive vice president. 
Macklem will cover Ala- | Balch joined Unarco in 1936 


ster, N. Y. 


trend in air conditioning. 
“Pre-packaged units re- 
duce costs to the customer 
by minimizing labor and ex- 
pense,” Donnelly told guests 
at an industry’ meeting. 
More than 400 persons, in- 
cluding manufacturers and 
distributors of building 
equipment and architects, 
were present. 








Sales Campaign; 


Largest in History of Company 


|merchandising aids and 
poor heating and cooling 
products. Dealers are urged 
to tie in local promotion 
with national advertising. 





The program is being pre- | 


G. E. Cuts Prices 
Of Burner Motors 


Scuenectapy, N. Y.—A 
‘net price reduction of more 
|than five percent on % 
‘horsepower oil-burner 
motors in lots of 500 has 
been announced by General 
Electric’s motor department. 
Smaller reductions have 
been made on % horsepower 
models. 

The drop in prices was 
caused by accelerated pro- 
duction and improved 
manufacturing techniques, 
the company announced. 
The department announced 
a nine percent cut during 
the spring of 1952. 








E. E. Hokin 
Heads Unarco 


Cuicaco — 





Edwin E. Ho- 
kin wasnamed 
president and 
chief execu- 
tive officer of 
Union Asbes- , 
tos & Rubber hail, 
Co. at a re- E. E. Hokin 
cent stockholders meeting. 
Stockholders appointed as 
chairman of the board Nor- 








Name Sales Engineer | 


ATLANTA, GA.—The Joe E. | 
Parker Company here has 


named Donald R. Macklem | 
as a sales engineer. The 











expansion program, accord- 
ing to J. M. McDonald, Jr., 


bama, 


Mississippi, 


man C. Taylor, who served 
for four years as president. 
Hokin steps into the presi- 


‘dency after serving as vice 


president in charge of the 
heating and cooling division 


which he organized during 
| the past year. 
| Unarco on May 1, 1953 as 
| vice president after serving 
|}on the board of directors 
since April, 1949. 


He joined 


One of Hokin’s first moves 


central | as an auditor and has been 
and western Tennessee and vice president since 1946. 
northwest Florida. 
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It’s true... your nearby Republic Pipe Distrib- 
utor actually provides you with what amounts 
to a free steel pipe stockroom. You never have 
to worry about tying up capital or valuable 
warehouse storage space. There are no problems 
with handling costs or insurance. That’s be- 
cause his warehouse in effect becomes yours. 


And you'll find he maintains a full line of 
high-quality pipe in sizes you want—plus 
fittings, valves, plumbing fixtures, controls, 


* Easy to bend, thread, and close coil 

» Easy to weld by all methods 
Uniformly ductile 

* Uniformly strong 

s Uniformly clean and scale-free 
Uniform wall thickness, diameter, 

« concentricity 
Economical uniform lengths, extra 
long lengths 


CALL YOUR REPUBLIC PIPE DISTRIBUTOR 


REPUBLIC 


DOMESTIC ENGINEERING 


WANT A STEEL PIPE 


STOCKROOM ee8 














tools ... everything needed for complete 
plumbing, heating, refrigeration, air condi- 
tioning, process and industrial piping jobs. 
Furthermore, no matter how large or small 
the order—he delivers in a hurry. 


So, if you’re looking for ways to reduce over- 
head—and who isn’t?—you’ll find it profitable 
to do business with your Republic Pipe Dis- 
tributor. Get acquainted with him soon. He’ll 
be delighted to serve you. 


STEEL PIPE 











for wall-to-wall runs... 








Trane Wall Line|C 
sub-assembled |t 


wall ra 














Make greater profits wherever long runs of radia- inches ... up to 16 sq. ft. EDR/lineal foot 
tion are called for with new, lower-cost TRANE with steam... to 3478 Btu/lineal foot with hot 
Wall Line Convectors. Capacities to cover a wide water. Easier, faster to install than other extend- 
range of job requirements... available in heights ed radiation. Safer .. . no bare fins . . . better heat 
of 14, 20 and 26 inches ... depths of 4 and 6 distribution. 





BASEBOARD CONVECTORS — Designed for easy WALL-FIN—Ideal for long runs with low capac- TYPE A CONVECTORS—Universal unit for 
installation. Arrive assembled, pre-drilled, ready ity requirements. Steel or nonferrous element steam or hot water. Can be installed free-stand- 


for mounting. Snap-on front and joiner pieces." with 12" or 2” dia. tube. Cabinets optional ing or recessed. Stocked by leading wholesalers 





ed 





Ideal for under-window heating 
..along lengthy walls in schools, 
institutions, factories. 


Costs much less than other wall-to- 
wall radiation of equal capacity. 

















One man can install—one-piece back 
‘with support brackets and heating 
glement comes assembled, ready to 
hang. Simple adjustment on element 
support bracket (above) permits 
pitching of element after back is in- 
stalled. Individual elements sweated 


after hanging . . . no long awkward 
sections to lift into place. 
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Convectors cost less... 
to cut installation time! 


Fewer parts to handle ... only two major components .. . 
no element brackets to hang ... everything in one package! 





KS 
wT 


Rugged construction — front upper 
edge of cabinet (above) has welded 
steel gusset reinforcement... provides 
rugged strength to withstand rough 
treatment. Cabinet front available in 
18, 16 or 14 gauge steel . . . back in 
20, 18 or 14 gauge. 

















Part of a complete radiaton line. Sim- 
plify your purchasing—concentrate all 
responsibility in one reliable source! 
TRANE provides the industry’s most 
complete line of radiation products. 





For full information, call your nearest 
TRANE Sales Office or write TRANE, 
La Crosse, Wisconsin. 


TR 1 | [ Wall Line Convectors 


MANUFACTURING ENGINEERS OF AIR CONDITIONING, HEATING, VENTILATING AND 






Saves on-the-job labor! Only two ma- 
jor components to install ... (1) one- 
piece back with nonferrous heating ele- 
ment attached (2) front panels. Ele- 
ment support brackets already 
mounted on back piece. . . front panel 
simply hooks over back, fastens with 
two quick-closing screws into element 
support bracket. Front panels over- 
lap—eliminate all cover strips except 
on one end piece. End piece conceals 
control valve and piping. 





Heat TRANSFER EQUIPMENT 








The Trane Company, La Crosse, Wis. « East. Mfg. Div., Scranton, Penn. « Trane Co. of Canada 
Ltd., Toronto « 90 U.S. and 14 Canadian Offices 









































Goulds Makes 
Sales Film 


SENECA Fats, N. Y.— 
Wholesalers and contractor 
groups who wish to conduct 
water system meetings can 
do so with the help of a new 
film available from Goulds 
Pumps, Inc., of this city. 

The film, which contains 
information on pump fun- 
damentals and pump selling 
tips, was produced at the 
Bellmore, Long Island, 
showroom of contractor 
Frank Sette. Typical pump 
selling techniques are fea- 
tured. 

The film can be obtained 
from R. C. Broyles, adver- 
tising and sales promotion 
department, Goulds Pumps, 
Inc., Seneca Falls, N. Y. 





Plastic Pipe Rack 
Offered by Crescent 


EVANSVILLE, INp.—Cres- 
cent Plastics, Inc., is making 
available to contractors and 
wholesalers a convenient, 


space-saving rack for dis- 
playing and storing plastic 
pipe coils. 

The rack holds three 600 
foot coils of pipe in 34, 1 and 
1% inch sizes. When meas- 
uring and cutting, the sales- 
man can unwind the coil on 
convenient brackets, cut and 
tie the required amount. 

Further details may be 
obtained from the Manu- 
. facturer at 955 Diamond 
Ave., Evansville, Ind. 





Gerber Ad Program 
To Name Dealers 


Cuicaco — An expanded 
advertising program of Ger- 
ber Plumbing Fixtures will 
center around the “Gerber 
Guild of Plumbing Special- 
ists,” and will include names 
of company dealers. 

As announced here by 
Dave Kling, sales manager, 
the promotion will feature 
low cost replacement of 
bathrooms. The advertising 
will follow a pattern proved 
successful in a similar proj- 
ect last year. 

The promotion will con- 
tinue for the remainder of 
the year, Kling said, and 
will be stressed heavily in 
point of sale displays, direct 
mail and related dealer 
sales aids. 





Delta Unit Heater 
Exhibited on Trailer 


TRENTON, N. J.—The Delta 
Heating Corporation has in- 
stalled new oil-fired unit 
heaters on two-wheel trail- 
ers for use in demonstrations 
to dealers and distributors. 

A. L. Nathan, Delta pres- 
ident, said his company has 
received many requests 
seeking details and asking 
to see the unit in operation. 

Several trailers will start 
on tours soon. 


consist of red, blue and yel- 
low “Scotch” tape labels. 
The labels are affixed to 
each 20-feet straight length 
of copper tube and feature 
the size and type of tubing 
printed in easy to read type. 
In the color code, Type K is 
red, Type L is blue and 
Type M is yellow. 

Triangle officials told Do- 
MESTIC ENGINEERING the new 
markings will eliminate 
shipping errors, facilitate 
the wholesaler’s chore in 
checking shipments, sim- 
plify inventory checks and 
save time in handling by in- 
experienced help. 





Penn Controls Holds 
Product Sales Meet 

GosHEN, Inp.—New prod- 
ucts and product informa- 
tion, market developments 
in air conditioning and heat- 
ing and related subjects 
essential to effective selling 
were discussed recently at 
two sales conferences held 
by Penn Controls, Inc. 

One of the meetings was 
at Goshen and the other in 
New York City. 








Connecticut Wholesalers Form 
New Plumbing-Heating Assn. 


New Haven, Conn. — A 
new plumbing and heating 
wholesaler association has 
been formed in Southern 
Connecticut. E. K. Zude- 
koff, publicity director of the 
association, told Domestic 
ENGINEERING the purpose of 
the new group is to “pro- 
mote better understanding 
between members and pro- 
vide area-wide credit infor- 
mation.” 

Several organizational 
meetings have already been 
held, and the group is now 
planning business meetings 
at which leading industry 
figures will speak and sum- 


mer activities including golf, 
barbecues, etc. News bulle- 
tins and confidential delin- 
quent lists are being dis- 
tributed monthly. 

Headquarters of the 
group, the Plumbing and 
Heating Wholesalers Assn. 
of Connecticut, is in New 
Haven. Officers are Albert 
R. Webber, president, A. R. 
Webber Co., Inc.; George 
Sprick, vice president, 
Modern Equipment Corp.; 
Arnold J. Alderman, secre- 
tary, Heating Equipment 
Center, and Fred Webster, 
treasurer, Plumbing Supply 
Co., Inc. 
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Triangle Conduit Using 
To Simplify Handling of Tubing 

New Brunswick, N. J.—A new method of identification 
for its copper water tubing has been developed by the Tri- 


angle Conduit & Cable Company to simplify handling. De- 
signed for quick selection of stocked tubing, the — 





Label 





Bruner Introduces 


Automatic Softener 

MitwavuKeE—The Bruner 
Corporation at a_ recent 
meeting here introduced a 
new, fully automatic do- 
mestic water softener to 36 
sales representatives from 
all parts of the United 
States. 

Other models of the com- 

pany’s softeners, both in- 
dustrial and domestic, also 
were demonstrated by T. W. 
Bruner, president of the 
corporation. Bruner was as- 
sisted by Lee Merkel, sales 
manager, and other com- 
pany personnel. 
‘Among the featured 
speakers was John Hosford, 
executive secretary of the 
Water Conditioning Foun- 
dation, Chicago. 

Guests at the three-day 
conference also toured the 
Bruner plant, participated 
in seminars and veiwed a 
sales film. 





Bradson Co. Names 
Jobber Salesmen 

The Bradson Company, 
North Hollywood, Calif., 
manufacturer of plumbing 
goods and sprayers, recently 
announced the appointment 
of several jobber salesmen 
known as the Wm. W. Brady 
Company. 

The new organization will 
be Bradson’s representative 
in southern California. The 
appointment was formalized 
when sales volume was ma- 
terially increased by the 
Brady Company. 

(NEWS continued on page 78) 
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Burnham Buys 
Berger Interest 


Irvincton, N. Y.—The 
Burnham Corporation has 
purchased an interest in the 
Berger Furnace Corpora- 
tion, Belle Vernon, Pa., ac- 
cording to an announcement 


made here by Burnham 
Bowden, president of Burn- 
ham Corp. 


Berger has been a manu- 
facturer of heating equip- 
ment since 1936, specializing 


in a complete line of prod- | 


ucts for the warm air heat- 
ing and air conditioning 
industry. Another product 
is a warm air baseboard dis- 
tributing unit. 

Andrew H. Berger is pres- 
ident and general manager 
of Berger. Sales of Berger 
products will be made 
through the company’s reg- 
ular sales organization. 


Westinghouse Ad 
Position to Seay 


PiTTsBuRGH—E. W. Seay | 


Perfection Distributors See TV, Other Sales Aids 


has been appointed manager 
of advertising and sales 
promotion for the air condi- 
tioning division of the West- 
inghouse Electrical Corp. 

The appointment was an- 
nounced recently by W. B. 
Cott, sales manager. 

Seay joined Westinghouse 
in 1941 and served on the 
New York sales staff until 
1948, when he joined the 
sales promotion department. 
He was made manager of 
the New York sales pro- 
motion office in 1950 and in 
1953 assumed his most re- 
sales promotion for the 
northeastern region. 

Seay will be located at 


Hyde Park, Mass., pending | 


completion of a new air 


Hilliard Appointed 
To Janitrol Post 


COLUMBUS, 
Oxto — Ells- 
worth N. Hil- 
liard has been 
named adver- 
tising and 
sales promo- 

Hilliard tion manager 
for the Janitrol division of 
Surface Combustion Corpo- 
ration. 

Harry C. Gurney, division 
sales manager, said in an- 
nouncing the appointment 
that Hilliard would direct 
advertising and promotional 
programs for the Janitrol 
line of heating and cooling 
equipment manufactured at 
the firm’s plant here. 

Hilliard joined Surface 
Combustion Corporation at 
its Toledo plant in 1950 as 
l|assistant to W. J. Grover, 
director of marketing. 








Berkhout to Direct 
Just Co. Operations 


FRANKLIN Park, Itt.—Carl 
T. Berkhout has been named 
vice president and general 
manager of the Just Manu- 
| facturing Company here. 
| He will direct all opera- 

tions and activities for the 








New Mexico 
Assn. Meets 


ALBUQUERQUE, N. M.—The 
New Mexico Associated 
Plumbing, Heating and 
Piping Contractors recently 
met here for one of the most 
successful conventions ever 
held by the group. 

Two hundred seventeen 
registrations out of a pos- 
sible 300 licensed contrac- 
tors attended. The auxiliary 
held its convention at the 
same time, with 56 women 
attending. 

A resolution voted by the 
group asked the state legis- 
lature for increased powers 
in strengthening the Plumb- 
ing Administration Board, 
which is charged with ad- 
ministering the state plumb- 
ing code and the state licen- 
sing bureau. 

The convention also 
adopted a resolution asking 
revision of the Federal 
Housing Administration 
laws to broaden the respon- 
sibilities of the FHA from a 
local standpoint. Also asked 
were new interpretations 
relative to the reopening of 
existing FHA commitments 
and allowing the home pur- 
chaser to reopen the prime 





firm in the future. 


CLEVELAND, Ou10 — Thir- | 
teen distributors of Perfec- | 
tion Stove Company) 
furnaces met here recently | 
at the company’s headquar- | 
'ters for a preview of the 
inew television advertising | 
'and sales aids produced for | 

the distributors’ use by Per- | 
| fection. 
Shown in the accompany- 
| ing photo are (left to right, | 
| front row): Chester Ander- | 
‘son and Bob Radabaugh, 





pany, Cleveland, and A. C. 
Johnson, A. C. Johnson & 
Son, Fremont, Ohio. 

Second row: Jim Decker | 
‘and Hugh Breese, Decker- 


loan to add appliances. 





Mansfield, 
cent position of manager of Decker-Reichert Steel Com- Ohio; John J. Culligan, 


ply Company, 
Heating Supply Company, 
Rochester, N. Y., and Dan 
M. Schmidlin, Schmidlin 
Bros. Heating, Toledo. 

Back row: Dave Hughes, 


conditioning plant at Staun- | Reichert; A. G. Earnshaw, | Earnshaw Sheet Metal Sup- 
ton, Va., later this year. 





' Earnshaw Sheet Metal Sup- | 
78 


ply Company; Don Ontko, 








Carrollton Expands 
Sink Distribution 


CARROLLTON, On10—The 
Carrollton Manufacturing 
Company has announced an 
expanded distribution of its 
stainless steel sinks, form- 
erly marketed to manufac- 
turers of finished equipment. 

The line of eight house- 
hold sinks are seamlessly 
formed out of a single sheet 
of stainless steel. The largest 
double-bowl model weighs 
only 17 lbs for one-man 
installation. 

E. C. Ziegenfus, sales 
manager for Carrollton, said 
an aggressive advertising, 
marketing and promotional 
program will introduce the 
new line to the industry. 





New Plumbingware 
Warehouse Facility 


Cuicaco — Plumbingware 
Manufacturing Company 
steel sinks and bathtubs are 
being warehoused in the 
New England area by 
Plumbing Sales Company. 
In the May issue (p. 84), 
Plumbing Sales was re- 
ferred to as a wholesaler, 
| but the firm is a manufac- 
'turers’ sales representative 
| instead. 
| (NEWS continued on page 80) 
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Manufacturers Supply Com- 
pany, Youngstown, Ohio; 
Ray Dailey, Manufacturers 
Supply; Ernie Fox, Hager- 
Fox Heating & Refrigera- 
tion, Lansing, Mich., and 
Herman Hendricks, Heating 
Supply Company, Grand 
Rapids, Mich. 
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It’s easy to demonstrate—and sell— 
G.E.’s exclusive AIR-WALL* System 


Blow a little tobacco smoke through G. E.’s Air-Wall demon- 
strator—and show your prospect how G-E Air-Wall System 
works—why it provides extra comfort at no extra cost—why 
it’s equally effective for heating and cooling. 

Creating a fan-like pattern of conditioned air on the inner 
surfaces of outer walls, the Air-Wall register effectively pre- 
vents winter cold or summer heat from entering the home. 

This Air-Wall demonstrator is just one of hundreds of sales 
aids designed to help the G-E Home Heating and Cooling 
dealer clinch sales for the finest products in the field. 

For the full story on how you can profit from “The Fran- 
chise with a Future,” mail the coupon—today! 


HOME HEATING AND COOLING 


"Reg. trademark General Electric Co. 


G.E.’s 6-POINT PROFIT PLAN: 


1. G.E. enjoys best consumer acceptance 
in the field. 

2. Most flexible (and most copied) heat- 
ing and cooling line in the industry. 

3. G-E units are easier to handle and in- 
stall. Units are factory-wired, assembled 
and fire-tested...pass through normai 
doorways without dismantling. 

4. Factory training for your men, at 


G. E.'s application and service fleld 
schools. 

5. G.E.'s consistent national advertising 
to homeowners and builders pre-sells 
your prospects. 

6. G. E. supports you with local news- 
paper advertising assistance, literature, 
displays, sales plans —to sell home- 
owners and builders. 


GENERAL @@ ELECTRIC 


General Electric Company, Home Heating and Cooling Dept., 


Sec. DE-7, Bloomfield, N. J. 


Yes, I'm interested in your “Franchise with a Future.” Tell me more. 


My principal business is 
Name 

Company 

Address 

City 


County 
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Bush, Heat-X 
Re-Organize 


Sales Areas 


| corporation’s 


West Hartrorp, Conn. — 
The Bush Manufacturing 
Company here and its sub- 
sidiary, Heat - X - Changer 
Company, Brewster, N. Y., 
have reorganized their sales 
territories into five districts. 

Charles T. Cavanaugh has 
been appointed sales man- 
ager for the northeastern 
district, including New Eng- 
land, upper New York, east- 
ern Canada and the Cleve- 
land-Pittsburgh areas. 

George Finck heads the 
New York district office 
that includes Philadelphia 
and Washington, D.C. The | 
Midwest district, headed by | 
J. K. Campbell, with offices | 
in Chicago, has been en- 
larged to include part of 
Ohio. 

The Joe E. Parker Com- 
pany of Atlanta, Ga., will 
serve the southern district | 
and H. L. Quinn will man- 
age the western district, 
with headquarters in River- 
side, Calif. 

James A. Mulcahey, di- 
rector of sales, announced 
the moves. 








‘tor recently announced the 


| A. Philipp, vice president in 


Nash-Kelvinator 
Names Researchers 


Detroit — Nash-Kelvina- 


organization of a special re- 
search staff as a part of the 
program of 
expanding appliance lines | 
and intensifying product de- 
velopment and research. 
George W. Mason, chair- 
man and president of Nash- 
Kelvinator, said Lawrence 


charge of engineering, be- 
comes vice president of ap- 
pliance engineering and re- 
search under the new or- 
ganization. 

William Mikulas takes the 
post of chief engineer. He 
will be responsible for all 
product engineering de- 
velopment, Mason said. 





Illinois Engineering 
Picks Vice President 





Cuicaco — C. A. Pickett 
has been elected vice presi- 
dent of Illinois Engineering 
Company, manufacturer of 
steam heating and power 
specialties and control sys- 
tems. 

Pickett has been general 
manager of the firm since its 
acquisition by American Air 
Filter Company, Inc., Louis- 
ville, Ky., in 1953. Pickett 
and John Hellstrom, vice 
president and director of 
sales for the parent com- 
pany, also were named di- 
rectors of Illinois Engineer- 
ing. 





American Air Filter Co. Adds 


Herman Nelson 


LovuISvILLE, Ky. — Base- 
board radiation has been 
added to the line of Herman 
Nelson heating and ventilat- 
ing products manufactured 
by the American Air Filter 
Company here. 

Addition of the units 


marks-the company’s entry 
| 


into the residential heating | 


field. The equipment is 
available in eight-foot 
lengths and is packaged for 
convenient stocking. 

Ready - to - install pack- 
ages include pre-punched 
metal backplates, finned 
tubing heating elements 
with fittings, heating ele- 
ment supports, front cover 
plates with grille, and cor- 
ner and end plates. Damp- 
ers also are available. 

Full installation, capacity 
and design data on the base- 





Airtemp Names 
Promotion Manager 


DAYTON 

_ Onto—E ar l 

* Palmer has 

i been ap- 

pointed na- 

tional sales 
promotion 
Palmer manager for 
Airtemp division of the 
Chrysler Corporation. 
Palmer has been regional 
manager in Washington, D. 
C., for the past two years. 
He joined Airtemp in 1948. 


Baseboard 


board radiation is provided 
in a new Herman Nelson 
bulletin available to the in- 
dustry. 








A. J. Nesbitt Wields 
|Gavel at CC Meeting 


New York 

—Albert J. 

Nesbitt, presi- 

dent of the 

|John J. Nes- 

\bitt Compa- 

ny, Philadel- 

phia manu- . 
\facturer of Nesbitt 

| heating, ventilating and air 
‘conditioning equipment, re- 
/ cently presided over a meet- 
ing of the national board of 
Community Chests and 
Councils of America. 

The meeting was the first 
conducted by Nesbitt as the 
new president of the CCC 
board. His fellow members 
on the board include execu- 
tives in high positions in na- 
tional industry and in chari- 
table organizations and 
prominent professional men. 


| 





Yorktowne Sets Up 
Distribution. Plan 


York, Pa.— Wholesale 
distribution is now being set 
| up for a new type of evapo- 

rative condenser for water 
‘cooled air conditioning and 
refrigeration systems being 





manufactured by the York- 
‘towne Machine Company, 
‘Ine. a manufacturer of 











Shower Door Company Holds Sales Convention 


Artanta, GA.—Represent- | 
atives and field men from | 
all over the United States | 
assembled at the home office | 
of the Shower Door Com- 
pany of America here for | 
the recent annual sales 
convention of the company. | 

The firm is a_ leading 
manufacturer of shower 
doors, tub enclosures and 
daylight shower stalls. 

Also at the meeting were 
office and plant executives. | 
Guests toured the company’s | 


‘ey 
7 tri ' 
; 


new plant now under con- 
struction and soon to be 
completed in this city. 


A three-day vacation trip 
to Homosassa, Fla., was a 
feature of the gathering. 
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water savers. 

Edward R. Walsh, Jr., has 
been elected vice president 
in charge of sales and will 
|direct organization of the 
distribution system. He also 
will be in charge of product 
development. 

Walsh has been associated 
with York-Shipley, Inc., 
Herman Nelson Corporation 
and Gilbert & Barker 
Manufacturing Company 
‘during a long service in the 
air conditioning and refrig- 
eration fields. 
| (NEWS continued on page 85) 
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WATER HEATER SPECIALISTS 


























ROUND MODELS 


in 20, 30, 45 and 66 
gallon capacities 





TABLE TOP 
Installs in 1/5 usual time 


ELECTRIC MODELS TOO! 


Round models from 10 to 100 
(efol | KelaMmere] olelelii-t Samm Ke] o) (=m Ke) of; 
in 30 and 52 gallon sizes. 
Write for descriptive literature. 
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Water Mixers Prevent Scalding and 
nannnee Waste of Hot and Cold Water 


“After 4 years of heavy duty service” 
states Mr. Glenn Chappell, Chief Engineer 
“Powers shower regulators are still giving 
dependable service.” 
Simple, Durable Construction of POWERS 
mixers insures long life and minimum of 
maintenance. ° 
Double Safety protects bathers from scalding 
or unexpected shots of hot or cold water 
caused by fluctuating temperatures and pres- 
sure changes in water supply lines. Shower temperature is thermo- 
statically limited to 115° F. Failure of cold water supply instantly 
shuts off shower. It’s the safest water mixer made. 
For utmost comfort, safety and economy install Powers thermostatic 
water mixers. See our catalog in SWEET’S 
or write for Bulletin 365. 


Modern Field House provides the best 
facilities for physical training. 


June, 1954 


Over 850 boys here receive 
an Elementary and High 
School Education, voca- 
tional, moral and spiritual 
guidance under the able 
direction of Rt. Rev. Msgr. 
Nicholas H. Wegner. 


Location: 
12 miles 
West of 
Omaha, Neb. 
Is visited by 
thousands 
yearly 


Architects and Engineers 
LEO A. DALY COMPANY, Omaha, Neb. 


Plumbing Contractor: WRAY SCOTT 


Above: Typical homelike 
cottage for the boys. 


Established in 1891 e THE POWERS REGULATOR COMPANY « SKOKIE, ILL. © Offices in Over 50 Cities 
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Jal-Duct Steel Radiant Heating Pipe is especially produced to permit easy, 
economical installation . trouble-free service throughout the entire life 


Specify JAL-DUCT of the building for which it is specified. 


. . s HERE’S HOW: 
Radiant Heating Pipe Easy Bending—Jal-Duct is made of soft, open-hearth steel that bends and 


forms easily without reducing inside diameters . . . allows unrestricted flow 


for Safe, economical of hot water. 


I homelike Easy Welding—Jal-Duct can be easily welded by standard welding techniques. 


boys. H H 
. installations No Maintenance After Installation—-Properly installed, Jal-Duct will last 
the life of the building. Structural soundness is assured because Jal-Duct 
has a coefficient of expansion and contraction almost identical to that of 
plaster or concrete. 


For more detailed information contact your nearest 
Jal-Duct distributor or call... 


WELDED PIPE 
1/8” TO 4” 
SEAMLESS PIPE 


STEEL CORPORATION — Pittsburgh 


50 Cities 
OVER 400 LEADING DISTRIBUTORS CARRY J&L STEEL PIPE LET THEM SERVE YOU 








MADE RIGHT + DISPLAYED RIGHT - ADVERTISED RIGHT 
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the seat of good housekeeping 


MADE RIGHT 


There’s nothing new about molded 
toilet seats, say Stasco customers. 


They've enjoyed this sales advan 
tage for over 20 years. Every seat in 
the Stasco line—even low-cost econ- 
omy seats—have one-piece molded 


cores. 





STASCO SADDLE SEATS 








Solid molded core— 
gleaming Pyroxylin finish Solid plastic throughout—no surfare finish 











_ Slaice, 


we eker 


DISPLAYED RIGHT 


Display toilet seats and you sell them, 
say Stascocustomers. That’s why Stasco 
makes available beautiful displays like 
these. PLUS hard-hitting counter cards, 
copious direct-mail and point-of-sale 
pieces, color charts, complete illus- 
trated catalog sheets. 





An effective 1-seat display stand. 





«= A perfect 6-seat display stand. 





ADVERTISED RIGHT 
[et the word know ye a 2 ADVERTISED IN- 


product for sale, and you'll profit,” say 


Stas customer Agreed. That's why i 
Stasco has placed the world’s most power : 

© ful advertising medium—LIFE magazine- 4 
squarely behind the products you se 
vigorously presening nsumers for you 


STANDARD TANK & SEAT COMPANY 
CAMDEN 2, N.J. 
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Servel Doubles Its 
Water Chiller Output 


Continued 
from page 80 | uction of heavy-duty water 
| chillers has been doubled by 
| Servel, Inc. 
| H.R. Nielsen, manager of 
| the company’s air condition- 

ing division, announced here 

recently that development of 
new uses for chilled water 





G.E. Expands 


Plant Facilities 


BLoomFiELtp, N. J.—The 
Air Conditioning Division of | : 
the General Electric Com- | ¢duipment used in such 
pany has announced a major | Processes had caused a 100 
expansion of its manufactur- | Percent increase in output 


EVANSVILLE, INp.—Produc- | 


and an increased demand for | 


ing operations in a program scheduling for 1954. 
to meet a growing product 
demand. 

The expansion involves 


The Servel chiller is an 
absorption - type unit that 
uses steam to produce 


the transfer of G. E. home chilled water for air condi- 
heating and cooling equip- tioning or industrial proc- 
ment manufacturing out of | ©55!8- The compact ngs is 
Bloomfield to plants in| “signed to pass through any 


Trenton, N. J., and Bridge- staf con for installation on 
port, Conn., according to S. | 27Y "0°: 

J. Levine, general manager | ena 
of the Home Heating and | Remington Film 
Cooling department. 

The Trenton plant was To Aid A-C Sales 
acquired by the department Monies: 0 Shee tal 
last —" and some man- ‘color film strips designed to 
ufacturing already has been | build air conditioning sales 
moved there. The Bri dge- | have been made available 
port facility is in an existing ‘to wholesalers for showing 
G. E. plant. 


The Bridgeport plant will | to dealers by the Remington 

: : | Corporation. 

Peo en ohta and the Toes. |_, Both of the films issued by 

ton plant will manufacture | oe een — Sg et 

home cooling units and 88S | cords, One strip points out 
Headquarters of the home | ce ted y te ae 

heating and cooling depart- | a 7 

selling points. 


ment will remain at Bloom- | The other film features 


field. | , P 
|sales points of window and 
—— |console room air condition- 








Orangeburg Co. 
Names Director 


Orancesure, N. Y.—Elec- | cording to C. Kenneth Juno, 
tion of C. K. Bryce as a| advertising manager, will 
director of Orangeburg | enable dealers to close sales 


them. 
The training program, ac- 


Manufacturing Co. was an-/ in the face of competition. 
nounced last month by H. J. 
Robertson, company presi- 
dent. Orangeburg is a man- 
ufacturer of bituminized | 
fiber drain and sewer pipe. | 

Bryce retired from the| 
Union Carbide and Carbon | 
Corp. last July after having 
been associated with that 


F i. 


/ers and suggests how the 
| oe) 
idealer can merchandize 


Sayre Named 


'To Head Norge 


| CxHicaco—Judson S. Say- 
| re, nationally known execu- 


| tive in the home appliance | 


field, has been named presi- 
dent and general manager 
|of the Norge Division of 
| Borg-Warner 
|vice president of 
| Warner. 

| In announcing the ap- 
| pointment last month, Roy 


Borg- 


told Domestic ENGINEERING 


that Sayre will be supported | 
by resources of the corpo- | 
ration in a move to strength- | 


en and advance the position 
| of the division in the indus- 


| Sayre formerly was presi- 
|dent of Bendix Home Ap- 
pliances, Inc., and has been 
national sales manager of 
| Kelvinator Corporation. He 
femes served with the Avco 
Manufacturing Corporation, 
| Montgomery Ward and the 
Radio Corporation of Amer- 
jica in high executive posi- 
tions. 

He succeeds George P. F. 
|Smith, who has joined the 


|executive staff of the B-W | 


central office. 


Reading Sales Rise 
New YorkK—Reading Tube 

Corporation sales for 1953 

were $13,490,290, an increase 


of 21 percent above sales in| 


1952, the previous high. The 
sales figure reported in the 
May issue, page 74, was er- 
roneous. 

Reading’s 1953 sales were 
130 percent greater than the 
volume of five years ago. 

Net profit in 1953 after all 
charges and taxes was $423,- 
132, or 16 percent more than 
the 1952 adjusted net profit 
| of $363,237. 


Among those attending the recent convention of the Associated 


Corp. and/| 


| C. Ingersoll, B-W president, | 


American-Standard 
Names Executive 


PITTSBURGH 
—RaymondA. 
Stoesser has 
been appoint- 
ed vice presi- 
dent and gen- 
eral manager 
of manufac- 
turing of the 
{Plumbing and Radiator 
| Heating Division of Ameri- 
jean Radiator & Standard 
Sanitary Corporation. 
| The appointment was an- 


Stoesser 


/nounced recently by Joseph 
|A. Grazier, American- 
Standard president. 

Stoesser formerly served 
as general manager of man- 
ufacturing for the division. 
He now heads production of 
plumbing fixtures, kitchen 
products and heating and air 
conditioning equipment in 
the division’s 16 plants. 

He has been with the com- 
pany since 1924 in varied 
positions and was supervisor 
of its European factories 
from 1944 until 1953. 





|W.H. Falstein Heads 
(Gerber Promotions 


Cuicaco — W. H. Falstein 
| has been named advertising 
and sales promotion man- 
ager of Gerber Plumbing 
Fixtures by Oscar Gerber, 
president of the firm. 

Falstein has been with the 
company for 13 years. His 
|appointment will not alter 
| the company’s present ad- 
| vertising program, Gerber 
said. 


LP Council Moves 
Chicago Offices 

Cuicaco — Offices of the 
National Council for LP- 
Gas promotion have been 
moved from 11 South La 
Salle St. to 185 North Wa- 
bash Ave., Robert E. Bor- 
den, council secretary and 
director of the LP-Gas In- 
formation Service, an- 
nounced here. 

Borden said the move was 


company and its subsidiaries | Plumbing, Heating & Piping Contractors of New Mexico were precipitated by expanded 
in various executive capaci- | (left to right) Otis Campbell, J. S. Stites, Earl Smith, J. H. activity of the organization. 


| Kelley and Paul Winter. Co 
8 


ties for 42 years. 


mvention story is on page 78. 
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ALDRICH 


Gut Stream 
BOILER- BURNERS | 


This compact GULF STREAM C-10 model stands 
only as high as a man’s belt and is only 22 inches 
in diameter. With an SBI net rating of 66,000 BTU 
per hour, it is ideal for the modern small home 
and especially popular with owners of split-level 
homes, where minimum height is essential. 

With the GULF STREAM range of 5 sizes and 
ratings, you can give every size home the proper 
size heating unit, save space and fuel and assure 
adequate heat. 


With a tankless coil installed, the unit also 
furnishes ample domestic hot water supply, with 
instant response. 


Feature the ALDRICH line and get more busi- 
ness. You'll make warm friends, too. Write us! 











STANDS ONLY SLIGHTLY HIGHER 
THAN WASHER OR DRYER Al LO RIC (Al COMPANY Wyoming, Illinois 113 Williams Street 
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STANDS ONLY 
WAIST HIGH! 
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A Subsidiary of Breeze Corporations, Inc. 















oi 
wo 
a 


Wor 


The 
prove i 
It does 
do, and 
close te 
holds re 
without 


Its 
from ei 
without 


Wh 
leverag: 
chain hi 











2 


Suerybody NEEDS THIS WEW 


The all-purpose wrench 


for: PLUMBERS * STEAMFITTERS 
ELECTRICIANS + MECHANICS 
MAINTENANCE MEN * HOME CRAFTSME 









oer ee Ri te 






Hardened 
Tool steel 
Jaws are 
Replaceable 


Ratchet action 

works either 
way from 

either side 


IDEAL FOR CLOSE QUARTERS 


Works where an ordinary pipe wrench won't! 


The Reed DU-ALL Chain Wrench will quickly 
prove itself the most helpful tool in any tool box. 
it does everything a conventional pipe wrench will 
do, and a great deal more. It gets into tight corners, 
close to baseboards or between parallel lines, and 
holds round, square or irregular shapes . . . firmly, 
without “play” and without crushing. 


a holding capacity up to 4”. This 

extra capacity is a major convenience 

in lining up soil pipe stacks, straighten- 
ing studs, setting posts, or turning any 
round or irregular shapes within the 
leverage range of the 14 inch handle. 


Built for long, hard use, the DU-ALL wrench 
features the rugged quality and workmanship 


Its fast, ratchet action lets you turn either way 


from either side. You can tighten and “‘back-off” 
without taking the wrench from the pipe. 


While the 14 inch handle provides standard 
leverage for fully tightening pipe up to 2”, additional 
chain has been provided to give the DU-ALL wrench 


which have been typical of Reed pipe tools for 

more than a half century. The specially-designed, 
hardened tool-steel jaws are replaceable. The pre- 
cision chain is fully equal to any strain which can be 
imposed by the handle length. The handle is high 
tensile malleable, with heavy sections at stress points. 


Whenever you want to work with pipe... 


Ask for a REED Pipe Tool! 





DOMESTIC ENGINEERING June, 1954 } June, 


77 million 
x 





prospects are reading about 
Yardley ClearStream PressuRated Pipe 


During 1954 Yardley’s quality story will appear in 47 leading 
farm magazines and trade papers. 





This nation-wide coverage, the largest in Yardley’s history, 
will be read by 77 million prospective buyers who will learn 
the advantages of ClearStream water system pipe and pump 
pipe, garden hose and lawn sprinklers. 














Tie in with the leader in plastic pipe. Display boxed 
PressuRated coils in your window. Only Yardley offers a 


show them Te awe to buy complete merchandising program with selling 
helps including dealer signs, window banners, 
broadsides, direct mail, stuffers, and newspaper ads. Turn 

pre-sold prospects into actual sales. 





YARDLEY PLASTICS COMPANY 


142 PARSONS AVE., COLUMBUS 15, OHIO 
In Conede: DAYMOND CO., Ltd., Chatham, Ontario © Export Sales: F. & J. MEYER, 115 Broad St., New York 4, U.S.A. 
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Hampton, 19x17", 22x19" 


The Kohler line includes a practical range of 
types and sizes—with shelf, with back, or for 
building in. The sparkling, glass-like Kohler 
enamel is easy to clean. Fused to a rigid cast 
iron base, it is protected from strain. 

The Hampton, popular for homes, apart- 
ments and institutions, has an unobstructed 
shelf, ample basin, integral soap dishes. The 
Hudson, with 5” back, offers first quality, room- 
iness and convenience, at lower cost. 

The compact Taunton is widely used for first 
floor washrooms, small bathrooms. The Delton 
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Hudson, 19x17", 20x18”, 22x19” 


89 

















Taunton, 16x14”, 20x14", 24x14" 

















Delton, 18x15" 

















p - Trailer, 13x13” 
is practical where space 


must be conserved—in 
housing projects, motor 
courts, modest homes, 
cottages. The still 
smaller Trailer is suit- 
able for homes, offices. 

The Tahoe, built into 
counters or dressing 
tables, offers luxury and convenience. 

The chromium-plated mixer fittings are de- 
signed especially for Kohler lavatories. Aerator 
spouts prevent splashing. 

















Tahoe, for building in 20x18” 


Kohler Co., Kohler, Wisconsin. Established 1873 


. OF KO H LE R 


\ENT + ELECTRIC PLANTS + AIR-COOLED ENGINES + PRECISION CONTROLS 
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is something 


ALWAYS 


missing ? 


to cut your profit 























... then switch to the one line that meets every selling need 


* ® 
EXAMPLE No. 3: Your own experience 
will tell you that it’s usually easier to sell an 
established name. This is a premium advan- 
HEATING 











tage you enjoy when you offer Bryant. First, 
because Bryant—in 45 years in business—has AIR CONDITIONING 
earned a reputation for quality in millions of WATER HEATING 
American homes. Second, because Bryant — 
over this same span of years—has consistently . The most complete line in the industry 
advertised nationally and locally to support . Quality products—Competitively priced 
your selling efforts—longer than any other . Established name—Good customer acceptance 
manufacturer of automatic heating, air con- . Broad, attractive profit margins 
ditioning and water heating equipment! . Local Distributor warehousing and service 

Your nearby Bryant Distributor has com- 6. Factory district representatives and traveling 
plete details. [t will pay you to call him today. sales training and service teams 

Bryant Heater Div., Affiliated Gas Equipment, Inc., 17825 St. Clair Ave., Cleveland 10, Ohio 
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Our only product is tubing. Every phase of 





Reading’s huge, streamlined production and distribu- 


/ 


tion system is specialized to bring you the finest tubing } 





in the most efficient way. No bottlenecks in produc- 
An Example of 


READING'S 
PLUS SERVICE 


Straight lengths of Reading 
Type L tubing in sizes up to 
%” avtomatically receive 
extra processing for sag-re- 


tion at the factory mean no depleted stocks for the 


wholesale supply house—no hold-up on the job for the 









contractor. When you sell or use Reading copper tube, 






you can always count on getting tube of uniform high 






sistance and easy bending. 
No special ordering—no ex- 
tra cost! This is just one 
instance of the extent to 
which Reading goes to give 
you product and service sec- 
ond to none in the industry. 





quality and delivery of the type and size you want 






when you need it! 











| 
| & 


| Sold Through 
Wholesalers 


Only 























Scully Rubber Adds 






Continued 
from page 85 


Robertshaw In 
New Plant 
The company is a manu- 


INDIANA, Pa.—Robert- facturer of rubber plumbing 
shaw-Fulton Controls Co., goods including tank balls, 
is expanding production washers, diaphragms for 
facilities with the opening flush valves and related 
of a new plant here. Indiana _ items. 
is 50 miles northeast of 
Pittsburgh. 

The company, a manu-|Taco Heaters Shifts 
facturer of controls for home To C t Q t 
appliances and industrial | ee ee 
applications, has taken a| Cranston, R.I. — Taco 
five year lease on a $475,000 | Heaters, Inc., has moved in- 
plant recently built for the|to larger quarters here at 
firm by the Industrial De- | 1160 Cranston St. Cranston, 
velopment Corp. of Indiana. | a suburb of Providence, has 


Scully president. 























W. D. Miller, assistant|a population of approxi- 
vice president of Robert- | mately 60,000. 


shaw-Fulton and_ general 
manager of the Youngwood, 
Pa., thermostat division, will 
head the new plant. 


Taco was situated at 
Providence for more than 
33 years before its move 
early last month. 


Pennsylvania, New Jersey Assns. 


Elect Blazek, Lowe As Heads 


PHILADELPHIA—The Penn- 
sylvania Assn. of Plumbing 
Contractors, Inc., recently 
concluded its 60th annual 
convention here. 

More than 52 exhibitors 
had booths at the three-day 
meeting. A feature of the 


convention was a panel dis- , 


cussion that covered busi- 
ness operations and mer- 
chandising of products. 

Frank J. Blazek, Phila- 
delphia, was elected pres- 
ident and Norbert Corrigan, 
Hazleton, was named first 
vice president. 

Other officers named in- 
cluded George Summers, 
Gap, second vice-president: 
Harry Stelwell, Jr., secre- 
tary, and Charles C. Kauff- 
man, Philadelphia, national 
director. 


Atitantic City, N. J—)| 


Franklin Lowe was elected 
president of the New Jersey 


Master Plumbers Assn. at 
the recent convention of the 
group held here. 

Other officers named were 
Anthony Orecchio, first vice 
president; J. Calvin Long, 
second vice president; Louis 
Alt, Jr., secretary and Mil- 
ton Robinshaw, treasurer. 





Shown at the Pennsylvania 
state convention are Franklin 
Lowe (left), new head of the 
New Jersey association, and 


Frank Blazek, new Pennsyl- | 


vania association president. 


Robert Moir was nominated 
to a second term as a direc- 
tor of the National Assn. of 
Plumbing Contractors. 


Lander Joins 


18,000 Square Feet Exee Group 


The Scully Rubber Manu- | 
facturing Company of Balti- 
more, Md., has added 18,000 | Arthur M. 
square feet of manufactur- | 
ing space to its plant, ac- 
cording to Saul Schulhoff, 


Cuicaco — 


Lander, pres- 
| ident of the 
| Lawndale En- 
ameling Com- 
pany, recent- 
ly was admit- 
ted to mem- 
bership in the Young Presi- 
dents’ Organization. 

Lander’s new affiliation 
has a national membership 
of 500 members and is made 
up of men who have become 
presidents of their compan- 
ies before reaching the age 
of 40. 

Lawndale, a manufactur- 
er of plumbing ware, has 
been headed by Lander 
since the firm was organized 
in 1946. 

Lander also is president 
of New Process D-Enamel- 
ing Corporation, Aurora, | 
Ill., and is a director of the | 
Industrial Radio Corpora- 
tion of Illinois. 





Lander 





Mullins Raises Two 
Top Executives 


Warren, Onto — George 
E. Whitlock, president of 
Mullins Manufacturing 
Corporation since 1937, has 
been named vice chairman 
of the board. He is succeed- 
ed as president by Harry M. 
Heckathorn, formerly ex- 
ecutive vice president. 

C. D. Alderman, formerly 
vice president in charge of 
merchandising, was named 
vice president in charge of 
sales for the entire corpora- 
tion. 


Ruud Co. Fills 
Executive Post 


| PrrrssurcH —A new ex- 
ecutive position concerned 
primarily with establishing 
new channels of distribution 
for the company’s products 
has been announced by A. 
B. Cameron, president of 
Ruud Manufacturing Co. 

Heading the new position 
of executive sales assistant 
will be H. W. Milner, 
Cameron told Domgstic 
ENGINEERING. Milner will 
have his headquarters at 
Kalamazoo, Mich., where 
the Ruud general offices will 
be moved upon completion 
of a new office building. 

In addition to seeking new 
outlets for the company’s 
lines, Milner will investigate 
potential markets for prod- 
potential markets. 





Names in the News 


Delta Heating Corp., Tren- 
ton, N. J.—E. S. Cushing has 
been appointed as representa- 
tive in New England. 


Illinois Engineering Co., Chi- 
cago—S. H. Baldwin Co., Lub- 
bock, Tex., and G. C. Legett, 
New Orleans, La., as repre- 
sentatives in their areas. 


General Electric Co. Air 
Conditioning Div., Bloomfield, 
N. J.—P. M. Hooven as repre- 
sentative in Atlanta and W. H. 
Grant as_ representative in 
Cleveland. 


Dayton Pump & Mfg. Co., 
Dayton, Ohio—J. V. Boehm, 
Jr. as representative in 
western Pennsylvania and 
parts of New York, Ohio and 
West Virginia. 


William Wallace Co., Bel- 
mont, Calif—E. C. Whitcomb 
as representative for Metal- 
bestos gas vent pipe in the 





Pennsylvania Range 





Appoints Sansweet | 


| 
PHILADELPHIA— Samuel 


central Atlantic states. 


Imperial Brass Mfg. Co., 
Plumbing Div., Chicago—R. L. 











Sansweet has been named| Smith as representative in 
advertising and sales pro-| Minnesota, North and South 


| motion manager for the | Dakota. 
| Pennsylvania Range Boiler | 


| Company. 
| Sansweet joins the range 
| company from the Raymond 


| General Automatic Products 
Corp., Baltimore, Md.—F. J. 
Wiltsie as representative in 
New York; R. M. Hodgdon as 


More than 425 persons} Rosen Company, Inc., an representative in Massachu- 


were registered. 


( 


appliance distributor. 
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| (NEWS continued on page 100) 
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Only JUST Gives You AILL 
of These Features 


1 *Patented Anti-splash Rim around entire 

rimeter of the bow! at point where bowl 

joins the drainboards, seamless welded and 
polished. 


2 *Patented Double Pitched Drainboards, 
gradually sloping lengthwise to the bowl 
and sidewise to center of drainboard. 


3 Wood Frame around front and ends, facilitates 
fastening to the cabinets. 


4 Seamless Construction, all joints welded and 
polished. 


8 Radius corners in bowl—vertical radius 114” 
at top tapering to 15/16” at bottom. All 
bottom horizontal radii are 15/16’. 


6 All corners of raised edge are die drawn. 


7 U-type structural channel extending the full 
length of the drainboard. 


8 Sound Deadened on the underside to prevent 
undesirable metallic sound. 


Radiiluxe Sinks can be supplied in any size and 
shape and with either one, two, or more sink bowls 
—to meet individual requirements. 


Just [ine 

















SOREATESy7 NAME IN 


UVALIT® 


DOMESTIC ENGINEERING 


You can materially increase your profits on every sale 
and installation of a JUST stainless steel sink and 
cabinet top because: 


@ JUST supplies complete detail drawings for all custom 
built units for your approval before fabrication. 


@ JUST sinks and cabinet tops are custom built 
to exact specifications to eliminate costly 
“on-the-job” alterations. 

@ JUST sinks and cabinet tops, built to meet your 
customers’ exact requirements, give unlimited 
freedom in planning. 


@ JUST production schedules are accurately maintained 
so that you can be sure of dependable deliveries. 


Regardless of whether your plans call for a new building project 
or the modernization of an old kitchen, you can be sure that 
JUST stainless steel sinks and cabinet tops will give the utmost 
in sanitation and lifetime service. 

They will add the final touch of beauty and 
refinement to every kitchen. Your customers’ 
Satisfaction is our first consideration. 





JusT sinks and cabinet tops are sold through 
all recognized plumbing wholesalers. ep te 


For further information see our Catalog 
23-B in Sweet’s Architectural File or 
send for illustrated literature and name 
of nearest direct factory representative. 





Manufacturing Co. 


“ll 9233 KING AVENUE 
F [Po FRANKLIN PARK, ILL. 


IN THE GREATER CHICAGO INDUSTRIAL DISTRICT 











SETAVMEES S. STEEL PRODUCES 
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PRODUCT NEWS from AMERICAN-Standard 





A review of products in the news and important sales points worth remembering 





AMERICAN-STANDARD 
POST-FORMED COUNTER TOPS 














American-Standard counter tops are a much- 
wanted feature that make kitchens sell faster. 
From integral backsplash to no-drip water 
bead edge these counter tops form a continuous, 
unbroken surface that has no joints or crevices. 
They’re made of Micarta, the plastic material 
which retains its beauty even after years of daily 
use, bonded to a sturdy plywood core. The non- 
directional scatterline design of the counter tops 
eliminates any pattern conflict in turning 
corners or in adding new tops at a later date. 
They are available in Gray, Dark Green, Lime, 
Yellow, Red. Special new union strips, joint 
moulding strips and end caps are available as 
top quality finishing accessories. 








AMERICAN-STANDARD 
CONVERTIBLE KITCHEN CABINETS 














American-Standard kitchen cabinets are the 
only kitchen cabinets that offer your custoniers 
more usable storage space by having shelf and 
drawer arrangements that can be changed at any 
time to meet new storage demands. The position MUI 
of adjustable sliding shelves or drawers may be 
changed in any undersink or base cabinet even 
after installation. Each sliding shelf, shallow or 
deep concealed drawer can be located at any 
of four levels. Deluxe exposed drawers can re- 
place doors. Wall cabinet shelves are adjustable 
on one inch centers. Anyone can make these 
changes easily, quickly. American-Standard 
kitchen cabinets are solidly constructed of heavy 
gauge steel, bonderized for long life and smoothly 
finished in glossy white enamel. 








pl 

Ask Your Wholesale Distributor handl 

for Complete Details and easi 

d many fitt 

The above products are just two of the many cus- th 


tomer-pleasing products in the broad Americat- 
Standard line. Your distributor will be glad t comple 
give you complete information. Remember joint 
Ame RIC AN om St an ra | ard American-Standard offers everything you'll need 
to sell today’s growing modernization market- 
top quality products, sound merchandising 
ideas, extensive advertising. 














American Radiator & Standard Sanitary Corporation, P. O. Box 1226, Pittsburgh 30, Pa. 
Serving home and industry: AMERCAN-STANDARD + AMERICAN BLOWER - CHURCH SEATS & WALL TILE - DETROIT CONTROLS + KEWANEE BOILERS + ROSS EXCHANGERS + SUNBEAM AIR CONDITION! 
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MUELLER BRASS CO. —D¢2eamline: 
COPPER TUBE AND FITTINGS | 
ARE EASY TO INSTALL 








aA 
Take a tip from the little fellow shown above and install Stream- 
line all-copper tube and fittings for both supply and drainage 
plumbing. You'll make a better profit because you can install more 
jobs. Streamline copper tube and fittings are light and easy to 
handle, Prefabricated sections can be assembled and soldered at the shop 
and easily delivered to the job. Standard 20’ lengths of copper tube eliminate 
many fittings. And when you do make joints, it’s a good deal easier to solder 
them than thread them. When you get a Streamline installation 
completed, your job is done. You spend no extra time repairing caulked 
joints, for it tests leakproof on the first try, and stays rust-free, clog-free 
and tight for years. Your customers will be more than 
satisfied with a lifetime Streamline all-copper installation. 





Write today for our latest 
catalog of Streamline plumb- 
ing and heating products. 
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They cost no more...So why settle for less! 


THE BEST AUTOMATIC AIR VALVES FOR EVERY 


HOT WATER HEATING JOB ARE LABELED... 
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‘ ” / ” 
For vertical mounting only Size 4%" x 2% 
with %” 1.P. female connection. 





No. 14 






















— | 





copper 
tees. 








For mains, pipe lines, 
unit heaters, convec- 
tors, panels, coils, 
etc. A favorite... 
proved dependable 


required 

e Designed for 
pressures up to 
75 Ibs. 


Non-ferrous metals 
No air chamber required 
For pressures up to 50 Ibs. 


MAID-O-MIST 
BALANCING VALVE 
ADAPTER UNITS 

% 









Balancing 
Valve Any stock tee, plus the 
Adapter Adapter Unit completes a 
Unit for balancing fitting for hot 
wgiaeges water heating systems. 
%, These new units, quickly sien 
ee a soldered or sweat-fitted No: 15 Balancing 
a ee into copper and bronze Valve Adapter 








iron tees, regulate the flow 
of hot water through ra- 
diators, convectors, base- tees. 
board panels, radiant coils, return mains and 
branches. Precision made of non-ferrous metals. 
Full free flow through the tee. No restriction except for the 
balancing required. 


AUTOMATIC HUMIDIFIERS 
WATER LINE CONTROLS 


HEATING SPECIALTIES 


Sea 


oe 


3217 NORTH PULASKI! 
























“~ on hundreds of 
b thousands of instal- 
j lations. 
4 6 Self - closing, NUMBER AUTO-VENT 
i float - controlled 
valve 
e Non - ferrous — 
aiatale For convectors and for space limitations. 
e No air chamber e Dependable float-operated valve 


For horizontal mounting only. Size 3” x 2%” 
with Ye” 1.P. female side connection. 


















tees or threaded into cast Unit for 14”, 


1”,1%”, cast iron 








NUMBER 


67 


AUTO-VENT 


For convector and 
baseboard radiation 


e Self - closing 
float operated 


e Compact size 


e Non - ferrous 
metals 


e No air chamber 
required 







e For pressures 
up to 30 Ibs. 







For vertical or horizontal 
x 1%” with %” I.P. male 














wumacr JD. vnc 


convectors, 


baseboard and 
free-standing 
radiation. 

The fastest venting 
valve (expansion 
on the 
market! 


Expansion and 
contraction con- 
fined to 4 vent 
slots only 

Special composi- 
tion control disc 
Internal siphon 


No air chamber 
required 
mounting. Size 14” 
connection. 


For vertical mounting only. Size 3-3/16" * 
1%” with %” 1.P. male connection. 





0. 08-0 AUTO-VENTS 
HEATING SPECIALTIES 


OM IST inc} MAID:O’: MIST,Inc: 


ROAD . CHICAGO 4I, ILL. 
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CAST IRON FOR LONG LIFE! 





All equipment factory installed 
FLUSH JACKET 


JACKET EXTENSION* 
OIL BURNER 
ESSENTIAL CONTROLS 
FULLY APPROVED WIRING HARNESS 
CIRCULATOR 
TANKLESS HEATER 
Delivered in one crate ready 


for easy installation and at a 
big saving in time and money. 


goomnmnnrrnnte rane event 





*Shipped, when ordered, in separate carton 


Installation savings alone make this boiler a bargain! 
Burnham quality makes it doubly attractive. 





| 
Here’s a new packaged oil heating unit that has everything you need to make profitable 
sales. It’s cast iron. It’s a fuel saver. It’s an investment in lifetime’ comfort. It provides 
plenty of steaming hot water, the year ’round, for laundry, kitchen and bath. . . and at 
low cost! Its net IBR water rating is 530 sq. ft. Attractively styled jacket is handsome 
two-tone blue and silver gray Hammerloid baked enamel finish, heavily insulated to 
prevent heat loss. It comes factory assembled “ready to go”. . . at a big saving in installa- 
tion time and money! This is what you’ve been waiting for. It’s your answer to quality 
home heating at low cost! Mail the coupon today. Get all the facts about this money maker! 





Here's how PACE-PAK is delivered 
to you. Heavy skid crate bottom 
makes handling easy. After crate 
is removed unit can be rolled into 
Position on two sections of pipe. 


FIRST IN THE MANUFACTURE 
OF BASEBOARD HEATING 


IRVINGTON * NEW YORK 


BURNHAM CORPORATION 
IRVINGTON, NEW YORK 





Please send your 4-page brochure on PACE-PAK with ratings 
and prices. 





poco 
ha ce ce es ce cee ee ee ee oe ee oe ee ad 






























1— Made of heavy materials — Field controls 
last longer. 


2— Balanced at factory — Eliminating weight 
variations which could affect control's accu- 
racy. 


3 — Rocker type hinge pin — Quickly respon- 
sive, no friction. No sticking. 


4— Long Collar — No warping or clogging due 
to heat or soot, no service calls. 


S—Free smoke passage —A Field Control 
never blocks the flue. 


6— Side wings and fitted gate — More accu- 
rate because opening in control increases 
more uniformly. 


7— Factory adjusted — Set to maintain . 
draft until instrument setting is made. 
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,.. NOT TOO LATE TO MAKE ’54 YOUR BIGGEST YEAR WITH A 
WINKLER DIRECT FACTORY FRANCHISE 


Why fool around with “short” lines— 
why lose sales because you can’t give cus- 
tomers what they demand? 

For the answer, look first at this Winkler 
parade of automatic home comfort equip- 
ment. Then just try to picture a situa- 
tion which can’t be satisfied with one of 
Winkler’s 194 models and sizes. Every 
heating requirement as to capacity, fuel 
preference and type of system is covered 

. plus Air Conditioners and Water 
Heaters to round out the Winkler line of 
home comfort products. 

The Winkler Direct Factory Franchise 
gives you not only the most complete top 
quality line but backs it up with a pow- 
erhouse of selling helps. Among them: 


@ New stocking plan makes it easy to finance 
a full stock. 

© Strategically placed warehouses speed up 
delivery. 

e@ Complete year'round line offers extra profits. 

@ New merchandising tools provide everything 
to uncover prospects, demonstrate and sell. 

e Increased national advertising— monthly 
sales promotion program—dealer cooper- 
ative advertising plan. 





SALESMEN MADE MONEY-MAKERS 
AT WINKLER TRAINING INSTITUTE! 


Winkler’s comprehensive training program 
is free to Winkler dealers and their per- 
sonnel. In this completely equipped school, 
training is given in successful selling proce- 
dures—product demonstrations—business 
promotion methods. After individualized in- 
struction by factory experts, trainees make 
actual sales presentations—learn how to 
close sales every month of the year. 

Also offered is Engineering Course in siz- 
ing, wiring, servicing Winkler Products, 


2 pata: SP 


*194 models and sizes of home comfort equipment. Find out NOW how to 
obtain a Winkler 
Direct Factory 


Wi i 14 L i a Be 


PRODUCTS OF * AUTOMATIC «+ 


STEWART-WARNER CORPORATION 


U. S. MACHINE DIVISION + Dept. F-64 ~ LEBANON, IND. 























Continued 
from page 92 





setts, Rhode Island, Connecti- 
cut and southern New Hamp- 
shire and C. G. Williford as 
representative in North Car- 
olina and northern South 
Carolina. 


Pennsylvania Range Boiler 
Co., Philadelphia—G. C. War- 


dell as plant manager. 


American Air Filter Co., Inc., 
Louisville, Ky.—J. W. Frazier 


as field manager. 


Union Asbestos and Rubber 
Co., Chicago—P. B. Colwin as 
assistant to the general sales 
manager, R. M. Anderson as 
field sales manager, and Fred 
Thuemling Co. as represent- 
ative in the Milwaukee area 
and W. H. Dudley, Jr., as rep- 
resentative in New Orleans. 


Remington Corp., Auburn, 
N. Y.—Edward McIntosh as 
northeastern regional sales 
manager, A. M. Masiello as 
eastern field manager and C. F. 
Zauner as western field man- 
ager. 


Chrysler Corp. Airtemp 
Div., Dayton, Ohio — R. H. | 
Friedel as sales manager. 


Kalamazoo Furnace & Ap- 
pliance Co., Kalamazoo, Mich. 
—C. J. Davis as sales manager. 


Perfection Stove Co., Cleve- 
land—M. H. Crist as a member | 
of the furnace and air con- |} 
ditioning sales department. 


Whirlpool Corp., St. Joseph, | 
Mich—W. D. Fowler as ad- 
ministrator of industrial and 
public relations and Richard | 
Sierk as a member of the sales | 


promotion staff. | 


Radiator Specialty Co., Char- 
lotte, N. C—P. S. Lear as rep- | 
resentative for Solder Seal) 


products in the Pittsburgh | 
area. 


The Zoeller Co., Louisville, 
Ky.—J. C. Latimer as repre- | 
sentative in northern Illinois, | 
Iowa and Wisconsin and W. J. | 
Frost as representative in|} 
western Pennsylvania and/| 
Ohio. 


The Trane Co., La deiein! 
Wis—R. S. Knowles as sales | 


ical Supply Co. as represent-|in New York City and Fred 
ative in Anchorage, Alaska; R.| Hamer as manager of the In- 
L. Nelson as representative in | dianapolis, Dayton and Louis- 
eastern Washington and north- | ville offices. 

ern Idaho; T. W. Kindred as | 


district representative in Tex- | 
as; J. H. Rock as representative 
in Florida, except Tallahassee 
and Pensacola; L. V. Emery as 


representative in northwestern 


Orr & Sembower, Inc., 
Reading, Pa—Ogle Engineer- 
ing Sales, Louisville, as repre- 
|sentative in central and west- 


| South Dakota, Minnesota, Ne- 


| mer as a member of the in- 


| ice manager. 


Florida, Georgia and South | ern Kentucky. 
Carolina and Kenneth Smith as | 
representative in Arizona, Las | 
Vegas and Boulder City, Nev. J. L. Myers, San Francisco, as 
Maid-O’-Mist, Inc. Chi- representative in California. 
cago—J. E. Schmitz as repre- | 
sentative in Wyoming, Utah,| Duc-Pac Div., Swett Bros., 
New Mexico and Colorado. \Inc., Springfield, Mass.—Al- 
| bert Glicksman as representa- 


Eljer Co., Ford City, Pa—|,.. 
: | tive in upper New York state; 
W. D. Francis as representative | CB. Mack os eee 


in Harrisburg and central | 


Pennsylvania; T. F. Langford | in metropolitan New York, in- 
as representative in Dallas, | cluding Long Island and West- 


Tex., and M. B. Hart as rep-|chester, Putnam and Duchess 
resentative in Iowa, southern | counties, and G. C. Hench, 
Wisconsin and parts of north- | Quay Yendall, Walter Wilkin- 
ern Illinois. |son and Roy Guild as repre- 


Line Material Co., Milwau- 
kee—R. J. Gawronski as sales 
engineer in North Dakota, 


land, the District of Colum- 
bia, North Carolina and South 
Carolina. 

Missouri and | 


braska, Iowa, 


Kansas. National Supply Co., Spang- 

= |Chalfant Div., Pittsburgh—R. 
J. J. Finnigan Co., Atlanta— § Skinner as representative 

I. P. Newby as representative | in Philadelphia 

in Dallas, Tex. , 


Wrentham Co., New Haven,|_ Reading Tube Corp. New 
Conn.—Jack Wise as manager | York—H. E. Baldwin as rep- 
of the Boston Office. resentative in Maryland and 

the District of Columbia. 
3 pig me Engineering 

o., Combustioneer Div.,| Westinghouse Electric Corp., 
Springfield, Ohio—N. A. Pal- | plectrie Appliance Div., Mans- 
field, Ohio—W. A. Mackie as 
manager of the eastern region; 
W. A. Snow, southeastern re- 
gion; Glenn N. Pollock, south- 
western region; E. H. Filipak, 
central region; Dan Frain, 
|northwestern region, and W. 


| F. Schanz, Pacific coast region. 


stallation and service training | 
department. 


Given Mfg. Co., Los Angeles 


—H. R. Clark as national serv- 


Worthington Corp., Harrison, 
N. J—E. J. Tribble as assistant 
vice president of manufactur- | 
ing, A. M. Tullo as manager of |A. Y¥. McDonald Mfg. Co., 
the Harrison works and L. E.|Plumbing Drainage Products 
Hammer as works manager at |Div., Dubuque, Iowa—A. J. 
Wellsville. | Harvey, Jr., as representative 

: in northern Ohio; C. L. Mac- 
os —— a | beth as representative in New 
treasurer. sia | York state; Frank Hockett Co. 
las representative in Arizona 

Dresser Mfg. Div., Bradford, | 8nd New Mexico; E. C. Cook 
Pa—W. L. Monroe as assistant | as representative in the Pacific 
to the sales manager. | Northwest; I. Jenkins as rep- 

. _  |resentative in California and 

Marlo Coil Co., St. Louis— | Nevada; Harry Shufflebarger 
Laurence Trant & Co. as rep- | as representative in central 
resentative in Richmond and | Ohio: S. C. Bratton Sales En- 
Norfolk, Va. |gineers, Ltd., as representa- 

: tive in the southern district; 

Surface Combustion Corp.,|Continuous Sales Corp. as 


McQuay, Inc., Minneapolis— 


sentatives in Delaware, Mary- | 











representative in Richmond, | Janitrol Div., Columbus, Ohio 


| —L. J. Monahan as assistant 
| sales manager in the eastern 

Bruner Corp., Milwaukee— | division, W. D. Shoemaker as 
R. M. Fleming as represent- | district manager in Pittsburgh, 
ative in Iowa; Alaska Mechan- | W. A. Veasey as representative 


Va. 


representative in metropolitan 
New York; Ben M. Spann & 
Co. as representative in North 
and South Carolina; H. E. 
|Culley & Co. as representa- 


100 


tive in the south central dis- 
trict; J. M. Lynch and H. W. 
Kropp as representatives in 
(the Chicago district; J. W. 
| Walter as representative in 
| Michigan; Industrial Sales Co. 
as representative in Virginia, 
and H. C. Strauss, Jr., as rep- 
\resentative in the middle At- 
|lantic district. 





‘New Distributors 


Youngstown Kitchen Div., 
Mullins Mfg. Co., Warren, 
Ohio—Lou Johnson Co., Inc., 
Portland, Ore., in Oregon with 
the exception of Malheur 
county, and six counties of 
Washington. 





Cleveland Steel Products 
Corp., Toridheet Div., Cleve- 
land—Republic Plumbing & 
Heating Supply Co., Chicago, 


in northeastern Illinois. 


Deepfreeze Appliance Div., 
Motor Products Corp., North 
Chicago, I11—The Carlos W. 
Stone Co., Salt Lake City, has 
been appointed distributor in 
Utah, most of Idaho and parts 
of Wyoming, Nevada and 
Oregon. 


Servel, Inc., Air Condition- 
ing Div., Evansville, Ind—B. 
Segall Co., Shreveport, La., in 
north and central Louisiana; 
Serv-Well Air Conditioning 
Supply Co., Parma, Ohio, in 
the Cleveland, Akron, Canton, 
Elyria and Lorain trading 
areas; Wilkins Co., Little 
Rock, Ark., in 59 Arkansas 
counties, and The B. J. Lee 
Co., Memphis, in western 
Tennessee, northern Mississip- 
pi, northeastern Arkansas and 
three southeastern Missouri 


counties. 


United States Air Condi- 
tioning Corp., Minneapolis— 
Carolina Sales Corp., Green- 
ville and Columbia, as dis- 
tributor for 82 counties of 
eastern North and South 


Carolina. 


Union Asbestos and Rubber 
Co., Heating and Cooling Div., 
Chicago—Albern Universal 
Ltd., Toronto, Canada. 


General Electric Co., Air 
Conditioning Div., Bloomfield, 
N. J.—Heating and Air Con- 
ditioning Supply, Inc., Balti- 
more, and Love Sheet Metal 
Co., Indianapolis. END 








ral dis- 
1 H. W. 
tives in 

J. W. 
tive in 
ales Co. 
Virginia, 
as rep- 
dle At- 


rs 


n Div., 
Warren, 
0., Inc., 
ion with 
Malheur 


ities of 


Products 

Cleve- 
bing & 
Yhicago, 


-e Div., 
, North 
rlos W. 
ity, has 
utor in 
id parts 


la and 


idition- 
Ind.—B. 
La., in 
uisiana; 
itioning 
Mhio, in 
Canton, 
trading 

Little 
rkansas 
J. Lee 
western 
ississip- 
sas and 


fissouri 


Condi- 
apolis— 
Green- 
as dis- 
ties of 

South 


Rubber 
ng Div., 
versal 


p., Air 
ymfield, 
r Con- 

Balti- 
| Metal 














Sell that second Briggs Beautyware 
bathroom — it’s easier than you think! | 





Hard-selling national advertisements are taking 
Briggs’ two-bathroom sales campaign to millions 
of readers. This powerful program has paved 
the way for you to increase your fixture profits. 


People want the luxurious convenience of two 
bathrooms—that goes for new home buyers and 
owners of older, one-bathroom houses, too. 
Folks are finding the cost of a second bathroom 
only a fraction of the extra value it adds to their 


| 
homes. They’re sold on two bathrooms—anc 


it’s easy to sell them on Briggs Beautyware 
They'll really go for Briggs’ smart, moder} 
appearance, acid-resistance, non-fading color 
and long-lasting luster. 


Next time you see an opportunity, suggest a) 
extra colorful Briggs Beautyware bathroom 
You'll find it’s easier to make the sale than yor 


may think! 
Fi 


BRIGGS MANUFACTURING COMPANY © DETROIT 26, MICHIGAN BRIGGS 


© 1954 


—— 
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1. No washers MS 2. No spindles 
to replace! to replace! 


3. No seats S&S 
to renew! 


eed 














NOW! A SINGLE HANDLE KITCHEN FAUCET THAT 


Eliminates The 3 Causes 
of Faucet Failure 


The NEW GYRO (I WI 


Plus these 7 extra selling features: 


1. Modern construction eliminates 
faucet drip, assures trouble-free 
operation 

2. Removable, twin soap dish pro- 
vides twice the usual room for 
cleansers 

3. Fits all conventional sinks 

4. Easy installation saves plumber’s 
time 

5. Pressure-assisted shut off action 
prevents leakage, conserves mov- 
ing parts 

6. Single handle controls any vol- 
ume and provides perfectly tem- 
peratured water at a touch. 

7. Saves hot and cold water by elim- 

inating faucet fumbling 














































































: iam NI ~“ / f - iol : 
. Rete 
-~ ee APPRE 
©1954, Gyro Brass Mfg. Corp. *Pat. Pending 
No washers to replace, no spindles to replace, no seats paeagegebecs Se ee oe I 
to renew ...The NEW Gyro TwinDish” kitchen faucet is | Gyro Brass Manufacturing Corp. ! 
specially engineered to eliminate these 3 causes of profit-con- |! 51 Urban Ave., Westbury, L. I., N.Y. i 
suming call backs after installation! The NEW GyroTwinDish ee ee complete price and profit 1 C 
single handle faucet is the first real advance in faucet making I information on the NEW Gyro TwinDish faucet. . 
in 25 vears! Your market is assured; your profits are auto- | 
matic. Find out how you can cash in with the NEW Gyro i ‘one LJ Wholesaler LJ Coateuner H 
TwinDish faucet. Fill in the coupon; mail it today! I Neme Tike i —_ 
i | 
Firm | | 
I Addresa. I 
I ? I 
MANUFACTURING CORP. y city Zone ee - = 
51 URBAN AVENUE, WESTBURY, L. I., NEW YORK is inte chain iin ew Wb thin dae te eo Os Ge eee tee eae 
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CALORIC 


DOUBLE-DUTY AUTOMATIC 
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GAS DISPOSER 


FOR GARBAGE AND TRASH 






































ERS 
APPROVED BY AMERICAN GAS ASSOCIATION TESTING LABORATORIES “Sy 4. 
» 
® 
CALORIC STOVE CORPORATION 
TOPTON, PA. 
| s | 7 = 8} ) | | 
= tina Ns 
taeges Doit.ia Range ats Dryers Dispesers 














ODORLESS...SMOKELESS! 


The new Caloric Double-Duty Automatic Gas Dis- 
poser puts an end to messy, smelly, unsanitary 
garbage cans. And to all the flies, cleaning, scouring 
and other problems involved. 

The housewife just wraps garbage, drops it in the 
disposer. Caloric and gas do the rest! 

The Caloric Disposer gets rid of trash, newspapers, 
magazines, paper cartons, old shoes and clothes, 
bones, eggshells, flowers, anything and everything 
... except glass or metal. 

Operates for just pennies a day. 

No water or sewage connections required! 

Install Caloric Disposers in garage, cellar, utility 
room, kitchen...or wherever a suitable flue is 
available. 


EXCLUSIVE CALORIC FEATURES 


CALOR-A-TRED . . . Step on the Calor-A-Tred pedal. Up 
goes the loading door. Even with both arms full, it’s easy 
and convenient to load. 


CALOR-A-SET . . . Calor-A-Set control at “‘normal’’ dehy- 
drates any load. But for extra large loads of wet refuse, 
set at “wet”? and for extra large loads of dry refuse, 
set at “dry”’. 

EXTRA-LARGE LOADING DOOR... Permits easy loading 
of large, bulky packages, cartons or bags. 


MODERN STYLING... Beautiful Nupon finish in white or 
grey with black base and black porcelain enamel top gives 
Caloric disposer a handsome appearance, outstanding 
among modern appliances. 


GLASS-LINED . .. Dehydration chamber is finished with 
high-temperature vitreous enamel, specially developed 
for exhausts of jet aircraft. This protection is found in no 


other disposer. 


——————————————— 











1 CALORIC STOVE CORPORATION, 

' TOPTON, PA. 

I = Please send me complete data on the new Caloric Double- 
f= Duty Automatic Gas Disposer for garbage and trash. 

t 

Boname 

i ADDRESS 

i 

| a ZONE STATE 
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*..You Can Say that again 
180 times per minute! 


People who have something important and 
interesting on their minds... and want other 
people to know about it... rely on modern 
duplicating equipment. 














Clean, accurate copies—180 per minute—flow 
automatically from these machines, powered 
with quiet, dependable Emerson-Electric 
Motors. 


Emerson-Electric specializes in building 
motors for equipment with a reputation for 
dependability. It has done so for 64 years, 
and offers standard motors in ratings from 
1/20 to 5 h.p., and hermetic motors 1/8 to 
20 h.p. 





Look to Emerson-Electric if you are looking R 
for the right motor to power your product 
efficiently, dependably. Your inquiry is invited. 


THE EMERSON ELECTRIC MFG. CO. W 
St. Louis 21, Mo. 



























® 

® 

MOTORS " 

Build dependability into your Jet Pump by a 
specifying Emerson-Electric Jet Pump Motors (1/; 
to 1 H.P.). Standard pump equipment motors 

are made in ratings 1/ to 1 H.P. single-phase, * 
capacitor-start, induction run; and 11/, H.P. 

single-phase, repulsion-start induction run; and e 
polyphase motors in 1 to 5 H.P. For complete 

information write for Bulletin No. M406. 
& 





EMERSON <s ELECTRIC 


Sv ehde) Cae |) | i APPLIANCES 
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Another Geared to go with Republic’s 


Maia Most For Your Money” 


builder Campaign! 


tiilem 1-8 SINK SPECIAL 


























Regular$184.50* Value to retail for only 


13 


*Slightly higher in the west 
Cash in now on this.big, limited-time value. Bound 
to bring you quick profits because it’s tied in with 
Republic’s smashing 1954 MOST FOR YOUR 


| 
with Easy-to-Sell Famous | 
| 
| 
| 
| 
| 
| 
| MONEY national advertising campaign! Prospects 
| 
| 
| 
| 
| 
| 
I 


Republic Steel Features 


© One-piece pressed steel sink 
© Chrome-plated brass fittings 
© Stainless steel hardware 


© Perma-Finish Enamel are easily converted to customers when they see the 


super quality only Republic offers. 
© Quiet Nylon-glide drawers Se 


Your distributor has your complete 
BIG 66” promotional package. Con- 
tact him now or write Republic Steel 
Kitchens, Sales Department; 1018 
Belden Avenue, Canton 5, Ohio. 


@ Recessed toe and knee space 


® Quality-guarded Republic Steel 
construction 


Visit our permanent display 
in Chicago Merchandise Mart 
Space 11-116 and 11-117 
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Tuttle & Bailey 
Baseboard Heating Panels are 


PACKAGED to SAVE 


installation time and cost 













For convenience, each 5’ and 6’ panel is fac- 
tory-assembled and packaged as a complete unit 


. .. With the front, back and element in place. 















ne 4 


TO INSTALL, YOU SIMPLY... 
@ Remove unit from carton 
@ Snap off the one-piece front 


®@ Nail the back panel to studs 
with element in place 


© Snap front cover into place 


Dampers, corner pieces and other 
accessories are installed just as easily. 


You save by using the best. 











For complete information 
write for Catalog No. 301. 








NEW BRITAIN, CONNECTICUT 


June, 
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Selling HOT WATER Heat? 


Then Give Yourself a Chance 


(The Chance of a Lifetime !) 


Now —at a Popular Price = 
Hot Water Heat Combined with 
MECHANICAL AIR CONDITIONING! 


The booming market today is for equipment that 

combines summer cooling with winter heating. In this | 

market, wet heat men once had little chance against a rtlso 

warm air’s price competition. "4 PENN 
Now they've discovered Penn’s Air-rad — and it’s 

giving them the chance of a lifetime! Here’s Air-rad’s Packaged Heat 

sales-winning triple play: (1) Air-rad provides clean, 

luxurious hot water heat (2) combined with mechani- A complete, line of oil or gas 

° = . fired boiler-burner units with 

cal air conditioning (3) at a low price. sig: Sian ental 
In addition, Air-rads give full zone-control . . . both factory mounted and wired. 

in heating and cooling. They can be installed for 

heating only . . . and the cooling feature added at 

any future date without changing a single pipe. 

Air-rads just slip between standard studs . . . use only Department R 

smaller pipe sizes. Installation savings average 39% Penn Boiler and Burner Mfg. Corp. 

on labor . . . 18% on materials. Lancaster, Pa. 


Mail that coupon today! 
P d Y [] Send free Air-rad Bulletin and price list. 
[] Send free Packaged Heat Bulletins and price list. 


Approved by Underwriter’s Laboratories 
THE PENN wtin-rad Firm Name 


Address 
Made by 


PENN BOILER & BURNER MFG. CORP. A ag Siliiaee 
LANCASTER, PA. 


CJ Contractor 
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CELEBRITIES make up the cast of a $100,000 film por- 
traying the difference between homes of today and those 
of 50 years ago. Two bathrooms of Briggs Beautyware 
highlighted the film. Stars Walter Abel, Beulah Bondi, 
Bonita Granville and Kent Taylor are in the picture. 











SEVENTY YEARS of sales experience for Mueller Clima- 
trol are completed with the retirement of Harry McKee 
(left) and Ernie Liessmann. McKee has completed 43 years 
service, while Liessmann has been with Mueller for 27 yrs. 
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A WELCOME is extended to Mr. and Mrs. Joseph Petti- 
grew, Richmond, Va., by Miami City Commissioner B. E. 
Hearn (right). The couple attended the convention of the 
Associated Plumbing and Heating Contractors of Florida. 
Pettigrew is retiring president of the national association. 


Picture 
Paragraphs 








A FIVE-FOOT figure, “Mr. Readi-Pakt,” displayed the 
new octagonal-shaped carton used by Reading Tube Co., 
Empire State Building, New York 1, for its copper coil at 
the NAPC exposition in Washington, D. C., last month. 


BIG ONES that didn’t get away are proudly displayed by 
guests at the recent Southern Wholesaler Assn. convention 
in West Palm Beach, Fla. The successful fishermen are 
(left to right) Bengt Stromquist of Stromquist & Co., At- 
lanta, Ga.; H. L. Seder, sales manager, Hammond Brass 
Works, Hammond, Ind.; E. M. Clary of Clary & Co., At- 
lanta, and M. E. Barnard of Carrier Corp., Philadelphia. 
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Cut 
Price 
Prophecy 


George Hochstein 
Sales Manager, Heating Division 


THE HEIL CO. 


Cut prices are always a weak 
substitute for salesmanship. 
And cutting prices in a healthy 
economy where 60,000,000 
breadwinners are still making 
an all-time record income is 
like riding to the poorhouse in 
a Cadillac. 


Salesmanship is creative effort 
aimed at building value higher 
than price. It means making 
a prospect want the merchan- 
dise more than he wants the 
money it costs. The price, you 
see, is only what he pays. It’s 
what he gets that really mat- 
ters. 


Strange part is that nobody 
ever seems to start a price 
war. Everybody cuts “to 
meet competition.” So _ it’s 
easy to talk our way into a 
downward spiral. But mighty 
tough to talk our way back up. 


When “competition gets a little 
tough,” it’s always a tempta- 
tion to cut. But cutting can 
only provide a temporary ad- 
vantage. And it requires a tre- 
mendous increase in volume 
to make the same amount of 
profit. 


Here is a simple comparison 
chart, based on 20% gross 
profit margin, showing the 
added volume necessary if we 
cut and expect to hold our 
own: 


A price Requires added Added mdse. 
cut of dollar volume of volume of 


%o 26% 33% 
% 52% 66% 
10% 80% 100% 
12% 120% 150% 
15% 240% 300% 


( Advertisement ) 
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he’s ready 
to help you—today 


“Parts department? I’m on the way over. Need a Blank Fuel 


Pump, No. 3452. Can you have it ready for me? Thanks.” 


What with mobile telephones and other new developments, 
| I 

people are giving—and expecting—practically instant service. 

But that kind of service requires lots of local co-ordination, and 


that’s where your wholesaler comes in. 


Your wholesaler gives you instant, local access to the heating 
equipment you need... units, parts, and accessories. You need 
it, he has it, now. But more than that, he gives you a source for 
quick help in any of your problems, from advertising and selling 
to installation and service. You don’t have to write him or wire 


him, all you have to do is call him. 


Or just lean over his counter—or yours—and discuss your 
problems with him, man to man. He can help you best, because 


he knows what’s going on right in your town, right now. 


Your wholesaler is in business not just to help you, but to 
help you make money. He only profits when you do, and you 
can profit most when you use his help. If that weren't the case, 


there’d be no such thing as a wholesaler. 


If you and your wholesaler aren’t good friends, it’s worth 


your while to get to know him now. 


One of a series of yo ea re presented in the interests 
of better distribution of heating equipment all over America 
by THE HEIL CO., makers of HEIL Automatic Heat. This 
series is prepared in co-operation with the National Heating 
Wholesalers Association and the Central Supply Association. 
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True to Republic Heater’s long history of 
manufacturing only the VERY BEST...the NEW sta 
THERMOGLAS Water Heater is the finest of 
glass-lined heater that modern industry can 
produce. When you sell Republic’s 
THERMOGLAS you know you have a satisfied 
customer. THERMOGLAS heaters now 
available in quantity. 
Shown here SUPER DE LUXE SERIES 
THERMOGLAS; also available in 
STANDARD SERIES 
© 100% Control 
@ Magnesium anode rod 
® 20, 30, 40, 50 gal. sizes 
@ 10 year Warranty 
— 
ithe You 
2Y > REPUBLIC HEATER CORP. mo 
é 1 Randolnoh Street min 
/ a ay pub 
ing, 
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Ss 


before they 
happen 


In all parts of this =_— 
leading plumbing contrac 
are preventing later 
gencies by urging their sie 
tomers to install the 
ossible materials. In 
S eibhae drainage gs 
and in the house sewer : 
means cast iron soil pipe wi 
fittings. The » ae 
com io ie . wa 
i aced i 
es. the Institute 
the interest of plumbing aah 
tractors who are “se st 
stantly to raise the standards 
of home sanitation. 





om: 


BATHROOM 


} OUT or ORDER 

















Suppose YOUR bathrog 


Between your house and the street is 
ine ~ your house sewer. If that fails, 
bathroom, During the War cast iron, the 
materia] for soi] pipe, was hard to 
substitutes yw 


ere used, and fr, 
crushing, Settling, 


OF non-metallic pi 
Settling, Today the 
not h 


M 208s 


a buried pipe 
80 does your 
time-proved 
Set. Non-metallic 
quently they fai] through 
Toot-penetration, Note the picture 
Pe crushed out of shape by soil 
Te is plenty of Cast i 
ave to use any substitute. Read 

ing drainage in the booklet offered be- 
low. Prevent the fai 


allure of your home Sanitation, If 
you build a new house or replace a |} 
always insist on 



















10use Sewer, 







IRON 5 O!IlL pip 
1627 k Street, N 
D To help us pr athroom failure, send your 16. 
m let on Plumbing Drainage, 


0 Our 


—Club is interested jn seeing your 
Sound movie “Permanent Investment" 


Name. Nigmeen ii 
The Mark of Quality Me. & Stroct___ 
and Permanence 

























City. ae 


USE ee ie a 
CAST IRON SOIL 
































STITUTE 
_ ON SOIL PIPE IN a 
GS [ aauoigs DE-6, 1627 K Street, N. W. 
ww Dept. VE-S, 
AND FITTI l Washington 6, D. r Ider, “Plumb- 
| ZC Send educational to 
ntage of These | THE MARK OF ~ ing Drainage. | ; 
Take Adva i. AND 0 Our local — san wait 
Added Helps 5 QUALITY Club wants to see som Tell us 
CONTRACTOR NENCE ‘Permanent Inves et te 
soryates | PERMA how to arrange for u 
stitute’s sound film, free. 
You will want to t Investment. _ : | ——_—__——_—— 
movie “Permanen icture acquaints the | — 
. tional pictur P lumb- Name___ gs 
ag — importance of hidden p ital | Zone es 
: ith the 1 ae vite 
— vn of the system which ” rf iain | Address : . 
ing, + gee and safety. oe vs edition City re ney ma ae 
th, f the co ve ee oe. th: 
to hea the film and a copy 0 Seas Aiea claps iain 
— “What You Should Kn 
folder 


upon.  _ 
inage,” use the handy co 
Plumbing Drainage, 
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OF SUCCESSFUL MANUFACTURING EXPERIENCE 





YOU'LL SELL MORE PROFITABLE JOBS 


with the complete line of 











AIR CONDITIONING AND pis 
REFRIGERATION EQUIPMENT NEW 1954 Curtis ‘ 


Room Air Conditioner —an 
attractive, efficient unit with a 
BIG market potential 








Every product in the Curtis line is built with 
quality material and workmanship. 

Curtis equipment is known around the world 
for its dependability and efficiency. 





With the complete Curtis line, you can handle any 


installation for Home, Office, Store, or Factory. Packaged Units— 
2, 3,5, 7% and 10 tons 

Choice of open or semi- 
hermetic compressors... 
and 15 ton packaged 
Central type units 














Evaporative Condensers, 
Cooling Towers and Air 
Handling units to match 





Condensing units—through 80 tons 
Residential cooling 


and heating units 





You may qualify for a direct factory franchise. 
Write us, using your company letterhead. 





765 





CURTIS REFRIGERATING 
MACHINE DIVISION 


OF CURTIS MANUFACTURING CO. 





National advertising in Saturday Evening Post, Time, Newsweek and 
pane 1951 KIENLEN AVENUE 


House and Home, plus many other publications helps sell Curtis to 
your customers and prospects. Attractive new sales literature is ST. LOUIS 20, MISSOURI 


available to help you sell in your local area. 
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Chase 4 \\ 


BRASS & COPPER 


WATERBURY 20, CONNECTICUT + SUBSIDIARY OF KENNECOTT COPPER CORPORATION 
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Another 

Radiant Heating job 
that called for 
Chase Copper Tube 


















Why was Chase Copper Tube chosen 
for radiant heating in the Sacred 
Heart Cathedral of Newark, New 
Jersey? Because: Chase Tube is 
corrosion-resistant and can’t clog with 
rust—ever. You can bend it by hand... 
and fewer joints are needed because 
it comes in long lengths. Do you 
have a radiant heating job to do? 
You'll do it better with Chase Copper 
Tube and leakproof, pressure-tight 
Chase Solder-Joint Fittings. Ask 
your Chase wholesaler for them. 


Architect: 

Paul C. Reilly, New York. 

General Contractor: 

George A. Fuller Co., New York 
Heating Engineer: 

Sears and Kopf, New York 

Heating Contractor: 

The Frank A. McBride Co., Paterson. 


Bes 


oe . 
hy 
% % 
ae ‘ 
* 





i 
The Nation’s Headquarters for Brass & Copper 

Albany Chicago Denver! Kansas City, Mo. Newark Pittsburgh San Francises 
Atlanta Cincinnati Detroit Los Angeles New Orieans Providence Seattle 


Baltimore Cleveland Houston Milwaukee New York Rochester+ Waterbury 
Boston Dallas Indianapolis Minneapolis Philadelphia St. Lowis (tsales office only) 
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No more shipping Sfawdowns | 


June, 1954 








Trucks and trailers will never get stuck 
in this dock approach. 






bi 


All-weather access assured by snow 
melting at warehouse ramp. 





| ee ee 





* spe mmaage 


Snow will never block the truck 
approach to this mill. 


Transportation slowdowns, caused by snow or 
ice at loading and receiving docks, in road or drive- 
way approaches, on private tracks and spurs, are 
costly penalties to pay when modern snow melting 
systems are available. 

The constant, uninterrupted flow of both raw ma- 
terials and finished products in and owt of plants, 
warehouses and other business buildings is as vital 
to the nation’s commerce as production and manu- 
facturing itself! 

So, where hazardous weather may be expected 
even occasionally, steel pipe snow melting systems 
provide practical insurance . . . while in areas where 
snow and ice may be every-winter plagues, snow 


Sreel Rive 
\5 ESL CHOICE 


Snow 


Melting helps industry 


move what it makes! 








melting stops delay at the approaches dead-in- 
its-tracks! 

You would expect, and rightly so, that steel pipe 
is the favored heat transmission medium for these 
industrial and commercial snow melting instalia- 
tions. For steel pipe has been the faithful stand-by 
of exec for more than 60 years . . . for plumbing, 
heating, fire sprinkler systems, power, steam and 
air transmission, and a host of mechanical uses. 
Once again industry turns to this economical and 
durable product for the panels, coils and runs of 
its snow melting installations. 

Yes, for snow melting, steel pipe is first choice, the 
most widely used pipe in the world! 


Send for new, free 32 page color booklet “Steel Pipe Snow Melting and Ice Removal Systems”. 


COMMITTEE ON STEEL PIPE RESEARCH 


AMERICAN IRON AND STEEL INSTITUTE 


350 Fifth Avenue, New York 1, N.Y. 
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Announcing the new 


IDEA SALES KIT 
for CRANE Dealers 


It’s packed full of 
new ideas to help you to 
more profitable sales 








Here’s the new 1954 Crane Dealer Kit 
with many new sales tools ready to go to 


work for you right now. 





It includes samples of everything you 
need for a complete, year-round sales 
campaign—built around a brand new 
“Sketchbook of Ideas for Modernizing 
Bathrooms” —and a companion “‘give- 


away. booklet which is available in quan- 


d-in- 


eR CRANE 


tities for your prospects and customers. 


The kit also includes newspaper adver- 


eae Pret red Waseem tisements, radio and television announce- 

d-Dy » Ppreict’~— i ‘i 

ing, ments, window posters and streamers, 

and ; A 

Sa sample price card and literature. 

and a , 

s of Here’s everything you need for a com- 

iis plete Crane sales program. You can get it 
' from your Crane Branch, Crane Whole- 

saler or Crane Salesman. Ask them about it! 
7 
H CRANE CoO. 


GENERAL OFFICES: 836 SOUTH MICHIGAN AVE., CHICAGO 5 
VALVES... FITTINGS... PIPE... PLUMBING AND HEATING 



































DOMESTIC ENGINEERING 


June, 1954 





Yours Absolutely FREE! 


You get more than top grade tubu- 
lar goods when you buy the 
IDEAL units shown on this page... 
You get—in “writing’’—on each of 
these units the IDEAL brand mark. 
That mark is your guarantee that 
IDEAL tubular items give you these 
4 important advantages: 
1—Full length traps 
2—Full 17-or 20- gauge 
3—Competitive prices 
4—The assurance of continued 
dependability (because 
IDEAL tubular items are 


made in our own plant). 


What do you pay tor this valuable 
guarantee? Nothing! It is yours 
FREE when you purchase IDEAL 
tubular goods. 

Jobbers and contractors alike find 
these important features of IDEAL 
tubular goods make buying easier; 
when they order IDEAL products, 
they know and like what they are 
getting. That is why more and 
more plumbing tradespeople are 
buying tubular products with the 
guarantee of quality—-IDEAL tubu- 
lar products. Try them yourself, 
next time you buy. 


FREE CATALOG 
Write today on your letterhead. 


IDEAL 


N | H 


TUBULAR 
NT STREET, 


CORPORATION 
SS OOKL YN 15. WN. 
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DIANA-STYLE 
YOUNGSTOWN KITCHENS 


54” Cabinet Sik 


7 h | 

i} | 

‘ i | Cabinets of steel | 

Complete with faucet and strainer , J 
\ for lasting appeal 


$12995* VALUE 


*Slightly higher West and South 





HERE’S YOUR PERFECT 
soe . TIE-IN SALE! 

Look “ie the pre: Sag = ' It’s the Youngstown Kitchens Food 
features! Dollar for dollar, you can’t Waste Diaposer. Three ways best. 


offer prospects a bigger, roomier 54” / 9: Sell it when you sell a Cabinet Sink. 


: ane . sa The buyer saves on installation—you 
Cabinet Sink. : 
reap extra profits. The perfect two- 


You're selling genuine Youngstown “y QJ way deal! 
Kitchens quality. A sturdy steel Cabinet “» 
Sink with two big drainboards, one deep { NEW PROMOTION PULLS IN PROSPECTS! 
bowl! A rich, soft white Hi-Bake enamel : 
finish. Loads of storage room. 





Transparent window poster pulls them inside! 
Blazing sink display card draws them to the 
It’s the feature-packed, profit-packed point of purchase! 
Special of the Year. Get at least one on 
your floor today. Contact your nearby 


distributor today. 


2-column ad mat, 1-minute radio and TV spots 
get prospects to your store! 


Colorful broadsides sell all the way! 


f ‘ 


Y wn Kitch 
pores ore Mline Manvfecuring Corporation 
- letter: . opt. 
Jrilehens Warren, Ohio 
® 4 Have my distributor rush me full facts on the 54” Special 
Promotion 
MULLINS MANUFACTURING CORPORATION NAME (Please print) 
WARREN, OHIO 


World’s Largest Makers of Steel Kitchens 


ADDRESS —~™S 


CITY 


COUNTY — 





































His Customers 
Know it’s Good 











He uses it himself— 


Rochester heating contractor installs Webster 
Tru-Perimeter Heating in his own shop and cot- 
tage . . . finds customer confidence greater, 
sales easier. 


“Our customers practically sell themselves on 
Webster Tru-Perimeter Heating, just by walk- 
ing through our shop,” says A. Burgart, heating 
contractor of Rochester, N. Y. “They can see an 
actual installation of Tru-Perimeter Heating 
with Webster Baseboard and Webster 
Walvector right here in our new store. And I’ve 
got Webster Baseboard in my cottage, too. 
Folks know we like it. 


“We've used Webster Heating Equipment for 
years — Traps, Valves, Controls and Radiation 
— long before there was any Webster Baseboard 
Heating. Since Webster pioneered this new 
field, we've sold and installed Webster Base- 


Exterior of the shop of A. Burgart, Inc., Rochester, N. Y. 
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Living room of the Burgart cottage on Conesus 
Lake, N. Y. Four zones, using 148 feet of 
Webster Baseboard, provide comfort heating in 
every room. Webster Baseboard Heating blends 
with the room’s knotty pine walls, spreads heat 
all along the windows and exposed walls. 


The modern Burgart showroom, with Webster 
Walvector tucked below this long display window. 







board Heating in new homes; we’ve modernized 
heating in old homes, and we put in a 12- 
building garden apartment project. There’s a 
Webster CF Hot Water Control in each build- 
ing with Outdoor Thermostat to provide auto- 
matic control for continuous heating. Webster 
has used this same proven principle in their 
Moderator Steam Heating Systems for 27 years. 


“There are Webster Steam Heating Specialties, 
Moderator Controls and Radiation in 11 public 
school installations we've made since World 
War II. And there are plenty of Webster Wal- 
vector, Webster System Radiators and Webster- 
Nesbitt Unit Heaters in these and other jobs.” 


Burgart’s experience with Webster Equipment 
is typical. Live-wire contractors in every part 
of the country are finding that today’s oppor- 
tunities are with Webster Baseboard Heating. 
To get on the bandwagon, get in touch with 
your Webster Representative. 


Address Dept. DE-6 
WARREN WEBSTER & COMPANY 


Camden 5, N. J. Representatives in Principal U. S. Cities 
In Canada, Darling Brothers, Limited, Montreal 


CD eCaleh_ 


TRU-PERIMETER FORCED HOT WATER 


BASEBOARD HEATING 
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Time to Keep in Step... 


THE REALISTS of the business world are telling 
us now that those tales of recession and depres- 
sion are of the fairy story genre. But the same 
realists are footnoting their optimistic business 
forecasts with an important tip: 

Be cautious . . . the plumbing and heating con- 
tractor, like other businessmen, is now working in 
an economy that will support him only if he is in 
step with today’s competitive conditions. 

A Michigan contractor found this out recently as 
witnessed by this letter he wrote your editors: 

“Last year I was too busy .. . I thought. . . to 
give proper attention to your articles calling at- 
tention to the remodeling market. 

“This year I’m not so busy. I’ve had time to 
go back over past issues of Domestic ENGINEERING 
which stress the importance of remodeling and the 
dangers of price cutting. 

“They’re good articles for somebody who’s find- 





ing too much time on his hands. Please send me 
all the dope, including your remodeling sales kit, 
so I can go after the modernization market.” 
The letter is no isolated case. It’s, in fact, typical 
of letters from contractors who write daily about 
the “changing times.” And its request for help in 
learning more about the remodeling market is also 
typical of the solution contractors have found. 
The case presented here doesn’t mean busi- 
nesses are collapsing. It’s simply a case of a person 
whose business, concentrated mainly in new con- 
struction, is finding the path a little bumpy be- 
cause of the competitive conditions of new work. 
We are not suggesting abandoning new con- 
struction which will always be a major market for 
industry products and services. But we are saying 
this is the time to make your business more 
independent by concentrating on remodeling. 
And we’re not alone in this idea as you'll learn 
by reading the report on the National Assn. of 
Plumbing Contractor’s convention (p. 138). 


Major Props Bolster Optimistic Note of Survey 


In summarizing the results of of employment and consumer in- ing, “We are told, through the 


DomEstTIc ENGINEERING’S busi- come. 


headlines, at least, that many 





ness survey (see following 
pages), the optimistic note 
sounded by industry leaders is 
bolstered by several major props 
which can only add up to good 
business for the balance of 1954 
and, perhaps, for years to come. 

These business props are: 

(1) The continued high level 
of new construction. 

(2) The big remodeling mar- 
ket—estimated at seven to ten 
billion dollars. 

(3) Business expansion in 
new plants and equipment—ex- 
pected to reach $27 billion. 

(4) The continued high level 


(5) The robust growth of 
U. S. population. 

(6) A more favorable tax 
structure. 

Individually, each of these 
factors is important to this in- 
dustry. Collectively, they add 
up to a tremendous potential 
for plumbing, heating, air con- 
ditioning and appliance prod- 
ucts. 

In appraising the current sit- 
uation in his own market, Earl 
C. Reynolds, president of the 
Water Conditioning Foundation, 
might well have been speaking 
for the entire industry in say- 
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established products are expe- 
riencing a dip in sales, but with 
the potential market in this in- 
dustry, we cannot let ourselves 
be influenced by general econo- 
mic factors. Our development 
as a ‘growth’ industry depends 
entirely upon the increased edu- 
cation and sales activity we put 
forth.” | 

In the light of its business sur- 
vey, Domestic ENGINEERING 
concludes that the word “reces- 
sion” will not be applicable to 
the plumbing and heating in- 
dustry in 1954, nor in the forsee- 
able future.. END 






































Industry Report: 


What 








WHILE COMPETITION is keen, 
business in the plumbing and 
heating industry is holding up 
well, and most industry leaders 
like what they see for the re- 
mainder of 1954. 

That, in brief, sums up Do- 
MESTIC ENGINEERING’S survey of 
business for the first quarter of 
this year. 

The survey revealed no over 
all trend that can be pinned 
down neatly; sales and earnings 
figures, in fact, varied widely 
even within a given segment of 
the industry. The ups and 
downs, however, were such that 
they just about balanced each 
other. In the aggregate, sales 
for the first quarter ran about 
two percent higher than a year 
ago. 


Sales Lower in Some 
Cases, but Earnings Higher 
One interesting characteristic 
of the survey showed that some 
companies experienced lower 
sales but higher earnings. For 
example, Martin Mack, presi- 
dent of the Reading Tube 
Corp., reported a 7.3 percent 
decline in sales, but told 
DomeEsTIC ENGINEERING his com- 
pany scored an increase in net 
profit of more than 37 percent. 
Sales for the first quarter 
amounted to $3,313,290 com- 


pared with $3,570,880 in the like 
period of 1953. 

Other companies reported 
similar experiences. This trend 
is not, of course, confined to 
our industry. General Motors, 
for example, cited a rise in net 
income from $151,000,000 a year 
ago to $189,000,000 for the first 
quarter of this year, even though 
sales were slightly off. 


Evidence of Increased 
Management Efficiency 

While this profit rise reflects, 
in part, elimination of the ex- 
cess profits tax, it is also evi- 
dence of increased efficiency at 
the management level. 

Prospects for the remainder of 
the year are good, according to 
industry leaders. Most see no 
cause for any recession talk. 

R. S. Rheem, president of the 
Rheem Manufacturing Co., told 
Domestic ENGINEERING: “Al- 
though there is still much being 
said today about recession, we 
do not see any reason for it. We 
have a very high level of em- 
ployment and have had some re- 
lief from excessive taxes. An- 
other strong factor is the heavy 
increase in population. Today’s 
economy is no breeding ground 
for a recession.” 

In reporting first quarter sales 
approximately the same as a 
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Are the Prospects for 


year ago, T. H. Harkness, vice 
president of Chicago Pottery 
Co., said: “While profits and in- 
ventories are down very slight- 
ly over a year ago, I think an 
increase is under way right now. 
The continued high level of new 
construction and the big remod- 
eling market are undoubtedly 
sparking the increase.” 

The record high level of new 
construction seems to bear out 
this belief. The record pace was 
maintained for the fourth 
straight month when the April 
outlay for new construction was 
estimated at $2.8 billion, a nine 
percent increase over March. 

A strong undercurrent of op- 
timism was noted in practically 
every reply to Domestic En- 
GINEERINGS survey. Here’s a 
quick rundown on how the re- 
mainder of the year stacks up 
according to industry leaders: 

James Peery, executive secre- 
tary of the Central Supply Assn. 
— “A strong March and April 
has resulted in a substantially 
optimistic outlook for 1954, ac- 
cording to our first quarter 
check. While there is no specific 
sales trend evident, the concen- 
sus is that business will be up. 
The figure mentioned most fre- 
quently is a five percent increase 
over 1953.” 


Strong Advertising and Pro- 
motion Programs to Continue 


D. D. Couch, vice president of 
sales, American-Standard— 
“While sales for the first quarter 
were down from $66,744,000 last 
year to $63,204,000, our net in- 
come was slightly higher. We 
are continuing our strong ad- 
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Your Business? 


vertising and promotion pro- 
grams, retailer assistance pro- 
grams and aggressive selling to 
maintain business at a continu- 
ing high level for the balance 
of 1954.” 

John Hosford, executive sec- 
retary of the Water Condition- 


ing Foundation—“A survey of 
over 35 water softener manu- 
facturers reveals sale for the first 
quarter ran fairly close to 1953 
levels. Only one manufacturer 
reported a decline. Maintaining 
volume sales for the balance of 
1954 can be done, but will re- 








One Minute Interviews with Contractors... 


Plumbing and heating contrac- 
tors attending the oil heat show 
last month in Philadelphia (May 
17) and the plumbing show in 
Washington, D. C. (May 10) were 
interviewed by Domestic ENGcI- 
NEERING reporters who asked three 


questions: (1) How does your busi- 
ness this year compare with last?, 
(2) What is the outlook for the rest 
of the year?, and (3) What are you 
doing to stimulate business? Sev- 
eral of the answers are reported 
below and on the following pages. 





D.E. reporter (left) interviews Robert Moir 


Robert Moir, Auburn, N. J.—“Our volume is up about five percent al- 
though I think the trade in general is down slightly in this area. There 
is growing activity, however, in the remodeling market—and if the presi- 
dent’s recommendations for easier home improvement loans under the 
FHA are passed by Congress, we will all be very busy for years to come: 
This will broaden the market among lower income groups and will help 
to reverse the recent trend among some others to tighten up on spending. 

“I seriously doubt that the FHA scandals in Washington will delay 
congressional action on this bill. After all, why should the Congress 


(Please turn to center of page 122) 
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quire greater effort in sales pro- 
motion and selling.” 

Walter Browning, sales man- 
ager for C. A. Dunham Co.— 
“We feel we are not unduly opti- 
mistic when we say that 1954 
will again see heating sales rec- 
ords made.” 

George Boeddner, managing 
director of the National Warm 
Air Heating and Air Condition- 
ing Assn. — “Shipments of 
warm air furnaces for the first 
quarter are approximately the 
same as they were for the same 
period of 1953, and there is every 
indication that business for 1954 
will equal or exceed 1953's total 
of 1,006,292 central heating 
furnaces. Central cooling will 
also be an important factor this 
year. I am of the opinion that 
the dollar and cents business of 
the warm air industry will be up 
10 to 20 percent.” 

Don Fricker, advertising man- 
ager of Heil Co. — “We have in- 
creased our sales and promo- 
tional efforts and expect the 
balance of the year to be slightly 
better than last year.” 


First Quarter Pump Sales 
Are Even with Year Ago 


Herbert Angster, executive di- 
rector of the National Assn. of 
Domestic and Farm Pump Man- 
ufacturers—‘“First quarter pump 
sales are running even with the 
same period last year—against 
the trend of a general tightening 
in the rural and agricultural 
market. Because of a steadily in- 
creasing sales potential, we ex- 
pect the second and third quarter 
sales to increase.” 

These are only a few of the 
statements received in the sur- 
vey, but are sufficient to illus- 
trate the feeling prevalent in 
the industry today. 

In at least one segment of the 
industry —air conditioning — 
the words “slump” and “reces- 
sion” are virtually unknown. 
“One of the bright spots in the 


(Please turn to top of page 122) 
































Business Roundup... continued 


(Continued from page 121) 


nation’s economy,” is the way J. 
Van Poppelen, general manager 
of General Electric’s air condi- 
tioning division put it. His feel- 
ing was backed up by a first 
quarter which saw the compa- 
ny’s sales double the 1953 rec- 
ord. 

United States Air Condition- 
ing Corp. reported a 52 percent 
increase over last year. Carrier 
Corp. reported earnings, sales 
and orders booked at record 
levels. Others in the industry 
were equally optimistic in view 
of first quarter figures. 

For example, shipments of 
room air conditioners by manu- 
facturers during the first three 
months of 1954 show a surprising 
increase of 95.3 percent over the 
same three months of 1953, ac- 
cording to Geo. S. Jones, Jr., 
managing director of the Air- 
Conditioning and Refrigeration 
Institute, Washington, D. C. 


Room Air Conditioners 
Boom During First Quarter 

This increase is reflected in a 
study just completed by the ARI 
which shows that about 568,400 
room air-conditioning units were 
shipped by manufacturers during 
the first quarter of 1954 compar- 
ed with 291,170 units during the 
same period of 1953. 

The Trane Company reported 
a quarterly income double that of 
the first quarter for 1953. The 
La Crosse, Wis. manufacturer of 
equipment for air conditioning, 
heating and ventilating said net 
profit was $853,909 against a net 
profit of $428,123 for the first 
quarter of last year. 

Sales in the first three months 
of this year rose 18.4 percent 
above a year ago at $11,652,601. 

On the appliance front, Amer- 
ican Kitchens Div. of Avco Mfg. 
Corp. reported a four percent 
increase in sales for the first 


quarter. Fred Hastings, general 
sales manager, said that profits in 
the same period showed a slight 
decline. Inventories, Hastings 
said, were 25 percent lower on 
finished goods than a year ago. 
Distributor inventories were 15 
percent less than a year ago. 

He forecast that American 
Kitchens sales for the whole year 
of 1954 will exceed 1953. Sales 
promotion activities concentrat- 


ing on quality features have been 
increased to stimulate 1954 busi- 
ness. 

John B. Huarisa, executive 
vice president of Admiral Corp., 
declared that the bottom of the 
current readjustment period has 
been reached, and that both sales 
and earnings should improve 
during the remainder of the year. 

Scotty Wagner, general sales 
manager of Whirlpool Corp., 
thinks the economic recessionists 
may have received a severe jolt 
when they heard about an order 
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One Minute Interviews with Plumbing and Heating 


penalize the vast majority of American homeowners and businessmen 
because of the alleged misconduct of a few? You can say for me that I 
think business will be good, and that smart contractors will go after 
remodeling.” 


* * * * * * * * * * 


John W. Koch, Waterloo, lowa—“Our business is up five to 10 percent, 
and I don’t see any possibility of recession this year . . . and maybe not 
for the next ten. The backlog of work being created by the need for 
additional homes and remodeling of existing homes, because of the big 
growth in population, is wonderful to see. I read somewhere that our 
monthly rate of increase is 225,000 persons, or equal to the population of 
such cities as Syracuse, N. Y., or Richmond, Va. 

“This population growth, of course, emphasizes the need for additional 
and improved schools, hospitals, churches and commercial buildings. To 
reach remodeling prospects of all kinds, we allocate five percent of our 
net volume to advertising.” 

kk kk * 2h eke 


F. David Wirth, Baltimore, Md.—“We’re up 15 percent over 1953, due 
mainly to the increased volume in home improvements. That’s one of the 
things about remodeling we like . . . one good job leads to another. Every- 
time we do asgood job of modernizing a bathroom, kitchen or heating 
plant, the housewife tells her friends and that leads to another sale and 
then another. 

“We expect business to remain good for the rest of this year and per- 
haps through 1955. If new construction, which totals 50 percent of our 
business, does slack off I think we'll more than make it up in remodeling.” 

i. eae Kk ke EOS, RR 


Mrs. Jean Conley, Dallas, Tex. (secretary of the Associated Plumbing, 
Heating and Piping Contractors of Dallas) —“The total business done by 
our members was perhaps down just a little during the first quarter of 
this year. But with more contractors becoming active in modernization 
we look for better business in the second half. The outlook for remodel- 
ing is excellent. Transferring the results of your Bay City (Mich.) survey 
to Dallas we estimate a remodeling potential over the next two years of 
33,000 bathrooms, 32,575 kitchens and 31,818 heating systems. If any- 
thing, these figures are conservative. 

“The progress our industry made during the boom years was temporary 
progress. Now I feel we are building lasting progress because it is based 
on better merchandising and ways of doing business.” 
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Louis Conter, Freeport, Ill—‘The way our remodeling business has 
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for a 30-car train load of laundry 
appliances being shipped to one 
distributor in Minneapolis re- 
cently. 

The shipment, said to be one 
of the largest single deliveries in 
the history of the laundry appli- 
ance industry, consisted of 2,752 
automatic washing machines, 
clothes dryers and ironers, with a 
retail value of more than three- 
quarters of a million dollars. All 
of the merchandise is expected to 
be in consumer use by the end of 
this month. 


In reporting for the oil heat- 
ing industry, R. H. L. Becker, 
managing director of the Oil- 
Heat Institute of America, Inc., 
said that first quarter figures on 
residential oil heating shipments 
were almost exactly the same as 
in the same period of 1953. Total 
shipments of conversion burners, 
furnace and boiler burner units 
were 140,340. Furnace burners 
were up five percent, with the 
others down slightly. 

“It looks as though there is 
every indication that 1954 will be 





x e¥keKkekkKKKK 
Contractors at the Product Shows... continued 


been growing the past two years, we expect 1954 to be our best year. 
Modernization work, we find, is an accumulative thing, each job bringing 
in more and more business. With this kind of sales curve, we cannot 
possibly be anything but optimistic.” 
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Dan Schmidlin, Toledo, Ohio—“We showed an increase of 31 percent 
in business the first quarter of this year—and it’ll be good the rest of the 
year, too, because we’re out making calls, advertising, and promoting the 
modernization market for all its worth—and that’s plenty. In other 
words, we are out after the business, and that’s the best formula for 
success on any endeavor.” — 
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John D. Crawford, Philadelphia—‘“So far this year we are off about 
9 percent in sales, but this only means we have to exert more sales effort. 
We've already started with a series of seasonal selling campaigns. In 
April we pushed water heaters, in May we hit gas heating. By using our 
gas heating mailing list, we hope to make quite a few related sales. 

“Our journeymen have started to do a better selling job, also. Our 
bonus plan has helped along this line. One journeyman sold 18 water 
heaters during the first quarter. There’s no mistaking this for anything 
but a good omen for the balance of the year.” 
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J. D. Mack, San Francisco, Calif. (Secretary of the Associated Plumb- 
ing Contractors of California)—“Although it is true that new construc- 
tion is probably more competitive here than in any other section of the 
country, we see it as a temporary condition that will straighten itself out 
as more contractors concentrate on remodeling and the price-cutters 
price themselves out of business. 

“Business will certainly improve during the second half of the year and 
carry right on through 1955.” 
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J. T. Watson, Lynchburg, W. Va.—“So far this year, there’s been no 
marked change in our business. Since about 95 percent of our work is 
in remodeling, our business is fairly steady, showing small increases each 
year. We look for an excellent summer and fall in heating modernization 
and this should make 1954 better than last year. 

“Incidentally, we have found that remodeling is the best answer to 
price cutting. We are proud of our reputation among the general con- 
tractors of being the highest priced heating contractor in the city. We 
are never the low bidder; almost always the highest.” 
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as good as last year,” Becker de- 
clared. 

Paul K. Addams, president of 
Fitzgibbons Boiler Co., said that 
sales for the first quarter were 
somewhat below those of 1953. 

He explained that the company 
manufactures its products on a 
12 month program regardless of 
seasonal variations, and for that 
reason, inventories always tend 
to be high at this season of the 
year in anticipation of heavy sec- 
ond and third quarter demands. 

Addams said: “We look at the 
prospects for the balance of this 
year as being good and believe 
that if sales action is applied, it 
can be equal to, if not better, 
than 1953 in all categories. 

“In order to stimulate such 
business, we have expanded our 
advertising and sales promotional 
activities through dealer coop- 
erative programs, sales meetings 
and other personal contact to 
step up merchandising oppor- 
tunities that are so necessary at 
this time.” 


Manufacturer Cites 
Satisfactory Rate of Progress 

A new entrant in the heating 
and cooling field, Union Asbestos 
and Rubber Co., noted a “satis- 
factory rate of progress” in the 
sale of its heating and cooling 
products. 

Edwin E. Hokin, Unarco pres- 
ident, said, “The response to the 
introduction of our new products 
has been most encouraging.” 

In general, Domestic ENGcI- 
NEERING’S survey of first quarter 
business reveals less doubt and 
more confidence concerning fu- 
ture prospects in the plumbing 
and heating industry than was 
evident at the beginning of the 
year. 

Much of this optimism was ev- 
ident at the various industry 
conventions held last month and 
feeling is high that with proper 
application of sound selling meth- 
ods, business will be good for the 
balance of the year. END 









































ae Opportunity Knocks Louder 
...on Main Street, says Robertson 





THREE YEARS AGO plumbing and heating con- 
tractor H. L. Robertson moved his business from 
a side-street location to a new building on a 
heavily traveled street of Miami (Fla.) 

“It was the best thing we ever did,” Robertson 
says nowadays. 

“In our old place of business, which was off 
the beaten track as far as general traffic was con- 
cerned, we had to go out and hunt up the busi- 





H. L. ROBERTSON (right), Miami, Fla., contractor, says 
his new showroom attracts all business he can now handle. 
By exhibiting a variety of items, Robertson insures that 
almost every prospect who walks in becomes a customer. 
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ness. In our new location on a main street, all the 
business we can handle walks in the front door.” 

Robertson adds that the busier location has 
brought in not only more individual trade, but 
also has stimulated business with mass buyers 
accustomed to contacting plumbing contractors in 
off-beat locations. 

Robertson explains, “General contractors are 
just like anybody else—they follow the path of 


BALCONY, facing display area on one side and stock 
room on other, is used for office space. Frank Graves, 
superintendent (right), can direct stockiny as well as 
watch display area for prospects from his vantage point 
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least resistance. If they see a good looking busi- 
ness spot on a street they travel frequently, it 
makes an impression. They remember it. Pretty 
soon they’re coming in to talk business.” 

Robertson estimates that even if he had four 
stores on side-street locations, he couldn’t attract 
the number of prospects his new business site has 
brought. 

The showroom has been especially designed to 





REAR of balcony faces compact storage area. The stock 
room is double decked on two sides of the building to 
utilize all possible space. Trucks can be backed into the 
area and loaded from either ground area or deck level. 
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accommodate this increased volume of business. 

In planning his layout, Robertson decided to 
combine the space advantages of a two-story 
building with the administrative advantages of a 
one-story building. To accomplish this, he placed 
office space on a balcony, 15 ft by 35 ft wide, in 
the rear of the showroom. He also double-decked 
part of the stockroom in the rear of the building. 

Under this arrangement, office personnel can 
see customers enter the showroom and give im- 
mediate service by reaching the display area 
by a short flight of stairs. They can also direct 
loading and storage operations in the stock room 
on the other side of the balcony. 

Robertson feels this store plan keeps the differ- 
ent departments distinct and yet allows economi- 
cal exchange of manpower between showroom 
and shop areas. 

The stock room is double-decked on each side 
of the building. When trucks are backed in, they 
can be loaded from either ground level or balcony 
storage areas. Storage and loading space is about 
55 by 36 ft on the ground floor plus double-decked 
shelf space on two sides of the building. 

On one side of the stairwell leading from the 
balcony to the stockroom are storage bins for 
pipe fittings. On the other side of the stairwell 
are copper and brass goods. 

Robertson’s front showroom incorporates the 
latest features in modern design. Complete vision 
from the outside is provided by plate glass win- 
dows which extend within eight inches of the 


(Please turn to top of next page) 






































(Continued from preceding page) 


floor. Ceilings are high (14 ft, eight in.) to give 
a spacious feeling. Acoustical tile blocks reduce 
distracting noises. 

Robertson has three rules he follows to get 
the most out of his attractive showroom: 

(1) He takes advantage of his natural location 
by keeping his showroom lighted throughout the 
night. “A contractor’s showroom, day or night, 
is among the best advertisements for his business 
he can buy,” Robertson says. “We feel advertis- 
ing should be working 24 hours a day and this 
does. For a month’s advertising like this—inside 
lighting and outdoor sign—we pay only $30. 
That’s an inexpensive item for the return it 
brings.” 

(2) Each fixture in Robertson’s showroom has 
a typewritten card listing the price of the model, 
the tax, available colors and other pertinent in- 
formation. Robertson explains: 

“We find this helps the customer make up his 
mind quicker. And it helps salesmen concen- 
trate on selling instead of spending their time, and 
the customer’s time, looking up prices and break- 
downs. The customer doesn’t have to remember 
prices so he’s less confused and quicker to act.” 

(2) Robertson tries to show at least one sam- 
ple fixture in every color available. Giving the 
prospect a wide choice of various items reduces 
the number of “shoppers” and helps Robertson 
sell most prospects the first time they walk into 
his store. 

Robertson has this to add: 

“A main street location brings in a lot of pros- 
pects all right—people really in the market. But 
it’s their market today and you have to meet them 
with more than a pretty store. You should be in 


126 


THERE COMES a time in selling, 
says Robertson, when privacy and 
quiet surroundings are necessary. 
Robertson’s office, on the balcony 
overlooking the display room, is en- 
closed and sound resistant. This ar- 
rangement permits Robertson to 
discuss displays without distraction. 


the position of offering a fair price with a fair 
profit—we can do that by selling quality on every 
job, big or small.” 

On the big jobs—Robertson currently has the 
plumbing contract for 1,000 two-bath homes—the 
Florida contractor believes it’s a mistake to bid 
too low. Once set, Robertson says, the price can 
not go up... but it can come down. He adds: 

“Friendship and reputation can enter into the 
question of obtaining business—but only if you 
can guarantee quality and service better than the 
other fellow.” 

On the companion problem of selling—that of 
collecting—Robertson has inaugurated a new pol- 
icy. Recognizing that collections are becoming 
more difficult now, his firm has started billing 
twice monthly. This system keeps bills more cur- 
rent than the former monthly billing. END 





PRICE TAGS are attached to every item on display. Rob- 
ertson says this policy helps salesmen concentrate on 
quality rather than price. It also helps the customer 
make up his mind more quickly about the item he wants. 
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IN TEXAS 














In Texas where they like their 
women round and their dancing 
square, James King is becoming 
as familiar a name as “Pappy” 
Shaw,” creator of the modern 
square dance. 

King is a busy man even in a 
state known for busy men. He’s 
owner of King’s Plumbing Co., 
Longview. He sponsors a pop- 
ular video program called 
“King’s Haylofters.” He dances 
on this program and then dou- 
bles as master of ceremonies. 

The video aspect of King’s life 
plays an important role in the 
steady increase in his plumbing 
and heating business recently. 

“Our TV program,” says King, 
“is bringing us five times the sell- 
ing leads that we received by 
any other method. TV has been 
particularly powerful in bringing 
in remodeling jobs because our 
program is aimed at established 
families and homeowners.” 

On a yearly basis, King’s 30- 
minute weekly program costs 
$85. Local square dance clubs 
furnish the dancers and their 
Western outfits. 

Following each dance, King 
personally presents a “see-for- 





yourself” commercial. King gives 
his sales message while the cam- 
era studies each part of the prod- 
uct being presented—for exam- 
ple, King shows a cut-away mod- 
el water heater as he explains 
each of its features. Similar 
props are used in selling air con- 
ditioning, heating systems, dish- 
washers, food waste disposers, 
laundry equipment, etc. 

King explains, “I’ve found that 


BETWEEN square dances on his popular TV show, James 


King’s TV Show 
Sells Remodeling 


TV viewers want to see the 
items you're selling and how they 
benefit daily living. But they 
also want to know how these 
items work, how they’re con- 
structed, what makes them bet- 
ter than competing products and 
so on. We make sure all facts 
are covered on our program and 
almost everyday we find evi- 
dence that this selling is paying 
off directly.” END 





King, Longview, Tex., contractor, shows pictures of the com- 
plete bathroom currently displayed at his showroom. He 
explains features of the unit and invites viewers to visit his 
store. Store manager Wilbur Hestand (above) greets visitors. 
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BEFORE: The Druse residence in Ra- 
cine, Wis., was built with a screened 
porch usable only in the summer 
months. As the Druse family grew, 
more year-around living space was 
needed—a situation which is common 
with the nation’s growing families. 









AFTER: The solution was to enclose 
and enlarge the porch. The heating 
system was remodeled to provide year- 
round comfort in the recreation room. 
The job, handled by Wiertz and 
Hughes typifies remodeling potentials. 


































GROWING FAMILIES MEAN ... 








More Remodeling Jobs! 


AMERICAN FAMILIES are rapid- 
ly outgrowing their homes and 
looking around for people who 
can help them with their grow- 
ing pains. 

One of these people is a heat- 
ing contractor in Racine, Wis., 
who has shown how his industry 
helps American homes keep pace 
with American families. 


A Typical Job 


The Wiertz and Hughes Heat- 
ing Co. turned a summer porch, 
used only in the summer, into a 
year-around television and recre- 
ation room in the Milton J. Druse 
residence. The remodeling job is 
typical of other installations 





which have become increasingly 
important for plumbing and 


heating contractors. 


Druse, who is an official of 
Modine Mfg. Co., decided to 
enlarge his porch to provide a 
full time living area for his fam- 
ily and to solve the clash be- 
tween entertaining and the chil- 
dren’s evening TV programs. 

Wiertz and Hughes found that 
Druse had the advantage of a 
boiler of sufficient capacity to 
heat the enclosed porch. In ad- 
dition, the hot water system 
could easily be extended to heat 
the additional room. 

The major problem was rais- 
ing the concrete porch floor six 
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inches with joists to level with 
the living room. 

The one-pipe hot water main 
in the basement was broken and 
extended through the brick wall 
into the space between the con- 
crete porch slab and the new 
floor level. 


Pipes Are Insulated 


All the pipes and spaces be- 
tween were insulated. The ex- 
tension of the main into the new 
room was picked up again in the 
basement to make a continuous 
loop. 

Modern convector heat distri- 
bution units were utilized be- 
cause they could be recessed un- 
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obtrusively in the walls and con- 
serve room space. Convectors 
were sunk in the east wall, be- 
neath a double insulating glass 
picture window and flanking 
casement. They were also used 
in the north wall beneath gliding 
windows. 

Dampers were used on the 
convectors to provide individual 
room heat regulation in addition 
to the central thermostatic con- 
trol. 

Convectors, which were placed 
almost flush with the walls, re- 
ceived a grained finish to match 
the paneling. Walls and acoustic 
ceiling were insulated. 


Space Problem Is Solved 


That’s the way Wiertz and 
Hughes helped out the Druse 
family with their space problem. 

It was one job, a relatively 
simple one, but projected nation- 
ally it typifies the giant poten- 
tial in this type remodeling. 

The Druse family is one of 45- 
million American households— 
with 600,000 new families being 
added each year. 

While not all these are remod- 
eling prospects, at least those 
families formed since the war— 
an estimated four million—are 
in the market for bigger heat- 
ing systems, a second bath and 
related plumbing and _ heating 
products. 

This can be inferred from the 
number of children born to the 
“younger set”—families which 
have rapidly outgrown “depres- 
sion day” construction and even 
their post-war homes. 

The country’s population is 
growing by 2.7 million a year. 
There are 25.8 babies born year- 
ly for each 1,000 adults. 

All these figures mean busi- 
ness .. . remodeling business for 
contractors like Wiertz and 
Hughes who know a big market 
when they see it. END 


Some Facts of (Business) Life... 





Every year the nation’s population grows by 2,700,600— 
that’s more than the population oi Philadelphia. 


The U. S. census bureau figures there are about 25.8 blessed 
events yearly for each 1,000 adults. You can see how 
American families are growing by comparing that figure with 
19.5 in 1945 and 16.9 in 1935. 

About 600,000 new families are formed each year. Right now 
there are more than 45 million American households—two 
million more than three years ago. 


Some 26-million kids are at the elementary school age. 
And the census bureau estimates that at the rate Americans 
are multiplying our population will be 169,371,000 by 1960. It 
was 151,672,000 in 1950. 


What does it mean? It means families with homes of their 
own are going to have to look for more living space. That, in 
turn, means remodeled heating systems, a second bath, bigger 
kitchens. And all those babies also mean more laundry equip- 
ment, more hot water, more major appliances. In short, bigger 
families mean more business. 





RESULT: A pleasant room for children’s every-day, 
year-round recreation needs resulted from the re- 
modeled heating system. Convectors were recessed in 
walls to conserve space and were matched to paneling. 
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Contractor Tells How to... 





His formula: Concentrate your advertising in the right 
place. You'll boost sales and save money, too... 





IN THESE pDAyYs of tighter budg- 
ets, plumbing and heating con- 
tractors are looking for ways to 
get more mileage from their ad- 
vertising dollar. 

The Corpus Christi Plumbing 
Co. in Texas believes the secret 
lies in spending that advertising 
dollar where it will do the most 
good. 

The company’s formula in- 
volves careful selection of media 
and of prospects, according to 
Justus Gansle, manager of the 28 
year old firm. 

“There’s no limit to what a 
company could spend on adver- 
tising,” says Gansle. “But like 
most firms we have to operate on 
a budget consistent with other 
factors in our business. There- 
fore the big problem in adver- 
tising is making that budget 100 
percent effective... and we feel 
we’ve done that with a good, 
balanced ad program.” 


Uses All Major Media 


The “good, balanced” adver- 
tising that Gansle describes car- 
ries Corpus Christi’s selling into 
all major media—radio, news- 
paper and direct mail. There is 
no local television available yet. 

Gansle says that getting such 
full coverage on a small budget 
requires careful consideration of 


the habits of a selected group of 
prospects, the times they are 
most receptive to ad messages 
and the relative values of each 
medium. 

Radio uses most of the Corpus 
Christi budget and also provides 
a good example of how Gansle 
uses selectivity in placing his ad- 
vertising dollar. 

Gansle decided to use two- 
thirds of his advertising budget 





for radio after he determined, by 
comparisons of rates and selected 
audiences, that more real pros- 
pects in his area could be reached 
in this manner. 

But this decision led only to 
three more questions upon which 
rested the success of the entire 
program. 

Gansle first had to pick a time 
his homeowner audience would 
likely be tuned in. He then had 





ALWAYS good advertising, says Corpus Christi Plumb- 
ing Co. in Texas, of its attractive showroom. A million 
dollar business has been built by a carefully planned 
ad campaign getting the utmost from every dollar. 
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to sponsor a program that would 
have a loyal listenership and 
keep its audience for the entire 
time segment. And finally he 
had to pick both the time and 
the program with an eye to lim- 
ited spending. 

With the aid of radio station 
research and his own knowledge 
of the Corpus Christi market, 
Gansle selected a noon program 
by a national news commentator. 

Noon was selected because 
housewives and businessmen 
both indicated that they tuned in 
for the mid-day news. The com- 
mentator was picked because he 
had an established following 
among property owners and was 
dramatic enough in delivery to 
hold his listeners for the full 15 
minute show. 


Sponsors Weather Show 


A second radio show sponsored 
by the Corpus Christi Plumbing 
Co. is a five-minute weather 
forecast at 7:45 am. Two min- 
utes of the program are used for 
commercials. 

Surveys have shown this-pro- 
gram has special appeal for rural 
and suburban families. Called 
“The General Store,” the pro- 
gram is presented informally for 
the downtown commuter or 
farmer who may miss the noon 
newscast. 

The weather forecast program 
usually promotes air condition- 
ing and therefore is used on a 
five-day week basis from March 
through August. 

Gansle blends his commercial 
messages with consumer buying 
habits. By careful inspection of 
past buying and consumer 
trends, he has a good idea just 
when and how Corpus Christi 
spends its money on plumbing, 
and heating products. 

For example, remodeling has 
proven to be a spring or fall 
habit with many home-owners, 
and Gansle makes sure his mod- 
ernization commercials antici- 
pate this buying tendency. 

(Please turn to center of page 227) 





RADIO is the spearhead of Corpus Christi’s advertis- 
ing. Justis Gansle, manager, selects commercials, pro- 
gram and time to reach the largest homeowner audience. 





ENVELOPE STUFFERS provide saturation advertising 
although individual mailings are aimed at specific 
prospect lists. Newspaper advertising is used weekly. 





SHOWROOM DISPLAYS back up Gansle’s adver- 
tising. Advertising, he says, must be continued until 
purchase is completed. Displays are potent “clinchers.” 
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WHEN is a boiler room a tourist attraction? When it’s 
spectacularly displayed like this one at Knott’s Berry 


Bak 


Farm near Los Angeles. The recently completed “show- 
place” boiler room will be viewed by thousands of tourists. 





Boiler Room Showplace... 


A BOILER ROOM is not ordi- 
narily an outstanding tourist at- 
traction, but Southern Califor- 
nia’s nationally-famous tourist 
mecca, Knott’s Berry Farm, is 
determined to find out this year 
whether its colorful new central 
steam plant can be made into one. 
Chances are, on the basis of an 
inspection of the well-planned 


installation, the steam plant may 
become almost as popular as the 
farm’s 30-acre “Ghost Town”’ 
which annually attracts tens of 
thousands of tourists from across 
the country. 

The new steam plant, installed 
early this year, is the product of 
months of intensive planning by 
a dozen suppliers who spared no 


THE WATER treatment system at Knott’s Berry Farm is an ex- 


tensive installation that handles all feed water for the plant. Besides 
the softener, a dealkalizer and deaerating heater are also included. 
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pains to make the boiler room 
one of the most attractive of its 
kind. 

Knott’s Berry Farm, a sprawl- 
ing tourist attraction in the Los 
Angeles suburb of Buena Park, 
is a heavy user of steam, serving 
up to 13,000 meals a day in two 
huge dining rooms, and process- 
ing and packaging a variety of 
food specialties, including jellies, 
jams and candies, for world-wide 
distribution. 

The new plant is equipped with 
two 150 hp combination gas and 
oil fired “package-type” boilers, 
a specially-engineered continu- 
ous blowdown unit, a 1400 gal. 
hot water tank and an elaborate 
water treatment system. 

The unique water treatment 
system, which softens and de- 
alkalizes all feed water, consists 
of three components: a sodium 
cation exchanger water softener 
which removes calcium and mag- 
nesium from the 280 PPM raw 
water, a chloride anion exchang- 
er dealkalizer which removes al- 
kalinity from the softened water, 
and finally a deaerating heater 
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Knott's Berry Farm, the seventh wonder of 
California, builds a new boiler room as an 
added attraction for tourists... 




















EFFICIENTLY arranged pipe work is a major feature of the plant. All 
exposed pipe lines have been clearly labeled for prompt identification. 





THE HEART of the unique boiler room set-up is two 150 horsepower 
boilers. Both are combination gas and oil fired package type units. 
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a 
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A DEAERATING heater is a 


part of the water treatment system. 


which removes all dissolved 
gases from the softened water. 

In the continuous blowdown 
unit, blowdown water is cooled 
from 330F to about 100F before 
being discharged to waste. 

An interesting feature of the 
hot water coil is that it is double 
regulated with two 34 in. regu- 
lators, each with a capacity of 
1250 lbs per hour. With this 
arrangement, one regulator car- 
ries the normal load and the 
second comes in only when de- 
mand requires. 

The unique boiler plant is also 
automatically regulated for night 
shutdowns. At 11 p.m., steam is 
cut off by a clock-controlled sole- 
noid valve in the regular control 
line. The following morning, a 
clock-controlled solenoid valve 
in a bypass opens automatically 
shortly before 6 a.ni., sending a 
limited amount of steam through 
the lines to gradually build up 
temperature and pressure. Then, 
about an hour later, another sole- 
noid valve opens the regulator 
line and normal steam pressure 
flows through the lines. 

Equipment in the model steam 
plant is brightly finished in color- 
ful, long-lasting paint, and all 
exposed piping—red brass for 
condensate return end _ boiler 
feed lines, and black steel for 
all other lines—is labeled for ease 
of maintenance. END 
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CONVENTION REPORTS 





What the Wholesalers Are 





THE POPULAR “workshop ses- 
sions,” where wholesalers meet 
to solve some of their problems 
in merchandising, materials han- 
dling and office efficiency, again 
proved a highlight of the Central 
Supply Assn’s. spring meeting 
held last month in Chicago. 

James Peery, association sec- 
retary, reported good attendance 
and active participation in all 
workshops. The merchandising 
section was moderated by W. A. 
Fitzpatrick of the M. J. Gibbons 
Supply Co., Dayton, Ohio. Paul 
Aronhalt of The Topeka Steam 
Boiler Works Co., Topeka, Kan., 
was moderator for the ware- 
house and materials handling 
workshop, while J. P. Frey, Cen- 
tral Supply Co., Minneapolis, 
acted as moderator for the ses- 
sion on office efficiency. 

Details of the workshop ses- 
sions will be given in forthcom- 
ing issues. 


Guide for Wholesalers 

In his address to the group, 
CSA President Chas. G. Kret- 
schmer, Kretschmer-Tredway 
Co., Dubuque, Ia., said that in 
order to be a reliable distributor 
for manufacturers’ products, 
wholesalers should maintain ade- 
quate capital, adequate ware- 
house space, efficient credit and 
sales departments and make a 
reasonable and legitimate profit. 


The activities of the Trade 
Promotion Program (see p. 132, 
April) were outlined by E. C. 
Garrity, Jr., secretary of the 
National Trade Promotion Com- 
mittee. Garrity represents the 
CSA on the program which is 
sponsored jointly by the CSA, 
the NAPC and the American In- 
stitute. Claude W. Owen, presi- 
dent of the American Institute 
and Philip Hering, Jr., represent- 
ing the NAPC, also reported on 
progress of the program and 
urged wholesalers to participate 
in local Trade Promotion meet- 
ings which are now being 
scheduled around the country. 

“How to Use National Water 


gs? % 


jroo 


“Let's TALK PROGRESSION, not 
recession” was the advice given 
to members attending the 26th 
annual meeting of the Southern 
Wholesalers Assn, last month. 

The tip came from Claude W. 
Owen, Washington, D.C., presi- 
dent of the American Institute of 
Wholesale Plumbing and Heating 
Supply Assns, 
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Systems Month to Build Pump 
Profits,” was the title of a panel 
discussion on water systems held 
on May 6. H. C. Angster, execu- 
tive secretary of the National 
Assn. of Domestic and Farm 
Pump Mfrs., acted as moderator 
for the panel. 

Others on the panel included 
Walter F. Deming, president of 
the Deming Co.; Fred B. Hout, 
vice president of Barnes Manu- 
facturing Co.; M. B. Mac Neille, 
manager of the pump division, 
A. Y. McDonald Manufacturing 
Co., and E. M. Myers, vice presi- 
dent of F. E. Myers & Bro, Co. 

One of the highlights of the 
spring meeting was a skit en- 
titled “The Care and Feeding of 
Sales Meetings,” presented by 
officials of The Heil Company, 
Milwaukee, Wis. 

Four skits pointing out the 
“don’ts” of presenting a whole- 


saler sales meeting were con- 
(Please turn to top of page 231) 





“My confidence in the future 
is unshakeable,” Owen said in a 
fighting speech. “Economic hy- 
pochondriacs have almost talked 
the nation into a self-induced 
business sickness. The antidote 
to this sickness, as I see it, is 
optimism in the future. 

“We've almost let these ‘ex- 
perts’ talk us into a recession,” 
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Doing... 


Owen said. “But I think we can 
talk our way out. We've got 
plenty of facts to back us up.” 

As evidence of his optimism 
in the future, Owen referred to 
several factors which remain 
vigorous in today’s economy. 

For example, Owen cited new 
construction figures for the first 
quarter of 1954. The first quarter 
total reached a record $7.3 bil- 
lion, slightly more than the first 
quarter total last year. 


A Strong Foundation 

Owen emphasized that the 
foundation on which a strong 
economy is built is more sturdy 
now than at any other normal 
time. In view of this, he said, 
Americans should be talking 
optimistically about their fu- 
ture and expanding, rather than 
contracting, inventories, pro- 
duction and sales programs. 

He noted that the nation’s ex- 
panding population requires 
some 345,000 new school class- 
rooms, a yearly construction of 
about one million homes, and 
even greater increases in con- 
struction of commercial build- 
ings, hospitals and churches. 

Remodeling is a_ relatively 
unexploited market waiting for 
the plumbing and heating busi- 
nessman, Owen said. He pointed 
out that one out of five home- 
owners plan to modernize their 
bathrooms, kitchens or heating 
systems. A government report, 
Owen said, shows that 19.2 per- 
cent of home owners plan to re- 
model this year compared with 
16.9 percent last year. 

These factors belie the forecast 

(Please turn to top of page 223) 





“THE COST OF DOING BUSINESS” 
was given top billing at the re- 
cent spring meeting of the 
Middle Atlantic Wholesalers 
Assn. in Atlantic City, N.J. 

A panel of six wholesalers 
and a banker teamed up to em- 
phasize, in a well-planned skit, 
the importance of management 
efficiency and fair prices in to- 
day’s competitive market. 

Capably led by moderator 
George Hertz, president of the 
Hertz Supply Co., Allentown, 
Pa., the panel highlighted the 
cost troubles of the mythical 
MAWA Plumbing and Heating 
Supply Co. 

When the mythical company 
failed to meet a note that was 
due, the banker was called in 
to learn first hand why such a 
situation existed. Hertz ex- 
plained that competitive condi- 
tions had been bad for some 
time, and that MAWA had 
found it necessary to cut its 
prices to meet those offered by 
the competition. 


Some Lack Experience 

In his summary following the 
skit, Hertz deplored the exist- 
ence of some wholesalers who 
started business within the past 
few years and who lack funda- 
mental experience in the indus- 
try. “They're having trouble 
with the buyers’ market and 
the fact that most contractors 
have been favoring their regu- 
lar sources of supply. There- 


fore, some of these new whole- 
salers are finding that the only 
way they can get business is by 
cutting prices. In so doing, they 
hurt themselves and hurt other 
distributors who have a_ sub- 
stantial knowledge of the busi- 
ness and are fully recognized as 
legitimate wholesalers. 


Quote the Right Price 

“Actually,” Hertz continued, 
“T also blame the present un- 
settled condition on manage- 
ment which, in many cases, has 
provided their salesmen with 
cost figures. When we hear of 
some of the prices which are 
being quoted today, it seems 
that management has made a 
mistake in giving their salesmen 
wholesale cost prices to quote, 
rather than _ established con- 
tractor prices.” 

Hertz suggested that every 
wholesaler in the plumbing and 
heating industry immediately 
call a halt to abnormal dis- 
counts as the one sure way to 
halt price cutting. 

In related discussions, the 
panel objected to other business 
practices, such as: 

1—Competing wholesalers 
selling out of stock at a 2% per- 
cent to 5 percent markup over 
factory cost and bidding several 
times on one job. 

2—Lack of a firm price by 
manufacturers and the quoting 
by producers of special project 
(Please turn to center of page 224) 


American Institute sets manufacturer-wholesaler 


conference for New Orleans. . 
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CompeEtTitTion—keen, honest, tough competition 
—adds spirit and life to the plumbing and heating 
contractor’s business. It makes mediocre salesmen 
good and it makes good salesmen better. It is the 
intangible element of selling that makes cham- 
pion salesmen. 

One of the advantages of being a plumbing and 
heating contractor or salesman is the satisfaction 
of accomp’ishment—the feeling of having done a 
good job better than someone else. A winner 
glows with pride, and a winning salesman is proud 
of his ability to meet and to beat his competition. 

Here are five rules successful plumbing and 
heating contractors recommend for handling 
competition when the going gets tough: 


1. Think—Don’t Worry! 

Thinking is constructive 
mental exercise. It keeps a 
salesman alert to the weak- 
ness of his competition. It 
helps brings into mental fo- 
cus the strong points about 
the plumbing and heating 
equipment you are selling. 

Worry is destructive. It looks at the dark side 
of the sales picture. A salesman who worries 
about his competition will begin to see only the 
gloomy aspects of selling. Every time a plumbing 
contract is lost to competition, this salesman will 
see hundreds more of his prospects following the 
example of this one person. The salesman loses 
confidence in his own selling ability, and when 
that happens competition has a field day. 

A successful plumbing and heating salesman 
is always conscious of his competition. He thinks 
about it instead of worrying about it. It gives him 
a keen edge to be in top selling condition for 
tough competitive situations that may develop. 

Without competition a plumbing and heating 
contractor goes soft—with plenty of good honest 
competition he will become a star performer. 
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AYS TO BEAT 
COMPETITION... 


2. Know Your Competition 

Channeled thinking is the 
only kind that can be pro- 
ductive for a plumbing and 
heating contractor. Random 
thoughts produce scattered 
solutions to a selling prob- 
lem. But, when your think- 
ing is brought into sharp 
focus on a specific problem your answer will be 
more workable. 

Knowing your competition makes it possible 
for you to think constructively about how to 
meet and to beat your local competition. 

You have more competition than may be evi- 
dent at first glance. For instance, your competi- 
tion will include every business in town that is 
competing for your customer’s money—radio and 
television stores, automobile dealers, clothing 
stores, real estate dealers, furniture stores. 
Everyone is in the battle for the bucks and your 
plumbing and heating competition may be a new 
TV set rather than another contractor’s air con- 
ditioning system. 

Next, of course, you will need to know your 
specific competition . . . other plumbing and 
heating contractors in your community. This will 
also include hardware stores, farm implement 
dealers, department stores, and even the mail 
order catalogs. To obtain a clear picture of your 
specific competition you will need to make a 
careful analysis of all the places where plumbing 
and heating equipment is sold in your community. 

Ask yourself this question: “If I wanted a 
new air conditioning system for my home, where 
are all the p'aces where I might be able to buy it?” 

Your next step in this analysis of your compe- 
tition will be to list all of your competition’s sales 
points. This could include price, terms, brands, 
quality, adjustments, guarantee, trade-in policy, 
service, shop facilities, years in business, etc. 

Next rate your competition on these same 
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points. Be sure to include any items that your 
competition offers that you do not. For instance, 
a hardware store may have regular credit and 
you operate on a strictly cash basis. Or, you may 
maintain a complete service organization and the 
other store does not do any installation work. 

Your analysis of your competition will accom- 
plish three things for you. First, it will highlight 
exactly what your competition is doing that you 
are not. Second, you will know the strong points 
of your own business—where you have a com- 
petitive advantage. Third, your thinking will be 
stimulated for new and different ways you can 
get the edge on your competition. 


3. Sell Your Advantages 

When you know where 
you out-shine your competi- 
tors, you know what to em- 
phasize to your customers. 
For instance, you may offer 
a one-year free service pol- 
icy on all water heaters 
purchased. Your competi- 
tion does not maintain any service facilities. 
You handle your own paper on time-payment 
sales and your competitor sells his to a finance 
company. 

In talking to your prospects, you turn your 
selling spotlight on these things. You show your 
customers what they will gain by taking ad- 
vantage of each of your competitive strong points. 

As a general rule, you will find that it is best 
if you sell your exclusive advantages. For in- 
stance, if your business has been established 
longer than any of your competitors, you can 
make this claim. Or, if you handle your own fin- 
ancing and others do not, this can be your exclu- 
sive advantage. 

Sell your exclusive advantages . . . but be sure 
that you point up these advantages to your cus- 
tomer’s interest. 





4. Don’t Invite Trouble 
Many times competition 
rears its ugly head because 
the plumbing and heating 
contractor or salesman 
brings it up. When a con- 
tractor is thinking of com- 
petition and knows all about 
it, there is the danger that 
it will slip into the sales conversation. This, of 





course, is dangerous—it makes it more difficult 
to meet and beat competition. 

One way to avoid bringing up competition is 
not to use the comparative form. For instance, 
a salesman might say: “This furnace is less 
expensive than any you will find in any other 
store in town.” This gives the customer an idea— 
to check competition to be sure it is less expensive. 

Even if the contractor’s statement is 100 per 
cent correct and the customer returns after check- 
ing your competition, extra selling time and effort 
is involved in completing the sale. And, there 
is no assurance that the customer will come back 
—competition may sell your customer on its ex- 
clusive advantages. 

The answer here, of course, is to “accentuate 
the positive.” Ignore outside pressure and sell 
the positive features of your product and busi- 
ness. There’s no profit in inviting trouble. 


5. Don’t Knock ... Sell! 

There will be some cus- 
tomers, however, who will 
bring up competition. Now 
your competition has en- 
tered the selling picture. 

What to do? 

Rule No. 1 is not to knock 
your competition under any 
circumstances during your selling talks. 

Some plumbing and heating contractors have 
found that they can avoid knocking competition 
by ignoring the prospect’s remark. This may work 
the first time a customer brings it into the con- 
versation, but if a question is raised again it 
must be handled. 

One way to work out this problem is to use 
the “yes, but” technique. Agree with the cus- 
tomer that: your competition is fine—a good 
plumbing and heating contractor. Then, in the 
“but” part of your answer, sell your firm’s exclu- 
sive advantages. Thus, without knocking your 
competition, you will infer that your offer is best. 

When a plumbing and heating contractor knocks 
his competition, he is worrying—not thinking. 
He does not know his competition—at least the 
weak points. He is not selling his own shop’s 
exclusive advantages. And, of course, when a 
salesman knocks his competition he brings the 
subject up. 

So, remember: Don’t knock your competition, 
but sell. You will not only meet your competition 
—you will beat it. END 
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Dealers Told: Get 


Into Remodeling... 


It's the best way to increase your profits, 


speakers tell plumbing convention .. . 


THE ALL-INDUSTRY CAMPAIGN 
sponsored by this publication to 
help its readers sell more re- 
modeling was given a big boost 
last month by speakers at the 
72nd annual convention of the 
National Assn. of Plumbing Con- 
tractors in Washington, D.C. 

Genaro Florez, president of 
Florez, Inc. (a sales program 
planning firm) stressed the need 
for more aggressive promotion 
by contractor-dealers to develop 
their local modernization mar- 
kets. As new construction work 
becomes more and more com- 
petitive, he said, the plumbing 
and heating contractor will have 
the alternative of operating a 
project business with large vol- 
ume at small profit, or as a re- 
modeling specialist with a greater 
margin of profit per job. 

The modernization market, 





Robert E. Murphy 
Chicago 


Florez pointed out, is one in 
which the contractor is able to 
exercise a measure of control, 
both for the kind of job he wants 
and an adequate profit for his 
work. In new construction, 
however, he is limited to the 
amount of new work in his area, 
over which he has little or no 
control, and it’s frequently at 
narrow profit margins. 
Supporting Florez in urging 
contractors to become more 
active in the remodeling field 
were Claude W. Owen, president 
of the American Institute of 
Wholesale Plumbing and Heat- 
ing Supply Assns., and Charles 


G. Kretschmer, president of the 
Central Supply Assn. 

Both Owen and Kretschmer 
reviewed progress of the Trade 
Promotion Committee in its pro- 
gram to improve merchandising 
at the contractor level, establish 
unity and better understanding 
between all branches of the in- 
dustry, and strengthen relations 
with the public. 

The Trade Promotion Program 
is sponsored jointly by the 
NAPC, the Central Supply Assn. 
and the American Institute of 
Wholesale Plumbing and Heat- 
ing Supply Assns. Two pilot 
meetings have been held so far, 
one in Dayton, Ohio on Mar. 8, 
the other in Washington, D.C. on 
Mar. 15. (See April issue, p. 
132.) These two meetings formed 
the basis for future meetings to 
be held at the local level through- 
out the country. At the present 
time the national committee is 
setting up procedures for estab- 
lishing committees locally so that 
the program can get underway 
on a national scale. 

In other convention business, 
the New Mexico delegation pre- 
sented a resolution calling for 


In Convention Action, the NAPC... 





ELECTED R. E. Murphy, president; R. T. Morrill, first vice 
president, and W. S. Peters, second vice president. 


REFERRED to the board of directors for further study a pro- 
posal by the Michigan delegation that the association go on 
record against a manufacturer’s decision to publish suggested 
retail prices for its line of plumbing fixtures. 


REFERRED to the board of directors a resolution sponsored 
by the New Mexico association recommending that existing 
FHA loan provisions be liberalized to encourage homeown- 
ers to modernize their homes. (The President’s housing 
message to Congress recommending liberal housing terms was 
reported in Domestic ENGINEERING, March issue, p. 114.) 


REFERRED to the board of directors a proposal by the Ten- 
nessee association that water heater manufacturers be re- 
quired to install anti-siphon or other safety devices to pre- 
vent siphoning of water from heater when the water supply 
line is cut off. 


WERE ADVISED by several speakers that the remodeling 
market offers plumbing and heating contractors the best op- 
portunity for increasing their business. 
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Product Report from 
the Plumbing Show 


changes in the FHA loan laws 
which would broaden the cover- 
age of home modernization. In 
adopting this resolution (which 
was referred to the board of di- 
rectors) the NAPC would seek, 
through recommendations to 
Congress, extension of FHA Title 
1 loans from three years to five 
years or more; and seven to ten 
years for multiple family dwell- 
ings. 

Other recommendations will 
include: (1) that existing one to 
four family houses be eligible for 
the same mortgage terms as new 
housing; (2) that mortgages on 
either old or new dwellings in 
urban renewal areas for slum 
prevention programs be insured; 
(3) that the FHA be authorized 
to write open end mortgages on 
one to four family houses; (4) 
that the authority of local FHA 
administrators be increased to 
grant commitments over and 
above the lowest bid obtained for 
installation of plumbing and 
heating equipment; (5) that the 
FHA be given authority to allow 
for addition of domestic appli- 
ances to the mortgage; (6) that 
down payments be cut to as low 
as five percent on the first $7500 
of value and 25 percent of excess 
for all sections. 

Readers will recall that Pres- 
ident Eisenhower has already 
made an appeal to Congress for 
action on many of these points. 
The president’s suggested pro- 
gram was reported on page 114 
of the March issue. (Editor’s 
Note: As this issue went to press, 
the Senate Banking Committee 
voted to reject proposals for lib- 
eralizing home improvement 

(Please turn to top of page 210) 








The formal entry of In-Sink-Erator in the dish- 
washer field was announced at the NAPC con- 
vention. The Racine, Wisc. company’s washer 
line includes free standing, under-counter and 
complete electric sink units. In keeping with the 
company’s long established policy, the new pro- 
duct will be merchandised exclusively through 
plumbing contractors and wholesalers. Shown 
with the new electric sink is Bob Wheaton, adver- 
tising manager. In-Sink-Erator also has an- 
nounced a new food waste disposer. A spokes- 
man for the company says the disposer has been 
designed for commercial installations. 





“Plumber’s Special” is the title of a new kitchen 
promotion announced at the National Assn. of 
Plumbing Contractor’s exposition in Washing- 
ton, D. C., last month. The promotion will be 
conducted by American Kitchens Div., Avco 
Mfg. Corp., Connorsville, Ind. It includes ban- 
ners, display cards and cooperative newspaper 
advertisements. H. T. Stroop, advertising and 
sales promotion manager, and W. A. Perin, direc- 
tor of displays, look over the material. Stroop 
said the program was being launched in recogni- 
tion of the growing remodeling market. 
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NAPC Product Report .. . continued 





Two Iowa plumbing contractors stop at the 
booth of A. W. Cash Valve Mfg. Corp. (Decatur, 
Ill.), to hear about a new water heater relief 
valve. Bill Madden (right), vice president of 
A. W. Cash describes the valve to H. H. Clark 
(left) of Des Moines and W. A. Briggs (center) 
of Fairfield. The newest addition to the Econo- 
Therm line of water heater relief valves features 
a revolving head which permits easy on-the-job 
setting. The feature allows instant reading in any 
space or position. The setting for the valve is 
placed to permit easy adjusting. 





NAPC conventioneers got a look at a new 
plastic pipe line introduced by the Continental 
Can Co., Mills Plastic Pipe Div., of Chicago. 
Exhibiting the pipe and fittings were S. H. Wilson 
(left), sales manager of the pipe division, and 
W. B. Gray, Philadelphia representative. The 
polyethylene pipe is flexible to permit easy in- 
stallation. Fittings and stainless steel clamps are 
available for connection between lengths or to 
metal pipe. The pipe is available in coiled lengths 
up to 400 ft. Wilson said the pipe can be used 
in jet well installations and irrigation trenches. 











Harry McCauley (left), and John R. Mac- 
Dowell, western and eastern sales managers re- 
spectively, talk over the new Sheldon line of wa- 
ter heaters exhibited by Coleman Co., Inc., Wich- 
ita, Kas. The gas units are available in galvanized 
and “Vit-Rock” tanks. Vit-Rock is a ceramic 
coating which resists rust and corrosion. Both 
models are available in three sizes. The line will 
be sold exclusively through plumbing channels. 
The Vit-Rock lining has been designed to use both 
glass and rock characteristics. Rock is used as the 
liner for tank walls and top and glass is used on 
tank bottom heat exchange tube. 
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General Automatic Products Corp. (Baltimore, 
Md.), introduced a new gas-fired boiler-burner 
for hot water heating. C. W. Schaefer, president 
(left), and H. J. Hughes, sales manager, helped 
explain features of the unit to NAPC guests and 
members. The boiler-burner is 30 in. high to 
facilitate installation in areas of limited space 
such as utility closets, crawl spaces or cupboards. 
The unit is available in seven sizes from 72,000 
to 180,000 Btu and is insulated with aluminum 
and fiber glass. The burner is of raised port con- 
struction, made from porcelain-enamel pressed 
steel. (Please turn to center of page 228) 
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TO SELL COMPLETE KITCHENS... 








Make Them to Order 


JosEPH P. Younc is a contrac- 
tor who has long recognized the 
potentials in remodeling. But 
the Springfield (Pa.) contractor 
has added a twist—he specializes 
in kitchens and bathrooms “made 
to order” for Philadelphians. 

Selling custom kitchens and 
baths, Young has found, is simi- 
lar to planning them—basically 
the techniques are the same, but 
it’s the individual flair that 
brings success. 

“In the custom-made busi- 
ness,” says Young, “you’ve got 
to show evidence that your 
kitchens are ‘out of this world’ 
—different from everyone else’s 
and designed for the individual’s 
work habits.” 

Selling at Young and Son re- 
lies heavily on visual proof of 
the originality of the company’s 
kitchen styling. 

The selling routine usually be- 
gins with photographs of pre- 
vious installations, progresses to 
Young’s showroom and then 
moves to actual installations in 
the homes of satisfied customers. 

“No two of these installations 
are similar,’ Young tells his 
prospects. “But seeing what 
we've done will show how much 
thought, care and skill goes into 
our kitchens. The end result is 
a functional living and working 
area styled to the owner.” 


Young clinches the sale by 
drawing plans of the installation 
while visiting the prospect’s own 
home. 

Young does not place all his 
emphasis on kitchen styling. He 
explains that his firm also keeps 
costs down through clock-work 
installation methods. 

This detailed scheduling of 
various crafts is possible because 
of the big lineup of quality sub- 
contractors. “We do the entire 
job for the customer,’ Young 
says, “and can tell him almost 
to the hour when our men will 


be through with the job.” 

Young stresses that kitchen 
specialists must handle the com- 
plete job. “At one time,” he 
notes, “we found prospects buy- 
ing our ideas and skills but by- 
passing us on the actual plumb- 
ing and kitchen products. 

“We beat this problem,” he 
adds, “by building a new show- 
room last year where we can 
show prospects complete lines. 

“What you can show, you can 
sell. That’s how kitchen selling 
—custom or otherwise—becomes 
big business.” END 





JUST LIKE HOME: Joseph Young, Springfield, Pa., contractor, arranges his 
displays down to the last detail. He found that detailed displays in an at- 
tractive showroom (see photo at top of page) have eliminated the tendency 
of prospects to buy only his mechanical skills and shop elsewhere for products. 
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A Short Course in 


"— Oil Heating and Oil 
Burner Servicing... 
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Part 9 of a Series 


Controls for Automatic Oil Heating 


By Frep FEIGENBAUM 
Oil Heating Instructor 
New York City 


IN THE DAYS OF HAND FIRING of solid fuels the 
heating plant received a lot of personal attention. 
The fireman, usually a member of the family, had 
to go down to the furnace several times a day to 
stoke the fire, shake down the grates, remove 
ashes, reset dampers, and otherwise apply him- 





SEBS HS METE aware 
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Fig. 1 illustrates various applications of the thermostatic 
bi-metal principle as used in many oil burner controls. 


self to the task of delivering heat to the house. 

He usually became somewhat of an expert on 
his own plant, and could manage to coax the re- 
quired amount of heat from it in some relation to 
the outside temperature. 

However, with the introduction of oil as home 
heating fuel a need arose to develop a system of 
controlling devices to take over the job of operat- 
ing the heating plant safely and effectively. It was 
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seen that there would be less contact between the 
owner and his heating system, so that part or all 
of his work would have to be done by automatic 
devices. Three classifications of controls were 
devised: operating controls, limit controls and 
combustion safety controls. 

An operating control as used in a heating system 
is one which calls for burner operation to produce 
heat. The room thermostat is the basic operating 
control. Being sensitive to small variations of tem- 
perature in the house it “asks” the heating plant 
at intervals to supply a quantity of heat to make 
up what has been lost to the outdoors. It is said to 
be “calling for heat.” When the correct amount of 
heat has been delivered it calls for a shutdown. 

The thermostat may call on the burner directly, 
as it does in a steam or warm air system. Or it may 
ask for the operation of an intermediate device to 
deliver heat which has already been made. Such 
an intermediate device may be an automatic valve 
or a hot water circulator. 

In steam or hot water heating systems which 
are used also to supply domestic hot water another 
operating control is used. This is a hot water 
thermostat which maintains the boiler tempera- 
ture at a set degree. This is often thought of as a 
summertime control, which is not precisely true 


Fig. 2 shows a method 
of producing positive 
action in thermostats 
by means of a perma- 
nent magnet. The 
screw adjustment al- 
ters the air gap of the 
magnet and changes 
the magnetic pull. 
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since it stands ready to turn on the burner at any 
time to prevent the boiler from cooling down. 

There are other kinds of operating controls, 
some working in relation to the outdoor tempera- 
ture; these are weather controls. 

In the earlier days of oil heating all controls 
were of the line voltage type. The entire load of 
the oil burner, amounting to many amperes as 
electrical flow is measured, was passed through 
the thermostat. The control was therefore of fairly 
rugged design, and generally not sensitive enough 
for close control of room temperature. For more 
sensitive operation this large load had to be taken 
from the thermostat. 

It became the practice to incorporate a trans- 
former in the control system to supply low voltage 
(12 to 24 volts) to the thermostat, which now con- 
trolled a small relay instead of the entire burner. 
This relay would be equipped with one or more 
rugged contacts for turning on the oil burner. 


Burners Are Built for On-Off Action 

The great majority of domestic oil burners are 
built for on-off action. The controls don’t slow the 
burner down or speed it up, or otherwise modulate 
its operation. Each control consists of an automatic 
switch, which is either on or off, automatically; 
there is no in-between position. 

Differential is an important element in all on- 
off controls. A thermostat set at 70F will ordin- 
arily permit a rise to 72F before stopping the 
burner. A hot water thermostat set at 180F may 
permit a rise to 185F or higher before stopping 
the operation. Without this type operation there 
would be no positive action. Control would be 


erratic and undependable in this case. 

Two methods are commonly used to produce 
differential in the majority of thermostats; a spe- 
cial electrical circuit known as Series-10 (to be 
covered in a future chapter) or by snap-action. 
The most widely used snap action method is by 
means of a small permanent magnet located close 
to the contacts, and influencing the movement of 
the bi-metal (see Fig. 2) element. On a cooling 
action as the contact approaches the closed posi- 
tion it enters the magnetic field, which suddenly 
overcomes the tension of the blade and brings the 
contacts together with a snap. As temperature 
rises the magnetic force continues to hold the con- 
tacts together until enough tension develops in the 
blade to overcome the magnetism. The contacts 
break sharply. 

Differential is adjustable within limits. The 
position of the stationary contact can be changed, 
which alters the width of the magnetic air gap in 
the closed position of the contacts. Reducing the 
air gap increases the “dwell” of the contacts by 
increasing the magnetic force. Widening the air 
gap reduces the dwell, and, therefore, the differ- 
ential. 

At this point it might be wise to discuss just 
what does take place in a thermostat to cause the 
contacts to make and break. Probably a great 
majority of readers know already but we will 
describe it here for the benefit of those who do not. 

Most of us are familiar with the fact that ma- 
terials generally expand when heated and contract 
when cooled. This effect by itself could be used for 
the purpose of operating thermostat contacts, but 

(Please turn to center of next page) 
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Fig. 4 This diagram shows a 
simple type combustion safe- 
ty system used in early oil 
burner control systems. The 
electrical system is complete- 
ly line voltage (110 volts). 
Power is brought through 
the limit control and thermo- 
stat into the combustion 
safety control. See article 
for a complete description of 
how the system operates. 
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(Continued from center of preceding page) 
the movement is so slight that it could hardly be 
considered for dependable action. 

The thermostatic bi-metal principle makes use 
of the fact that all materials expand at different 
rates. By bonding two dissimilar metal strips to- 
gether, a different type of movement is obtained, 
which is many times greater than that of simple 
expansion. The bi-metal bends, as a result of one 
side expanding at a greater rate than the other. 

Bi-metal is commonly used in hot water controls 
and in stack controls, For various uses it is shaped 
in many ways. In thermostats it is generally 


formed U-shaped. In other controls it is often’ 


wound spirally to present a maximum of exposed 
surface in a small space, as shown in Fig. 1. 

Limit controls are used to prevent overheating. 
During a call from the thermostat it is quite pos- 
sible for the burner to produce more heat than 
the heating system can deliver to the rooms. Pro- 
duction of heat gets ahead of distribution. 

In a warm air heating system this could lead to 
overheating of the ducts and to the framework of 
the house surrounding them. The limit control 
used in this type system is a heat sensitive device 
(thermostatic) generally located in the plenum 
chamber above the furnace. It is set to some safe 
temperature, usually less than 250F. When that 
temperature is reached the control stops the burn- 
er, even though the thermostat is still unsatisfied. 

The limit contro] does not stop the distribution 
of heat. It merely stops the burner. The accumu- 
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lated heat continues to spread out through the 
house. The plenum temperature falls, and the 
limit control allows the burner to start again. This 
action may go on several times during a demand 
for heat by the thermostat. 

In a steam or hot water heating plant the limit 
switch is used not so much to prevent overheating, 
but excessive pressure resulting from overheat- 
ing. When water is heated beyond its boiling point 
it develops pressure. The limit controls in these 
systems are designed to keep that pressure within 
safe bounds. 


Pressure-Sensitive Devices Provide Safety 

With steam the pressure is controlled directly 
by a pressure sensitive device which breaks con- 
tact to the burner. The maximum design pressure 
of most domestic steam boilers is 15 lbs. Small 
heating systems do not require such pressure for 
effective heat distribution. It is customary to set 
the pressure control considerably lower than that; 
in most cases at 2 or 3 lbs. This provides a wide 
margin of safety. As with other limit controls heat 
distribution is not interfered with. The excess 
pressure is dissipated within a few minutes and 
the control allows the burner to start again. 

The limit control in a hot water heating system, 
though designed to prevent excess pressure, does 
not control pressure directly. It controls the tem- 
perature of the water at some safe point below its 
boiling temperature. It is a hot water control. The 
pressure in a modern closed type hot water system 
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varies considerably during and between opera- 
tions, so that a more satisfactory control method 
can be obtained by limiting temperature rather 
than pressure. The setting of the control may be 
as low as 150F or as high as 200F. In most mod- 
ern systems the higher temperature is favored 
because it makes possible the use of smaller radia- 
tors etc; in some installations the design tempera- 


ture may be as high as 220F. 


Bourdon Tube Explained 

Pressure-sensitive mechanisms for automatic 
controls are the bellows and the Bourdon tube. 
The bellows is an accordion-like device designed 
to lengthen as pressure enters its open end. A 
spring is used which tends to hold it in its com- 
pressed position, so that the pressure must be 
great enough to overcome the spring tension. 
Varying the tension by means of adjusting screws 
makes it possible to set the control to open or 
close a contact at any exact pressure within the 
limits of the control. 

The Bourdon tube is a curved tube of thin, 
flexible metal which tends to straighten out as 
pressure is exerted within. Its movement is also 
controlled by a spring, and adjusting screws make 
it possible to set it for operation at exact pressures. 

Both the bellows and the Bourdon tube are 
frequently found in temperature controls, particu- 
larly for hot water applications. When used in this 
way they are connected toa sealed bulb which is 
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Fig. 5 A modern combustion 
safety control system is more 
complex than the one shown 
in Fig. 4. Low voltage (12 to 
24 volts) is necessary for 
more efficient operation of 





immersed in the water. A volatile fluid is sealed 
into the bulb and tube. As temperature changes 
outside the bulb the pressure inside changes, 
causing movement to be applied to contacts for 
operating the burner or other apparatus. Their 
reaction to variations of temperature is rapid, and 
they are generally used where fast response is 
desired. Certain controls of this type are called 
remote bulb controls, The bulb is immersed in the 
water while the control itself may be installed at 
some distance (see Fig. 6). 

Most modern oil burners spray the fuel into the 
combustion chamber. The ignition system initiates 
combustion of the spray during the first instant. 
Any delay in igniting the spray would cause an 
accumulation of combustible matter in the burn- 
ing area. In case of complete ignition failure the 
burner might operate indefinitely, resulting in the 
flooding of fuel inside the combustion chamber 


and even outside the furnace. 


Combustion Safety Controls 

To prevent this possibility it is necessary to in- 
corporate some flame-sensitive device in the con- 
trol system which will cause the burner to shut 
down in the event of spraying without burning. 

A control of this sort cannot be a simple on-off 
switch. It must be designed to give the burner an 
opportunity to establish flame. Some sort of timer 
must be used in connection with the flame detect- 

(Please turn to top of next page) 
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(Continued from preceding page) 
ing device, so that the burner may be permitted 


to operate for a short period while waiting for the 
flame detector to take over. 

This is the basic need in a combustion safety 
control, A great many controls have been designed 
around this idea. Some have been relatively sim- 
ple, others very complex. Whether simple or com- 
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Fig 6 Pressure-sensitive mechanisms for automatic con- 
trols are the bellows and the Bourdon tube. The bellows is 


an accordion-like device designed to lengthen as pressure 
enters its open end. The Bourdon tube is a curved tube of 
thin, flexible metal which tends to straighten out as pres- 
sure is exerted within. Movement is controlled by a spring. 


plex all contain these two elements: A device for 
detecting the presence of flame in the combustion 
chamber, and a lockout switch for positive shut- 
down of the burner if flame is not detected. 

Flame detection presents a problem to control 
designers. The ideal place for the location of the 
flame detector, to obtain the fastest possible re- 
sponse, would be very close to the fire itself. How-’ 
ever there are not many materials which can with- 
stand the 2000F or more of the oil flame. Most of 
the accepted controls are designed for stack 
mounting, where the temperature is generally less 
than 1000F. 

Oil-designed furnaces and boilers often provide 
a mounting for the stack control closer to the fire, 
at some intermediate point in the flue-gas travel. 
Servicemen often find that this location may be 
too hot for the element, or in some cases that it is 
a more or less dead pocket, away from the direct 
passage of the hot gases. 

Bi-metal is used in most stack controls for flame 
detection. Manufacturers caution against its use at 
temperatures above 1000F. It is sometimes used 
in spiral form, or sometimes W-shaped as shown 
in Fig. 1. 

The task of the stack element is to operate one 
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or more switches as heat rises, taking the burner 
control out of the starting cycle and putting it into 
the running cycle. If it “feels” no heat before the 
end of the starting period the lockout control stops 
the burner. 

The switch-control mechanism of the flame de- 
tector cannot be as simple as that of other thermo- 
static devices. It is not rigidly attached to the con- 
tacts, but moves them by means of a clutch of 
some sort. A little analysis will show why this is 
necessary. 

The control maker does not know what the 
temperature will be surrounding the stack ele- 
ment. It may be as low 400F or as high as 1000F. 

The only important point is that the control 
must respond to a temperature rise or fall. In prac- 
tice it is desirable to get the contacts to the hot 
side as quickly as possible after a normal start of 
the burner. There may be a further temperature 
rise of several hundred degrees after the contacts 
are made. The clutch allows the moving member 
to keep on moving. 

There is another advantage. On a flame failure 
(that is, if the fire goes out for any reason during 
operation) the shaft does not have to backtrack 
several hundred degrees before opening the run 
contacts. Any slight backward movement of the 
clutch opens the contacts and prepares the way 
for safety lockout if the condition continues. 

Clutches for this purpose are made in various 
forms. On a rotary shaft the clutch is a series of 


CLUTCH 


co 


CONTACT MOVER 
——- STOP 
PINS 











ar thes 1g 


Fig. 7 shows clutches which are used on stack controls to 
provide overrun on excess temperature and a quick return 
to starting position on cooling. Since it is impossible 
to discuss all the combustion safety controls used today 
in one article, these illustrations are intended to show 
the basic principles involved as simply as possible. 


discs of friction material held together by springs. 

The contact moving member is located between 

the discs. If the shaft moves lengthwise the 

clutches are suspended from it with just enough 
(Please turn to top of page 196) 
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e Part 2 of a series e 


IpEAs guaranteed to help plumbing and heating 
contractors build business in the present com- 
petitive market form the plot of the book, “2000 
and 1 Prize-Winning Ideas,” which is reviewed 
below. 

The review is a continuation of samplings from 
the Idea book which began in the May issue of 
Domestic ENGINEERING. The samplings are only 
a few of the merchandising and management ideas 
that won prizes in Domestic ENGINEERING’s All- 
Industry Merchandising Contest. 

The 181 contractors who won prizes in the con- 
test have nearly 4,000 combined years of success- 
ful experience in the industry. 

The book may be purchased for $5 from Do- 
MESTIC ENGINEERING, 1801 Prairie Ave., Chicago 
16. It is also available free with the purchase of 
DE’s remodeling sales kit ($15) which contains 
240 pieces of remodeling promotion. 


IDEA: Contractors cut overhead costs with 
maximum efficiency in office and shop 

The old roll-top desk with its many pigeon 
holes has gone the way of the nickel cigar. Why? 
Modern business jumped to such a fast pace that 
better methods had to be found. Some contrac- 
tors liken the defunct desk to old business 
methods. O’Rourke of Walla Walla, Wash., In- 
land of Chicago and Dixie Plumbing of Holly- 
wood, Fla., are typical of plumbing and heating 
men who have cut overhead costs with well-ar- 
ranged shop and office procedures. They’ve also 
put in sufficient hand and power equipment and 
have placed inventory where they can find it. 
They’ve provided for adequate storage and have 


installed proper lighting. Conveyor systems also 
are used to eliminate injuries and increase shop 
efficiency. 


IDEA: Jimmy West of Los Angeles believes 
variety is the spice of water heater sales 

A water heater for every need might be one of 
Jimmy West’s slogans in Los Angeles. One display 
in West’s showroom features more than a dozen 
water heaters of different size, type and make. The 
center of the display exhibits two cut-away heat- 
ers, showing typical linings and burners. West 
believes extensive displays of water heaters are 
important because selling a water heater leads to 
valuable tie-in sales. 


IDEA: Sugarman prefers “home sweet home" 
when selling housewives dishwashers 

The “show ’em to sell ’em” philosophy has an 
added feature at Sugarman’s in San Francisco. 
Sugarman’s will do its showing and selling in the 
prospect’s kitchen if she wishes. All the prospect 
has to do is fill out a card—without obligation— 
and set a date for a home demonstration. On that 
day, she'll have her dishes washed in Sugarman’s 
portable dishwasher which proves how easy a 
dreary household task can become. It’s a show 
that usually sells in any home. 


IDEA: Your name in the news adds up fo free 
publicity, say contractors 
Lots of people go through life with only two 
mentions in a newspaper! when they’re born and 
when they die. But not so with plumbing and 
(Please turn to top of page 185) 
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Flow Control Valve 

A new flow control valve for 
water-carrying lines has been in- 
troduced by Dole for pressure 
ranges from 15 to 125 psi. The valve 





will operate at pressures beyond 
these ranges, but accuracy is im- 
paired. Water temperatures in ex- 
cess of 160F should be avoided. 
The brass unit has a flexible orifice 
that varies its size with water pres- 
sure. Three stock sizes are avail- 
able, in %, 1 and 1%4-in. diameters. 
Nineteen models offer flow rates 
of from % to 10 gpm. The valve 
may be installed in parallel to pro- 
vide more than 10 gpm. 
Manufacturer: The Dole Valve 
Co., 1933 Carroll Ave., Chicago 12. 


Unit Heater 

A new automatic gas unit heater 
with a burner for each element 
section has been announced by 
Mission. The heater is available 
in five capacities ranging from 65,- 
000 to 225,000 Btu, with 1,000 tn 








2,900 cfm air delivery. The sus- 
pension type heater has all con- 
trols wired and assembled at the 
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factory. Manual or thermostatic 
control is offered. Adjustable lou- 
vers, overlapping-blade fan and 
easy servicing access are featured. 
A hinged bottom pan makes the 
burner pan easily accessible. 

Manufacturer: Mission Appli- 
ance Corp., Hyde Park Station, Los 
Angeles 43. 


Summer Air Conditioner 

Heil Co. has entered the air 
conditioning field with a line of 
summer equipment. A central sta- 
tion lowboy model can use the 
blower of an existing furnace or 





can operate independently. The 
lowboy has been styled in a baked 
enameled jacket similar to the Heil 


lowboy furnace. Control is by a 
heating-cooling thermostat. Two 
removable filters are at the top of 
the unit, above the water-cooled 
refrigerant coils. The jacket is in- 
sulated with glass fiber and is 
styled like the Heil lowboy fur- 
nace. Eight models have capacities 
of from 24,090 to 36,000 Btu. 
Manufacturer: The Heil Co., 
3000 W. Montana St., Milwaukee 1. 


Cellar Drainer 

Aurora has introduced a new au- 
tomatic submersible cellar drainer 
with a motor encased in a stainless 
steel shell. The shell serves as an 





adjustable float control as well as a 
motor housing. A standard model 
drainer has non-corrosive displaced 
bobs adjustable on stainless steel 
wire. All pump parts of the stand- 
ard model are bronze except the 
shaft, which is also stainless steel. 
Both models use bottom suction, 
with semi-open, non-clogging im- 
pellers, and both are designed to 
handle from 180 gph at a 24-ft. 
head and 3,700 gph at a 6-ft. head. 

Manufacturer: Aurora Pump Co., 
619 Loucks St., Aurora, III. 


Waste Trap 

Ideal Tubular has announced a 
new waste trap designed to prevent 
waste back-up. The unit (the Sani- 





Bowen Introduces Plastic 


Bowen has introduced a new 
Fiberlin plastic laundry tub en- 
c.sed in a white baked enamel 
steel cabinet. The tub has a 
molded-in shelf, a brass overflow 
attachment and will hold 22 gals. 
Recessed soap drainers are de- 
signed to be self-draining. The tub 
rim is of seamless stainless steel, 
and the cabinet has hidden leveling 
screws and a recessed base for toe 
room. The storage space door in 
the lower part of the cabinet pro- 
vides access for installation and 
servicing. 
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Cabinet Laundry Tub 





Manufacturer: Bowen Co., 1120 
N. Appleton St., Baltimore 17. 
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Waste) is available in both twin 
“L” and “T” models. The trap was 
developed to meet the ever- 
increasing installation of food waste 
disposers and other plumbing facil- 
ities. 

Manufacturer: Ideal Tubular 
Corp., 197 Ninth St., Brooklyn 15. 


Pneumatic Tank 
A new galvanized pneumatic 
tank developed by Metal Coating 





; 
- 
‘ 


Corp. has been i for rigid- 
ity and long life. Construction of 
the tank is submerged arc welded, 
including back-up welds at the top 
and bottom seams and a rigid weld 
at the shell spud. Test pressure is 
150 lbs, with a working pressure of 
75 Ibs. The tank is offered in five 
capacities of 12 to 82 gals., in sizes 
from 12 by 24 to 20 by 60 in. 
Manufacturer: Metal Coating 
Corp., 1217 W. 37th St., Chicago 9. 
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Circulating Pump 

Bell & Gossett has announced the 
addition of ten centrifugal pump 
models to its line of hot water 
circulating equipment. The new 
pump (the Universal) is equipped 
with a suspended motor that is 
rubber ring mounted. The new 
models are specifically designed to 





operate quietly in larger forced 
hot water heating systems. The 
Universal line is available in 
models with capacities of up to 
1,200 gpm and heads to 85 ft. 

Manufacturer: Bell & Gossett 
Co., Morton Grove, IIl. 


Oil Burner 
Radiant Utilities has announced 


a new low pressure oil burner fea- 
turing a finger-tip control, dial- 
setting meter. Ignition is electrical. 
Three makes of fuel units are 
offered, combining pump, pressure 
regulating valve and strainer. The 
burner can be furnished for flange 
mounting, drilled to fit any type of 
boiler or furnace unit. Capacities 
offered range from % to 30 gals. 

Manufacturer: Radiant Utilities 
Corp., 8817 18th Ave., Brooklyn 14. 


Oil Boiler 

A new packaged oil boiler with 
an IBR water rating of 530 sq ft 
has been introduced by Burnham. 
The heating unit (the Pace-Pak) 
has all equipment factory assem- 
bled. Equipment includes an in- 
sulated flush jacket, burner, con- 
trols, wiring harness, circulator 
and tankless heater. The package 
is shipped crated with a skid bot- 
tom for easy handling. An extend- 
ed jacket unit is available. 





Manufacturer: Burnham Corp., 2 
Main St., Irvington, N. Y. 


Tank Ball Assembly 

The De Woody Company has in- 
troduced a new tank ball assembly 
that permits the use of a wide- 
spaced, double bearing, large 





hole guide. The lever disconnects 
from the stem and ball after flush- 
ing, leaving the stem and ball float- 
ing free in the large hole guide. 
Aided by water suction, the ball 
settles to its seat. Four mounting 
positions in the tank are provided. 
The bracket extends from the side 
of the overflow pipe and the dou- 
ble bearing guide fits on either side 
of the bracket, making bearing ex- 
tensions face in opposite directions. 
The free-ball guide is adjustable to 
fit various sizes of flush valves and 
almost all sizes of overflow pipes 
and tanks. 

Manufacturer: The De Woody 
Co., Inc., Cedar Rapids, Iowa. 


Water Heater Control 
Pioneer has introduced a new 
control for water heaters that is 
(Please turn to top of page 150) 





Carrollton Expands Stainless Steel. Sink Distribution 


The Carrollton Manufacturing 
Co. is expanding its marketing of 
Carlton stainless steel sinks to 
plumbing contractors and builders 
through regular industry channels. 
Distribution of the sinks has for 
years been limited to other manu- 
facturers for use in trade-marked 
production of finished equipment. 
Eight sizes of sinks are available, 
from the double bow! sink meas- 
uring 21 by 32 by 7%4-in. deep, to 
a 10% by 13-in. size, either 4 or 6- 
in. deep. All of the sinks are made 
of 18-8 stainless steel, seamlessly 
formed of a single sheet. The 
largest double bowl weighs only 
17 Ibs and can be handled by one 
man for easier installation. Stand- 
ard faucet and drain openings are 
provided. Bowl bottoms are pitched 
for complete draining, while sides 
and corners are rounded for easy 
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cleaning. All models are available 
in either square or round flange 
corners. An aggressive advertis- 
ing, marketing and promotional 
program will introduce the new 
line to the trade. 





Further information on the 
Carolton sink may be obtained by 
writing the manufacturer. 

Manufacturer: Carrollton Mfg. 
Co., Carrollton, Ohio. 
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designed to eliminate danger from 
excessive temperatures. The con- 
trol (the Safti-Temp) embodies a 
Robertshaw-Grayson Unitrol, a 
pilot thermocouple featuring a 
safety valve shut-off and a high 
temperature limit switch located at 
the top of the inside of the tank. 
The control is available for all 


models of Pioneer gas water 
heaters. 
Manufacturer: Pioneer Water 


Heater Corp., 3131 San Fernando 
Rd., Los Angeles 41. 


Conversion Burner 

A new gas conversion burner in- 
troduced by American-Standard is 
available with adjustable inputs 
ranging from 60,000 to 325,000 Btu. 
It is designed to fit the majority of 
boilers and furnaces, either round 
or square. The unit is factory as- 
sembled and pre-wired. The pri- 
mary air control is easily adjust- 
able, and the secondary air control, 





located inside the housing, can be 
adjusted readily without affecting 
the primary setting. Adjustable 
supports provide quick positioning 
in the combustion chamber. A 


timed cycling thermostat and bi- 
flex main gas valve are featured, 
as well as a runner-type pilot 
igniter. Electric ignition is optional. 

Manufacturer: American Radia- 
tor & Standard Sanitary Corp., Box 
1226, Pittsburgh 30. 


Incinerator 

A new gas-fired incinerator de- 
signed for larger installations has 
been announced by Brule. The 414 





bu unit has a 40 lb per hour burn- 
ing capacity and has an air cooled 
base designed to set on any floor. 
Brickwork is scored to bypass air 
and to avoid smothering the fire. 
A drying shelf protects the pilot 
and burner. Lining in the unit is 
insulating firebrick two in. thick, 
air cooled at the sides and insulated 
at the front for added safety. A 
heavy cast iron sliding grate cov- 
ers a 12 by 18 in. ash pit. Controls 
are at the front. Dimensions of the 
unit are 22 by 41 by 34 in. 

Manufacturer: Brule Incinerator 
Corp., 407 S. Dearborn St., Chi- 
cago 5. 





Sundstrand Fuel Unit Has Anti-Hum Diaphragm 


Sundstrand has announced a new 
anti-hum diaphragm for its fuel 
pump. The acid and oil-resistant 
nylon construction of the dia- 
phragm is designed to act as a pil- 
low to cushion oil as it is pumped 
into the strainer chamber, reducing 
noise to a minimum. Two pieces of 
nylon molded and fused together 
form an air chamber between them. 
Servicing is made easy by clipping 
the diaphragm to the end of the 
gear housing. The diaphragm is be- 
ing furnished in Sundstrand single 
and two-stage units, and can be 
easily inserted into most types. 





Manufacturer: Sundstrand Ma- 
chine Tool Co., Fuel Unit Div., 
Rockford, Il. 


150 


Central Cooler 

A new residential central air 
conditioning unit for use with fur- 
naces has been introduced by 
Therm-Air. The water-cooled con- 
ditioner has a sealed compressor 
that is spring mounted to minimize 
vibration and operational noise. A 
nine-in. direct drive blower assem- 
bly is available as optional equip- 
ment if needed to supplement the 
furnace fan. A refrigerant filter and 
drier is built in. A five-year war- 
ranty guarantees to replace the 
sealed cooling system free if 
needed. Two and three-ton models 
both measure 31 by 23 by 47 in. 
high. 

Manufacturer: Therm-Air Mfg. 
Co., 230 Goffle Rd., Hawthorne, N.J. 


Electric Water Heater 

A new electric water heater with 
a glass on galvanized steel tank 
has been introduced by W.T.M. 
Company. The heater (the Ripon 
King) is available with either 
double or single immersion-type 
heating elements. Four models are 
offered, in capacities ranging from 
30 to 82 gal. A built-in heat trap 
fastened to the inner tank is de- 





signed to prevent the loss of heated 
water into exposed pipe lines. An 
anti-turbulence baffle prevents the 
mixing of heated water with in- 
coming cold water. Insulation is 
with three in. of glass fiber and the 
heater is finished in white baked- 
on enamel trimmed with gold color. 
Three electric models are avail- 
able, as well as a 30-gal. gas model. 

Manufacturer: W.T.M. Mfg. Co., 
Ripon, Wis. 


Boiler-Burner 

A new pre-assembled hot water 
boiler-burner introduced by Gen- 
eral Automatic is only 30 in. high. 
The unit is gas fired. The boiler is 
designed for cupboards or utility 
closets, under kitchen cabinets or 
sinks and in crawl spaces. Seven 

(Please turn to top of page 152) 
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Get 
this report... 


on the 


BIG 
TRUT 


about boilers 





THE KEWANEE 
REPORT TELLS ALL... 


How to cut fuel costs. 
Data on ‘‘cruising speed’’ savings. 
Facts on ‘‘nominal capacity’’ operation. 


Why Kewanee Reserve Plus is the safe way 
to rate steel boilers. 


Facts on fallacy of buying on 
“maximum capacity.” 
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ABOUT BOILERS | 


Send for this free | 
booklet. You will | 


be glad for 20 years 
if you act today. 
Use handy coupon. 
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Out of 86 years of experience in designing and building 
quality steam generating equipment comes one of the 
most revealing reports ever written on boilers. We at 
Kewanee make that statement because these findings 
are based on fact and truth... on careful search and 


engineering exploration. In it we present 


KEWANEE. 


RESERVE § PLUS 





RATING 


Here you will discover a way to judge boilers so you can 
be sure of the lowest operating cost—highest efficiency 
—greatest dependability—maximum flexibility—longer 
boiler life. You will learn how to eliminate confusion in 
considering boilers... know how to compare like ex- 
amples and not be misled by vague technical claims. 
You can be SURE you have made the best buy when 
you know the BIG TRUTH about boilers... and you 
will choose Kewanee boilers because you know you will 


save on fuel—get greater efficiency—cut repair bills. 


YOU can depend on KEWANEE engineering 


KEWANEE-ROSS CORPORATION—Kewanee, lilinois 
Division of American Radiator & Standard Sanitary Corp. 


Serving home and industry * American-Standard « American Blower 
Church Seats & Wall Tile © Detroit Controls « Kewanee Boilers 
Ross Exchangers e Sunbeam Air Conditioners 


1REPORT 


SYHOIFICNTION 
SYL.HOTION 
SALE 
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KEWANEE-ROSS CORPORATION—Kewanee, Ill. | 
Please send me free book titled,"“AREPORT to ThoseCon- | 
cerned with the SPECIFICATION, SELECTION, SALE, | 
of Steel Boilers” | 
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sizes are offered with Btu inputs 
from 72,000 to 144,000. Most models 
contain a tankless fresh water heat- 
er. The boiler-burner is shipped 
ready to connect to piping. 

Manufacturer: General Automa- 
tic Products Corp., 2300 Sinclair 
Lane, Baltimore 13. 


Draft Regulator 

Walker has announced the addi- 
tion of a longer collar for its auto- 
matic draft regulator. The length- 
ened collar is designed to keep the 
damper out of the gas stream. Col- 





lar and control also can be assem- 
bled easier to save installation time. 
The regulator (the L-CD) has box- 
type hinges that are sealed against 
corrosion, dirt and dust. It has a 
pointer and calibrated dial, scientif- 
ically designed balance plate and is 
made of aluminized steel for heat 
and corrosion resistance. It is of- 
fered in a complete range of sizes. 

Manufacturer: Walker Mfg. & 
Sales Corp., 1711 Penn St., St. 
Joseph, Mo. 


Air Conditioner 

Thatcher has announced its 1954 
line of cooling equipment, available 
in 2, 3, 5, 10 and 15 ton capacities. 
The conditioner line is designed for 
sectional application. Separate cool- 
ing, blower and plenum chamber 





sections can be installed in various 
combinations to take advantage of 
existing blower units. 

Manufacturer: Thatcher Furnace 
Co., Center St., Garwood, N. J. 


Copper Tube Clip 

Bernstrom has introduced a new 
copper tube clip designed to elim- 
inate noise caused by seizing on 
wood while tubing is expanding and 


a, 


contracting. A copper strip is se- 
cured across the top of the (Easy 
Glide) clip, permitting metal to 
slide on metal. The clip is available 
for nominal tube sizes of 1% to 1 in., 
in packages of 50 for the larger 
sizes and 100 for the smallest size. 

Manufacturer: C. R. Bernstrom, 
Inc., 183 Hartford Ave., Providence 
9, ri. 


Oil Burner 

A new packaged oil burner for 
furnaces and boilers of up to 75,000 
Btu has been announced by Gil- 
more. The burner uses a_ high 
temperature, high velocity vertical 
flame to provide more usable ra- 
diant heat. The unit is designed to 
provide ideal vapor-pressure com- 





bustion characteristics to mini- 
mize transition-stage smoke or 


“haze.” The burner will respond 
quickly to oil or air rate changes. 
The low input oil pilot is designed 
to operate without carbon or 
smoke, 

Manufacturer: Gilmore Burners, 
Inc., 1028 E. 134th St., Cleveland. 


Sump Pump 

A new brass sump pump and cel- 
lar drainer with stainless steel 
shaft, cable and weights has been 
announced by I. & P. Electrical. The 
underside of the pump base is pro- 
tected by a non-clogging screen. 
The outlet is tapped for standard 
one-in, pipe. Operation of the 37 


%4-in. high pump is begun by a 
snap switch. Overload protection 
built into the motor will reset auto- 
matically when stalling trouble has 
been corrected. The unit has a 
pumping range of from 3,000 gph at 
a 1-ft head to 300 gph at a 24-ft 
head. 

Manufacturer: I. & P. Electrical 
& Machine Co., Inc., 3 Frelinghuy- 
sen Ave., Raritan, N. J. 


Cooling Tower 
Acme Industries has increased 
the capacity and efficiency of the 
larger units in its cooling tower 
line. The new HACT series of 
(Please turn to top of page 154) 





Closet Tank Is Double-Walled to Eliminate Sweating 


Chicago Pottery has introduced a 
new water closet tank designed to 
eliminate sweating. The tank is a 
one-piece, vitreous china tank with 
an inner, second wall. The double 
wall construction is designed to 
eliminate dripping, making the fix- 
ture clean and sanitary at all times. 
The tank has the same capacity as 
the conventional type. The tank is 
available from the manufacturer in 
four pastel colors as well as white. 

Manufacturer: Chicago Pottery 
Co., 1920 N. Clybourn, Chicago. 


152 











June 





os3snzn = 


a.e: T TO 


spond 
anges. 
signed 
n or 


rners, 
eland. 


d cel- 
steel 
been 

1. The 

$ pro- 

creen. 
ndard 

he 37 


by a 
ction 
auto- 
e has 
las a 
ph at 
24-ft 


trical 
huy- 


2ased 
f the 
ower 
s of 


1) 


ing 








June, 1954 DOMESTIC ENGINEERING 153 


Take a good look at the two photographs below. Then 
visualize this same installation made with threaded fittings 
and think of the time that would have been consumed run- 
ning these lines. No wonder more and more copper tube 
is being used for air conditioning, water and waste lines. 
You don’t have to worry about wrench room in the 
tight corners, solder joints are made much faster, present 
a much cleaner appearance. And you need never worry 
about replacing copper tube due to rust, for copper can’t 
rust. There is no loss of flow or pressure, no allowance 
in pipe size need be made for rust accumulation with 
Revere Copper Water Tube. There are fewer fittings, too, 
on the long runs, as Revere ad Water Tube comes 
T COUNTS in straight lengths of 20‘ in hard and soft tempers and 

WHERE I 60’ coils in soft temper. It’s easy to bend, too. 
Keep out of trouble, protect your reputation for — 


ANOTHER CASE OF 












—— work, with copper. Use Revere Copper for air condition- 

ing lines, radiant panel heating, hot and cold water lines, 

YPE “oy” underground service lines, waste stack and vent lines, 

a 800 FEET OF T processing lines. See the Revere Distributor nearest you 
’ ATER TUBE, today. And, if you have a technical problem, he will put 


ou in touch with Revere’s Technical Advisory Service. 
y y 


Ww 
REVERE COPPER W?* i, 
IN SIZES FROM 1'’ TO & 


USED IN AIR or RE ERE 


TEM 
CONDITIONING SYS d COPPER AND BRASS INCORPORATED 
U. Ss. Fidelity an Founded by Paul Revere in 1801 


BI 230 Park Avenue, New York 17, N. Y. 
Guaranty Company 
Baltimore, Md. 







dg. 7 + . 
Mills: Baltimore, Md.; Chicago and Clinton, Ill; Detroit, Mich.; 
Los Angeles and Riverside, Calif.; New Bedford, Mass.; Rome, N.Y. 


Sales Offices in Principal Cities, Distributors Everywhere. 
SEE ““MEET THE PRESS’ ON NBC TELEVISION, SUNDAYS 





(Below) 
FRONT VIEW of air conditioning system show- 
ing the neat-appearing, non-rusting Revere 
Copper Water Tube. Photo shows system 
before it was put into operation and before 
cold water lines were insulated. 
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(Above) 
REAR VIEW of system which air conditions 
the entire building of 9 floors, and has a 
capacity of 150 tons. Cooling tower is located 
on roof. System was completely installed by 
H. E. CROOK COMPANY, INC., Plumbing, 
Heating, Electrical and Air Conditioning Con- 
tractor. Tube was supplied by Revere Dist., 
J. T. ROBERTS & BROTHER, INC., both of 
Baltimore. 
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towers provides a range of capaci- 
ties from 20 to 70 tons. Improve- 
ments in eliminator efficiency and 
in the design of fans and fan shafts 
contribute to the change to larger 
capacity, which has been done 
without increasing the size of the 
models or their prices. The metal 
towers are made with all sections 
hot-dipped after fabrication, to pro- 
tect against deterioration. Units 
are pre-assembled and packaged. 

Manufacturer: Acme Industries, 
Inc., 600 N. Mechanic St., Jackson, 
Mich. 


Pipe Cutter 

Beaver has introduced a new 
automatic knife pipe cutter for 
hand or power use. Various types 
of knives are available for cutting, 
beveling and grooving for com- 
pression type joints. Knives can be 
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changed quickly. Knives have the 
Beaver ‘Safety-Depth Guide” 
ahead of the cutting edge to pre- 
vent “hogging in” and knife break- 


age. The knives are designed to 
cut pipe without leaving burrs. 
The knives are for several Beaver 
machines and 112 geared cutters of 
¥ to 12 in., plus Beaver pipe ma- 
chines of 1% to 2 in. 

Manufacturer: Beaver Pipe 
Tools, Inc., 368 Dana Ave., Warren, 
Ohio. 


Thermostatic Controller 
A new thermostatic controller 
announced by Leonard Valve mixes 





hot and cold water to deliver tem- 
pered water to fixtures at predeter- 
mined temperatures. The adjust- 
able temperature range of the con- 
troller is from 80F to 200F. The 
unit compensates for temperature 
and pressure changes. The control- 
ler is available in 34, 1 and 1%4-in. 
I.P.S. inlet and outlet sizes and in 
a 1% inlet by 114-in. outlet size. It 
can be used for dishwashers, radi- 
ant heating, factory process work, 
zone control and also for steam and 
water mixing. 

Manufacturer: Leonard Valve 
Co., 1360 Elmwood Ave., Cranston 
1, Rok 


Boiler 

Crane Co. has introduced a new 
cast iron boiler for small space resi- 
dential use. The smallest of four 





Herman Nelson Introduces 


A new Herman Nelson convec- 
tor radiator introduced by Amer- 
ican Air Filter is available. for 
either one or two-pipe steam and 
for two-pipe hot water heating sys- 
tems. The heating elements are 
seamless copper tubes expanded in- 
side aluminum fins. The steel cabi- 
net is available for both free-stand- 
ing and semi-recessed use. Re- 
inforced front panels are remov- 
able, and damper fronts are avail- 
able. The units are offered in 
depths of 4, 6, 8 and 10 in., in 
lengths ranging from 16 to 64 in., 
and in heights of 20, 24 and 32 in. 
Steam capacities are rated from 6.6 


Versatile Convector 





to 99.4 EDR. 

Manufacturer: American Air 
Filter Co., Inc., Herman Nelson 
Products, 116 Central Ave., Louis- 
ville 8, Ky. 
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models is less than three ft long, 
less than four ft high and just two 
ft wide. The largest assembly is 
only 15 in. longer. Capacities range 
from 67,000 to 156,000 net Btu, to 
heat homes of four to eight rooms. 
Gas or oil-fired models are avail- 
able with integral tankless water 
heaters. The boiler has nine fire- 
tube flues for rapid heat delivery. 
The mounting plate and flue cover 
are bolted on and sealed with con- 
crete, preventing the leakage of 
fumes. The flame can be seen 
through an observation port. Insu- 
lation is Fiberglas. 

Manufacturer: Crane Co., 836 S. 
Michigan Ave., Chicago 5. 


Water Closet 

A new one-piece water closet has 
been announced by Richmond 
Radiator. The fixture (the “Em- 
press”) has low styling and quiet 
flushing action. Reverse trap ac- 
tion has concealed jets to produce 
a strong swirling water action. The 
unit has an integral flushing rim. 
The fixture is available in white 
and seven pastel colors, and is for 
12-in. rough-in. 





Manufacturer: Richmond Radia- 
tor Co., 16 Pearl, Metuchen, N. J. 


Solder Flux 

Farrelloy has developed a new 
non-corrosive solder flux for use 
on copper, brass and tin plate. A 
non-ienizable factor is designed to 
eliminate electrical leakage and 
corrosion. The flux is composed of 
rosin and alcohol fortified to sus- 
pend surface oxide on common 
metals and still leave a neutral 
rosin residue that does not set up 
a corrosive attack. 

Manufacturer: Farrelloy Co., 


1226-A N. 26th St., Philadelphia 21. 


Air Conditioner 

Armstrong has introduced a new 
air conditioner line that can be used 
with or without ducts for homes 
and commercial areas. Four units 
of the line are designed for resi- 
dential cooling and can be added to 

(Please turn to top of page 156) 
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Plumbers can cut corners on labor costs and soothe 


here's how‘it's S done 
A 


| cost-conscious customers ... just by using American Sani- 
ace tary Master Adapter on all jobs requiring the raising 
of trap outlet in a two piece trap. Master Adapter does the job 
in a jiffy (see directions at left) —all extra time and labor 
Pat. Pending usually involved in this operation are eliminated! Resulting 
savings will help you lower quotation .. . close more 
sales! Master Adapter raises trap outlet as much as 
314”. Available in satin plate only. 


Measure ,. 


WE DISTRIBUTE THROUGH WHOLESALERS ONLY 


MERICAN SANITARY 


MFG. CO., ABINGDON, ILLINOIS 
OVER FORTY YEARS LEADERSHIP IN THE PLUMBING INDUSTRY 


ORDER YOUR SUPPLY OF A*S Master Adapters NOW! 





Screw, bushing of Master 
Adapter to desired length 
and cut off excess... 





Put pipe dope between 
| threads of bushing and 
tailpiece and install. 
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an existing furnace. Two of the 
models are the horizontal type and 
can be installed in the warm air 
ducts that serve the furnace. Two 
other models have self-contained 
blowers. An automatic plenum 
damper directs air through the con- 
ditioner or to the furnace. Another 
model is designed to cool large 
areas without use of ducts. An air 
outlet grille has horizontal and ver- 
tical vanes that can be individually 
set to distribute air where needed. 

Manufacturer: Armstrong Fur- 
nace Co., 851 W. Third Ave., Col- 
umbus 8, Ohio. 


Pipe and Nut Wrench 
A new pipe and nut wrench that 
automatically grips and releases 





has been introduced by Trig-O- 
Matic. The self-adjusting trigger 
mechanism permits one-hand 
operation. The wrench is made in 
both alloy steel and alloy aluminum 
and as a non-sparking tool for re- 
finery and other industrial use 
where inflammable materials are 
present. The tool is made in a 
variety of sizes with replaceable 
insert jaws. 

Manufacturer: Trig-O-Matic 
Tool Corp., 105 W. Monroe St., 
Chicago 3. 


Water Chiller 

Three larger size water chillers 
for comfort or process air condi- 
tioning have been introduced by 
Trane. The chiller line now in- 
cludes units in eight sizes with 
capacities of from 45 to 400 tons. 
The unit (the CenTraVac) uses a 





hermetic centrifugal compressor 
that automatically matches power 
consumption to load variations from 
100 to 10 percent of capacity. 


Power input is reduced to specific 
cooling needs, reducing power cost. 
The unit can be installed without 
a special base. Vibration has been 
minimized, so that a coin can be 
balanced on the housing while the 
unit is started, running and then 
stopped. 

Manufacturer: The Trane Co., 
2006 Cameron, La Crosse, Wis. 


Gas Water Heater 

Sands Manufacturing Company 
has announced the production of a 
new automatic, underfired gas wa- 
ter heater with a lighter galvanized 
tank than previous models. The 
Model JA-30 has a 27,000 Btu drill- 
ed port burner, a plastic, noncor- 
roding dip tube and 1% in. of Fi- 
berglas insulation. A pedestal type 
base and white baked enamel 
jacket also are featured. Recovery 
rate at 100F is 22.7 gph. 

Manufacturer: The Sands Mfg. 
Co., 5407 Sweeney Ave., Cleveland. 


Baseboard Styles 

Vectaire has introduced three 
new decorator styled baseboards for 
warm air heating and cooling. The 
Imperial model is offered in 5 and 
10-ft lengths, the original Vectaire 





is available in 4 and 8-ft lengths 
with reversible clip-on end caps, 
the Classic features a rotating shut- 
ter and is available in 3 and 6-ft 
lengths and the Classic, Jr., is 19 in. 
long with a friction-type locking 


operating lever. The rear panel ot 
all models is a one-piece enclosure. 
A snap-lock assembly method is 
designed for speed and ease. The 
baseboards are from 4 to 4%-in. 
high and project only %-in. from 
the wall. They can be mounted on 
finished walls or against an existing 
wood baseboard. A baseboard and 
duct calculator is provided to trans- 
late specifications and dimensions 
into necessary installation facts. 
Manufacturer: Vectaire Mfg. Co., 
251 Howard St., Melrose 76, Mass. 


Gas Furnace 

A new gas furnace in upflow and 
counterflow models for residential 
heating has been introduced by 





Advance Furnace Company. Three 
upflow and three _ counterflow 
models are offered, in Btu ratings 
of 75,000, 105,000 and 140,000. Up- 
flow models deliver heat from the 
unit top and are designed for base- 
ment installation with ductwork 
below the floor or on the ground 
floor with ductwork in the attic. 
Counterflow models can be in- 
stalled in homes with concrete 
floors. An insulated air wall around 
the heat exchanger unit keeps the 
cabinet cool for zero clearance. 
Manufacturer: Advance Furnace 
(Please turn to top of page 158) 





Zurn Develops Locking Foot for Wall Fixtures 


A new wedge locking type foot 
for wall type lavatories, sinks, 
slabs and _ sterilizers in limited 
spaces has been introduced by 
Zurn. The new foot is designed to 
insure positive support of fixtures. 
It is made of heavy cast iron in 
both medium and heavy duty types, 
with a protective finish. The foot 
requires only a 334 by 45% in. space. 

Manufacturer: J. A. Zurn Mfg. 
Co., Plumbing Div., 1895 Pittsburgh 
Ave., Erie, Pa. 
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7 Points of 
uniform goodness in 
YOUNGSTOWN PIPE 


uniform ductility 

uniform lengths 

uniform threading 

uniform weldability 

uniform wall thickness and size 

uniform strength and toughness 

uniform roundness and 
straightness 


7 


@ Youngstown pipe is plenty \ 
tough—but it’s not tough to / 
cut. A few turns of the cut- 
ter and the job is done—fast, 
clean, perfect! You save in- 
stallation time when you 
work with Youngstown pipe. 


Man eg rers of 


THE YOUNGSTOWN SHEET AND TUBE COMPANY corte. Sin on Voloy Steet 


General Offices: Youngstown, Ohio - Export Office: 500 Fifth Avenue, New York 36, N. Y. 
SHEETS STRIP PLATES - STANDARD PIPE - LINE PIPE - OIL COUNTRY TUBULAR GOODS - CONDUIT 
AND EMT - MECHANICAL TUBING COLD FINISHED BARS - HOT ROLLED BARS - BAR SHAPES - WIRE - 
HOT ROLLED RODS - COKE TIN PLATE - ELECTROLYTIC TIN PLATE - RAILROAD TRACK SPIKES 
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Co., 2300 E. Douglas Ave., Wichita 
7, Kan. 


Fixture Protection Paper 

A new heavy duty marble pro- 
tection paper for bathtubs and 
other enameled and porcelain sur- 
faced fixtures has been introduced 
by Ace. The paper is available in 





gummed back rolls and, though 
strong and durable, can be removed 
with water. It is designed not to 
stain fixtures. A bathtub can be 
covered in five minutes for full pro- 
tection during construction periods. 

Manufacturer: Ace Paper Co., 
Inc., 426 W. Broadway, New York. 


Gas Boiler 

A new gas boiler introduced by 
York-Shipley has been designed for 
installation in the kitchen work 
surface area. The boiler is enclosed 
in a white cabinet with porcelain 
enameled top and backsplash. The 
unit is 36 in. high and wide and 25 
in. deep, to align with ranges and 
other kitchen cabinet units. The 
built in gas diverter enables the 
boiler to be installed flush to the 
wall, the chimney connection being 
made either through the back or 
the side. A perforated grille on each 





side permits air passage for com- 
bustion and has peek slits so con- 
trols can be checked without re- 
moving the cabinet. The cabinet 
slides off as a unit for servicing. 

Manufacturer: York-Shipley, 
Inc., York, Pa. 


Adjustable Escutcheon 

Kohler has increased the adjust- 
ability range of escutcheons on its 
Niedecken mixer valve to a 3%-in. 
maximum. The increase was made 


to permit speedy installation in 
either dry or wet walls, as wet 
wall construction requires the 
greater range. 

Manufacturer: Kohler Co., Koh- 
ler, Wis. 


Shower Door 

Ludman has introduced a new 
shower door made of Fiberglas and 
designed for standard bathtubs. 
The door is shipped packaged for 
easy assembly. Sections are of ex- 
truded aluminum. Jambs and door 
panel frames are cushioned with 
sponge rubber strips to eliminate 
rattles. Nylon rollers are at the 
top and bottom for silent operation. 
A sloped sill section allows water 


has wg Bigs 





to drain back into the tub. The en- 
closure is available in five colors. 

Manufacturer: Ludman Corp., 
North Miami, Fla. 


Power Drive 

Quijada has announced a new 
power drive for threading and cut- 
ting bolts and pipe that has an 
automatic double chuck. The unit 


/ 


will cut bolts from % to 1% in. and 
thread pipe or conduit from % to 
2 in. With universal drive shaft 
geared tools, it will thread pipe up 
to 12 in. The machine weighs about 
100 lbs. and is made from aircraft 
aluminum. One-man_ automatic 
chucking and unchucking is done 
by a switch. The unit can operate 





on a bench, truck or on pipe legs. 
Any geared die head or hand tools 
can be used. 

Manufacturer: Quijada Tool Div., 
Gaines - Collins, 5474 Alhambra 
Ave., Los Angeles 32. 


Gas, Oil Burner Lines 

A new series of packaged gas, 
oil and combination gas-oil burn- 
ers for commercial-industrial heat- 
ing and power use has been an- 
nounced by Petro. Each unit is as- 
sembled, wired and piped at the 
factory and components are in- 
tegrally mounted on a heavy struc- 
tural steel base. Seven stock sizes 
are offered. Gas burner capacities 
range from 3,750,000 to 24,000,000 
Btu and oil burners from 25 to 145 
gph. Each has an enclosed control 
panel. A forced draft fan delivers 
necessary air against a positive 
furnace pressure. The pressure 
enables boilers to be fired with 
firebox pressure to be operated 

(Please turn to top of page 162) 





Modine Unit Heater Weighs Only 30 Pounds 


Modine has introduced a new 
gas-fired unit heater that weighs 
only 30 lbs. The heater has a 25,000 
Btu input and delivers a cfm of 337, 
with velocity of 515 ft per minute 
and a heat throw of 28 ft at an 
8-ft mounting height. The light 
weight is achieved by a stainless 
steel burner and heat exchanger 
and the direct firing of the ex- 
changer tubes, which permits the 
elimination of a combustion cham- 
ber. The casing measures 8% by 
11% by 1738 in. The heater (the 
U-25) is designed for use with all 
gases in the heating of small 
spaces. Compactness and weight of 
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the unit have been developed to 
simplify handling and installation. 

Manufacturer: Modine Mfg. Co., 
1534 Dekoven Ave., Racine, Wis. 
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vith Now, for the first time, there is a practical, economical answer 
ated to the problem of expansion control in low pressure steam and 
hot water heating systems—the new FLEXON Expansion Com- 
The Flexon Expansion Compensator consists pensator. It is especially designed and manufactured for finned 
of a two ply phosphor bronze bellows with type convectors, baseboard, radiator or heating supply lines. 
sa a copper tube end connections (sizes 3/,” to The FLEXON Expansion Compensator absorbs thermal expan- 
1%”) enclosed in a floating protective sion and puts an end to the danger of leakage that often results 
shroud of brass. All joints are electronically from the stresses set up by uncontrolled expansion? At the same 
sealed with silver solder for long leak-proof time it eliminates the pipe creeping noises that frequently ac- 
life. The 2” size has standard threaded fit- company expansion. Important, too, is the fact that FLEXON 
. a : aot age P oy nag 
tings. Threaded fittings for other sizes are Expansion Compensators are made to outlast the building in 
also available. A single compensator will which they are installed. There is no maintenance . . . just put 
handle total piping motion up to 54%” (/2” them in and forget them. 
in compression, ¥g” in extension). Suitable FLEXON Expansion Compensators are made in 4", 1”, 14" 
for temperatures from —60° F. to 250° F. and 2” sizes. Contact your local distributor for further informa- 
and for pressures up to 40 psig. tion, or use the coupon below to get the descriptive bulletin. 
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| Flexonics Corporation | 
% | 1324 S$. Third Ave. | 
*. | Maywood, Ill. | 
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xX | pecifications for the Flexon Expansion Compensoator. i] 
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double up on profits with | 
APPLIANCES 


f boat ~ 3 a S 









Don’t worry about choosing 
—you can have both! 


That's right—as a merchandising plumber you can 
double your profits by cashing in on both the sales and 
installation of water-bearing appliances. Since you repair 
and install these appliances, you don’t have to look for 
sales opportunities. When an opportunity arises, you're 
the first person called. It’s a natural. 

Your selling job can be just as easy too. Offer the 
complete and famous Hotpoint line of water-bearing 
appliances. Your customers know about Hotpoint's rep- 
utation for quality and leadership; your selling job has 
already been done for you. 














DOUBLE-PROFIT APPLIANCES FOR PLUMBERS Hotpoint’s full line includes MAGIC CIRCLE® Water 
When you install Hotpoint Automatic Electric Water Heaters... Automatic Electric Dishwashers... Disposall® 
Heaters, both you and your customer know you are Food Waste Disposer ... Automatic Clothes Washers . . . 
installing the finest. Every unit has the famous MAGIC and the sensational Hotpoint Automatic Dryer with the 


CIRCLE® heat with Calrod® heating units. Water is ae ; : 
heated by conduction, the simplest and most efficient exclusive Sealed-Chamber Drying Action. 


method. Twist of the dial selects desired water temper- Learn Hotpoint’s special Plumber Plan from your local 
ature. Round and table-top models. Hotpoint distributor. Begin right now to double up on 
profits with Hotpoint. 


-..PACEMAKER OF PROGRESS: 


HOTPOINT Co. (4 division of General Electric Company) 5600 West Taylor Street, Chicago 44, Illinois 
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THEN TURN TO 


‘ I 
CHICAGO POTTERY COMPANY 40 


Efficient modern design and careful 


a control of manufacturing costs en- Oy, 


al able us to offer the wholesaler a 
air fast selling line of vitreous china S 
for and pressed steel fixtures with an 
‘re attractive profit margin. ? 
he Take, for instance, the new “Dri- ® . 
ng Tank’. This one piece, all Vitreous 
P- China tank eliminates completely 
as the dripping and sweating so an- 
noying to the housewife. The field 
a is wide open, because no one else 


<3 has anything like it. 

he All Chicago Pottery products are 
sold only through competent and 
selected wholesalers. 





on 


5S! CHICAGO ‘Pottery Company 


1920 CLYBOURN AVENUE *® CHICAGO 14, ILLINOIS 
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with simple vent pipes. Combina- 
tion units and straight gas units 
have a ring-type gas burner, auto- 
matic gas controls, air volume con- 
trol and electronic combustion 
control system. For heavy oil burn- 
er models, factory-installed elec- 
tric, steam or hot water oil heaters 
are available. 


Manufacturer: Petro, 3170 W. 


106th St., Cleveland 11. 


Fractional HP Motor 

A new heavy duty fractional 
horsepower motor has been de- 
signed by General Electric for in- 





creased efficiency and low input 
current. The 514-in. diameter mo- 
tor is available in ratings of 145, 
14, ¥% and 1, hp, for use on room 
air conditioners, furnace fans, unit 
heaters and coolers and other fan 
and blower applications. Optional 
features include internal baffling, 
single and double shaft models and 
resilient - base, cushion - ring or 
shaft-end mounting. 

Manufacturer: General Electric 
Co., Schenectady, N. Y. 


Heat Pump Valve 
Robertshaw-Fulton has _ intro- 
duced a new flow valve for revers- 
ing refrigerant flow in heat pumps 
to change the delivery of heated air 
to cooled air or vice versa. The 
four-way valve is designed for %4 


and 1-ton heat pumps of the win- 
dow-installed type. A _ two-ply 
beryllium copper bellows is used 
as a packing seal. 

Manufacturer: Bridgeport Ther- 


mostat Div., Robertshaw-Fulton 
Controls Co., 1225 Connecticut 
Ave., Bridgeport 1, Conn. 


Oil Boiler 


American-Standard has _intro- 
duced a new packaged oil boiler 
unit that also contains a burner, 
built in tankless water heater, draft 
stabilizer and controls. The boiler 
has a Btu output range from 97,000 
to 188,000. The tankless water 
heater provides year-around hot 
water. Accessories included in the 
package are flow circulator and 
valve, flow regulating valve and re- 
lief valve. The package heating 
unit is designed to save time and 
eliminate errors in ordering and to 
reduce warehouse handling time. 

Manufacturer: American Radia- 
tor & Standard Sanitary Corp., Box 
1226, Pittsburgh 30. 


Drinking Fountain 

Filtrine has introduced a stain- 
less steel drinking fountain in 
either semi-recessed or non-re- 
cessed models. Both models have a 
steam-controlled sanitary bubbler 





; ‘ 
and a pushbutton glass filler. The 
unit (the Indestruct) is offered in 
either a satin or high polish finish. 


Manufacturer: Filtrine Mfg. Co., 
53 Lexington Ave., Brooklyn 38. 


Horizontal Furnace 

Mission has introduced a new 
horizontal gas furnace for attic, 
basement or crawl space installa- 
tion. It can be installed in multi- 
ples in larger residences to provide 
zoned heating. Four models range 
in Btu output capacities from 52,- 
000 to 112,000 for sea level and 





from 41,600 to 89,600 for high alti- 
tudes. The direct-drive blower has 
a variable speed controller to pro- 
vide a wide range of adjustment in 
air flow. Controls, burner and draft 
hood may be installed on either 
side. Controls and internal wiring 
are factory connected. The furnace 
is available with either a standard 
or a clock thermostat. 

Manufacturer: Mission Appli- 
ance Corp., Hyde Park Station, Los 
Angeles 43. 


Air Conditioner 

A new packaged air conditioner 
announced by Typhoon has been 
developed with either an open type 
or a sealed compressor unit. The 
choice is offered in units of 2, 3, 5 
and 7% hp. Larger packaged units 
in 10, 15, 20 and 25 hp. sizes use 
only the open-type compressor. 
The steel cabinet of the 5 hp unit 
now is used to house the 2 and 3 
hp units. Acoustical and thermal 

(Please turn to top of page 168) 





Dayton Introduces Water System-Pipe Connector 


A new flange unit designed to 
speed the connection of water sys- 
tem pumps to plastic and steel pipe 
has been introduced by Dayton. 
The basic unit is a rubber gasket, 
a malleable iron flange and two 
bolts. Steel pipes, either with or 
without threading, can be fastened 
to the pump by inserting the pipe 
ends into the flange and tighten- 
ing the bolts. With plastic pipe, 
brass inserts are first pushed into 
the ends of the suction and pres- 
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p~E2 


sure pipes before the pipes are at- 
tached. Dayton intends to make the 
unit standard equipment on cer- 
tain Rapidayton models. 

Manufacturer: Dayton Pump & 
Mfg. Co., 500 N. Webster St., Day- 
ton 1, Ohio. 
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Are you Satisfied with 


Pigey Bank Profits? 


Having net profit troubles? Short discounts, trade-ins, fre- 
quent model changes, name on too much retail paper, ex- 
cessive inventories . . . all these things leave you with only 


“Piggy Bank profits’’ on most of the lines you sell? 


There’s still a big opportunity to make money . . . selling a 
line with a full 40 per cent profit. With American Kitchens, 
the market for steel kitchens, dishwashers and garbage dis- 
posers is wide open. Why be satisfied with ‘‘Piggy Bank 


profits” when you can hit the Jack Pot by selling American 





LOOK AT THE FIGURES.....IT’S EASY 
TO SEE WHAT YOU SHOULD BE SELLING 


TODAY 


SATURATION OPPORTUNITY 


l 
3%|__ 


| 
4%[___DISPOSERS 96% 
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Kitchens? Yes, you make big 40% profits with American 
Kitchens and the profits you make you keep. Here's why: 
no trade-ins ... no yearly model changes . . . inventory only 
a display ... no money down. . . financing with 3 years to 
pay on FHA insured loans which mean cash to you. American 


Kitchens offer a real opportunity for creative selling. 


Packed with features that women want most, American 
Kitchens are easiest to demonstrate . . . easiest to sell. Only 
American Kitchens offer all these exclusive work -saving fea- 
tures: Smooth rounded contours, seamless one-piece drawers, 
15% larger sink bowl, double action spring hinges on doors, 
concealed door and drawer pulls. And with American Kitch- 
ens you have a complete line to sell . . . wonderful Roto-Tray 
dishwashers, disposers, ventilators, and a full line of acces- 
sories. Act now! Get your share of blue chip kitchen profits! 
Write, wire, or phone to get full details on the American 
Kitchens deal . . . including new hot promotional and prof- 


itable sinks. 


Anerienn Kifehens 


MAKE MORE MONEY FOR YOU 





American Kitchens Division ( [!@o Connersville, Indiang 


Cabinets of steel for lasting appeal 
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@ The Columbia Broadcasting System’s clean-lined 
“Television City”’ in Hollywood, California is the core 
of an anticipated 25-acre, 24-studio expansion of the 
network’s West Coast TV production facilities. Plans 
for future enlargement of the building specify that the 
present walls be easily demountable. Consequently, most 
of the exterior is composed of large, plain, movable steel 
panels and glass walls. 

The sleek lines of the structure manifest the ideas of 
efficiency and flexibility upon which the design was 
based. With such key words as a guide to design, it is 
a foregone conclusion that the most efficient and depend- 
able pipe and tubing should be chosen for the building’s 


‘ 


Meret => 4oYelal-t] +) (-Maltla(-1th 


of the future 


“TELEVISION CITY’—CBS-TV’s West Coast studios reflect 


the efficiency, flexibility and expansibility of their design. 
Architects - Engineers: Pereira & Luckman. General Con- 


tractor: William Simpson Construction Co. 


plumbing and heating systems. NATIONAL Steel Pipe 
got the nod. 

For over 60 years NATIONAL has been the accepted 
standard pipe for conventional hot water and steam 
heating systems, fire control, and plumbing lines. And 
today, it is the first choice, too, for modern radiant 
heating and snow melting installations. Regardless of 
the application, architects know from long experience 
that they can put their complete confidence in the uni- 
form, dependable performance of NATIONAL Pipe. 

Take a tip from the old timers. When you plan your 
next installation, plan on using the best-known pipe in 
the world—U-S‘S NATIONAL Steel Pipe. 


NATIONAL TUBE DIVISION, 
UNITED STATES STEEL CORPORATION, PITTSBURGH, PA. 


COLUMBIA-GENEVA STEEL DIVISION, SAN FRANCISCO, PACIFIC COAST DISTRIBUTORS 
UNITED STATES STEEL EXPORT COMPANY, NEW YORK 


U-S°-S NATIONAL Steel PIPE 
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| SEALS... 


wear in any circulator. They are 


EASIER TO REPLACE 77 the field 
on the 


BIG, RUGGED- 


CIRCULATOR! 


Just 3 Tools are All You Need... 


ge 


Se, OAT Heating: 


awe better with Taco 
TACO HEATERS INCORPORATED 


1160 Cranston Street, Cranston 9, R. I. 
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YRE MENS SHOP 





“Thank that 

J-M quality pipe 
insulation, Bert... 
it’s tops for cold 


water pipes.” 


Condensation drip from cold water pipes can seriously damage 
stored merchandise. To eliminate this hazard and earn the good 
will of your storekeeper customers, just specify Anti-Sweat .. . 
the Johns-Manville quality pipe insulation that is designed to 
prevent sweating and dripping. 


Johns-Manville Anti-Sweat Pipe Insulation is a strong, resili- 
ent, durable material made of pre-shrunk insulating felts and 
waterproofing felts. The waterproofing felts, on the inner and 
outer surfaces of each layer, protect the insulation against mois- 
ture infiltration . . . thus prevent condensation and dripping. J-M 
Anti-Sweat also keeps cold water cold—it’s used for cold and 
ice water service from 45 degrees Fahrenheit and up. 


Johns-Manville products for the plumbing and heating trade 
are carried by leading plumbing and heating wholesalers. For 
further information, write Johns-Manville, Box 60, New York 16, 
New York. In Canada, 199 Bay Street, Toronto 1, Ontario. 






“You sure fixed 


those dripping pipes 
that were damaging 


our stock!” 
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SEND FOR THIS NEW 
24-PAGE CATALOG 
Some of the time-tested J-M 
products covered in this 
catalog are described 
briefly below. 


Insulating Fire Brick for 
building oil burner fireboxes; J-M 85% 

Magnesia Pipe Insulation for top value on 

heated lines to 600F; Fireite* Asbestos Furnace Cement 
for sealing joints in stoves, heaters, ranges, etc.; Pre- 
Shrunk Asbestocel* Pipe Insulation for steam and hot 
water lines; Asbestecel Range Boiler Jackets for insu- 
lating vertical and horizontal hot water boilers; Peck- 
ings and Gaskets for all kinds of plumbing and heating 
applications; Trensite* Asbestos-Cement Pipe for con- 
veying wastes from houses to street sewers or septic 
tanks; for venting domestic gas-burning appliances; and 
for venting soil and waste pipe. 


Write Johns-Manville for your copy of Brochure IN-57A. 














*Reg. U.S. Pat. Of 


i Johns-Manville INSULATIONS 
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FOR BETTER PLUMBING AND HEATING SERVICE 
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Choose Your Sinks 
From This Aliiancé\Vare Array 


SINGLE 
DRAINBOARD 
SINK 
(right & left 
models) 


DOUBLE 


DRAINBOARD 
SINK 
(Double 
Bowl) 


SINGLE BOWL 
FLAT RIM 
SINK 
(With or Without 
Faucet Ledge) 





AllianceWare offers the most complete line of porcelain-on- 
steel sinks, all of which meet Federal specifications. Formed 
from 14 gauge steel . . . enameled with superior wet-process 























SINK & 
TRAY 
COMBINATION 
(42” x 25” 
48” x 25”) 


DOUBLE 
DRAINBOARD 
SINK 
(Single 
Bowl) 


DOUBLE BOWL 
FLAT RIM 
SINK 
(With or Without 
Faucet Ledge) 


poqncese” 


porcelain enamel . . . these sinks are smooth, stainproof, 


and chip resistant . . . easily cleaned without the use of 


abrasive cleaning compounds. Several models are designed 


for cabinet installation—two models for leg installation, if 
desired. Flat rim sinks may be installed with plastic or tile 
drainboards and AllianceWare stainless steel frames. Write 


for complete information, 


ALLIANCEWARE, INC. « Alliance, Ohio 
Bathtubs + Lavatories + Closets « Sinks 


Plants in Alliance, Ohio, and Colton, California 








Shopping with D. E. 





(Continued from page 162) 


insulation lines the cabinet. A sin- 
gle front cover simplifies service 
access. Connections of the all-cop- 
per shell-and-tube condenser are 
on the outside of the shell. The 
large condensing surface is design- 
ed so that moderate pressures are 
maintained even with higher tem- 
perature water. 

Manufacturer: Typhoon’ Air 
Conditioning Co., Inc., 794 Union 
St., Brooklyn 15, N. Y. 


Gas Incinerator 

Bowser has introduced a deluxe 
model gas-fired incinerator with an 
automatic clock dial. The dial set- 


ting will turn on the gas and light 
the burner automatically and shut 
off at the end of the incineration 
period. A thermomagnetic valve 
controls the pilot. The two-bushel 
unit (the Incinor) has a Btu rating 
of 12,000. The dimensions are 23 
by 25% by 34 in. high, with a top 
opening of 17 by 12%. 

Manufacturer: Bowser, Inc., In- 
cineration Div., 4209 Sycamore St., 
Cairo, Ill. 


Year-Around Conditioner 
Worthington has announced a 
new air conditioner that will pro- 
vide year-around comfort from a 
central thermostat. The central sta- 





tion unit is available in 2 and 3-hp 
sizes with either a gas or oil-fired 


furnace. The conditioner provides 
heating, cooling, dehumidification, 
filtering and ventilation. The her- 
metically-sealed compressor is de- 
signed for vibration-less, trouble- 
free operation. The cooling section 
fits into the bottom of the cabinet 
and can be slid in or out for serv- 
icing. The unit is thermally and 
acoustically insulated with alumi- 
num-faced Fiberglas. 

Manufacturer: Worthington 
Corp., Harrison, N. J. 


Conversion Burner 

A new gas conversion burner 
for domestic and light commercial 
heating has been introduced by 
Iron Fireman. The radiant inshot- 
type burner is designed for almost 
any furnace or boiler, but is espe- 
cially adaptable in units intended 
for flange-mounted oil burners. In- 
put Btu ratings may be adjusted 
as low as 60,000 or up to 225,000. 
When used with straight L-P gas, 
the Btu rating is 150,000. A mul- 
tiple disk, stainless steel flame 
spreader is used to provide a high 
temperature combustion zone. A 
high temperature alloy flame re- 
tainer is designed to prevent flame 
lifting regardless of the type of gas. 





Manufacturer: Iron Fireman 


Mfg. Co., 3170 W. 106th St., Cleve- 
land, 11. 


Blower 

Peerless Electric has introduced 
a new backward curve blower for 
either indoor or outdoor use. A 
housing is available for weather 
protection. Features of the unit 
are the spun cone that matches 
the dynamically balanced wheel 





and a heavy, cast iron hub that 
provides total support and assures 
maximum balance. Sizes available 
include a range of from 12% to 
36% in. in all NAFM recom- 
mended sizes. The motor has self- 
limiting horsepower characteris- 
tics. 

Manufacturer: The _ Peerless 
Electric Co., Fan and Blower Div., 
Warren, Ohio. 


Finned Radiation 

A new finned radiation for steam 
and hot water heating has been 
added to the Herman Nelson line by 
American Air Filter. The radiation 
is made in both steel and non-fer- 
rous types. The non-ferrous type 
has aluminum fins on copper tub- 
ing. Interlocking tabs punched at 
the fin corners are designed to 
make the elements more rigid and 

(Please turn to top of page 176) 





Fiberglas Laundry Tub In Table-top Steel Cabinet 


A new Fiberglas laundry tub en- 
cased in a table-top height steel 
cabinet has been announced by 
Modern Water Equipment. A re- 
movable lid provides flush top 
work space and ample storage 
space is at the bottom of the cab- 
inet, reached through a door. The 
plastic tub is 17 by 2334 by 153¢-in. 
deep and holds 21 gals. of water. A 
chromium-plated overflow pipe fits 
into the drain to act as an addi- 
tional drain while the tub is filled. 
The cabinet is 19 by 29 by 351%4-in. 
high. The unit is available with or 
without fittings. 

Manufacturer: 


Modern 
168 


Water 





Equipment Co., Box 175, West Chi- 
cago, Ill. 





































\ 


In indi 
wherev 
medius 
Ventils 
offers ; 


1 


. >» 



























t., Cleve. 


itroduced 
lower for 
r use. A 
weather 
the unit 
matches 
d wheel 





ub that 
assures 
vailable 
12% to 
recom- 
as self- 
acteris- 


-eerless 
er Div., 


r steam 
s been 
line by 
diation 
n-fer- 
is type 
r tub- 
hed at 
ied to 
id and 
176) 


et 





DOMESTIC ENGINEERING 





igne, 1954 





INDUSTRIAL PLANTS 


SCHOOLS 
















Quiet; Compact Westinghouse 
Ventilating Sets are Seven Ways Better! 


In industrial plants, schools, hospitals, public buildings— S Weatherproof covers that keep these units dry and 


wherever quiet, low-cost, reliable ventilation of small to 

medium areas is required, check the features of Westinghouse 6 
Ventilating Sets before you specify. Only Westinghouse 

offers all seven of these benefits: 


clean when mounted outdoors 


Trouble-free operation that cuts maintenance, permits 


installation in out-of-the-way locations 


7 Exclusive warranty that only Westinghouse-Sturte- 
1 Low power consumption, thanks to wheel designs vant can offer because of undivided equipment 
that combine top efficiency with large capacity responsibility 


2 Simple installation because these compact fan-motor 


’ ; Westinghouse Ventilating Sets are available now either 
units are miserly with space, easy to set up 


direct-connected for volumes from 150 to 3200 cfm, or 
v-belt driven (illustrated above) for volumes from 375 to 
14,400 cfm. Wheel diameters range from 6 to 30 inches 
Ask your Westinghouse-Sturtevant representative for further 
4 Convertible air discharge—as you want it, when you details. Get catalog 1160. Write: Westinghouse Electric 

want it, even after initial installation Corp., Sturtevant Division, Hyde Park, Boston 36, Mass. 


3 Extra-quiet operation because carefully designed in- 
lets give smooth, steady airflow 


WESTINGHOUSE AIR HANDLING 
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An INTERNATIONAL Truck with Service-Utility body is 
a sure way to keep job installation and service call ex- 
penses down. These specialized trucks from INTERNA- 
TIONAL cut operating overhead in three important ways. 


1. The efficiency-designed Service-Utility body 
provides big-capacity, compartmented space for orderly, 
convenient storage of all tools and equipment .. . lets 
you take the workshop to the job — eliminates the added 
mileage and wage costs caused by job-to-shop trips for 
needed items. 


Sm The modern, thrifty Silver Diamond engine that 
powers these INTERNATIONALS saves money on gasoline 


20d WO 


INTERNATIONAL R-110 Series. 115-inch wheelbase. 
77-inch Service-Utility body. GVW ratings, 4,200 to 5,400 Ibs. 


and oil . . . and its rugged all-truck design gives you 
long-life performance at extra-low maintenance costs. 


3. The sturdy, Tough-Job engineered chassis has 
what it takes to take it . . . keeps trucks on the job. 
(Service-Utility bodies are available in 77, 89, and 96- 
inch lengths, for nine truck models of 115, 127, and 134- 
inch wheelbases. GVW ratings, 4,200 to 8,600 Ibs. ) 


INTERNATIONAL ‘Trucks with Service-Utility bodies are 
money-makers, too . . . because they speed up work, help 
repairmen and installers do more jobs per day. Ask your 
INTERNATIONAL Dealer or Branch for complete details. 
Time payments arranged. 


INTERNATIONAL HARVESTER COMPANY ¢ CHICAGO 


International Harvester Builds MCCORMICK® Farm Equipment and FARMALL® Tractors ... Motor Trucks... industrial Power... Refrigerators and Freezers 





Better roads mean a better America 


INTERNATIONAL TRUCKS 


“Standard of the Highway” 





FIG. 337 
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If you’re searching for 


EXTRA PUMP PROFITS 


” It's the sales you don't make that really hurt! If you've 
- been losing pump sales because you didn’t have the right 
og pump at the right price — these two new Goulds pumps are 
going to be mighty welcome discoveries. Better see ‘em 
right away... at your Goulds distributor's. And while 
you're there — let him show you the complete Goulds line 


— for a completely profitable pump business! 


FIG. 3371 
MULTI-STAGE JET PUMP 


Built especially for those extra deep well jobs (up 
to 200 ft.) where higher pressures are required. 
Delivers up to 1175 G.P.H.— may be used for 
single or twin pipe jobs. 2- and 3-stage models, 
in %, 1 and 136 H.P. units. Easy to install. . . easy 
to service, too! 


FIG. 3658 
Yy H.P. DEEP WELL PUMP 


For deep well jobs where pumping level is not more 
than 130 ft. A completely packaged unit, less tank, 
with all famous features of Goulds Jet-0-Matic — 
yet priced for volume sales! Easily installed on 
single or twin pipe systems —capacities up to 670 
gallons per hour! 


See your distributor 
or write Dept. DE-15 
GOULDS PUMPS Inc. 
‘a. Seneca Falls, N.Y. 4 
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Servel A/c Lin 






PRODUCTS! 
MARKETS! 
PROFITS! 






NEW! “Add-on” absorption cooling units for use with existing gas furnaces! 








NEW! Electric package air conditioners in 3-, 5-, and 7'¥-ton capacities | 









NEW! Room air conditioners including /- and /-h.p. sizes plus reverse 








cycde %- and 1-h.p. models. 

















It’s a matter of simple fact! Servel dealers the time-proved absorption units that use 
can tap every segment of the rich and grow- waste heat or steam from any source for 








ing air-conditioning market. cooling. These units are also adaptable for 
For the residential market there is Servel add-on home installation. 
Wonderair All-Year air conditioning. Exclu- Industrial needs for air conditioning, process 





sive absorption principle gas-fired units are cooling, or special problems of temperature 
offered in 2-, 3-, and 5-ton cooling capacities. | or humidity control find a perfect answer in 
Oil-fired units also available. And now, the famous Servel water chillers. 

“cooling only” unit expands the market to Servel dealers are in a position to make the 
include homes with gas furnaces. strongest bid for the business. Write today 
Commercial prospects can be offered new for franchise details. Servel, Inc., Air Con- 
electric package air conditioners, as well as __ ditioning Division, Evansville 20, Indiana. 
















Wonderair Room Air Conditioners ate pape Siypsi ma 


furnace is a prospect! 







for every need! —= 





















Widest range of 
models! Lowest prices! 
Most attractive cabi- 
nets! Quietest opera- 
tion! Check this Servel 
line-up for complete 
market coverage: 


1. Trim /4- and 14-h.p. 











units with exclusive @ | 
pull control. These 
models fit casement or se @ | 
regular windows. on 

‘ New electric package air con- " 
2. Special economy *;- ditioners plus absorption units 
h.p. model for straight give Servel dealers widest selec- 
cooling at lowest cost! tion for commercial prospects. ® 
3. One-dial control 34- ® 


and 1-h.p. models 
equipped to cool, the name to watch 


. ! 
ventilate, exhaust! for great advances in 






pedeey he Yessir ep AIR CONDITIONING- 
cool or heat. Here’s REFRIGERATION 





the line with biggest 
profit potential! 
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ASK YOUR JOBBER F OR. Je 
WHEATLAND PRECISION COUPLINGS 


DEEP CUT-TESTED THREADS THAT GO ON SPEEDILY-INSURE PERFECT GRIP 


@ Clean outside finish 
© Continuous even depth thread 
7eion units | © Deep round chamfer 
tdest selec- - 
a @ Heavy galvanized coating 
@ Pressure tested 


WHEATLAND STEEL PRODUCTS COMPANY 


BANKERS SECURITIES BLDG., PHILADELPHIA 7, PA. 








Ti. Hallmark 
P | Gita Value 


Three thousand four hundred and fifty advertiser, 
agency and publisher members of the Audit Bureau of 
Circulations have a voice in establishing and maintain- 
ing the standards responsible for the recognition of this 
emblem as the Hallmark of Circulation Value. It repre- 
sents the standard of value that these buyers and sellers 
of advertising space have jointly established as measure- 
ment for the circulation of 
printed media. 

The basis for arriving at the 
advertising value of a publica- 
tion is the Bureau’s single defi- 
nition of net paid circulation. 
With this as the standard, the 
circulation records of A.B.C. 
aga = members are audited 

y experienced circulation audi- 
tors. As specified in the Bureau’s 
Bylaws, A.B.C. auditors have 
“access to all books and records.” 

Subscription and renewal 
orders, payments from subscrib- 
ers, paper purchases, postal 
receipts, arrears are among the 


DOMESTIC ENGINEERING 


A.B.C. 


DOMESTIC ENGINEERING 


SEND THE RIGHT MESSAGE 
TO THE RIGHT PEOPLE 
Paid subscriptions and renewals, as 
defined by A.B.C. standards, indi- 
cate an audience that has responded 
to a publication’s editorial 
appeal. With the interests 


of readers thus identified, it 
becomes possible to reach 
specialized groups effectively 
with specialized 
advertising appeals. 





REPORTS—FACTS AS A BASIC MEASURE OF ADVERTISING VALUE 


June. 195, 


publisher’s circulation records that are painstakingly 
checked by auditors and the resulting data are con- 
densed and published in A.B.C. Reports. 

Experienced space buyers use the audited information 
in A.B.C. Reports as a factual basis for their decisions 
in evaluating, comparing and selecting media. The 
FACTS in A.B.C. Reports for business publications 
include: * How much paid circulation 
* How much unpaid distribution * 
Occupational or business breakdown 
of subscribers ¢ Where they are located 
¢ How much subscribers pay * Whether 
or not premiums are used * How many 
subscribers in arrears ¢ What percent- 
age of subscribers renew. 

This publication is a 
member of the Audit Bureau 
of Circulations and is proud 
to display the Hallmark of 
Circulation Value as_ the 
emblem of our cooperation 
with advertisers. Ask for a 
copy of our A.B.C. Report 
and then study it. 
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GAS WALL GAS FLOOR GAS CLOTHES 
HEATERS FURNACES DRYERS 


TEMCO, Imc., NASHVILLE, TENNESSEE 





VALUE 
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(Continued from page 168) 


to create more air flow turbulence. 
Unit ratings without covers range 
from 1,020 to 4,120 Btu/lineal ft and 
from 620 to 2,520 Btu/lineal ft. The 
radiation is offered with flat top, 
slant top or grille covers in 2 to 12 
ft lengths in increments of six in. 
Covers are available for one, two or 
three rows of elements. Joining and 
installation fittings are available. 

Manufacturer: American Air Fil- 
ter Co., Inc., 116 Central Ave., Lou- 
isville 8, Ky. 


Horizontal Furnace 

A new horizontal oil furnace 
that is interchangeable for use with 
gas has been introduced by Certi- 
fied Furnace. Hanger posts are 
provided for suspension mounting, 





and four pipe legs can be fastened 
to couplings at the bottom for set- 
ting on a base. Capacities available 
are 80,000, 110,000, 160,000 and 
210,000 Btu. Casing dimensions 
range from 20 by 28 by 62 in. to 
30 by 30 by 62 in. All models have 
refractory combustion chambers, 
air filters and belt-driven blowers. 
The unit is factory assembled. 
Manufacturer: Certified Furnace 
Corp., 10 Cole St., Trenton 8, N. J. 


Heating & Cooling Blower 

A new furnace and air condition- 
ing blower announced by Viking 
features a new off-center disk 
wheel. The single wheel has un- 
obstructed blade width. The disk 





is placed off-center toward the mo- 
tor at almost the exact aerody- 
namic center, to provide high 
wheel efficiency. The blower de- 
livers 1,000 cfm of air at .62 static 
pressure, a performance designed 
for furnaces with Btu ratings up 


to 85,000. The motor, in a tripod 
bracket, is nested into the wheel 
to extend a maximum of one in. 
beyond the housing side. Lock-on 
feet permit any of the four stand- 
ard installation positions with the 
same feet. 

Manufacturer: Viking Air Con- 
ditioning Div., The National Radi- 
ator Co., 5601 Walworth Ave., 
Cleveland 2. 


Pilot Burner 

A new pilot burner and generator 
for heating equipment has been 
designed to eliminate the problem 
of dust and lint. The General Con- 
trols unit takes air past the flame 
to burn it, thereby leaving the in- 
take air clean and free of airborne 
particles. Added protection against 
plugging is provided by large dia- 
meter pilot and thermopilot flame 
ports. Primary air is mixed with 
gas in the sealed, cool chamber to 
avoid cracking of the gas, making 
a crisp and steady blue pilot flame. 
The pilot generator and the pilot 





burner are available for all General 
Controls thermocouple operated 


safety and self-powered control 
systems. 

Manufacturer: General Controls 
Co., 801 Allen Ave., Glendale 1, 
Calif. 


Room and Water Heater 

A new combination room and 
water heater in both gas and elec- 
tric models has been introduced by 
W.T.M. Company. The gas model 





(the Ripon King) is available with 
either 20 or 30-gal. water heating 
capacities with an 18.5 gal. recov- 
ery capacity at a 100F rise. The 
burner is under the storage tank, 
acting as a space heater by the 
flame heating the inside of the tank 
shell, and water is heated directly. 
Warmed air for room heating is 
drawn from inside an insulated 
channel alongside almost two- 
thirds of the area of the storage 
tank, and discharged from a port 
at the lower edge of the casing. The 
electric model is available with 
single or double heating elements 
in 52, 66 and 82 gal. capacities. A 
140-cfm blower forces air. 
Manufacturer: W.T.M. Mfg. Co., 
Ripon, Wis. END 





Heil Enters Air Conditioning with Horizontal Unit 


Heil has entered the summer air 
conditioning field with a horizontal 
unit that can be used independent- 
ly or in series with a furnace. The 
conditioner may be either sus- 
pended or base mounted, to utilize 
attic or crawl spaces. Switching 
facilities for changing from winter 
to summer use are provided by a 
thermostat and control panel. In- 
ternal water connections are 
shipped ready for hookup to water 
supply and drain. Optional equip- 
ment includes a water tower con- 
version kit for three-ton models. 
The kit is not required for water 


176 





tower operation of two-ton models. 
Two models are available in two- 
ton capacities and two with three- 
ton capacities. 

Manufacturer: The Heil Co., 
3000 W. Montana St., Milwaukee 1. 
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Take just a moment off to review 
the many exclusive advantages of 
cast iron baseboards and you'll 
agree with our headline! 

If there is any merit in genuine 


radiant heating. ..if noiseless opera- 
tion means anything...if cleaner 
heating is important...if warm, 


draftless floors have appeal...if 
compact size and attractive design 
catch women’s eyes...then Weil- 
McLain Snug Baseboards have 
everything to get the order in a hurry! 


EASIER TO SELL BECAUSE 
EASIER TO INSTALL! 

Labor costs money—the less re- 
quired the better your chance of 
putting in a winning bid. You'll be 
surprised at how quick and easy it 
is to install Weil-McLain Snug 
Baseboards—an apprentice can do 
the job. 


Send for Bulletins C-164 and 
MC-152. 


MAKE IT A WEIL-McLAIN JOB 
THROUGHOUT... FOR LONGER LIFE 
«++ OPERATING ECONOMY 

For customer satisfaction which 
makes friends, you can depend always 
on Weil-McLain Boilers. They’re cast 
iron, of course, for longer life and 
trouble-free operation...with extra 
values in every detail of design, 
material and construction. 


For complete information send for 
General Boiler Catalog No. H-161 


WEIL- McLAIN 


BOILERS RADIATORS 





WEIL-McLAIN CAST IRON BASEBOARDS 


ARE EASIER TO SELL... BECAUSE THEY OFFER 
SO MUCH MORE 
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Radiant Heat 


bya backed front emits 

ry percentage of radi- 
pe eat—plus ample con- 
vected heat from rear fins. 


Evenly Distributed Heat 


Uniform temperature from 
floor to ceiling is an impor- 
tant factor in maintaining 
children’s comfort an 
health. 





CAST IRON 
GAS BOILERS 


Weil-McLain makes 
a complete line of 
extra value gas boilers 
for residential, com- 
mercial and industrial 
use. All are tested as 
required by ASME 
Code and are AGA 
approved for all gases. 





Cleaner—Noiseless 


The gentle heat flow from 
Snug Baseboards doesn’t 
create strong air currents 
to stir up dust. Cast iron 
construction eliminates 
expansion noises. 


CAST IRON 
OIL BOILERS 


Built to burn oil with 
top efficiency. Out- 
standing features 
include heat-saving 
back and forth flue 
travel — minimum 
corrosion because 
sections are not face- 

ground- -short tie rods 
for easier erection. 


WEIL: Mc LAIN 









SNUG RADIANT BASEBOARD PANELS 


WEIL-McLAIN COMPANY - Dept. A-64, Michigan City, Indiana 
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GREASE AND FATS 


OIL, GASOLINE AND 
“seq, EXPLOSIVE WASTES 


GLASS, RUBBER AND 
GRINDINGS 






PLASTER AND 


age METALS 
i? f 


THERE IS A 
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The problem of adequate waste disposal is becoming 
more serious every day. A terrific explosion in the 
sewers of the city of Cleveland, the clogging of a stream 
by poisoned fish in The Kalamazoo River Valley, and 
other similar incidents throughout the United States are 
proof of the need for positive waste control. 








The responsibility for providing the proper safeguards 
is in your hands. No new building should be erected 
without adequate methods to intercept all types of 
industrial wastes. No existing building should be per- 
mitted to endanger health or safety through uncontrolled 
dumping of hazardous waste materials. 





Series GA Oil Interceptor 


While the problem is serious, the answer in many cases 
is simple. Josam manufactures a complete range of 
interceptors that will remove almost any hazardous 
waste matter from the drainage before it reaches the 
sewer. Each of these interceptors is a device that has 
been tested and proved through thousands of instal- 
lations ... devices that have paid for themselves many 
times over... devices that you can depend on. 





Series H-40 Series H-20 Series H-70 ge 


Get complete information on this important subje 
A " iad Sediment Interceptor Hair Interceptor Sediment Interceptor 


by returning the coupon printed below today. 


JOSAM MANUFACTURING COMPANY 
DEPT. DE °* MICHIGAN CITY, INDIANA 


Please send information on interception of hazardous wastes. 
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Plumbing Contractor 
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THE IMPERIAL BRASS MANUFACTURING COMPANY 


1231 West Harrison Street, Chicago 7, Illinois 
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FIRST AID to Heating 


REMODELING JOBS 


AEIOA BATS BOOS 


HOW TO USE THIS BOOK 



















































$350 


POSTPAID 
















































































SAVES YOU TIME, ASSURES ACCURACY IN IDENTI- 
FYING AND SIZING INSTALLED CONVECTION 


Every heating man doing remodeling work is _ rating. The new Convector Rating Book solves 
called upon to revamp jobs having existing _ this problem with the greatest of ease. 

convectors. It is vital for him to know the 
ratings of these convectors, either ‘in Btu or 
e.d.r. Normally he has no ready way of iden- 
tifying the convectors or establishing their 


This long awaited book has been designed to 
remove every element of chance from all 
convector jobs. Now it will be possible for 
you to determine quickly, accurately, the 
exact rating of hundreds of types, models and 
Le | makes of convectors. 


DOMESTIC ENGINEERING 
COMPANY 
Book Department 
1801 Prairie Ave., Chicago 16, I. 








send me postpaid 
No matter what size convector may be in- 
volved or who the manufacturer may be the 
new Convector Rating Book will take the 


Convector Rating Book guesswork out of your heating survey. Since 


($3.50 each) you will want to take this book to the job, it 

My (J check [] money order in the amount of $.......... has a flexible but durable cover. 
is enclosed. Diagrams, clear cut illustrations and accur- 
a re ag ate rating charts are used profusely through- 


out to greatly facilitate the use of this book. 


When you follow the simple step-by-step in- 


structions you just can’t go wrong. 
it Is understood that if | am not completely satisfied, | may return 
these refunded. 


books within ten days and full purchase price will be You can’t go wrong either if you order your 


copy of the Convector Rating Book now. 


ei ee a in i dD 
nes age Re ee eee an 








June, 1954 Hane, 1954 DOMESTIC ENGINEERING 








We'll be glad to tell you all about the 


CTION 4 Combustioneer franchise . . . about the 

> complete line... about really good mark- 

—&Y > ups to meet today’s high operating costs 
1k solves a i= ~—..... about merchandising and promotion 
e. ee ' programs tailor-made for your market . . . 
igned to be \ | liberal co-op advertising . . . and most 
vom ell : — ee . ; important, the high quality, dependable 
: , tae products. Write, wire or phone today for 
ible for ke 
. , the complete story. 

sly, the ‘ é . 
fels and 
| be in- 
be the 
ike the 
. Since Low pressure oil High pressure oil Oil furnaces—com- Gas burners with Coal stokers—com- 
job, it burner—adjust oil | burner with Triple | plete, quality line | triple-mix burner | plete line with 
om and air while Velocity Visorhead. with high or low head. Agitating Trans- 


the oil burner is pressure burner mission and Auto- 
operating. matic Respirator 














accur- 


hrough- 
is book. ® 
itep in- | 


The Steel Products Engineering Company 
1357 West Columbia St., Springfield, Ohio 
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NEW 








Appliance Products 





(For plumbing and heating 


Base Cabinet 

A new base cabinet only 12 in. 
wide has been introduced by Re- 
public. The steel unit has two 







shelves and an 180-deg. swing 
door. It is the standard 24% in. 
deep and 34% in. high without a 
counter top. 

Manufacturer: Berger Mfg. Div., 
Republic Steel Corp., 1038 Belden 
Ave., N. E., Canton 5, Ohio. 


Room Air Conditioner 

The new Carrier room air con- 
ditioner for 1954 has a strong, one 
piece casing to permit installation 
in such places as at the top of a 
window. The casing construction 


readily lends itself to suspension 
through windows, walls and tran- 
soms. Adjustable louvers at the 
top of the grille are designed for 
best air flow regulation regardless 


products, turn to page 148) 


of the placement of the conditioner. 
A precision thermostat provides 
automatic temperature control. The 
conditioner is offered in 14, %, % 
and 1 hp sizes. The unit projects 
into the room only to the drapery 
line. 

Manufacturer: Carrier Corp., 300 
S. Geddes St., Syracuse 1, N. Y. 


Corner Wall Cabinet 

A new quarter-round corner 
wall cabinet has been introduced 
by Geneva. The cabinet has two 
adjustable wire shelves and a 90- 
deg. radius door that is curved to 
fit the cabinet front. The door is 
sound-deadened and can swing 





either to right or left. The cabinet 
is 13 by 12% in. and can be con- 


verted to use with base cabinets. 
Manufacturer: Geneva Modern 
Kitchens, Inc., Geneva, III. 


Appliance Pilot 

A new small-size appliance pilot 
has been announced by Robert- 
shaw-Fulton. The unit combines 
the pilot burner and thermocouple 
into one, to insure cool, low input 
standby operation. The unit (the 
Mini-pilot) is non-aerated to keep 
from lint clogging. It has a univer- 
sal orifice designed for all gases. 
The pilot is designed to be easily 


WOT JUNCTION — FLAME RETAINER 











OUTER THERMO ELECTRIC ELEMENT 


INNER THERMO ELECTRIC ELEMENT 


SYssises ssa 


i 
j 
; 


applied to installations where space 
is limited. 

Manufacturer: Robertshaw-Ful- 
ton Controls Co., Robertshaw Ther- 
mostat Div., Youngwood, Pa., and 
Grayson Controls Div., Lynwood, 
Calif. 


Mobile Dishwasher 

A new mobile diswasher with a 
laminated maple top has been an- 
nounced by Hotpoint. The top is 
1% in. thick, 27 in. wide and 2334 
in. deep. The top is flush mounted 
on all sides, and is the same wood 
used for butchers’ work blocks. 
The unit will wash 66 pieces. 

Manufacturer: Hotpoint Co., 
5600 W. Taylor St., Chicago 44. 





Youngstown Announces New Range Vent Hood 


A new kitchen range vent hood 
in three models has been an- 
nounced by Youngstown. A stand- 
ard and two deluxe hoods are 
available in 30, 36, 42 and 48-in. 
sizes, finished in white or copper 
baked enamel. The standard model 
includes wiring, switches and an 
8-in. propellor-type fan. It has a 
straight-line design. Blowers and 
filters for the deluxe units may be 
chosen from several double-wheel 
centrifugal-type models on the 
market. The Aristocrat model has 
a curved front ending in a straight 
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am 
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edge and a scalloped edge is added 
for the Provincial model. 

Manufacturer: Youngstown 
Kitchen Div., Mullins Mfg. Corp., 
Warren, Ohio. 
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Introducing 
BRIDGEPORT’S NEW COPPER WATER TUBE CARTON 


with 5 wmproved features 








1. EASY TO OPEN : 4. EASY TO CARRY 
: aie Convenient handholes 
for safe, sure carrying, 
lifting. 


Quick-opening flaps for easy 
coil removal. No metal fasteners. 





5. EASY TO RESHIP 


Printed shipping label on each 
side for convenience. 





3. EASY TO IDENTIFY : 
Type ond size marked on edge But best of all, inside every new carton is the 


for quick shelf identification. same high-quality Bridgeport Copper Water Tube that is known 
throughout the trade for easy installation and lasting, dependable service. 


HHH 


Leading wholesalers everywhere stock Bridgeport Copper Water Tube 
in a complete size range in both coils and straight lengths. 
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Made by the Producers of Bridgeport Plumbing Brass Goods 
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en) Ff ive Wee | & BERR OD. BB -aDeEe. CPU N FCI 


BRASS 


Bridgepor 
co 
Sales Offices In Principal Cities-Conveniently Located Warehouses. Mills at Bridgeport, Conn., 


Indianapolis, Ind., and Adrian, Mich. In Canada: Noranda Copper and Brass Limited, Montreal 
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They can’t do it! But let ’em hammer the facts 
home to prove to themselves how really tough the 
glass lining of every Permaglas water heater is! 


This ... and the story you have to tell of the rust- 
free, sparkling clean hot water from a Permaglas 
will MAKE SALES time after time. It’s a story of 
lasting dependability... proved only by Permaglas 
in over 2,000,000 homes! 


new, attention- 
getting mobile 
displays 


colorful, informa- 
tive mailing pieces 


Siete ot eee ae 


to break the ermadg las 


glass-lining 


We dare , you 
this GLASS. 


to break 





»Proye,! in over 2000 IPs ie 


We DARE you to write for the proven facts.. 


C OR P OO Bee 


Permaglas Division, ne i. 
International Division, Milwaukee 1 
Licensee in Canada: John Inglis Co., Ltd. 


TERIOR ENAMEL 


Backed by the 
greatest national advertising 
in the industry! 


mats of dealer ads 
written for your lo- 
cal market 





ee see 
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2000 and 1 Ideas... 
. (Continued from bottom of page 147) 


sating contractors who realize the value of fav- 
prable mention in their local newspaper and go 
miter free publicity. They let the editor know 
about store improvements, cooperate in civic af- 


: irs and are on call for interviews for building 
pages and advice on industry problems. Grand 
openings, contests and special merchandising ef- 
forts are other items that these contractors bring 
%o the editor’s attention, to keep their names be- 


fore the public. 


IDEA: Promotions tuned to the holiday moods 
ild ad readership for contractors 
' Christmas, Mother’s Day, Easter and New 
Year’s . . . they all offer the contractor a chance 
to tie in his merchandising with a neighborly 
8 eeting. Hildeman’s in Chicago Heights, IIl., for 
lexample, says to Christmas shoppers—“Give the 
gifts that keep on giving!” Ewing of Chicago dis- 
tributes a Christmas card that doubles as a recipe 
book. DeCamp & Sons, Neligh, Neb., uses the New 
Year’s Day football games in an institutional ad- 
vertisement calling for a year of good will and 


sneighborliness. 


IDEA: Brochures tell customers the plumbing 
d heating sales story 

| Colorful brochures that contain a lot of helpful 

information for customers and prospects can do a 

good selling job for plumbing and heating con- 


' tractors. 


The Knab Co. of Milwaukee points out the bene- 
fits of radiant heating in a colorful brochure 


i which shows on the front cover a typical home 


scene of a family enjoying the comforts of mod- 
ern heating. The story of radiant heating and 
Knab Company’s services are told inside. Watt 
Plumbing of Tulsa, Okla., uses a form letter for 
the cover that invites the prospect in for a visit 
and includes prominent identification of the firm. 
Harris Bros. of Minneapolis features automatic 
home laundry equipment in a booklet that spar- 
kles throughout. Christner Plumbing of Rich- 
mond, Calif., spurs sales of water systems through 
another informative brochure. 


IDEA: lowa contractor finds life in his displays 
puts life in his business 
Arch Cummings, Clinton Plumbing and Heat- 


, ing in Clinton, Iowa, believes the best way to show 
| a product is under the living conditions in which it 


will be used. For example, he puts human interest 


‘into his bathroom displays by using mannequins 
fF and non-plumbing props such as hampers, toilet- 
‘Ties, etc. to achieve a real-life atmosphere. Variety 


(Please turn to top of page 187) 
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Get Into Tight Spots at 
a Profit—With a Sherman 
Power Digger! 


Here’s real proof of the compactness and maneuverability 
of the Sherman Power Digger! The job: Dig a 6 foot 
deep machine foundation hole 10 feet square in a working 
area only 20 feet square, with overhead beams and lights 
reducing the ceiling limit to less than 10 feet in some spots. 

The floor was 8 to 10 inches of concrete, reinforced with 
V4 inch steel rod. It was broken up with air tools, then 
loaded into a dump truck by the digger. Manual loading 
would have been difficult because of the reinforcing rods, 
but these presented no problem when loaded mechanically. 

Digging and loading took less than four hours, in spite 
of the limited maneuvering area. Estimated time for hand 
labor: Three men working about 2!/, days! 

If you now excavate by hand, or if your heavier power 
equipment cannot work in tight spots, you'll profit with a 
Sherman Power Digger. It’s compact, flexible, fast, easy 
to operate. It costs little to buy, less to maintain, quickly 
pays for itself. For the whole story, write today for 
Bulletin No. 54-V. 


e Designed, Engineered and 

Patent No. 2,303,852 Manufactured Jointly by 

Sane SHERMAN PRODUCTS, Inc. 
ieee Royal Oak, Michigan 


WAIN-ROY CORPORATION 
Hubbardston, Mass. 


PRODUCTS, INC. 
ROYAL OAK, MICHIGAN 
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Place Your Advance 


Reservation NOW... 


for the next annual 


(1955) edition of 
DOMESTIC ENGINEERING 
CATALOG DIRECTORY 


Due to the current 1954 DOMESTIC ENGINEER- 
ING CATALOG DIRECTORY being oversub- 
scribed two months after it was published, we now 
find it necessary to predetermine our total distribu- 
tion on future editions a year in advance in order 
to have sufficient copies to fill all paid subscriptions 
during the ensuing year. 


We can’t help but feel that you are like the many 
thousands of DOMESTIC ENGINEERING CATA- 
LOG DIRECTORY subscribers who find this 
Buyers’ and Specifiers’ Guide invaluable and that 
you, too, will want to be sure of receiving each new 
succeeding annual edition. 


Since production costs, handling, postage and other 
expenses may make it necessary for us to increase 
our subscription rates next year, placing your order 
now will protect you from any such increased rates. 


Return the special Advance Reservation form 
below, today, so we can place you on our list to re- 
ceive the DOMESTIC ENGINEERING CATALOG 
DIRECTORY service on a continuous basis. 


Advance RESERVAT 


June, 1954 








os 


You will be interested to know that the buying and 
specifying information in each succeeding edition 
contains better than 30 per cent new product in- 
formation and as much as 40 to 50 per cent revision 
throughout the entire volume. 


To KEEP YOUR BUYING AND SPECIFYING 
DATA UP-TO-DATE, be sure you get the new edi- 
tion of DOMESTIC ENGINEERING CATALOG 
DIRECTORY every year! 


ION FORM 





PLEASE CHECK 





YES . . . Place my name on your list for continuous service to DOMESTIC ENGINEERING | your BUSINESS 
CATALOG DIRECTORY for 1955 CLASSIFICATION 
Wholesoler ......... Oo 
C | would like to take advantage of the current low rate. | enclose my check for $10. Engineer a 
onsulting ....... 0 
Send invoice () By return mail C Check here, if you would like information on the 3 year y =~ oe 4 
€ When | receive 1955 Edition money saving rates. Contractor ....... 5 
I Us atl gla a Liew bik atl els nee Role a EE Ris see Sec deeawedwe rea Gente tCS a ' “ee 0 
Federal ........ 0 
PONE bax Soi tye eed baa haba ad bode sa tebe Feadan Se ND 53 agus ine ook ecak ts cytk a teuess were ae... * 
OND AT TOI oS sia indo ono e vinbe wh.05s soe bep ee seco deensdsousac BEET i in inh a tRw isi wining y bala obo baw cals on ll ary ; : 2 
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(Continued from bottom of page 185) 
also is important in keeping public interest, says 
Cummings. He changes the displays about every 
three weeks to depict various family scenes 
around his products. 


IDEA: Attractive letterheads help contractors’ 
in making a good "first impression.” 


Salesmen know the value of a good first appear- 
ance. In many cases, a contractor’s letterhead is 
both a sales message and a first appearance. Evi- 
dence of the importance of a good letterhead is 
shown by the variety of colorful and distinctive 
letterheads used by contractors. Some contractors 
use a symbolic plumbing or heating figure to iden- 
tify themselves. Others use a formal type ar- 
rangement to indicate reliability. Many use color 
to brighten the letter. But all have ideas and 
suggestions to make letterheads sell. 


IDEA: Washington firm finds prospects for water 
systems at farm shows 


Nothing makes a contractor more happy than 
seeing several thousand water system prospects 
at one spot at one time. That’s what happens at 
farm shows throughout the country. The Powell 
Plumbing and Heating Co., Colfax, Wash., is one 
firm that takes advantage of farm shows. It sets 
up an operating water system to demonstrate the 
advantages of water under pressure. The show- 
manship inherent in an operating display draws 
big crowds from the midway. 


IDEA: Pictures of the past build future business 
for Zien of Milwaukee 


The Zien Co., Milwaukee, builds its future up- 
on its past. That’s the way it explains the use of 
a stereopticon viewer to show prospects complete 
kitchens the firm has installed for satisfied cus- 


| tomers. The colored slides of previous jobs crys- 





tallize the customers thinking about kitchens and 
build confidence in Zien’s craftsmanship. The 
photographs can be shown in the prospect’s home 
or in the showroom with equal effectiveness. 


IDEA: Customers don't forget contractors 
who label what they sell 


A contractor with a business eye on the future 
hever misses an opportunity to keep his name be- 
fore the public. That’s why most contractors at- 
tach a label with their name and address to each 
of their installations. This brings in service calls 
which, in turn, keep the customer a prospect for 
other sales, Jacot Plumbing, Los Angeles, explains 
its labelling in a letter, reading: “Plumbing prob- 
lems seldom give warning. You will find it wise 
to place my sticker on your water heater; it will 
save time and expense should an emergency arise. 
A friendly neighbor policy serving my community 
is the way I have built my business.” 
(Please turn to top of page 188) 


MALLEABLE IRON 

FITTINGS GET AND 
HOLD A BULLDOG GRIP ON 
PLASTIC OR STEEL PIPE 










Eleven different 


NUT 












NEOPRENE 
RUBBER 
GASKET 




















































types, more 
than 100 
different sizes, 
VY." through 2”. 





CLUTCH 
RING “J 


CHE oa 
WALL 








Patent 
Applied 





s section view of typical Telsco Fitting above shows 
how teeth of Clutch Ring (Patent applied for) bite into 
and grip pipe when nut is drawn up. The Neoprene Rub- 
ber Gasket, under pressure from the Clutch Ring on one 
end and the fitting body on the other, completely seals 
the connection against fluid leaks. 

Telsco Fittings are tested to hold at traction forces ranging 
from 1,450 to 3,600 Ibs. They hold at hydrastatic forces 
ranging from 450 p.s.i. (on 2” pipe) to 8,250 p.s.i. (on 
2” pipe). 
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Standard Packaging fruatable in 


The six most popular Telsco Fittings Couplings (Long and Short), Adapters, 
are available in conveniently labeled 90° Elbows, Tees, Fitting Reducers, 
standard packages that make storage, Fitting Increasers and Metal Stiffeners 
identification and inventorying quick for use with Plastic Pipe 
and easy. 

SL 


| Literature 


Telsco Fittings are available from 


plumbing supply jobbers in most prin- Complete information about Telsco 
cipal cities. The name of the jobber Fittings: Ask for your copy of Price 
nearest you will be promptly furnished List C, just off the press. 


on request. 


TELSCO FITTINGS DIVISION 


5421 REDFIELD STREET, DALLAS 19, TEXAS 
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MAN’S QUEST FOR 
DEPENDABLE HEAT 















Primitive Man 
cherished fire as it 
provided him with heat 
and comfort. But despite 
his care, accidents sometimes - 
extinguished the flame. 
Being unable to produce fire, 
he might be without it for 
months or even years. 





It's no wonder then, that the 

man who found and brought 
back fire produced by lightning, 
or some other natural means, 
was hailed as a hero and 

often made chief of the tribe. 





Man has come a long way 
since those early times in 
insuring his comfort. Yet, 
even today, dependability 
of heating equipment f 
is vital. 


y 





dt 
, 


YOU GET 
DEPENDABLE 
HEAT WITH 


LTE Way 


THE 
WORLD'S FINEST 
OIL BURNER 





THE 
vA" Nu Way (ole) 110) F Wale). 


ROCK ISLAND, ILLINOIS 
Sold through jobbers and distributors 
The adopted standard on leading furnaces and boilers 


Automatic Oil Heat Exciusively Since 192] 
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(Continued from bottom of page 187) 
A friendly neighbor policy of serving my com- 
munity is the way I have built my business.” 


| IDEA: Sports are healthy ...healthy for 


the contractor's community and business 

Sports offer an opportunity to combine public 
relations with advertising—and have some fun 
thrown in. Many contractors sponsor baseball or 
basketball teams made up of local youths. For the 
expenditures for uniforms and entry fees, the 
contractor makes his name familiar to a large 
segment of the community and builds a reputation 
for interest in youth activities. Contractors like 
Goodwin of Jacksonville, Fla., Curran of Chicago 
and Beltz of Detroit also report that it’s a big 
thrill backing a team of their own. 


IDEA: Contractors climb aboard the "Welcome 
Wagon" to get new customers 


The “Welcome Wagon” is rapidly becoming an 
American institution. Plumbing and heating con- 


tractors have become a regular passenger aboard 


this wagon which presents new neighbors with 
gift certificates. One such contractor is Watt 
Plumbing and Air Conditioning, Tulsa, Okla. Watt 
sends newcomers in the community a letter out- 
lining his services and years of experience. To 
make a permanent impression and to get the new- 
comer into his store, Watt also gives a certificate 
for a small gift. 


IDEA: Braconier puts the spotlight on his 
merchandise with a touch of glamor 


Braconier Co., Denver, Colo., does for plumb- 
ing and heating products what Tiffany did for 


_ jewelry and Ziegfeld did for girls. It glorifies them. 
| Each product in the Braconier showroom is given 
| a highly individual setting designed to highlight 





the beauty of the product. One such display sur- 
rounds a water heater with baskets of flowers. The 
display is spotlighted at night to focus attention 
on one product at a time. 


IDEA: Here's the answer for those "I'm from 
Missouri" prospects 

For those “doubting Thomases” Lombardi- 
Brooks of Kirkwood, Mo., has the answer. It’s 
“come and see for yourself.” A firm believer in 
demonstrations, Lombardi-Brooks offers, for ex- 
ample, a free laundry clinic to show what auto- 
matic washers can do for the family wash. Two 
lectures are scheduled each day and are followed 
by a laundering display . . . a dirty clothes-to-clean 


| clothes demonstration that carries housewife at- 


tention from washer to dryer to ironer. The magic 
of modern laundering must be seen to be appre- 


| ciated, says Lombardi-Brooks, who have made 


(Please turn to top of page 191) 
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THIS 
MAN 
LIKES 


K FITTINGS 













































The photograph was taken in 
a large hospital building. We asked the piping foreman and 


Xocledie WNIVERSAL’ 
his crew how “K” Fittings compare with other makes. They 


e 
said they preferred “K” Fittings for several reasons: oil tank gauge saves you money 
1. K’s are easy to start and avoid thread damage because 


i e ° 
of the chamfered entrances. on All installations 


2. K’s run on quickly and make tight joints because of 

the clean, full threads. STOCK ONLY ONE GAUGE! It’s weatherproof ... ideal 
for both indoor and outdoor service. Newly improved 
construction provides long, trouble-free operation. 
Saves you money two ways: in reduced inventory, 
and in lower maintenance costs. 





3. K’s stand the gaff because the sound, uniform walls 
do not crack under strain. 

These are the features of “K” Fittings which save work- 

men time and grief. And they are the features to which we 


give special attention in our manufacturing and inspecting ELIMINATE NUISANCE CALLS. New type plastic head is 

procedures. hermetically sealed ... makes it absolutely leakproof, 
So we say that “K” on a pipe fitting is our guarantee and dustproof and shockproof. Pressure-tight, too. 

your safeguard. oaks NO FUMES OR SEEPAGE. There are no holes in the 
It’s smart to get fittings from distributors who handle the ROCHESTER UNIVERSAL Oil Tank Gauge. A 

Kuhns line—the precision-made fittings identified by the permanent magnet transmits float-arm action from 

“K” trade-mark. tank to indicator. 









EASY-TO-READ “‘DUAL-DIAL” saves time and effort in 
checking and filling tanks. 


P l P E F { T T i N G 5 EASY TO INSTALL and stocked by lead- 


CAST IRON AND MALLEABLE 
3,000 Shapes and Sizes 


Catalog upon official request 











ing wholesalers everywhere for all 
standard oil burner storage tanks. 
Underwriters’ approved. Rochester 
Manufacturing Co., Inc., 19 Rock- 
wood Street, Rochester 10, N. Y. 






= 


THE 
KUHNS 


BROTHERS in Day 
COMPANY Ange 
1801 McCALL ST. akland, Calif. cr 


en MANUFACTURING COMPANY, INC. 


Established 1887 ye : DIAL THERMOMETERS GAUGES AMMETERS 



















































(3 ® 
when you discover he MLOLLCO) 


Series 150-E 
TEMPERATURE 
CONTROL 
a gives YOU... 
ACCURATE CONTROL 


DEPENDABLE PERFORMANCE " 
ata LOW COST 








It is a self-actuated, completely automatic modulating control valve 
— for any heating or cooling application using steam, water, or 
other heat transfer fluids. Available in sizes and temperature range. 
for all operations...and, remember, only the Sterlco Series 150-E 


MOUNTS AND OPERATES IN ANY POSITION 





AT ANY 


ANGLE 
® 


DOWN 


THERMOTROL 


Rugged, dependable, au- 
tomatic, individual radia- 
tor temperature control. 
Easily set to desired tem- 
perature—maintains it by 
modulating the flow of 
steam or hot water to the 
radiator in balance with 
air temperature. Self con- 
tained — easily installed 
without wiring or external connections. 

Adaptable to Zone Control in Radiant Heat Systems — ask for details. 


STEAM HEATING is MODERN, 
EFFICIENT and DEPENDABLE 
Sterleo Products Distributed through 
LEADING HEATING and PLUMBING WHOLESALERS 


STERLING, INC. 


3734 N. Holton St 





Milwaukee 12, Wisconsin 
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SAVE HOURS, CUT COSTS 
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GREENLEE PIPE PUSHER 





Here’s the quick, simple way to install undergrousd 


pipe. With a Greenree Hydraulic Pipe Pusher ome man 
pushes pipe under streets, walks, tracks, lawns, floors and 
Cuts job time to a fraction. . 


other obstacles. - no costly 


tearing up of paving . . . eliminates extensive ditching, as 

just a short trench accommodates the Pusher. No tedious 

tunneling, back-filling, tamping or re-paving. Greatly 

reduce job time, reduce costs with the GreeNniteE which 

often pays for itself on the first few jobs. Compact, portable, 
powerful. Get facts today. 

| Two sizes to fit the exact needs of 

yours jobs: No. 790, at left, for % to 

4-inch pipe. 6,500 to 40,000 Ibs. 

pushing power. No. 795, lower left, 

for pipe larger than 4-inch, concrete 


sewer pipe, large drainage duces. 
25,000 to 150,000 Ibs. pushing power. 


Power pump at right for extra case 
and speed of operation, 


7 cco 
GREENLEE 








Greenlee timesaving tools for plumbing and heating work . . . Hydraulic Pipe Benders *° 
Tubing Benders * Hydraulic Pipe Pushers * Pipe Bits * Auger Bits * Spiral Screw- 
drivers * Chisels and Many More. Write for details. Greenlee Tool Co., 2366 Twelfth 
Street, Rockford, Hlinois. 
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(Continued from bottom of page 188) 
washing products a steady selling item in their 
store. 


IDEA: Curb service by Sam Heald sells 
plumbing hardware in California 


The housewife buys milk, bread and other 
groceries from mobile stores . . . so, asked Sam 
Heald, Long Beach, Calif., why not sell plumbing 
brass the same way? Heald equipped a small truck 
with a complete line of plumbing hardware, toilet 
seats and even a food waste disposer. Two house- 
to-house salesmen and a driver made up the crew 
and sold $1,000 worth of fixtures in two weeks. 
Many instailation sales followed the small items 
purchases. Heald has found the truck most effec- 
tive in tours through neighborhoods built during 


the war or soon after. 


IDEA: Art for selling's sake makes kitchen 
sales for Illinois contractor 

You can talk your tongue down to a nub with- 
out getting the sales impact of a colored drawing 
illustrating a prospect’s new kitchen. That’s why 
Brown of Lincoln, IIl., employs an artist to sketch 
up professional views of what can be done for 
Mrs. Housewife’s kitchen. The artist projects all 
the beauty and convenience into a full color draw- 
ing of the purposed kitchen . . . curtains, flooring, 
decorations, all carry the prospect into the future 
and sell where word — merely brought 

a “That’s nice. But . 














IDEA: Everything is shop-shape in the work 
areas of these efficient contractors 

Shop procedure is important to the contractor 
who wants to get the utmost value from his space, 
equipment and manpower. The careful arrange- 
ment of the storage facilities at O’Rourke’s in 
Walla Walla, Wash., typifies this attention to 
cost-cutting efficiency. Fitting bins, clearly 
labelled, extend the full height of the wall. 
Bright colors and fluorescent lighting speeds up 
work and reduces accidents. Some contractors, 
like Inland of Chicago, use a monorail system to 
simplify the movement of heavy items in storage 
and shipment. 


IDEA: Variety is the spice of business 

life, Leo of Los Angeles discovers 

“Give the customer what he wants” is a proven 
merchandising axiom. The axiom is based largely 
on giving customers a wide choice of merchandise 
in keeping with taste and budget. Leo of Los 
Angeles shows how to apply this idea in his show- 
room which features four complete kitchens— 
something for everybody in the market. Color, 
price, layout and equipment are varied from dis- 
(Please turn to top of page 195) 
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with combination 


VENTALARM °*GAUGE 


Underwriters’ Approved 





















install instead of three. 





Specify tank depth and opening 


when ordering. 






= 





“BUTTON-LIFT" 
INSTALLATION 


Lifting the button indicator 
draws cork arm up close to main 
shaft for easy installation 


Diya e 
or tHe SAULLY ° GAUGE 


Underwriters’ Approved 






aS 









5 


A modern convenience in every way. 


Big figures, adjustable face, jam-proof 


lever arm, cork float. Accurate serv- 


ice-free operation. 


Specify fank depth 
when ordering, 





The famous whistling tank fill signal and 
easy reading gauge in one money-saving 
unit. Goes on tank as integral part of 
vent pipe. Signal case takes the place 


and saves cost of reducer bushing. One 
less tank opening needed. One item to 

















Aa 


















7 and the famous 
VENTALARA . 


1 m MG US Pal OFF 


WHISTLING TANK FILL SIGNAL 


Accurate fuel oil delivery without 
home entry. Truly automotic fills for 
the louseholder. Makes oil supply as 
clean and convenient as any other fuel. 


A variety of models for 
new and old tanks. 





Scully Products are manufactured under U.S. 
and foreign patents or patents pending. 








See your regular Supply House. 





“Just fill while 
the whistle blows.” 

















| | SCULLY SIGNAL COMPANY 
“174 Groen St., Melrose 76, Mass. {UT | 
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ness—get away from you! The Domestic Engi- 

neering Modernization Sales Kit will get you 
more than your share of the immense remodeling 
market which exists in your own community. 


) ale let that big-profit work—remodeling busi- 


One contractor-dealer said that he got more than 
$60,000 worth of plus business from the Modernization 
Sales Kit alone. That’s just what it is designed to do— 
increase your volume, strengthen your net profit per 
job, and establish you in your community as a leader 
and a good firm to deal with. You need the Moderniza- 
tion Sales Kit to do this in the easiest and most efficient 
way. 


Your own advertising manager 


Actually, the Modernization Sales Kit performs the 
functions of an advertising-sales promotion manager 
for you. It is a constant and fertile source of sound, 
sparkling ideas which build a reputation for you in 
your community as a modern merchandiser and a 
civic leader. If you had to pay someone else to create 
this material it would cost you several thousand dol- 
lars. It has taken Domestic Engineering thousands of 
man-hours to produce it for you. 


Key item in the kit is the Modernization Timetable 
—a week-by-week calendar of advertising and pro- 
motional activities for you to follow, covering all 
phases of your remodeling sales campaign. The sched- 
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PROFITS? 
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RALES KIT 


/ 







ION 





ule was set up based upon the proven operations of 
the nation’s most successful contractor-dealers and is 
actually tested in fact. All of the promotional material 
is tied in with the Timetable to make it easy for you 
to emphasize certain merchandise all ways during 
seasonal selling peaks. 


Yours at cost 


With competition as keen as it is for this vast re- 
modeling market, you just can’t afford not to get this 
indispensable selling program. The cost, $15 for the 
entire year’s campaign, is set by Domestic Engineer- 
ing purely as a non-profit contribution to our industry. 
Put the Modernization Sales Kit to work for you to- 
day! 
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Material in the Modernization Sales Kit comprises 
250 different pieces of advertising and sales promo- 
tional items—an entire year’s merchandising campaign 
—designed to get you plumbing, heating, air condition- 
ing and appliance remodeling business in your com- 
munity. It sells more than merchandise—it sells the 
basic ideas which will make people want to buy your 





MANUALS to educate you and your employees with a 
complete basic course in the finer points of making more 
remodeling sales. Where to find the prospects, how to 
close them, plans, finance, are all covered in detail. 


POSTERS with traffic-appeal to add selling impact to your 
walls and windows. Colorful and impressively designed, 
you can use these to tie in with your own seasonal pro- 
motions to build and keep interest alive. 


MANUFACTURERS AND WHOLE- 
SALERS ARE USING THIS SALES 
KIT TO STIMULATE VOLUME 


If your organization cares about increasing the sales 
of plumbing, heating, air conditioning or appliances 
among contractor-dealers, the Modernization Sales 
Kit will fit ideally into your merchandising program 
at little cost. Manufacturers and wholesalers are 
ordering them for key dealers, and are using the 
material as background for intensive sales campaigns. 
Order yours now and reap the harvest of this profit- 
stimulating program. Quantity discounts are allowed. 





DOMESTIC ENGINEERING 


ye REMODELING IS BOOMING! 
Here’s what you need now fo get 
your share of these big profits 


products, your service, your ability. It will help you 
win the battle of ideas in your local market and give 
you the jump on competition because each piece is 
specifically tailored to your own individual selling 
problems and the buying habits of your trading area. 
All these things you can do with the help of the Mod- 
ernization Sales Kit. 





attract customers to your store. All are complete with 
copy and art work and can be tailored to your own local 
conditions and lines of merchandise you have. 





DIRECT MAIL in the form of illustrated sales letters and 
jumbo postcards will reach your prospects wherever they 
are. RADIO COMMERCIALS AND PRESS RELEASES 
will get you publicity throughout your whole trading area. 


1801 PRAIRIE AVE., CHICAGO 16, ILL. 


I tor which I enclose $........0eese08 I understand that I will also 


' 
| 
| Please send me......+++++055 Modernization Sales Kits at $15 each, | 
receive the 2,001 Idea Book, normally sold at $5, free of charge. 


| i \ | EPrerrrererrrrrerer cerererererererrerrrrr errr creer eer ree | 
i COMPANY oc cccccccccccccsccccccccccccccceccceceeseesevecessseos 
PAROMMND coc cccscccccccscesccceveccscnceeseccceresccsscccceoees | 
CITY wccccvccccccccsccscscvcsecs ZONE...++00% STATE... .ccecesees 

O) Centractor-Dealer () Wholesaler O Manufacturer a 
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BiG. DEMAND 


FOR THIS “T”-TYPE SINK FRAME 
FOR EASY, WATERTIGHT 
UNDERLOCKED INSTALLATIONS 


HURTRIM 
Stainless Steel 


DOMESTIC 










Easily 
Under-Locks 
Watertight! 


PATENT NO. 
2502553 






The KINTRIM sink frame is a money-maker 
for wholesalers. Now, dealers can guarantee in- 
stallations that are watertight and gleaming 
bright. The KINTRIM frame is a heavyweight 
stainless steel! Flat %4” face overlaps and seals 
to bowl and covering. Anchors underneath— 
supports bow! solidly! Never “rubs off” smudgy. 


PN Dealers: Order from 
Kintim) 





your wholesaler or 

write us today. Distri- 

K } butor inquiries invited. 
E REG US. PAT OFF. “4 


KINKEAD INDUSTRIES 


INCORPORATED 


HOME OFFICES: 
5860 N. PULASKI RD., CHICAGO 30, ILL. 


FACTORIES: CHICAGO AND LOS ANGELES 





ENGINEERING 


PIPELINE 





BERMICO— 





BERMICO’ 


SEWER AND PERFORATED PIPE 


Bermico builds bigger profits for you because you can 
sell it for so many uses: 





@ Foundation drains 

e Septic tank disposal beds 
e@ Land drainage 

@ Irrigation 


e New house connections 
e New sewage systems 

e Down-spouts 

e Replacements 


For repeated sales turnover and steady profits—plus 
faster, easier, better installations, Bermico is by far 
your best buy. It is root-proof . . . corrosion-proof .. . 
gives water-tight joints without requiring joining 
compound .. . lasts a lifetime . . . comes in all sizes 
from 2- to 6-inch diameter in 8-foot lengths, and with 
a complete line of fittings. 
For complete information, 
write Dept. AB-6 at our Boston office. 





BROWN gary COMPANY, Berlin, New Hampshire 
CORPORATION, La Tuque, Quebec 
General Sales Offices: 150 Causeway Street, Boston 14, Mass. 


Dominion Square Building, Montreal, Quebec 


SOLKA & CELLATE PULPS ° SOLKA-FLOC ° 
NIBROC TOWELS * NIBROC KOWTOWLS + 
BERMICO SEWER PIPE & CONDUIT « 


NIBROC PAPERS 
NIBROC TOILET TISSUE 
ONCO INSOLES + CHEMICALS 
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(Continued from bottom of page 191) 
FITS ay to display. The customer can see everything 
wants and even operate what he wants. That’s | 


he way to get all the customers, not just a few, 
bys Leo. 








A: Dippel doesn't forget the husband 

n he’s selling appliances 
The man of the house has to be sold, too, on big 
ditions to the family kitchen. Usually what he | 
"fants to know is “how does it work?” Dippel of | 
> — Louis has found a way to give an answer with- 
) jut getting into an engineering course. A sim- 
ble cut-away drawing showing the major working 
arts of, say, a refrigerator permits Dippel to trace 
| fhe operation of the unit in a few minutes. The 
Cx. | fustomer doesn’t want particulars, says Dippel, | 
% | fut just general operating principles. And once | 
| he’s got them, Dippel adds, he’ll go along with the 
fe on color and size. 











A: Hamm seasons his selling with a 

ile in Alhambra newspapers 

There’s always a spot for humor in the news- | 
mper reader’s mind. Advertising like L. M. | 
Hamm’s of Alhambra, Calif., attracts attention 
ith a humourous cartoon and selling message. 
Ine cartoon shows a couple in the midst of a do- 
nestic dispute. The caption reads: “A major 
huse of divorce is marriage. Another cause is 
_C. B. H. P. W. (flood caused by husband’s 
lunbing work). Maye we eliminate the second 
puse ?”’ 









3 SHOWER CABINETS 
9 COMBINATIONS! 


LETONE 


Interchangeable Receptors 



































MEA: Telephone directories offer scores 
listing opportunities for contractors | Reduce YOUR INVESTMENT & INVENTORY 
aE Advertising in the classified sections of the | Increase YOUR SELLING ADVANTAGES 


flephone directory is standard procedure for 


you can 
host contractors. Some, however, take extra pre- | Today’s trend is to TILETONE! For here is the popular line 
| utions to assure getting all the business possible. | that offers your customers the many shower cabinet advantages 
; ° . . i j =f yi © imite 2 “lk 
thes ey list their names under every service offered | that you can readily translate into sales! With a limited stock 
at beds W. = p | you give them a choice of the best both in cabinets and receptors 

+Watt of Tulsa, for example, is listed 71 times for | 
ap ines eS aeaiie gs gg ee a style to meet every 


werything from pipe sewer to thermometers. | demand at a price to meet 
bribbens of Butte, Mont., also has a varied listing | every budget! 
;—plus hd takes advantage of manufacturers’ offers for 






















aA sl poperative advertising in the classified sections. 
sf : These contractors don't hide their 
PS entihs ufacturers' light under a bushel 


Manufacturers’ literature is designed to catch 
¢ prospect’s eye and help the contractor’s sell- 
. But many times the eye-catching qualities of | 
e literature is lost because it is carelessly dis- | We repeat: When you make 


yed. Edward J. Doyne makes sure the litera- TILETONE your choice . . 
you give your customers their 








Jampshire fe puts its best foot forward by providing a in alh Hes hie, 
, Quebec feat rack permitting instant selection of a variety 
, Mass. manufacturers’ booklets. A contractor in | 
exas utilizes a binned literature rack in which | 
xc papers [ding material can be inserted neatly, leaving 
ET TissUE fe covers facing the store traffic. END 
‘HEMICALS 
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WITH STERLING’S 





When calls come in for Rough Brass Goods 
specify STERLING! Actually, Sterling's 
Rough Brass Goods are ‘’Rough” in name 
only. All the items are designed to offer you 
more profit and your customers more 
satisfaction. 

















Illustrated: $-49H; $-1400; 
$-1610; $-1644 and the new 
Frost-Free Lawn Faucet 


Sold Through Wholesalers Only 


” Sterling Faucet 
7 


MORGANTOWN « W.VA. 











ROUGH BRASS 





| 


Oil Burner Servicing 


(Continued from bottom of page 146) 


friction to prevent erratic action of the contacts 
(see Fig. 7). 

It would be impossible to discuss in a short 
space all the combustion safety controls of various 
manufacturers. The few illustrations herewith are 
intended to show the basic principles involved as 
simply as possible. 

Fig. 4 illustrates a type control used with several 
of the earlier burners in the field. The electrical 
system is completely line voltage (110 volts). 
Power is brought through the limit control and 
thermostat into the combustion safety control. 


What Happens on a Normal Start? 


On a normal start the stack element will be in 
the cold position, holding its contact open. Cur- 
rent intended for the burner motor, therefore, 
cannot get through at that point; it must pass 
through the lockout resistance. Current to the 
ignition transformer is taken off at another point; 
it does not pass through the resistance. 

The motor current passing through the resist- 
ance causes it to heat. This heats the lockout bi- 
metal (sometimes called the warp) causing it to 
bend to the right. Meanwhile fire has been estab- 
lished, which is soon felt by the stack element. 
This expands, causing the stack contacts to close. 

Once these contacts are closed the line current 
no longer finds it necessary to pass through the 
lockout resistance. It now travels through the 
contacts themselves. The resistance dissipates 
whatever heat it has accumulated during the 
starting cycle. The lockout contacts have not been 
affected. 


How Power Cuts Off 


Now suppose the burner starts without fire, 
whether due to lack of oil, dirty nozzle, or faulty 
ignition. The stack element feels no rise in tem- 
perature, so it does not move the stack contacts. 
Current continues to flow through the resistance, 
warping the lockout bi-meta! to a point where it 
no longer supports the moving part of the lockout 
switch. This part drops, opening the lockout 
switch. All power through the control to the 
burner is cut off. The switch will not come back 
to the operating position by itself; it remains 
locked out until reset by hand. 

One of the reasons combustion safety controls 
have become more complicated is need for more 
sensitive thermostats. In earlier times people con- 
sidered it pretty wonderful that thermostats 
worked at all, even though room temperature 
varied several degrees. But as time went on it 
became necessary to take a lot of bulk out of the 

(Please turn to top of page 199) 
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NEW! @ 100 pages of newly cataloged products. 
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FOOD WASTE 
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With a complete line of efficient, 
dependable, and attractively 
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Don’t you pull 
the boners I did! 


Two embarrassing boners taught me an important 
lesson about gauge glasses. 

My first mistake came when we had just cleaned a 
boiler for one of my best customers. 

Automatically, I slapped the same glass back into 
the gauge that it had come out of. It went in easy, and 
I never thought to check it for chips or cracks. 

That glass failed a few days later. The glass had 
gotten cracked somehow, so I had to make an emer- 
gency call, to put in a new one. 

Then came Boner No. 2! The new glass began to 
leak, too, and I soon found out why. When I installed 
it, 1 must have bumped the edge and chipped it. That 
would never have happened if I'd used Pyrex gauge 
glasses. They’re so tough you have to go out of your 
way to damage them. 

After losing money all the way down the line on 
this simple job, I decided to do two things: 

Always inspect a used gauge glass before putting it 
back in service, and 

Always use Pyrex brand gauge glasses, the toughest 
on the market, to prevent gauge failure and expensive 
emergency calls. 


v CORNING GLASS WORKS 
Corning, New York 


Corning meant nescanch in Glass 
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OPERATING 


The same design 
features that 
make the stand- 
ard Lo-BLAST 
famous for effi- 
ciency ore now 
available in this 
residential size 
burner. 





JO-BLAST 
E/CONOMITE 
rue "MIGHTY MITE” 


OF CONVERSION GAS BURNERS 


Nothing like it on the market! Here, indeed, is an wztterly 
different and better gas burner. Consider these features: 
Power burner design assures perfect combustion, regard- 
less of natural draft conditions—a proved fuel saver— 
safe and efficient for down-draft heating plants. The 
Economite burns so smoothly you can’t tell when it’s 
running—no “pop” when the burner goes on and off. 


Every Economite is factory-tested on gas and shipped 
assembled—fully equipped with fool-proof safetys. Sim- 
plicity of design and durable construction reduce service 
to a minimum. Capacities of 70,000 to 500,000 BTU give 
thorough coverage of the residential field. 








DEALERS! You can make real money on the exclusive sales features of 
the Lo-BLAST Power Gas Conversion Burner. Get the facts write today, 


The Standard 
Lo-BLAST for 
larger installo- 
tions. Capaci- 
ties up to 
20,000,000 
BTU input. 





MID-CONTINENT 
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Oil Burner Servicing 





(Continued from bottom of page 196) 


thermostat so that it would be more sensitive to 
temperature changes. 

By taking the total burner “load” off the ther- 
mostat contacts this could be accomplished. In- 
stead of switching the burner on and off directly 
it would now need only operate a small relay coil. 
It was found efficient to use a very low voltage (12 
to 24 v) in the thermostat circuit. This operating 
voltage would be the product of a small trans- 
former, placed inside the primary control. As you 
can see from Fig. 5 this move added to the com- 
plexity of the wiring in the control. 


Low and High Voltage Is Separated 


Note the dotted line in the illustration. It sepa- 
rates the two voltages completely. You can now 
see that the upper half (low voltage) contains 
practically the same wiring scheme as Fig. 4. The 
stack contacts bypass the lockout resistance, as 
before, when fire is felt by the stack element. If 
no fire is felt the lockout switch drops, cutting off 
the low voltage to the relay, instead of the high 
voltage to the burner. The relay coil is de-ener- 
gized. It releases its clapper, which breaks the 
circuit to the burner. 

Now of course this is a fairly simple primary 
control. Many of the ones encountered by the 
serviceman are much more.complex. He need not 
understand the complete wiring systems of all of 
them, so long as he understands the reasons for 
their operational sequence. It would be wise for 
him to obtain circuit diagrams from each manu- 
facturer, which he can use as he needs them. 

The majority of modern primary controls con- 
tain some sort of ignition cut-off system, either 
electrical or mechanical. In some cases it is timed 
by a stack switch contact, in others by a warp- 
switch timer similar to the safety lockout. 


Lockout Mechanism Is Necessary 


When the control has the ignition cut-off feature 
it must have some type lockout mechanism pre- 
venting it from starting the burner without igni- 
tion. There must be a definite starting position. 
Each control is different in this respect; the mech- 
anism may be purely mechanical, it may be elec- 
trical, or both. Each method requires special study 
of the control itself, with the help of the manu- 
facturers’ circuit drawing and instructions. The 
next chapter in this series will continue the dis- 
cussion of oil burner controls. 

Reprints of the first seven chapters of these 
articles on Oil Heating and Oil Burner Servicing 
are available to subscribers. Address all requests 
to the Editor, 1801 Prairie, Chicago. 





DOMESTIC ENGINEERING 



















Feature The 


EXCLUSIVE 
AIR-O-MATIC 


Valve 
Chamber 


ES aE a BRS 


= with POSITIVE | 








nCIiNG : 


No Cold Radiators. . . 
No Fuel Waste ! 


Priced right and made right 
to insure instant venting on 
hot water heating systems. 

Serves as combination air 

chamber, automatic air 
eliminator and manual 





#500 
COPPER 

AIR-O-MATIC 

VALVE CHAMBER 





















Made In: | air valve. For all types of © 

%0"-Va"-Ya hot water radiators, 
Sizes convectors, baseboard ~ 
radiation and mains for 


ceed one pipe or 
two pipe hot water 
heating systems. 


Installs in seconds — e 
lasts for years. i 
NS 


F.H.A. rane 


, CHROME 
@ Wo. 1 AIR VENT PLATED 
In “se” size only. Serves all types of one 


pipe or two pipe Hot Water heating systems. 






SUREFLOW PRODUCTS ARE PRECISION 
MACHINED FOR DEPENDABILITY 


FREE Write tor colortul, illustrated catalog, rm 
Ing the full line of quality SURE FLOW Products. 


F- Flow BRASS MFG. CO. 
5249 KINGS HIGHWAY 


BROOKLYN, N. Y. 
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REASONS YOU OWE IT 
TO YOURSELF TO TRY 
THIS NEW TOOL 





EASE....-- They are self-feeding! Matching threads on 
pilot and outside diameter do the trick. 


ECONOMY. .. Pilot is replaceable. 


VERSATILITY. . Bit is removable from shank, and shanks are 
available in 32” x 5%", 12 and 18” lengths. 
LONG LiFE...Can be maintained in cutting condition by 
filing on the job, following simple instructions 
which accompany the tool. 
Compare these 4 exclusive “PLANETOR™ 
features to any other bit! 


Order through your favorite jobber—or write 
for further infermation. 


PRICE & RUTZEBECK 


exclusive national distributors 
Post Office Box 30 Hayward, California 


| 
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Florida Contractors Hear Pettigrew 


RetTrr1nG President Joseph C. Pettigrew of the 
NAPC was featured speaker at the 33rd annual 


convention of the Associated Plumbing and 
Heating Contractors of Florida. 
Pettigrew told the convention that while the 


contractors’ first concern should be for the wel- 
fare of the consumer, it is also necessary to make 
a fair profit to maintain their business. 


Lawrence H. Marr, Miami, the association pres- 


ident, in his annual report, said the most signifi- 
cant trend in the plumbing industry today is re- 
placement of the one-bath home with the two-or- 
more bath home as the standard of good living in 
the United States. 


“From coast-to-coast, builders of new homes in 


the medium price range, $15,000 and under, are 
including a second bathroom, often with fixtures 
in color for added appeal to meet the demand of 
buyers, particularly families with small children,” 


Marr said. 


Paul R. Kennedy, Evansville, Ind., regional 


sales manager for Servel Inc., discussed economic 
conditions and the importance of merchandising 
at a convention pane] session. 


“I do not think we face any emergency,” Ken- 


nedy said, referring to the possibilities of a finan- 
cial recession. “There are people who are taking 
advantage of the situation to create a calamity. 
Business is the sum total of the activities of busi- 
ness, industry, newspapers, television and radio. 
We need a little initiative and confidence to move 
ahead. This country is just too great to suffer a 
depression.” 


Merchandising Is Discussed 


In discussing merchandising, Kennedy ob- 


served: 


“Despite radio, television and newspapers 


which soften the market for us, it is still the foot 
soldiers who pound on doors that put us back on 
our feet. 


“We believe the customer has made up his 


mind what he is going to buy when he comes in 
to see us and all that is needed is to let him decide 
the type and name of the equipment he wants.” 


As an instance of continuing business, Kennedy 


pointed out that more than $2,000,000 worth of 
water heaters become obsolete each year. Ob- 
serving that “merchandising begins at home,” 
Kennedy said the construction industry is build- 
ing about a million homes a year. 


“There is nothing wrong with business that a 


few orders won’t cure,” he concluded. 


Accounting is a valuable business tool no one 


can afford to ignore, said William A. Herzog, 
Miami, member of the Florida Institute of Certi- 


(Please turn to top of page 203) 
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eliminate 
inventory 


ONLY ONE 
PUMP CONTROL 





for all 
normal 
range and , 
differential needs 


Think how simple and profitable it is! Instead of 
several different models of water system controls, 
you stock only one... the Penn Series 154. It is 
the one and only pump control that combines 
both narrow and wide differentials in one com- 
pact highly-efficient unit. 


The Penn Series 154 has a 5-lb. differential at 10- 
Ibs, cut-out... a 7-lb. differential at 40-lbs. cut- 
out... anda 10 to 35-lb. differential at 80-lbs. 
cut-out. That’s why this control eliminates the 
need for you to carry more than one model in 
stock. And... it will enable the pump you sell to 
deliver the most water per dollar of electricity. 


Get the full story today! Ask your pump manu- 
facturer, wholesaler or write Penn Controls, Inc., 
Goshen, Indiana. Export Division: 13 E. 40th 
Street, New York 16, N. Y., U.S.A. In Canada: 
Penn Controls Limited, Toronto, Ontario. 


PET fy sen 


FOR HEATING, REFRIGERATION, AIR CONDITIONING 
PUMPS, AIR COMPRESSORS. ENGINES, GAS APPLIANCES 
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SOLD by a GARY PLUMBER 


98 ACRES HOME: 


and an (/y diwsty Shower 


in every one! | 







Builders Are 
BIG BUSINESS 
Sell Them 


ADJUSTO 
Tub and Shower Siateres- 


75% of GARY’S builders specified ADJUSTOS in plumbing 
contracts for large housing projects. And they were sold on the 
idea by a progressive plumber. Why? Because this plumber 
stressed that ADJUSTOS cost less to install and give the builder 
an extra feature for selling or renting his homes. 


Yes, and rent easier too, because 
ADJUSTO is both an Adjustable 
Shower and Tub Filling Spout. 
Costs little more than separate 
tub filler and offers more advan- 
tages than a regular shower be- 
cause it adjusts to any height. 
A beautiful fixture, it complements 
any bathroom. 


HOMES SELL FASTER ... 





MAKES HAPPY HOME OWN- 
ERS ... An ADJUSTO meets 
needs of the entire family. A fine 
needle spray full height shower 
for father, a leisurely tub bath and 
shampoo for mother and it’s ad- 
justable to any height for children. 








ADJUSTO Means More Money for You. 







CLIP AND MAIL TODAY FOR COMPLETE DETAILS 


MILWAUKEE FAUCETS, INC. 
(formerly Milwaukee Flush Valve Co.) 


317 East ey 4 a Dept. C. 
Milwaukee 12, 


NAME srt-ecsauittenndenasetdlbaetegpenescemteneipivait 





FIRM gebdosasecnonsaciscevenastoeentedbeall 
ADDRESS 
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hot water! 
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a 


GAS—Round 


nodels only 


ELECTRIC — Round 


or table t 
models 


can prove it! 


<ePe 


water always. 


' Plus 14 Built-in Quality Features 


WHITE PRODUCTS CORPORATION 
Woter Heoting Specialists Since 1930 
Dept. D-6, Middleville, Michigan 

Export Office: 201 No. Wells St., Chicago 6 






AN EDWARD LAMB ENTERPRISE 





; 


and there are 


6.9% MORE HOT WATER 
than most utility requirements, 
in electric models, he 

White's exclusive Water-Hotter 
baffle diffuses and tempers incoming 
cold water 


FILM OF FLAME 

Single port burner in gas 
Water-Hotters means no 

clogging EVER. ——_ fast 
*‘pick-up”’means PLENT 


\ 
\ 


WATER: 
HOTTER 


WITH yh GLAss 


16 strong selling features 
close sales fast! 


Ue ree 
Le 


Keep customers happy— 
make every one of them a 
booster for more sales. Build 
business that grows! With 
White Water-Hotters you offer 
complete, long-lasting 
satisfaction ... 
16 different ways that you 


ecause 


of hot 


For bigger profits tomorrow, 
write White TODAY! 


AUTOMATIC WATER HEATERS 
c ot Gat 


ATER-HOTTER 
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U ’ 
orders pour in for 


NORMANZ gthhind 


STEEL SHOWER CABINETS 


The flood of 
inquiries that 
comes from nation- 

wide advertising 
means business for 
the dealer who stocks 
Bathking. 














Norman bathking all-steel shower cabinets combine 
many unique features that make them easy to sell. For 
instance: 1. They are priced low enough that you can 
compete in the quality market and still make a profit. 
2. They are easily and quickly installed in either new 
or existing structures. 3. Bathking cabinets have metal 
doors . . . require no curtains . . . a real sales point! 
4. A single model meets all installation needs . . . helps you 
hold your inventory down. 5, All parts are jig-made; 
interchangeable panels for right or left installation; 
two-piece drain may be either caulked or thread connected. 


SOLD ONLY THROUGH RECOGNIZED 
PLUMBING JOBBERS 


Descriptive literature, roughing-in details, dealer helps, 
and name of nearest oe are available on request. 


W. F. Norman SuHeet Merat Mec. Co. 


Dept. DE Nevada, Missouri 
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(Continued from bottom of page 200) 


fied Public Accountants. 

Herzog said that a study of thousands of cases, 
by Judge William Clark, federal district judge 
in New Jersey, showed that at least three quar- 
ters of the nation’s bankruptcies could be avoided 
and that the important factor was the failure to 
keep proper books. 

“Many plumbing contractors report good sales 
but sagging profits,” Herzog said. “The drive 
for high dollar volume is spelling trouble for 
many a contractor who, in reaching for higher 
sales figures through discounts, has seen net 
profits dwindle as higher material costs, taxes, 
wages and overhead nibble away at cash in the 
till. 

“These are times that try a plumbing con- 
tractor’s soul. Instead of concentrating on his 
gross, he should be more concerned with his net. 
In this battle of the profit line, the certified pub- 
lic accountant is a good man to have in your 
corner. It’s part of the CPA’s job to ride herd 
on costs and overhead.” 


A Check List of Business Questions 


Herzog gave a check list of vital business 
questions, suggested by the American Institute 
of Accountants, the national professional society 
of CPAs. 

These are: 

1. Am I taking advantage of legitimate tax 
saving, especially through advance planning? 

2. Is my pricing realistic? Is there any over- 
head or other costs that I haven’t included in my 
pricing? 

3. How does my inventory shape up? 

4. Are my finances under control? 

5. Am I accepting or giving too much credit? 

6. Am I maintaining a proper amount of work- 
ing capital so that I can take advantage of profit- 
able opportunities when they present themselves. 

7. Am I complying with government regula- 
tions? 

8. Have I missed any logical places to shave 
costs and expenses? 

9. Is my insurance coverage adequate? 

10. Generally, is my business in good health? 

In a discussion of financing, R. M. McDanald, 
senior vice president of the First National Bank 
of Miami, reminded his audience that credit is 
based “upon the three Cs—character, capacity 
and capital.” Capacity in management, he said, 
covers merchandising and capital involves both 
accounting and financing. 

A person entering a new business, he said, can 
be expected to have experience in his field, “but 
in general business management he needs the 


(Please turn to top of page 204) 
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SELF 
ALIGNING 


PIPE CUTTER 


for use with power units /s" to 2” 


MAKE THIS TEST YOURSELF: 


FIRST...Use any conventional Pipe Cutter and 
note the time, effort and aligning necessary to 
make a cut. 

THEN... Try the NYE Power Pipe Cutter. 


RESULT... Quicker, easier, no spiraling. 


For more information about Nye Tools inquire 
of your local Supply House or write for Catalog. 


“The Jools You Swear By and Never At” 
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You Create New Appliance Prospects 


MYERS 


WATER SYSTEM 


des 









is 








Look around for other profitable sales possi- 
bilities when you install a new Myers Water 
System. It provides the water capacity and 
pressure necessary to the efficient operation of 
many of today’s wonder appliances—automatic 
laundries, dishwashers, food waste disposers, 
water softeners and automatic hot water 
heaters. The tie-in sale of any one of these 
big-ticket items returns extra sales dollars with 
a minimum of sales expense. 


A new Myers Water System with ample capacity 
for the future opens the way to home improve- 
ments and expansion, too. An extra bathroom 
or a kitchen modernization project offers a 
chance to sell new fixtures and plumbing sup- 
plies—all plus sales for you. 






GET IN TOUCH WITH YOUR 
MYERS DISTRIBUTOR chy 

He will help you setupan l,l. >= ¢ 
aggressive full-line Myers We" 
sales program and plan for 
extra plus-profit sales in allied 

lines. Doing business with him 

is good business. 


MYERS ;y ses 
SYSTEMS 


THE F. E. MYERS & BRO. CO. 






Ashland, Ohio 
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greatest assistance.” 

Since he has not been in finance, McDanald 
advised, the new business man should consult 
a certified public accountant, with three ques- 
tions in mind: 

1. How much should I have in fixed assets— 
tools, office equipment and the like? 

2. What working capital will I require to han- 
dle my projected volume? This, in turn, will 
depend on labor’s costs, suppliers’ terms, required 
inventory and credit terms granted to customers. 

3. What system should I set up for accounting 
control so that I may judge my financial position 
—keep inventory in proper balance, receivables 
in current status, indebtedness readily ascer- 
tainable, cost figures available and profit or loss 
figures determinable periodically? 


Estimates Billion Dollars for Remodeling 


The remodeling market potential was described 
by Frank B. Albury, Miami, secretary of the 
Florida association. He told members: 

“American families will spend an estimated 
billion dollars on home improvements in 1954, 
much of which will go for modernizing out-of- 
date bathrooms and kitchens and installations of 
additional bathrooms and powder rooms for more 
convenient living. 

“A few figures showing the age of existing 
housing in the United States will make clear the 
potential in modernization work for plumbing 
contractors. It is estimated 67 per cent of 48,- 
300,000 dwelling units are more than 20 years 
old. Fifty per cent, or better than 24,000,000 
are more than 30 years old. 

“Any home 15 or more years old stands in 
need of a bathroom and kitchen modernization.” 

Albury said through an open-end mortgage, 
many banks will loan enough additional money to 
finance a home modernization project. A second 
bath or powder room may be installed, as far as 
supply and waste piping and the three fixtures are 
concerned, exclusive of finish, for well under 
$1,000. This would add an average of only $5 to 
monthly mortgage payments. 


Emphasizes Adequate Training 


In another talk, Ben J. Seckinger, district six 
director of NAPC, said emphasis on adequate 
training and preparation has done more than any- 
thing else to lift plumbing from the status of a 
trade to that of a profession. 

“While state and municipal plumbing codes 
may differ from each other in certain minor de- 
tails,” Seckinger said, “they are unanimous in 
specifying that plumbing shall be installed only 
by a properly trained and qualified expert, be- 


(Please turn to top of page 207) 
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SELL 


BETTER-TASTING WATER 


FAUCETS WITH 


SPRING-FLO 


AERATORS 


Millions of faucets have been sold with 
Spring-Flo Aerators...and they’re selling faster than 
ever. Why? Because Spring-Flo delivers 
an aerated stream that does not splash—that washes and 
rinses better—that makes more suds, 


The bubbly stream makes cloudy water crystal clear, 
minimizes chemical odors and tastes and replenishes 
oxygen to make water better tasting. You sell satisfaction 
when you sell a faucet with Spring-Flo, 


ON ALL LEADING MAKES OF FAUCETS 


SPRING-FLO 





CHASE BRASS & COPPER CO. 


AGHNIDES U. 8. PATS, 2.210 646—2.316,8632 
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.. « Beauty 


Gleaming porcelain that 
wears and wears and 
wears ... and looks as 
well as it wears. Always 
retains its glass-like lustre. 


. « e Economy 


Ware designed to fit every 
type installation... afford- 
ing maximum utility and 
dependability. 


. « - Customer 
Satisfaction 
Plumbingware fixtures are 
known the world over for 
their sell-appeal, service 
and all ‘round per- 
formance. 


Write for free catalog 



















PLUMBING 


UMBINGWARE 


MANUEACTURING COMPANY 


FiIxTURES 












Plumbingware Protects 
the Health of the Nation. 


66 West Carroll Avenue 


Chicago 10, Illinois 











AUTOMATIC 
LIGHTING— 
ignites at a 
trigger-touch 


AUTOMATIC 


the stronger the 
trigger squeeze, 

the longer the flame 
AUTOMATIC 
SHUT-OFF— 


release, it's out! 


rHe NEW propane 


TORCH-O-MATIC 


The Propane Torch-o-matic’s exclusive trigger control, 
which automatically ignites the torch, controls the length 
of flame to suit any job requirement, and shuts the 
flame off when the trigger is released, brings new savings 
and safety to soldering, brazing, sweating, and other 
jobs. There’s no waiting to get the job started . . . just 
squeeze the trigger, and you’re ready to go. Pressure 
on the trigger varies flame from a fine, pinpoint 
flame to a full 6-inch long flame. This instant start, 
instant control, save you time on every job. When the 
trigger is released, the flame is out. This means impor- 
tant savings in gas, and greater safety. 



































Easing-up on trigger 
gives pinpoint flame 


Pull on trigger gives 
full flame 





e Write for facts now on this faster, easier, safer 
torch that saves gas, time. Unit connects directly to 
your propane tank—no intermediate valve fittings. 





FLAME CONTROL— 
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THE 


MAGNETIC 
MERCURY 
SWITCH 


. MERCOID’ SENSATHERM” 


This magnetic mercury switch 
® is backed by over thirty years 
of intensive engineering 
research. It is manufactured by 
the leading manufacturer of 
sealed mercury contacts. 


NO SPECIAL ADJUSTMENTS ARE 
REQUIRED IN THE SENSATHERM 


The magnetic mercury switch 
plus other engineered com- 
ponents ELIMINATES INTER- 
NAL HEATER COILS. 


No need to refer to charts for 
cycle adjustments, differential 
adjustments or settings for long 
or short operations. The Sen- 
satherm is factory set for a 
minimum sensitivity of ¥/2°F. 
(plus or minus). Furthermore, 
all essential parts of the 
Sensatherm are hermetically 
sealed and cannot change 
their inherent characteristics, 
therefore remaining constant 
and assuring years of even 
room temperature control. 


Mercoid Sensatherms are available for heating, cooling, air condi- 
tioning and refrigeration applications. 


Write for Catalog 700B 





THE MERCOID CORPORATION 


4201 BELMONT AVE. CHICAGO 41 ILLINOIS. USA 
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cause of the importance from a public health 
standpoint of correctly designed home water 
supply and drainage systems.” 

The journeyman plumber is that expert, he 
said, and the national association in co-operation 
with the United Association of Journeymen and 
Apprentices of the Plumbing and Pipe Fitting 
Industry of the United States and Canada, sees 
that his training and groundwork in fundamen- 
tals are thorough. 


Trends in Air Conditioning 


G. C. Robertson, district manager for Carrier 
Corp., examined trends in the American air con- 
ditioning industry. 

“The plumbing shop of yesterday well may be 
the air conditioning specialist of tomorrow.” 

He advised his audience to decide what equip- 
ment manufacturer they wish to deal with by 
considering the scope of equipment offered, the 
future service offered and the sales program 
planned. 

The room unit air conditioner is the most popu- 
lar form, he added. He estimated during the 
current year 700,000 units would be sold to first- 
time users and 400,000 to second and third-time 
users. In 1951, about 15,000 air conditioning units 
were sold, he said. By 1962, Robertson predicted, 
from one half to four out of every five homes 
will have central station, year-round air condi- 
tioning. 


New Officers Elected 


Association officers elected are Zary W. Den- 
nard, Lakeland, president; Charles M. Hancock, 
St. Petersburg, first vice president; K. C. Jones, 
West Palm Beach, second vice president; Carl 
Hyatt, West Palm Beach, treasurer. The new 
vice president of the six Florida districts are Paul 
J. Eberle, St. Petersburg; J. E. Rambach, Jack- 
sonville; A. C. Littleton, Panama City; A. L. 
Hildebrandt, Miami; Harry Loucks, Orlando, and 
Lewis P. Wood, Fort Lauderdale. 

The women’s auxiliary met concurrently with 
the association members. 

Mrs. Harry Loucks, Orlando, was elected presi- 
dent to succeed Mrs. Frank Webb of Miami. 
Mrs. Webb was elected delegate to the national 
association. 

Other auxiliary officers elected are Mrs. Frank 
Albury, Jr., Miami, first vice president; Mrs. 
Gordon Miller, Orlando, second vice president; 


Mrs. C. M. Hancock, St. Petersburg, third vice | 
president; Mrs. J. B. Forbes, Jr., Miami, record- | 


ing secretary; Mrs. E. M. Grayson, St. Petersburg, 
treasurer, and Mrs. Mabel McAndrews, Tampa, 
historian. END 
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“TES TERE: 
Cast Bronze 
Solder Fittings 


You get the highest quality fittings at no higher cost 
when you buy GENERAL “Testite” Cast Bronze 
solder fittings. GENERAL’S modern manufacturing 
methods, automatic operations, and 100% air-under- 
water “Testite” inspection keep prices low and insure 
perfect performance of every fitting. 

Here are some of the extras you get when you sell 
or specify GENERAL “‘Testite” fittings: uniformly 
high-grade castings . . . smoother inside surfaces that 
reduce turbulence...accurately machined tube sockets 
for precise fits and easier soldering. Available for im- 
mediate shipment. Write for detailed folder. General 
Fittings Co., 118 Georgia Ave., Providence 5, R. I. 





TANKLESS AND INDIRECT 
WATER HEATERS AND HEATING SPECIALTIES 
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The bride was ordering her first ton of coal. 

“Tt comes in different sizes,” the dealer explained. 
“We have egg coal and chestnut coal.” 

“You'd better send the egg coal. I'll be cooking 
eggs oftener than chestnuts.” 

That evening when her husband returned home, she 
greeted him with some pleasing intelligence. “We're 
going to have sponge cake, honey.” 

“How come?” 

“I sponged eggs from Mrs. Clark; I sponged milk 
and flour from Marie Jannin, and the flavoring was 
sponged from the lady in Apartment B.” 

— X-L Couplings — 


Sports Note: In one of our major league baseball 
parks the management enticed many a lady patron into 
a night game by giving each one a fifth of whiskey. By 
the seventh inning all the bags were loaded. 


— X-L Nipples — 
Because you are one of those who takes pride in his 
work, you'll want to use the best materials. In Pipe 


Couplings and Pipe Nipples, that’s just another way 
of saying Wheeling “X-L” brand. There just aren’t 
any finer made; they’re precision engineered to give 
you trouble-free joints all ways. Ask your jobber 
about them. 

— X-L Couplings — 

The drunk repeatedly called the hotel operator. 
“What time does the bar open?” 

She told him, “Eleven A.M.” But he kept calling 
at frequent intervals until she referred the matter to 
the hotel manager. “Give me the ’phone,” he ordered. 
He yelled into the mouthpiece, “We’ve told you the 
bar opens at eleven. But I'll be there, personally, to 
see that you don’t get in.” 

“Who wants to get in?” sneered the drunk. “I want 


to get out.” 
— X-L Nipples — 

From the “X-L” Fictionary: COMIC STRIP—Fat 
guy getting into a bathing suit. 

— X-L Couplings — 

Pipe Couplings and Pipe Nipples are easier to 
handle, easier to find in a hurry, and easier to inven- 
tory when you buy them in packages. We pack Wheel- 
ing ““X-L” Pipe Couplings and Pipe Nipples, in sizes 
from 1%” to 2”, one size to a carton, plainly marked for 
ready identification. Ask your jobber about them! 


— X-L Nipples — 


Poet’s Corner: 
My lady, be wary of Cupid, 
And listen to the lines of this verse; 
To let a fool kiss you is stupid— 
To let a kiss fool you is worse. 
— X-L Couplings — 
Safety Note: “Never hit a pedestrian unless the 
light is with you.” ,.. Quality Note: Always remember 
— X-L Products — 





Every Size and Type PIPE 
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LP-Gas Convention Attracts 3,100 


BREAKING ALL RECORDS, the annual convention 
and trade show of the Liquefied Petroleum Gas 
Assn. attracted 3,100 industry representatives 
during its four-day session in Chicago last month. 

An exhibit of the latest LP-gas appliances and 
equipment covering 45,000 sq ft of display space, 
a speaking program featuring open forums, “grass 
roots” talks by industry leaders and a banquet- 
floor show were the big drawing cards. 

At the opening session, M. L. Trotter, Carolina 
Butane Gas Co., Columbia, S. C., LPGA president, 
cited teamwork as the principal ingredient that 
will assure the industry’s future success and 
progress. 

Speakers included W. F. DeVoe, assistant to 
sales manager, Phillips Petroleum Co., Bartles- 
ville, Okla.; Harold Massey, assistant managing 
director, Gas Appliance Manufacturers Associa- 
tion, New York, N.Y.; Grant Haas, sales manager, 
Rapid Thermogas Co., Des Moines, Ia; K. H. 
Dickson, president, Uregas Service, Moberly, Mo.; 
Sidney L. Stapleton, general manager, Consol- 
idated Gas Co., Atlanta, Ga.; Henry Groppe, de- 
velopment engineer, Monsanto Chemical Co., 
Texas City, Tex.; Tom Ennett, president, Rock- 
ford Propane Gas Co., Rockford, Il.; John Knox 
Smith, sales engineer, Metrogas, Inc., Chicago, 
and Don Lindvall, director of heating, Central 
Illinois Electric & Gas Co., Rockford, II. 

W. R. Sidenfaden, president of Suburban Gas 
Service, Upland, Calif., was elected president of 
the association. 

Other officers elected were A. C. Ferrell, pres- 
ident, A. C. Ferrell Butane Gas Co., Atchison, 
Kas., first vice-president; John McQueen, pres- 
ident, Superior Propane, Ltd., Toronto, Ont., Can., 
second vice-president; A. H. Menuet, chief en- 
gineer, Skelly Oil Co., Kansas City, Mo., treas- 
urer, and Arthur Kreutzer, Chicago, secretary. 
Howard D. White is executive vice-president of 
the association. 

Peter A. Anderson, president, Cargo-Guard 
Co., Portland, Me., announced that he would write 
a check for $5,000 to provide tuitional help for 
students pursuing the course in gas fuel tech- 
nology at Southern Technical Institute if contribu- 
tions of other industry representatives would 
match that amount. Frances Holliday, partner in 
Cumberland Natural Gas Service, Burnside, Ky., 
and chairman of the committee in charge of this 
phase of LPGA’s educational activities, an- 
nounced at the final luncheon that the quota had 
been exceeded. 

The 1955 convention will also be held in Chi- 
cago. It is scheduled for the Conrad Hilton hotel 
May 1-4. 


END 
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Smart Operators 


SPECIFY 
KEYSTONE 












SOLDER FITTINGS FLARED FITTINGS 
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BALANCING VALVES 







DRAINAGE FITTINGS 










Designed by 


CARL OTTO 


For The Low-Cost Home 


VALVES 


Heres Why! 


8, PRECISION FINISH 


Accurate, full depth cup 
) bores; clean, true threads; and 
full, unobstructed waterways 
make Keystone Copperflow 
fittings easier to install and com- 
pletely dependable in service. 
This precision finishing is made 
possible by Copperflow’s more 
rugged designs... which provide 
the greater weight and wall thick- 
ness needed for sound, pressure tight castings and 






Cools in Summer ... Heats in Winter 
Provides Filter-Cleaned Air the Year ’Round 
Nominal sizes: %, 1,1% ton 
Overal] height: 24” 





BROWN 
SAYCE-REET accurate machining. In weight, workmanship and sheer 
MONTUBE worth, Keystone’s complete line gives your customers 


more for their money and saves you time and trouble. 
Tell your favorite jobber you want Keystone 


Copperflow . . . always. 





ONVECTOR | Keystone Copperflow fittings have been rec- 

sci eaamnsits ages “oun | ognized for dependability since their introduction in 
iia 1928. They are backed by the skill and experience 

of three-quarters of a century in casting and finishing 


non-ferrous metals. 


WRITE FOR CATALOG No. 51 


BROWN PRODUCTS COMPANY KEYSTONE BRASS WORKS 
FOREST HILLS NEW YORK ERIE, PENNA., t(j. $A; 


Illustrated Literature on Request 
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} QUICKLY INSTALLED : 
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ig Save man hours— 
Raise profits 


Extra profits can be yours with a KOVEN Trimrad, the 
wonderful 2-way basehoord radiator that saves valuable 
installation time. Trimrad is so quick and easy to install 
im ... the job is finished faster with fewer man hours re- 
\ quired! Engineered by Koven, one of America’s largest 
steel fabricators since 1881, it provides a thoroughly de- 
Awe pendable supply of even, controlled heat from floor to 
ee ceiling. And its space-saving design means more decorat- 
4 
? 





ing freedom... wins praise from ho kers! E 
I's to operate and consistent in performance, Trimrad 





offers more satisfaction for the customer, more profits 
for you! 
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WATERFILM BOILERS, INC. 


@ division of L. 0. KOVEN & BRO., INC. 
36-40 New York Ave., Jersey City 7.N. J. 
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Get Into Remodeling 
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loans. However, the measure has already passed 
the house and will come up again in the Senate. 
The status of the bill at this time, therefore, re- 
mains uncertain.) 

Among other resolutions presented at the con- 
vention were: A request by the Tennessee dele- 
gation that manufacturers be required to install 
anti-syphon or similar safety devices in water 
heaters to eliminate syphoning of water from the 
heater if the water supply line is cut off. This pro- 
posal was referred to the incoming board of di- 
rectors for action. 


Tennessee Offers Resolution 


Another resolution introduced by the Tennessee 
group asked that manufacturers of water closets, 
pedestal urinals and similar fixtures without ex- 
tending outlets below the flanges of the fixtures 
be notified of the health hazard in setting them off- 
center of the roughing-in. The resolution further 
recommends that these fixtures be made with a 
horn extending % in. below the flanges. The reso- 
lution was referred to the standards committee. 

The Trenton (N.J.) Master Plumbers Assn. 
submitted a resolution calling for opposition to 
any further public housing, which was also re- 
ferred to the incoming directors. 

To combat tendencies to relax and ignore sani- 
tation laws and ordinances by local government 
officials, the convention passed a resolution pre- 
sented by the Cincinnati Assn. requesting legal 
action by proper authorities and cooperative effort 
by the industry to enforce and preserve these laws 
for the protection of public health. 

The NAPC also passed a resolution introduced 
by the Plumbing Contractors Assn. of Chicago 
that a committee of five be appointed to formulate 
a National Plumbing Code and submit it to the 
convention for its approval. 

After a long debate, the convention recom- 
mended that a resolution introduced by the Michi- 
gan delegation requesting that the NAPC protest 
the policy of a manufacturer of plumbing fixtures 
to establish consumer prices be referred to the 
board of directors. 


Pettigrew Cites Industry Progress 
Joseph C. Pettigrew, Richmond, Va., retiring 


president of the association, told the convention 
that the progress made by the industry during 
the past year was substantial. “It proves that we 
are a group of businessmen whose main objective 
is to perform a service to the public in the best 
way we know how and to work constantly for 
the improvement of that service.” 

He pointed out that important steps were taken 
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to accomplish three broad objectives: (1) Im- 
prove cooperation within the association itself; 
(2) Strive for better understanding and improved 
relations between the four branches of the indus- 
try, and (3) Work for greater acceptance and ap- 
preciation of the industry by the public. 

He cautioned, however, that there is still much 
to be done and that everyone should continue to 
work toward these goals. 

The National Trade Promotion program (pre- 
viously mentioned) is a realistic program that 
will do much to attain the objectives, Pettigrew 
said. He urged all contractor-dealers to take ad- 
vantage of the educational meetings provided by 
local committees. 


Fight Against Bid Shopping 


In the field of legislation, the association has 
been primarily concerned with the Federal Con- 
struction Contracts Act, Pettigrew said. This leg- 
islation requires general contractors to employ 
qualified mechanical sub-contractors on all fed- 
eral cost-plus contracts. It also requires general 
contractors to name in their bids the mechanical 
sub-contractors whose bids they used and the 
amount of such bids. Under that law, the general 
contractor may award sub-contracts at lower 
prices provided the savings are passed on to the 
Federal Government, which would remove the 
evil of bid shopping. 

Pettigrew urged that all association programs 
be continued and expanded where necessary. In 
concluding his talk, the retiring president said: 

“We have set our sights high in aiming at our 
goal of service to the public and the industry, 
and continued sincere effort on the part of all of 
us is needed to assure greater achievements in 
the future.” 


Reports on Apprenticeship Program 


R. T. Morrill, chairman of the apprenticeship 
committee, reported that an apprenticeship man- 
ual has been prepared and encouraged its use in 
local programs. Such programs are widely needed, 
he pointed out, for the preservation and improve- 
ment of industry standards. 

Reporting on the scholarship program, C. F. 
Smith, chairman of the committee reviewed the 
records of students attending schools under schol- 
arships during the year and requested more par- 
ticipation in the program by members. At present 
nine students are enrolled at Iowa State Univers- 
ity under the scholarship program. 

New officers of the NAPC were named at the 
close of the convention, Heading the association 
in 1954-55 are R. E. Murphy, Chicago, president; 
R. T. Morrill, Beloit, Wis., first vice president, and 
W. S. Peters, Los Angeles, second vice president. 
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Here’s the water heater with every sales feature home- a 
tI owners look for — plenty of low cost hot water, fast, HH 
12, trouble-free performance — and modern, streamlined ++ 
i ? | appearance, What's more, KOVEN Automatic Gas or TT) 
TT Electric Water Heaters are sturdily constructed for longer we 
TI service... assure years of top dependability. Precision ae 
i engineered and completely automatic, they offer a safe, may 
jit efficient ‘round the clock hot water supply. That’s why m@ 
yaa they’re so easy to sell... so wonderful to own! + 
HH 100% AUTOMATIC SAFETY 3; 
jas ., SMART LOOKS PLUS STURDY CONSTRUCTION Ht 
-S e HEAVILY INSULATED TO PREVENT HEAT LOSS a 
yal LONG-LIFE 355 LB, TEST TANK, thoroughly Ti 
a8 galvanized by hot-dipped process Tit 
isl ADVANCED DESIGN AND PRECISION ENGINEERING dil 
joel TROUBLE-FREE OPERATION i. ' 
1844 Special Features jee 
TT i GAS — 100% AUTOMATIC CONTROLS qa’ 
pout ELECTRIC — BAFFLE FOR BEST STORAGE EFFICIENCY ‘Sh 
os AVAILABLE IN A VARIETY OF SIZES AND MODELS Ni 
is, NATIONALLY ADVERTISED ut 
oY 
a8 L. 0. KOVEN & BRO., INC. a 
| oe , 154 Ogden Ave., Jersey City 7, N. J. ‘3 
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for ANY flat rim sink 


with EVERY custom-built 


sink-top or lavatory 


These leading 
magazines 
tell the home- 
owners— help 
you sell them! 


COMPANY 








you can be sure of a 
quality installation every 


time with... 


vanity, or cabinet tops. Now—with 
four types available in stainless 
steel or aluminum—installation pos- 
sibilities are even greater than ever! 


More Outstanding Features 
The HUDEE Sink Frame has more 
quality, versatility, ease of installa- 
tion, and beauty than any other 
method of sink top installation ever 
devised. Get the complete HUDEE 


’ Call the Hudee Distributor in your area or write - 
225 West Hubbard St. + Chicago 10, Mlinois 
IN CANADA ¢ Walter E. Selick and Co,, Lt’d. Toronto 
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AUTOMATIC 
ELECTRIC 
STORAGE 


WATER HEATER 


EASY TO SELL 








June, 1954 


FOR THESE 10 REASONS ! 


@ In style and size—in safety, economy and 
efficiency—in dependability, durability and 
extraordinarily high quality— Rex Auto- 
matic Electric Water Heaters meet every 


water heating need. 


In the Rex Round line there are four mod- 
els, in a range of eight sizes, from 10 to 120 
gallons in capacity. They’re easy to sell— 


for ten good reasons: 








1. SAFETY RELIEF VALVE: Correctly located 
“Patrol” Temperature and Pressure Relief 
Valve as standard equipment. 

2. ELNO ANODIC ROD: Magic anti-rust rod 
checks tank corrosion and lengthens tank 
life. Standard on Rex Heaters. 


3. AUTOMATIC THERMOSTATS: Rugged snap 
action type provides sensitive automatic 
water temperature control. 

4. HEATING ELEMENTS: Quick acting, low 
wattage, immersion type. transmitting heat 
directly to the water. 

5. INSULATION: 3 to 4 inch thickness of 
Fiberglas surrounds tank. 

6. STORAGE TANK: Extra heavy copper- 
bearing steel galvanized inside and out. 

7. HEATER DRUM: Made of heavy sheet metal, 
finished in gleaming, easy-to-clean baked 
white enamel. 

8. COLD WATER BAFFLE: Minimizes the 
mixing of incoming cold water with heated 
water already in the tank. 


9. HEAT TRAP: Built-in trap prevents re- 
circulation in hot water line. 


10. Made to NEMA standards and approv- 
ed by Underwriters’ Laboratories. 








Send For Your Complete Catalog Today! 


THE CLEVELAND HEATER CO. 
ELECTRIC DIVISION 


2310 Superior Ave. + Cleveland 14, Ohio 
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ASHVE to Hold Meeting 


THE AMERICAN SOCIETY of Heating and Venti- 
lating Engineers will hold its 1954 semi-annual 
meeting at Swampscott, Mass., June 28-30. 

Among the technical subjects that will be dis- 
cussed will be panel heating. L. F. Schutrum, re- 
search fellow, and J. D. Vouris, research engineer- 
ing, will present their paper “Effects of Room 
Size and Non-Uniformity of Panel Temperatures 
on Panel Performance.” The paper is based on 
tests conducted in a special room in which ex- 
periments were conducted under varied condi- 
tions. 

The test room, 12 ft wide by 2414-ft long, has 
a ceiling adjustable to heights up to 12 ft. Either 
the floor or ceiling, or both may be heated and all 
six surfaces may be cooled to any temperature 
or combination of temperatures. Cooled air can 
be introduced at six locations to simulate infiltra- 
tion. Tests were made at various ceiling heights. 

An analysis of the test series indicated that the 
effects of room size on panel heating performance 
in floor or ceiling are relatively small, so that 
heat transfer relationships developed in the stand- 
ard room may safely be used for the design of 
panel heating systems for any space of normal 
size or proportion. 

Ceiling or floor panels comprised of heated and 
unheated sections have the same total heat out- 
put and produce the same air temperature as if 
the entire area were heated to a uniform tempera- 
ture equal to the area weighted average of the 
heated and unheated surfaces. Maximum test 
temperatures of the heated parts of the floor were 
95F and ceiling panels, 140F. 


Where to Get More Information 


For information on this, or any other of the 
14 technical papers to be presented at the Semi- 
Annual Meeting, contact The American Society 
of Heating and Ventilating Engineers, 62 Worth 
Street, New York 13, N. Y. 

“Cooling Studies in the I-B-R Research Home, 
1953” will be the subject of a paper presented by 
Warren S. Harris, research professor, and Paul 
J. Waibler, research associate at the University 
of Illinois. Their experiments, conducted last 
summer, tested practical means of obtaining sum- 
mer cooling for homes with steam or hot water 
systems. 

Another paper will be presented by C. O. 
Mackey, professor of heat-power engineering, and 
N. R. Gay, associate professor of mechanical en- 
gineering. Their paper is entitled “Cooling Load 
from Sunlit Glass and Wall.” Their study con- 
cerns the relation between cooling load and in- 
stantaneous rate of heat gain. 


(Please turn to top of page 214) 
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Manufacturers of Gas 


E.L. MUSTEE and SOME Inc. 


¢ CLEVELAND 2, OHIO 


Automatic Woter Heoters 
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8 sizes for pipe 
from %”’ to 6” 


More utility for your money 
in RIGSEAID Bench Vises 


® No wonder this bench yoke 
vise is popular everywhere! 
You can make the yoke open 
for either right or left hand. It 
has an integral pipe rest for 
easier cutting or threading... 
built-in pipe bender . . . strong RIfA1D Chain 
special malleable yoke and base oe” 

. .. LonGrip jaws of top qual- 

ity tool-steel. You simply can’t beat it for effi- 
cient easy operation that lasts for years! Buy it 
at your Supply House. 


Same work-saver features in RIZAAID post, 
kit and stand yoke vises and bench, post and 
stand chain vises. 











THE RIDGE TOOL COMPANY - ELYRIA, OHIO, U.S. A. 
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A cooling load was found at each hour of the 
day for a typical office of a multi-story office 
building under conditions where the sources of 
heat gain were assumed to be from sunlit glass and 
sunlit wall. These observed cooling loads may 
then be compared with the instantaneous rates 
of heat gain. 

The room size assumed was 20 by 20 by 8 ft 
with one exterior wall 50 percent single-thickness 
window glass. Conclusions reached by several 
tests under various conditions, and under dif- 
ferent hours of operation time proved the hydrau- 
lic analogue is a worthy tool. With the electric 
analogue and circuit analysis, improvement can 
be made in the accuracy of cooling load calcula- 
tions. The analogue, while not useable by most 
people, is an efficient tool in the hands of heating, 
ventilating, and air-conditioning engineers and 
designers. Its use will simplify procedures, me- 
thods, factors, and values which can be obtained 
to compute, far more accurately than before, the 
size of cooling equipment required for a specific 
building, residence, or vehicle. 


Solar Energy to Be Discussed 


G. V. Parmelee, research associate at the 
ASHVE research laboratory in Cleveland will 
discuss the relation between direct radiation, dif- 
fuse radiation, clearness of sky and altitude of 
the sun. The discussion will relate to the impor- 
tance of solar energy for residential heating. Par- 
melee’s talk is titled “Irradiation of Vertical and 
Horizontal Surfaces by Diffuse Solar Radiation 
from Cloudless Skies.” 

His report establishes the relation between 
direct radiation, diffuse radiation, clearness of 
sky, and the altitude of the sun. Consequently, if 
the solar altitude, and either the total or direct 
radiation received by any surface are known, it 
is possible, by means of charts, to estimate the 
amount of diffuse solar radiation reaching the 
surface. The charts apply to horizontal and ver- 
tical surfaces, facing in any direction. 

Methods are given for making allowances for 
ground reflections of solar heat and obstructions 
of the horizon. The measurements of direct and 
diffuse solar radiation were made by using a 
pyrheliometer under conditions of cloudless skies. 

It is of interest to note that cloudless skies do 
not indicate a clear atmosphere, since there may 
be absence of clouds but presence of moisture, 
smoke dust, carbon dioxide, ozone, and water 
vapor which absorb or scatter rays from the sun. 

Another subject will be equations that provide 
a basis for exploring the performance of all non- 
isothermal air jets, heated or cooled, discharging 


(Please turn to top of page 216) 
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MASTER 

STANDARD MODEL 
MODEL 2A-700 
1A-25 





Veteran oil burner servicemen call General Fuel 
Oil Filters “the best money can buy.” Two-fold, 
positive filtering removes the finest particles, im- 
proves operation of oil-fired furnaces, water heaters, 
space heaters. Service ‘‘call-backs” are eliminated, 
too, since the General 1A-25 and 2A-700 allow only 
clean oils to pass—greatly reducing possibilities of 
clogged burner nozzles. 

























OUTLET AND INLET 
AT TOP OF UNIT 






INNER MESH SCREEN 
CORE PROVIDES 
SECONDARY FILTER 







Ail-WOOL FELT 
FILTER TRAPS 
FINEST PARTICLES 














° 43800 RAND RIVER A 











Replace Obsolete Steam- 
Wasting Units With 


illinois Majestic 
SPECIALTIES | Indoor Incinerator 


Equip your radiators with smooth-acting : 
Illinois Supply Valves and sensitive, for complete trash and garbage disposal 


steam-tight Illinois Thermostatic Traps. 


Improve system operation by replacing 
thermostatic drip traps with Illinois Float 
and Thermostatic Traps wherever rapid 
elimination of condensate is essential. 


Illinois Float and Thermostatic Traps are 
made in three series and for operating 
ranges from 50 pounds pressure to 


There’s a profitable market today for incinerators 
in the community you serve! The best answer for 
this demand is Majestic’s Fuelless Indoor Incin- 





household trash furnishes all] the fuel needed for 
efficient incineration of garbage. Model 30, illu- 
strated, holds three bushels of refuse. Model 2 is 


25 inches vacuum. Write : , ; 
Sor an economical two-bushel unit. Both are built of 
Investigate! Compare! cast iron and steel for years of service and feature 

m Bulletins oh y “igs 
Try Illinois Traps on your worst gui Majestic’s patented downdraft. Install easily in 
service and be guided by results! Pe basement or utility room, with only a simple con- 


nection to furnace flue. 


F 
Pe SAT ee ' 
illingis ILLINOIS ENGINEERING COMPANY Di ae a eee ee ere ee 
See your 


= = 
2057 SOUTH RACINE AVENUE, CHICAGO 8 distributor the Majestic (o., Inc. 
DIVISION OF AMERICAN AIR FILTER COMPANY, INC. or write 400-A Erie St., Huntington, Indiana 
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THIS SEAL IS YOUR 


GUARANTEE 


When Quality is a 
Must in Finished 
| Die Castings 










America’s great industries demand quality, 
quantity and fast delivery of finished die cast- 
ings. That's why more than a score of leading 
manufacturers in the plumbing, automotive, 
radio-television, appliance and refrigeration 
fields rely on Grand Rapids Brass Company. 
Two Grand Rapids Brass Company plants 
now produce more than 17,000,000 plated, 
finished die castings each month. 

If you require quality castings electroplated 
or baked synthetic lacquer finished delivered 
in large quantities on schedule, Grand Rapids 
Brass Company's design engineers and more 
than 1,000 skilled employees will prove of 
invaluable help. 


















*Write for complete details on the production 
capabilities of one of the largest die casting- 
finishing plants in the nation. 
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vertically into undisturbed space, either upward 
or downward. The equations are recommended 
for engineering use and are part of the paper 
“Computing Temperatures and Velocities in Ver- 
tical Jets of Hot and Cold Air.” The paper will 
be presented by Alfred Koestel, assistant pro- 
fessor of mechanical engineering. 

Harold G. Elrod, Jr., assistant professor mech- 
anical engineering, Case Institute of Technology, 
will present his paper, “Computation Charts and 
Theory for Rectangular and Circular Jets,” a 
record of research on all zones of the jets. It in- 
cludes three computation charts giving center 
velocities entrainment ratios and velocity distribu- 
tion for jets emitted from circular sources, and 
from rectangular sources of all aspect ratios. The 
basic theory is outlined and supporting experi- 
mental evidence detailed. 

“Performance Data on Ceiling Panel Heating 
and Cooling” will be the theme of a paper by R. 
J. Mindak and I. B. Fieldhouse of the Armour 
Research Foundation of Illinois Institute of Tech- 
nology. The paper concerns tests limited to un- 
furnished spaces in which the entire ceiling area 
was used as a heating or cooling source with no 
air infiltration. 

Their investigations of panel heating and cool- 
ing with a radiant ceiling were prompted by 
widely recognized need for additional research 
data on this popular topic that is attracting the 
interests of so many heating and air conditioning 
engineers. Tests were limited to unfurnished 
spaces in which the entire ceiling area was used 
as a heating or cooling source with no air infil- 
tration. 

The tests were run in a 12 by 20 by 9-ft high 
insulated room, mounted on 1-ft blocks within 
an 18 by 26 by 15-ft high insulated room. The 
floor and three walls were adiabatic in that they 
were designed so that changes could be affected 
without gain or loss of heat. The floor and three 
walls were insulated with aluminum foil. The 
fourth wall, which acted as the heat sink, or 
absorber, was 20 by 9-ft, and insulated with glass 
wool blankets. It was covered on the inside with 

galvanized sheet metal panels through which an 
ethylene glycol-water solution was circulated. 

The ceiling consisted of two parallel 11-in. 
pipe headers located at the ceiling perimeter along 
the two long walls and connected at 1-ft intervals 
by %-in. galvanized iron pipe laterals, to which 
were attached standard perforated acoustic alu- 
minum pans. All inside room surfaces were flat 
white with paint of 0.9 emissivity. 

Approximately 140 30-ga. copper-constantan 
thermocouples were used to measure the various 
surface, air, and liquid temperatures required for 
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this amaziné 


With the ONLY Instant, Action “Fractional,” 

Ratchet-Action, Non-Slip Grip that insures safety! 

TRIG-O-MATIC’S “automatic eye” adjustment control assures 

positive, easy, non-slip 1-Hand operation...It automatically 

grips and releases on pipes, nuts, and fittings. 

@ 1 hand on handle sets and 
releases jaw grip—no knuris 
to fumble with. 

@ Bull- teeth that ‘‘bite-in’’ 
ond HOLD! 


e will not strip off galvanized 
Pipe, 






Here's the first real development in 
wrench history. An amazing wrench 
that’s made for efficient 1-Hand os 
ation — eliminating hg | 2-Hand 
fumbling. Exclusive, self-adjusting 
Tri adjustment requires only one 
hand on the handle to set and release 
jaws. A Time-Saver! Ideal for work 
in cramped quarters! 

LONG ECONOMICAL SERVICE 
assured. Made of alloy steel— 
exactingly machined—excellently and 
attractively finished. The Induction- © Now available in 3 Popular 
heat treated JAWS are easily RE- Sizes: 

PLACEABLE whenever present ones 9” opens V4" to 11%" 
become worn. ..thus, assuring long- 12” opens 2" to 1%” 
er, more economical use. Each wrench 15 opens %4” to 2%" 

is “Envelope-packed” for protection 

and convenience. larger sizes will be available 


RESPONSIBLE DISTRIBUTORS WANTED! We solicit your inquiries. 


@ Repicceable jaws insure 
life-time use. 







This is an ; 

item of IhiG-O-matie’ 
tomes food. istinctively dif. 
+ eco ical | i 

bene aeeaie will ndusril Ha 4 
ew TONAL HARDWARE Show 


. 1S Navy pj i 
BOOTH NO. 523 7 Reg hicape 





TOOL CORPORATION 
Attn: DEPT. C 

105 WEST MONROE STREET 

CHICAGO 3, ILLINOIS 
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Complete line 
includes: 


City and LP gas units 
Electrical models 


Commercial styles 
under $200 


This 7-STAR Program 
Will Help You Sell! 


*% Rapid deliveries * Displays * Mailing and Handout Literature * Mat Service 
% Co-op Consumer Program * Catalog Aids * National Advertising Program 
Supports All Distributors and Deolers. , 
































Write or wire 

TODAY for © hoice 
. nc ted) 

information bigs avai 


Distributors Pittsburgh 19 Pa 


115 E. Carson St 
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STRAPPING 


IN E-Z PULL CARTONS 
E-Z TO CARRY. E-2 TO USE 


34” by 20 gauge black, cold 

rolled, galvanized, copper coat- 

ed steel and genuine copper in 
50 ft. and 100 ft. coils. 


BETTER BUILT Laundry Tray Stands 


Heavy duty cor- 
struction: collap- 
sible. Easy to set 
up. All sizes for 
1 and 2 part 
porcelain or ce- 
ment trays. 


SPOON KEYS 
e 
STOPCOCK KEYS 
GRAPPLERS 
HYDRANT RODS 
















Send for Catalog, price sheet 


TINICUM METAL COMPANY, INC 


UMAVE PHILADELPHIA 42 PA 





Q5eh ST & TINK 














> ror] METAL PRODUCTS 


HANDY HANGER ? 








| 
| 





CW Y mr 4 In 
SORE SEAL 


THE TOP LINE OF PLUMBERS CHEMICALS 
The Right Compound for the Job! — 


@ Sure Seal Stainless Plumbers Putty " 















| 
> 


@ Sure Seal White Pipe Joint Compound 


@ Sure Seal Plastic Lead for soil pipes 
PIPE joint 
COMPOUND 


> 
os anaemia 
@ 


#) 


NEW-MODE. 
STAINLESS PUTTY, 


- —— 


Sure Seal Products, formerly of the LICHTEN 
CO., are used by Master Plumbers all over the 
country. Well known for top quality efficiency 
and dependability, Sure Seal is your assurance of 
the right compound for the job! ASK YOUR 
JOBBER FOR DATA ON SURE SEAL. 


e| SURE SEAL PRODUCTS], 


(Formerly Lichten Co.) 
1210 N. HOYNE AVE. s 


@ Sure Seal Wax Bow! Rings Gaskets 






@ Sure Seal Fiberated 
Furnace Cement 


@ Sure Seal Thread 
Cutting Oi! 


@ Sure Seal Licks Rust- 
a rust softener 









CHICAGO 22, ILL. 
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PRODUCTS 





AN 
e@ FUSIBLE and NON FUSIBLE VALVES 
e@ FUEL OIL FILTERS 
e@ SAFETY DEVICES 


SOLD NATIONALLY 


BY JOBBERS ONLY Send For Catalog “’D”’ 





THE MORSE-SMITH-MORSE CO. 
o>. Dexter 


Watertown, 


Avenue 
Mass. 











Clean fittings and 
tubes faster with 


MILL-ROSE 


WIRE BRUSHES 





No. 6003 — CLEAN 
FIT Kit. . . Crank, 
bracket, holder and 
2 No. 6000 brushes. 


Mill-Rose CLEAN FIT Tube Clean- 
er cleans the O.D. of tube ends fast 
++. to just the right length... in 
several quick twists. A sturdy, ring- 
type wire brush in 4", 2", 34", and 
1” sizes. Order a trial brush today. 
Write for prices and catalog DE-54, 


eee ee < TT wow 





No. 6000 — CLEAN 
FIT Brushes, Ve" to 
2”, threaded shank, 


No. 6004 — CLEAN FIT 
Abrasive Cloth, 1/2’ wide, 
in 10 and 25 yard rolls. 


No. — Wood Han- 
died Brushes Heavy duty 
double spiral (above) or 
single iral (below). 
Both in Ve" to 2” sizes. 


THE MILL-ROSE CO. 


1985 East 59th St., Cleveland 3, Ohie 








p—————- PT Tali 


MILL-ROSE 





MOUSTRIAL BRUSHES 
































Superb styling... 


S 

















AM) Superb performance 
la 
C/? WHEN top architects and heating engineers 
ho | want the finest in modern heating, they 
£5 specify Modine Convector Radiation. 


Here’s an unmatched combination of 
beauty, long life and uniform, healthful 
heating. Ask your Modine repre- 

sentative for full information — he’s listed 
in the classified section of your phone book. 
Or write for Bulletin SA-54, 

Modine Mfg. Co., 1502 
DeKoven Ave., Racine, Wis. 


Wlotine 
convector radiation 


} 


R-1232 








polished pipe ! 
..» handle it with a 


WARNOCK Strap Wrench 


Here’s the best safeguard against damaging polished 
and plated pipe. 

An extra sturdy woven strap provides soft contact. Its 
scientifically curved nose prevents crushing. Its handle 
can’t break. And it is simple to use, quick to adjust. 


Ask us for prices and further information 


LOWELL WRENCH CO. 


w7 
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. (Continued from bottom of page 216) 


proper heat balance determinations. 

_ Controlling variables for all tests were the ceil- 
ing water flow rate and inlet temperature. During 
each run, the ceiling coil circulating pumps were 
started, steam supply opened, and refrigeration 
system started. Wall panel pumps were started 
and flow adjusted to proper value. It usually re- 
quired about six hours to reach equilibrium con- 
ditions. When reached, the equilibrium was main- 
tained for several hours. 

It has been a generally accepted standard that 
heat loss from a ceiling panel is approximately 
67 percent by radiation and 33 percent by natural 
convection. Comparison of calculated ceiling per- 
formance with the new experimental data indi- 
cates that much additional work is needed to im- 
prove panel heating and cooling design calcula- 
tions. Recommended for further study were the 
magnitude of convective heat transfer to and from 
the ceiling; effect of the room proportions with 
regard to size and location of hot and cold sur- 
faces, and the effect of infiltration of outside air. 

Further study of the magnitude of radiant heat 
transfer to and from the ceiling was suggested, 
also the temperature difference between the hot 
and cold surface and the adiabatic surfaces, and 
the effect of ceiling height on performance. 


I-B-R Short Course 


FoR THE FIRST TIME in any short course, the 
subjects of snow melting and summer cooling in 
connection with hot water and steam heating sys- 
tems will be covered by lectures and discussion 
during the eighth short course on hot water and 
steam heating systems at the University of Illinois, 
Urbana, IIl., July 27-30, 1954. 

Featured in the lectures and discussions of the 
subjects will be the results of summer cooling 
research and information gained in research on 
snow melting systems. Both projects were carrie 
out at the I-B-R Research Home in Urbana. 

The eighth short course on hot water and sttam 
heating systems at the University of Illinois has 
been especially designed to be a continuation of 
the I-B-R School of Modern Heating. 

Joint sponsors of the course are the College of 
Engineering, University of Illinois, and The Insti- 
tute of Boiler and Radiator Manufacturers. 

Other important subjects to be covered in lec- 
tures and discussions are the following: 

(1) Determination of heat loss with unusual 
types of construction. 

(2) Cooling load calculation methods. 

(3) Equipment for summer cooling. 

(4) Pressure loss in piping and equipment and 


(Please turn to top of page 220) 
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. Use quickdraftt 


THE DRAFT CREATOR 


that makes all chimneys friendly 

































ON MODERNIZATION AND 
NEW CONSTRUCTION 


bigger profits... 
warmer friends 


Now you can assure your customers against 
trouble with condensation on gas-fired heating 
plants—puffing, sooting and pulsating on 
oil burning equipment—smoking, puffing and 
clogging on coal furnaces—common diffi- 
culties caused by faulty or inadequate draft. 


Short chimneys used in today’s one-story and 
basementless homes do not provide sufficient 
draft to support full combustion and carry 
off all troublesome combustion products. 
Popular outside chimneys require longer to 
heat up and establish necessary draft. Long 
runs and els in smoke pipes and angles in 
chimneys cut down draft. 


quickdraft overcomes these faults immediately 
and effectively. It creates full draft when 
firing begins and drives combustion products 
up the chimney. It operates through the 
firing period but does not “build up” excessive 
draft. quickdraft places no obstructions 

in the smoke pipe. 


Simple, fool-proof, built for long service, 
quickdraft is reasonably priced . . . consumes 
no more current than a lamp bulb... and 
quickdraft is as easy to install as a length 
of smoke pipe which it replaces. 


To make bigger profits and warmer friends, 
use quickdraft to prevent draft trouble on 
new construction, and 
to correct draft 
trouble on moderniza- 
tion work. 







= Write or 
4 wire for 
= Installation 
3 Manual 
> and details. 













Patent 
Pending 







quitkdraft 


COMPANY 


DIVISION OF THE HALL’S SAFE COMPANY, INC 









1150-F South Erie Bivd., Hamilton, Ohio 
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WORD IN 


TUBULAR PRODUCTS 


Bet you've heard about 
Sterling's great popularity in 
the Tubular Brass field—and 

ew —HERE’S THE REASON: 

Sterling has nearly a half- 
century experience in pro- 
ducing Plumbing Brass 
Goods ... knows how to 
design the line RIGHT and 
how to PRICE IT RIGHT! 









So for customer 
satisfaction every 
time . . and for 

good profit every 
time, always specify 
STERLING! 


sf 











STERLING ZULV4r PRODUCTS CO 


MORGANTOWN « WEST VIRGINIA 
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its relation to pump selection. 

Classroom design problems will include: Design 
of one-pipe hot water baseboard system including 
estimate of materials, calculations of summer cool- 
ing loads, design of a one-pipe summer cooling 
system, design of a two-pipe heating system, de- 
sign of a two-pipe summer cooling system, and 
cesign of a snow melting system for a residence. 

The course will conclude with a tour of the 
I-B-R Research Home and other heating and cool- 
ing research facilities at the University of Illinois. 

Inquiries and requests for additional informa- 
tion may be addressed to Supervisor of Engineer- 
ing Extension, Room 116, Illini Hall, 725 South 
Wright Street, Champaign, Illinois. END 


Short Course for Warm Air Dealers 


THE UNIVERSITY OF WISCONSIN at Madison will 
be host to warm air heating dealers attending the 
first college short course to be held during a sum- 
mer session. The course is scheduled to begin 
Tuesday, July 13, and run through Friday, July 
16. Professor R. C. Tegtmeyer is in charge of 
arrangements, and reports that many prominent 
members of the warm air heating industry will 
be on the program. Among those scheduled to 
make addresses are Bill Redrup, immediate past 


' president of the National Warm Air Heating and 


Air Conditioning Assn.; Lorin G. Miller, technical 
consultant for National Warm Air Heating and 
Air Conditioning; Guy Voorhees, technical secre- 
tary; and Bruce McLouth, chairman, college short 
course committee. 

Classroom instruction will be provided by lead- 
ing authorities in the warm air heating and air 
conditioning industry and by members of the uni- 
versity’s staff. Subjects to be covered in the four 
day course will include school house heating, 
small pipe perimeter heating, combustion effi- 
ciency, air distribution systems and summer cool- 
ing. 

Blueprints of a small home (1000 sq ft), a large 
home (2000 sq ft) and a small office building con- 
sisting of six offices, a reception room, an audi- 
torium and two washrooms, will be furnished each 
person registering. The problems involved in 
determining the heat loss and heat gain for each 
building will be worked out in class, the equip- 
ment for heating and cooling will be selected 
based upon the load estimates made, and air dis- 
tribution problems will be solved. The completed 
project becomes the property of each registrant. 

The NWAHACA library of manuals will be 
supplied, also floor plans of the three projects. 
Their cost will be included in the registration fee 
of $25.00. For full details, write R. C. Tegtmeyer, 
University of Wisconsin, Madison. END 





June, 1954 














June 





Waret 





ine, 1954 


Jesign 
luding 
r cool- 
ooling 
n, de- 
, and 
lence. 
f the 
-cool- 
jinois. 
yrma- 
ineer- 
South 
END 


1 will 
g the 
sum- 
begin 
July 
se of 
inent 
will 
d to 
past 
and 
nical 
and 
2cre- 
hort 


ead- 
| air 
uni- 
four 
ting, 
effi- 


ool- 


urge 
-on- 
udi- 


ach 


ach 
uip- 
‘ted 
dis- 
ted 
ant. 
be 
cts. 
fee 
er, 
iD 





June, 1954 








Specify the ‘Convertible’ TVC in the 15 gallon 
receiver when ordering low pressure system 


condensate pumps. 


Capacities from 500 to 10,000 sq. ff. E.D.R. 


Avatlable from Yobbers' Stocks 


© Dimensions 

15 gallon cast iron receiver for single 
or duplex units: diameter 2512”, height 
of return above floor—73;,’. 

10 gallon cast iron receiver (for single 
units only): diameter 21”, height of 
return above floor—67%”’. 


DOMESTIC ENGINEERING 





Coudensate Pumps 
LOW PRESSURE SYSTEM 








LOW RETURN CONNECTION 
LOW SPEED, LONG LIFE 


CAST IRON RECEIVER, 
SINGLE OR DUPLEX 


@ Features 


TVC Condensate Pumps are low speed 
(1750 RPM) for long life, are readily 
installed in area where space is im- 
portant. Their compact cast iron receiv- 
er and sturdy pumping unit assure a 
trouble free installation. 


A SINGLE UNIT easily converted at any time 
toa DUPLEX UNIT 


The Single Unit TVC Condensate Pump in a 15 gallon receiver 
can be converted to a DUPLEX UNIT whenever load or other 
conditions require. Each receiver is furnished machined and 
drilled for the addition of another pump and control. 

Conversion to a Duplex Unit doubles the capacity of the unit, 
or where desired, provides a stand-by pump. Additional pump is 
installed right on the job. Removal of the unit is unnecessary. 







@ Installation 

Simple installation consists of connect- 
ing return line to receiver, and con- 
necting discharge to boiler, using a 
check valve and a gate valve. Unit is 
completely assembled at the factory. 
Send for Bulletin TVC300. 
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The popular priced shower stall 
that’s full of the features you’d 
expect only in more costly 
showers ... plus Spartan full 
length, deep groove, slip-on con- 
struction for extra rigidity and 
long life. Undoubtedly America’s 
easiest shower to assemble... a 
genuine saving to the plumber. 
Heavy gauge steel. Also avail- 
able in heavy gauge aluminum 
... The Crown. 


Literature on Request 





IRON REMOVAL FILTER 


It not only removes all iron but also 
filters out other foreign matter which 
colors or clouds the water. The result 
is crystal-clear, palatable water. No 
more rust spots on clothes. No more 
discolored bowls or bathtubs. 
Distributed through plumbing supply wholesalers. 
Write for catalog and prices. 


OSHKOSH FILTER & SOFTENER CO. 
Oshkosh, Wisconsin 


All Spartan Showers Made of 
Galvanized-Bonderized Stee! 

















Warehouses in Chicago, I1l., Beverly Hilis, Calif., Concord, N. C., Boston, Mass. 
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NICHOLSON TRAPS 


STOP TEMPERATURE 
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FLUCTUATION LOSS 


The unusual effectiveness of Nicholson steam traps 
in discharging air as well as condensate was again 
proved recently by a large maker of molded products. 
Costly temperature 
fluctuation of the 
presses was eliminated 
by Nicholsons. Also 
widely used for such 
critical applications as 
jacketed kettles. 5 
types; for process, 
heat, power; sizes 1/4” 
to 2”; press. to 300 
ibs. 















Bulletin 853 
190 Oregon St. 
Wilkes-Barre, Pa. 





J Type AHV Type AU 


UEENICHOLSONTR 


TRAPS - VALVES - FLOATS 


on Pressure Control 


























in hot Water systems. -° 


it’s BROTHERS 


A dependable filler and relief valve tor control- 
ling pressures in hot water heating systems. All 
bronze construction. 
delive 


Factory settings 12 Ibs. 
and 30 Ibs. relief. 


SALL Fittings greatly im- 
prove efficiency of entire 
hot woter system. Only one 
fitting on return line is 
needed. This directs free 
flow of water through ra- 
diotor. 


BROTHERS COMPANY 


2324 Kishwaukee © Rockford, Illinois 
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BOCK WATER HEATER 




















Tank may be removed 
and replaced at low cost. 


@ EXTRA heavy galvanized 
tank, REMOVABLE 

@ Sectional combustion 
chamber. Taken in and 
out of inspection door 

@ Use No. 2 oil, same as in 
your furnace 

@ Wide public acceptance, 25 
years making good oil 
water heaters 

@ Also a complete line of 

heavy-duty oil or gas fired 

water heaters. 








110 S. DICKINSON ST. 
MADISON 4, WIS. 




















OC Clas FIRED 
Porters in EQUIPMENT 


THE COMPLETE LINE FOR ALLGas NEEDS 
ene ns meet of a Radiant Heaters, rsh ess fm Tip a 
Yeors 
this tried and ved line—s: ond sizes 
YW) er rr 








Eid 

Stylewise, Qualitywise and Pricewise 
The PEERLESS Line Is Best for Every 
Heating Requiremen 
es, Apartments, Hou 


+—For Sma 
sing Projects 
Churches, Schools 
Offices, Shops 


Housing 
or Courts, Stores 








PEERLESS MANUFACTURING CORP., 


LOUISVILLE 10, KENTUCKY 
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How to Lick Recession Blues 

(Continued from page 135) 
made by some business analysts, Owen said. 
Their predictions, he added, are based on a false 
interpretation of business indicators. 
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YOUR SELLING! 
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As an example of the twists given business 
trends, Owen cited figures which show an “in- 
crease” in business failures. What the prophets | 
of doom did not tell their audiences, Owen said, 
was that the increase was only numerical—that 
compared to national production, business fail- 
ures today are at a 25 year low. 

Some recent dips in the national business 
graph, Owen said, are merely the “inevitable 
dips” that must occasionally occur in a growing 
economy—the dips, however, are part of a na- 
tion that is still growing, not declining. 

He suggested substituting optimism for pessi- 
mism in recent “scare” talk. 

“If we are going to combat insidious talk of a 
depression, we must do everything we can to 
point up the bright factors in our business life. 
We should talk progress and expanded produc- 
tion at clubs, civic meetings and in all our daily 
contacts.” 

This crusade of optimism, Owen said, will lead 
the nation away from the heresy of economic de- 
feat. 

Among other major speakers at the Southern 
Wholesalers meeting was Norbert T. White, pres- 
ident of Anchor Sanitary Co., Pittsburgh. 

White told his audience that the laws of sur- 
vival in today’s plumbing and heating operation 
are based on merchandising. He urged intensive 
advertising and promotion, particularly in the 
remodeling market, during 1954. 

The programs and activities of the American 
Institute were outlined by George Underwood, 
executive secretary of the ALI. 

Underwood also emphasized “optimism” in his 
reference to business prospects for this year. 


Don't Use Fire Sale Methods 











THE BUILDER AND HELP YOURSELF TO 
YEAR ‘ROUND AIR CONDITIONING SALES 


If you have a builder prospect who is hesitating about 
installing year ’round air conditioning in his 
new model homes . . . here’s a sales-cincher that will 
get you the order. 

With a Janitrol Win-Sum Twin installation, Janitrol 
will give him a complete merchandising kit 
worth hundreds of dollars. 

It helps you and the builder sell year ’round comfort to 
his prospects at the model home and after their visit. 





@ Site Sign, 3’ x 4’ size, in color, weatherproof, durable, 
and with large space for his name imprint. 

@ Room Cards, 9” x 13”, in subdued colors and attractive 
designs to remind visitors that every room is all-year 
comfort conditioned. 

@ Booklets, to sell complete air conditioning for all his homes, 
A full page is for his personal use and imprint. 

@ Display-Literature Rack to point out the attractive “twin” install- 
ation and a handy pocket for his take-home literature. 

@ 2 for 1 Newspaper Advertising with prepared cuts. Janitrol will pay 
the builder twice their space cost when used in his advertising. 





He warned, however, that the intense compe- 
tition for the 1954 market should not lead whole- 
salers into “fire sale methods of dumping.” 

Underwood said: “Indiscriminate price-slash- 
ing . . . and distress selling is self-defeating be- 
cause it does not create any new or additional 
business and will, if carried on recklessly, eventu- 
ally lead to the ruin of all you have been striving 
for over the years.” 

Underwood also had advice for manufacturers 
whose sales policies result in “inequities and dis- 
crimination.” Specifically, Underwood scored 
manufacturers who offer “special job prices” on 
real or sometimes imaginary projects, at prices 
sometimes far below those which they offer their 

















(Please turn to top of page 224) 






Janitrol Division, Surface Combustion Corp. 
Dept. DE6, Columbus 16, Ohio 


Please rush information on complete Model Home sales package. 
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Cash In On the Big Demand for | 


NEW IMPROVED 


FREEZELESS 
HYDRANTS 


10OWA HYDRANTS—THE FAVORITE FOR 
MORE THAN 35 YEARS. 












































Outside Water Regardi of Temp 
ture—Upright Pipe Automatically Drains BRASS 
After Each Closing. m NOZZLE 


LESS HANDLE MOVEMENT—with quick 28/2" FROM 








acting toggle lock lever. STATED 
BURY 

XADJUSTABLE—Link provides easy, positive aoe 
adjustment of lock-in tension after long use. HOSE 


NOZZLE 
xROD GUIDE—Eliminates side pull on oper- 
ating rod—reduces wear on packing, packing 
nut and stem. 


XVARIABLE FLOW—Improvements in valve 
arrangement will permit small to full flow 
without leaking out the drain hole. 


BETTER PARTS SERVICE—Although im- 
portant improvements have been made, the 
same parts will service IOWA hydrants 
made for the past 35 years or more—this 
makes it easy for jobbers and dealers to 
stock parts for prompt service. 


DRAINS 
HERE 
wilh 
EACH 
VALVE 
CLOSING 


WOODFORD HYDRANT CO. 


1628, DELAWARE . . . DES MOINES 17, IOWA 


Contact Your Wholesaler or Write 








ZZ OG#>; Gj 















Ws 







WRITE Fop FREE FOLDER 
On COMPLETE LINE, 


a (3 


THE REICHERT FLOAT & MFG. CO. 
2238 SMEAD AVENUE + TOLEDO 6, OHIO 











(Continued from bottom of page 223) 


wholesaler customers.” 

New officers elected by the association are O. H. 
May, May Supply Co., Mobile, Ala., president; 
N. A. McKenzie, Longley Supply Co., Wilming- 
ton, N. C. first vice president, and Charles A. 
Baker, Baker-Mitchell Co., Charlotte, N.C., sec- 
ond vice president. E. L. Pugh, Atlanta, Ga., was 
re-elected secretary. 





Cost of Doing Business 
(Continued from bottom of page 135) 


prices for a given job. 

3—Buying by the contractor winning the job of 
quantities in excess of products actually needed. 

4—Project-buying by wholesalers for mythical 
projects and placing the same project order with 
several manufacturers and taking delivery from 
all to create a resultant two-level price situation. 

5—Loose credit extension by some manufactur- 
ers. For example—a wholesaler who began oper- 
ating with $10,000 of borrowed capital, built up 
a $50,000 inventory in six months and folded for 
$85,000 in nine months. 

Members of the panel, in addition to Hertz and 
the banker, were Conrad E. Muhly, Muhly, Inc., 
Lansdowne, Pa.; D. J. Ball, Plumbers Supply Co., 
Haverford, Pa.; A. M. Behrer, Behrer-Nason Co., 
New Brunswick, N.J.; J. W. St. Clair, Hajoca 
Corp., Philadelphia, and Claude W. Owen, Jr., 
E. G. Schafer & Co., Washington, D.C. 

Among other highlights of the convention 
were talks by A. G. Zibell, sales manager for 
Kohler Co., and Frank Elliott, senior vice presi- 
dent of sales for Crane Co., both of whom ana- 
lyzed business prospects for the remainder of 
this year. 

Zibell pointed out that 1954 is off to a good start. 
Modernization and new residential construction, 
he said, are substantially over 1953 for the same 
period. 

Zibell went on: “Estimates indicate a popula- 
tion increase of 45 million in the next 20 years. 
The market for plumbing and heating, therefore, 
promises a continued growth. People will be 
obliged to repair and modernize as the years go 
by, and new homes will be constantly needed.” 

Elliott reviewed difficulties facing the industry 
and urged more help for sales personnel. 

“Except for a few industries still booming, the 
sellers’ market is dead,” he emphasized. “While 
it was nice while it lasted—may it rest in peace. 

“Sales this year might not be as high as the 
record established last year. A five percent de- 
crease this year would mean we are in the midst 

(Please turn to top of page 227) 
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ELL-MADE TANKS 


Manufactured by 
METAL COATING CORPORATION L 


é 93 BACK-UP WELD 
“A&A, . ° a L & HEAD SEAM 
merica 5 Foremost Quin tly lank 


Look for these features in the tanks you buy. They represent the 
difference between quality and an ordinary tank. These are ex- 
clusive features with the “WELL-MADE” TANKS. 
e ENTIRELY SUBMERGED ARC WELDED CONSTRUCTION e RIGID 
“SURE-WELDED” SHELL SPUD e ASSEMBLED AND WELDED UNDER ai 
PRESSURE @e MADE AND GALVANIZED IN ITS ENTIRETY BY THE WORLD’S P 
LARGEST JOB GALVANIZER e TEST PRESSURE 1504 ... . WORKING a oes 
PRESSURE 75# 

“WELL - MADE" 


PRODUCTS For the benefit of wholesalers, Metal 


x Pneumatic Tanks Coating Corporation was the first 
tank manufacturer with a jobber 


































* Range Boilers distribution policy ...a policy orig- 
* Expansion Tanks inated by Metal Coating Corporation 
x Softener Tanks to enable the wholesaler to economi- 
cally buy pneumatic tanks direct mnie naan 





from the tank manufacturer. WRITE BOTTOM SEAM en 
FOR FULL DETAILS TODAY! ter deapner- wae: 


submerged arc pro- 
















cess. 


etal Coating Corporation 


1217 WEST (37th STREET CHICAGO 9, ILLINOIS 


You Profit 
With 
Haas Fixtures 


Yes! You can profit with 
this complete line of long- 
wearing, trouble-free fix- 
tures. It’s Haas fixtures 
for all your needg .. . and 
they're easy to install! In- 
crease your business with 


Haas fixtures. Yard 
Hydront 


















SAFETY 


INSTALL Emergency 


"Tey Drench Showers 
WITH 
Eye-Wash Fountain 










In accidents involving acid or caustic chemicals, 
HAWS Emergency Drench Showers provide im- 
mediate, self-administered First-Aid. Economically 
installed, the Drench Shower is an easy sale to in- 
dustries where such accidents might occur. “Trade 
Up” to extra profit. Watch for your opportunity 
to SELL SAFETY. Recommend and install HAWS 
Emergency Drench Showers with Eye-Wash Foun- 
tain attached. 
























for your 
illustrated 






First-Aid for Eye Accidents 







tal 
HAWS Eye-Wash Fountain a - 
..-installed with Drench Shower list or 






see your 
nearest 


iobber. 





or separately. 



















Be Prepared for Extra Profit! Write for 
complete information NOW. 






418 East First St. 
Dayton, 2, Ohio 








DURTH STREET (Since 1909) BERKELEY 10, CALIFORNIA 
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QUICK PROFITS . . . EASY INSTALLATIONS . . . SATISFIED CUSTOMERS 


when you go after 


REPLACEMENTS and CONVERSIONS 
with 


BANKHEAT BURNERS 


Now is the time to replace oil wasting burners with a Bankheat. 
It’s the easiest selling that you can do today . . . selling that will 
make you a profit, and a new set of satisfied customers. 








Bankheat Burners have an unequalled reputation for oil-saving 
efficiency. In thousands of homes they are powering boilers, 
boiler burner units and water heaters. For many years in many 
lands they have been building up a record of economical per- 
formance. They’re fully automatic, precision built, easy to 
install, exceptionally dependable. They are today’s best bet for 
dealers who want sales. May we send you the full story? 


There’s an automatic Johnson 
Burner for EVERY heating need. 


S. T. JOHNSON CO. 
940 Arlington Ave., Oakland 8, Calif. 


Builders of fine Oil Burner Equipment since 1903 Church Road, Bridgeport, Pennsylvania 








SAVES Let a.. 
INVENTORY SPACE! = _ 


General Automatic has an entire new 
factory devoted to the manufacture \ 


of Floorlevel hot water baseboard GENUINE THREE WHEEL 
radiation. Delivery of anything from a 


single package to 5 carloads on } Ree G) ... PIPE ©) © CUTTER 


24-hour’s notice. BARNES 


Floorlevel is completely packaged. RATT 6) 

Enough baseboard radiation for 50 MAKES Speed Your Jobs / 
houses requiring 60,000 btu’s each can , 0 e 
be stored in a space 6 feet by 


5 feet by 10 feet. "QUICK There is nothing like a 
uw GENUINE BARNES for 

speeding up your pipe jobs. The 
OF secret of its greater efficiency 
| and ease of handling is found in 
| “Wroucur its three drop forged, expertly 
heat treated cutter wheels 
Chee STEEL & which make quick work of all 
Floorlevel wrought, steel and cast iron 
trade prices CAST IRON pipe. You'll be sure of greater 


S 






















and discounts, 





too! satisfaction when you use 
. PIPE. GENUINE BARNES on your 
COMPLETE \ pipe cutting jobs. 
PACKAGE ‘ ORDER YOUR GENUINE BARNES 


FROM YOUR WHOLESALER TODAY 


gi NERAL 
pditabithen Vv Avdomatic 


Baltimore 13, Md. 


GENUINE ""RARNES 





fits BARNES TOOL C0., Inc 


Representatives in Principal Cities 
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(Continued from bottom of page 224) 


of the second highest year in our history, 

“As the present rate of inventory reduction 
eases production will gradually begin to move 
upward resulting in increased employment and 
additional money available for consumer spend- 
ing.” 

Officers of the Mid-Atlantic association are 
Graham A. Barker, Belfield Supply Corp., Phila- 
delphia, president; John A. McCann, Seashore 
Supply Co., Atlantic City, first vice president; 
John T. Roberts, Jr. J. T. Roberts & Bro. Inc. Bal- 
timore second vice president; W. Harold Mitchell, 
C. L. Weber & Co., Philadelphia, treasurer, and H. 
Donald Richards, Philadelphia, secretary. 


How to Stretch Your Ad Dollar 


(Continued from bottom of page 131) 
Gansle says that while he concentrates most of 


his advertising on radio, he believes in backing up 


this medium with supplemental advertising. 


About $1,200 is spent yearly on cooperative | 


newspaper advertising. The ads promote phases 
of the business that consumers do not readily asso- 
ciate with a plumbing firm. 

“In newspapers we hit mostly air conditioning,” 
Gansle says, “because we feel that public hasn’t 
fully recognized that air conditioning is the plumb- 
ing and heating contractor’s business. Other news- 
paper advertising also stresses various jobs that 
don’t immediately call to mind the plumbing con- 
tractor—for instance, kitchen remodeling. 

“We feel we don’t have to advertise our actual 


DOMESTIC ENGINEERING 


BARBER 
COLMAN 


plumbing business extensively—after all ‘plumb- | 


ing’ is part of our company name and therefore 
part of every type of advertising we do. We do 
remind people of plumbing in some radio com- 
mercials and in the classified phone book, but we 
feel that most of our money is best spent promot- 
ing lesser known facets of plumbing work.” 

Another $400 of the Corpus Christi ad budget 
goes for direct mail of manufacturers’ literature. 
Gansle doesn’t scatter these pieces wildly. Instead 
he has compiled a “select group” list of hotels, 
offices, residences and apartments and aims his 
mailings at groups where the advertised product 
will have the most appeal. 

Gansle also has the local credit bureau send 
him names of new people moving into town— 
about 200 each month. These newcomers are sent 
welcoming letters which point out Corpus Chris- 
ti’s service and long time reputation. 

A third practice—one which Gansle says has 
had “exceptional results”—blankets a specific 
area with three direct mailings. He follows up 
with a phone or personal call reminding prospects 
of his mailings and continuing his sales approach. 
(Please turn to top of page 228) 
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ACCURATE, TIGHT-CLOSING 


Temperature Regulator 





Combines accurate remote 
bulb thermostat and depend- 
able electric operator in one 
compact control 


CALIBRATED 
DIAL 


For control of the hot water 
storage tanks and other 
two-position, on-off contro! 
applications 

H ARMORED 
Tight-closing, single-seat rug- CAPILLARY 
ged globe valve 


Simple, two-wire electrical 
connection 


Temperature setting easily 
adjustable—calibrated dial Two types available in sizes 
with knurled adjusting knob ranging from 2” to 4” 


Consult nearest Field Office or write: 

BARBER-COLMAN COMPANY, ROCKFORD, ILLINOIS, U.S.A. 

Ry sae igre OM artogegon cy mh 
F-4695-1 Aucraty Cintas. Seal thaseec & Ovetinersiaed Onarae: 





Get complete specifi. Products + Metal Cutting Tools * Machine Tools « Textile Machine 
cations, dimensions, 
and capacity tables, 





SPEEDS UP 
PIPE HANGING 


TUBING STRAPS 





Pure Copper 
Copper Clad 
%”, %”, 14", %” and 1” Tube Size 
Packaged 100 per container 
Copperized Nails Available 
Copper Clad Steel Hooks 
Tempered Steel Hooks 
Sizes For: 4%”, %”, 1%”, 1%” 
and 2” Tube or Pipe 


» 
Lengths 4”, 6”, 8”, 10” and 12” 
Humped for easier driving 
Packaged 50 Per Box 


ARBEST STRAPPING 


Cold Rolled Steel 
Copper Clad Steel 
10 Ft. Coils—10 Ft. Lengths 
20 to 12 B & 8 Gauge 
50 or 100 Ft. Coils in dispensing container 


Menufacturers of Hanger Specialities 
Flexible Supplies and Heating Specialties 






ASK YOUR JOBBER 


G -H Manufacturing Company 
3047-49 Amber St., Phila. 34, Pa. 
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Write — for This 
FREE CATALOG of 


SPAN 


COPPER TUBE *; 
FITTINGS ! 


bi 


America's large inventory of high 
Pe ali ity. Copper Tu be Fi itings, — ufac- j 
immediate /{/ ™ 
day "rc or *catalo U4 


ed by Span and stc — od fo 
shi ipment. Mail card 
and price list. 


SPAN BRASS MANUFACTURING COMPANY 
700 Wilson Street 7 Otsego, Mich. 


mee f° a) £* a0 e" ip i gu 





Investigate the...NEW 


SWIRL-O-WASTE 


Continuous Feed—Model 1805 
FOOD WASTE DISPOSAL 
Write to: 


WELLENS M FG. CO olin — 


FOR EVERY HEATING INSTALLATION 








DISTRIBUTORS WANTED—WRITE 


_FEDCO PRODUCTS wires sane renna 





Reversible Ratchet 
STOCKS and 
Adjustable DIES 


Exceptionally convenient where space 
is limited, this stock simplifies pipe 
threading close to walls, in corners and wher- 
ever operating room is restricted. With adjust- 
able dies (cut exact, over or under size 
threads) it is an ideal tool where valves and 
fittings are being installed or maintained. 


ARMSTRONG BROS. TOOL co. 


5223 W. ARMSTRONG AVENUE CHICAGO 30, ILLINOIS 





Write tor Catalog 
of the # complete line 
|, Better Pipe 











' 


June, 1954 


(Continued from bottom of page 227) 


Gansle says his selective advertising has made 
Corpus Christi Plumbing one of the best known 
firms in the city. 

“Of course,” he says, “we'd like to triple our 
advertising budget—who wouldn’t? But that’s 
not possible at this time so we spend every ad 
dollar like it was our last. What we’ve found is 
the better you treat your advertising dollar the 
better it pays off.” 


Product Report from NAPC Show 


(Continued from bottom of page 140) 


A sealing agent in stick form for stopping oil 
leaks was demonstrated at the Lake Chemical Co., 
(Chicago) booth by Barbara E. Ball, receptionist. 
The product, called Oyltite-Stik, has been de- 





© DRUM LEAKS OF VARIOUS 0115 


signed for easy handing during emergency seal- 
ing of leaks in welds of fuel oil containers, oil 
tanks, etc. The stick can also be used to seal 
seepage spots, sweating or rim leaks. The sealing 
agent is resistant to temperature changes and ex- 
pands and contracts with the part repaired. The 
stick will seal leaks while the oil is flowing 
through cracks or splits. A special type stick is 
available from Lake Chemical for use under high 


‘temperatures, great vibration and high pressures. 





Visitors at the Moen Valve Co. (Seattle, Wash.) 
booth watched a demonstration of a new mixing 
faucet which controls both volume and tempera- 
ture with a single handle. Temperature is con- 
trolled by swinging the handle to the left for 
varying degrees of hot water, to the right for 

(Please turn to top of page 231) 
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) Use it for... | many extra jobs you could solicit as the SHERWOOD 
serves your entré for new and greater business. The No. 
ad Sand Holes 86-A is a top rated Ball Cock for Quiet, Long-Lasting and 
Dependable Operation. Worth looking into today! 
" ° Split Nipples SHERWOOD BRASS WORKS e 6331 E. Jefferson, Detroit 7 
e } 
ny ° Cracked Castings al 
wd 
X” LABORATORIES, inc. 
J J A ® \ 25 W. 45th ST., NEW YORK 36, WN. Y. 
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NEW, IMPROVED [ERY =) Bh 
BASKET STRAINER [MNS ome 


BASKET 
STRAINER 







Permanent Brilliant Finish 

















Frost Trouble-Free Performance 
oh This Strainer brings Good News to 


At fl New: Low Price the Trade. Beautiful in design — action al- 


ways smooth and positive — drains quickly 
FROST CO — fits ALL sinks including stainless steel. 
bd Rapid turnover item — profitable for you, 


Quality Plumber's Brass Since 1902 Mr. Wholesaler. For Mr. Plumber, fewer 





Main Office and Factory: 
sett Guay Sereoee 6523 14th Avenue, Kenosha, Wis. call-backs, more satisfied customers. Avail- 
Trade Mark Indi-  waorehouses: 
sores tints Ane Los Angeles—James A. Riordan Co. able now through Wholesalers everywhere. 
LABOR. San Francisco—Earl H. Jones & Co., Inc. 


SHERWOOD NO. 86-A %&: 


| Think of the advantages of installing a SHERWOOD No. 
| 86-A Anti-Syphon Ball Cock in every home. Think of the 


* Poor Threads 





| 
40 Years the Leader in the Field | 
| 
| 











Again Available Wesco 
Solid Copper Tube Straps 





jade of solid op r with 
t in sizes %4” ”, ALL 
her sizes caitable without 


f 


TIT 


WESCO Hy Tube Straps SAVE TIME; 
CUT LABOR COSTS. The quick, easy 
“SNAP- oN” feature leaves hands free to 
line-up and nail. Use WESCO Hangers on 
your next installation. You'll be amazed 
at your INCREASED EFFICIENCY. 

@ Ask Your Jobber for Wesco Hangers 
& Straps tor Copper Tubing. 


WESCO MANUFACTURING CO. 


0. BOX 175 WELLSVILLE, OHIO 


CANNIBAL 


DRAIN PIPE CLEANER 
“EATS EVERYTHING IN THE PIPE” 









NEW formula works in 
cold and hot water 


JoHN SUNSHINE CHEMICAL co., inc. 


600-606 W. Lake Street, Chicago, Iilinois 




















It’s like laying a metal hose 
that will last tor a century 


APCO 


CAST IRON SOIL PIPE 
and FITTINGS 


A sewer line of APCO Cast Iron Soil Pipe is FLEXIBLE be- 
cause of its lead-caulked joints (non-penetrable!). It can 
withstand the strains and stresses of ground settling, earth 
movement—the sudden internal pressure of flash floods and 
the terrific, constant jarring and pressure of overhead traffic. 





When you lay APCO you lay away your waste pipe troubles 
forever. You can set and forget. So invest in the economy 
of one cost and permanent satisfaction. Specify APCO once 
—for all time! 
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..- To Protect Against Sewer Back Flooding! 






MODEL 109 


DUAL DRAINAGE CONTROL VALVE 
HAS BOTH... 






Properly installed according to local building codes, the 
Boosey Model 109 will provide dependable protection 
for stored merchandise and valuables. Basement flood 
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Write for catalog of Stringer Fittings and learn about 
APCO Fittings, too. There's a shape for every purpose 
—an answer to every fitting problem—a fitting for 


every code and job! 


ALABAMA PIPE COMPANY 


DISTRIBUTE 


8 PLANTS TO PRODUCE — 8 DISTRICT OFFICES TO 
ANNISTON, ALA 


PLUMBING AND 
HEATING 
WHOLESALERS 


Attention 


hdhwe on C/eats, 
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QUICK AND 
EASY WAY! 





by the publishers of the Bradford Price Book. 
Write for Full information T. 





QUINCY 69, MASSACHUSETTS 





Here are two beautifully bound, loose-leaf price data books 
for the Plumbing and Heating Wholesaler. Fully illustrated. 
24 sections of vital information. The MASTER COPY keeps 
you up-to-date on market changes, etc. Size 842” x 11” x 12”. 
The SUPPLEMENT COPY is designed for wholesalers or jobbers | 
who find it necessary to have a tailored price set-up to meet | 
their own individual needs. Adaptable as a price service book 
to the customer. Size: 82 x 11 x 1% or 24 inches. Published 


Mac EWAN MARKET MANUAL_) | 
















Published in 


| 


Two Editions | 
the MASTER and 
SUPPLEMENT Copy 





conditions due to back pressure flooding from the street 
sewer can now be controlled either manually or 
automatically with the Boosey Model 109. 
SEND FOR SPECIAL LITERATURE ON 
BASEMENT FLOOD PROTECTION 


NORMAN BOOSEY MFG. CO. 


(eT -Tal tao] lol + ie Oladl a= 


5281 AVERY AVENUE 


DETROIT 8, MICHIGAN 








SAVE time and money, 


checkout and control easy 


with Thon's pniQwaTanE nee 





Bi: 


Fittings Box, right, holds 202 fit- 
tings—enough to plumb a two-bed- 
room house! A real time and mon- 
ey saver! 


F-60 %"", $8.95; F-70 34”, $11.95. 


WRITE FOR FREE FOLDER or see 
your wholesaler. Remit in full for 
prepaid shipment. 


Jobber inquiries welcome. 


lo rrang 


Owetonne, Minn, ° 


114 Broadway - 





Nipple G Fittings Boxes 





If it hurts you to see a $3.00 per hour 
journeyman searching for the proper 
fitting, going back to the truck or 
shop for a 15¢ item, then Thon’s 
Double-Faced Nipple & Fittings Boxes 
are for you. Reduce loss, theft, dam- 
age. Pay for themselves on first job. 
N-20 1%” nipples .......... $11.50 
Other models for %”, $12.50; 
1” & 1%", $9.50; 1%" & 2”, 
10.95 
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(Continued from bottom of page 228) 
increasingly cold water. Volume is controlled by 
moving the handle upward until the desired flow 
is reached. The handle responds to light touches 
to permit use even if hands are not free. The 
faucet utilizes a simple line design to facilitate 
cleaning. It is available with swing spouts 
equipped with aerators. END 





What the Wholesalers Are Doing 


(Continued from center of page 134) 
trasted with four serious talks on the correct 
methods of handling company sessions. 

Skit one depicted the annual sales meeting of 
the mythical Windy Dryer Co. President I. M. 
Windy addressed a lethargic group of dozing 
salesmen who arrived at the meeting any time 
they pleased. These distractions didn’t bother 
I, M. Windy. He droned on and on. 

The next Heil skit satirized the over-con- 
scientious speaker who quotes every available 
figure down to the last decimal. As C. DePyle, 
the Windy sales manager, rattled out his endless 
figures, members of the audience escaped bore- 
dom in the pages of their newspapers and comic 


books. 
Has Trouble with Visual Aids 


Skit three showed how visual aids can be over- 
used. Advertising manager Art Copy used so 
many visual aids, his sales message was obscured 
by them. And adding to his problems, his easel 
collapsed, his projection screen ripped and his 
slide projector blew up . . . and along with it the 
sales meeting. 

The fourth presentation brought to the stage 
Charlie Crankshaft, engineer. Crankshaft lost his 
audience with a nut-for-bolt description of a new 
“input shroud” and two new lockwashers de- 
signed to replace existing “lag screws.” Charlie 
regained audience attention by complaining his 
engineering department never got cooperation 
from salesmen. This eveutally led to a free-for-all 
battle between departments. 


The Right Way to Do It 

Winding up Windy Dryer’s disastrous sales 
meeting was I. M. Windy, Jr., who delivered a 
dehydrated speech and handed out reams of use- 
less sales literature. 

The “don’ts” of sales meetings were followed by 
the “dos,” presented by Heil Co.’s sales execu- 
tives. 

Harry Pugh, manager of the sales planning di- 
vision, led off by calling for showmanship and 
planning in sales meetings. He added that show- 
manship didn’t require a play or Ziegfeld spectacle 








but timing, follow through, delivery and confi- 
(Please turn to top of page 232) 
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ENGINEERED QUALITY STEEL BOILERS 
by Portmar 


.are rated for their 
dependability and ‘'know-how’’ 


WINDSOR 
“Horizontal Tube Series” 
12 Sizes: 

77,000 to 720,000 BTU/hr. 

Steam: 320 to 3,000 sq. ft. 

Water: 510 to 4,800 sq. ft. 


Oii or gas fired Water Heat- 
ers and Heating Boilers avail- 
able in all capacities. 


Contoct your Portmar Boiler Company Inc. 


jobber 193 Seventh Stes! 















ASME 
APPROVED 





Brooklyn 15. N.Y 


You’ f Profit | With the QUICK 


COPPER 
> TUBE 
CUTTER 


No. 80-A 


Due to the speed and perfection of workmanship, you'll find in the 
No. 80-A the handiest cutter for your kit. Will handle up to 1” O.D. 
Tubing. Is sturdy, light and compact. Quickly and easily adjusted to 
cutting contact. Replaceable cutter wheels. Long-lasting, efficient and 
dependable. Order your No. 80-A today! 


JACKSON 
_MICHIGAN 


ZOERMAN CLARK MFG. CO. 








GUARANTEE LEAK-PROOF 


GAS LINES 


Test your gas line installations with s Beekman Gas 
Proving Pump and Beekman improved Mercury Cel- 
ema to insure a leak-proof job. Quick, simple, and 
pesitive check against gas line leaks. 


MUTUAL MANUFACTURING CO. 


* Dependable Testing Devices 


45-16 162ND ST. 
FLUSHING 58, N. Y 

K AIN ER 
QUALITY 


THE Standard of QUALITY 
for Over 30 Years! 
There's always less rel 
effort needed when you - 
KAINER—the nome A 
over |g Bes has signified a 
best in heating speciaities. New R-5 
Folder = Governors sent upon 
request. 


Ask Your Jobber About C-3 
The KAINER LINE! 
7&1 2 on. mem een, | STREET 


KAINER & CO. cui. LLENOTS 














HEATING SPECIAL TEs 
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Model #101 


@ FITS ALL sage hg e 




































l\'VE MORE*! 2: 
| CALL BACKS |NO TROUBLE 
| ON NEW HEAT-| FOR ME-1 USE 


-| KEK - IN 
a AES EVERY JOB 












Even New steam or hot water systems need 
cleaning. Use KEK to remove foreign matter (oil, 
compound, etc.) and save call back expense. 


MADISON 
iTé LAB. «. 


INDLEY’S 


PLUMBERS’ 
SPECIALTIES 


—a complete line of small indis- 
pensable items—rods, bolts, nuts, 
screws, wires, tubes, flanges, wash- 
ers, guides, pins, etc.—handy to 
use in emergencies—prerequisite 
in finishing many a plumbing job. 
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in standard cartons 
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C4 - burgh NIPPLE WORKS, Inc. 


1455 SPRING GARDEN AVE., PITTSBURGH 12, PA 
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HINDLEY MFG. CO. 53 John St., Valley Falls, R. |. 





What the Wholesalers Are Doing 


(Continued from bottom of page 231) 


dence. And he added: 

“Plan your meeting well. Two months of plan- 
ning and a few minutes of speech writing will pro- 
duce a red hot meeting, but a few minutes of plan- 
ning and two months of speech writing are a 
round trip ticket to a sure-fire flop.” 

It is best to present concrete selling information 
in usable and understandable form. 

The brighter side of visual aids was shown by 
George Hochstein, sales manager of the Heil auto- 
matic heating division. - Hochstein emphasized 
that when visual aids are used in a sales meeting, 
planning is not enough—thorough rehearsal with 
the aids is necessary. 


Visual Aids Have Advantages 

Hochstein said that while visual aids presenta- 
tions require more preparation time, they have 
advantages in modern day selling. The large 
amount of information that must be imparted to 
salesmen in a short time, said Hochstein, can only 
be presented with visual aids. These aids save 
valuable time and have a lasting impact. 

Hochstein warned that visual aids could back- 
fire if the material is old and shopworn, or too 
impersonal. But the deepest pitfall, he said, is the 
use of visual aids by a speaker who is not equipped 
to supplement them with his own talk. 

Hochstein had these visual aid tips: (1) Be 
familiar with your message. (2) Prepare visual 
material in color if possible. (3) Keep visual aids 
lively by including personal material depicting 
people in the audience. (4) Make sure the visual 
material applies to the subject and is not merely 
visual. (5) Be sure the equipment is in working 
order and the operator knows how to use it. 

Charlie Crankshaft, the belligerent engineer 
with the laboratory vocabulary, had his sales meet- 
ing talk torn apart by Paul Miller, another Heil 
sales manager. 


Meeting Must Be Carefully Planned 

Miller admitted that Charlie Crankshaft had 
managed to get audience participation but only 
at the expense of a few cracked skulls and bloody 
faces. Sales seldom result from such activity, 
Miller said. 

But, Miller added, participation can have hap- 
pier consequences if the meeting is carefully 
planned and the moderator knows his subject and 
his audience. 

Miller recommended three types of audience 
participation meetings. The panel discussion type 
stars several salesmen in a forum talk that usually 
stimulates high audience interest. Salesmen on 
the forum should be notified in advance of the 
subject under discussion and what will be ex- 

(Please turn to top of page 235) 
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THESE INDEPENDENT 
LABORATORY TESTS 
TELL YOU WHY... 
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NOT ONE | 
MURCO 
GREASE | 

TRAP 

HAS EVER BEEN | 


RETURNED BECAUSE OF 


OPERATIONAL FAILURE , 


WRITE TODAY 
FOR A COMPLETE 
COPY OF THESE 
TESTS 


0. J. MURRAY 
MANUFACTURING CO 









WAUSAU | 


WISCONSIN # 





RE ACH FOR @ nV 


REPS: 
Some territories open .. . 
write today for full details, 





pion 










. . « when you want parts 
and equipment painted or 
touched up in a matter of seconds! | 
No mixing, no cleanup. Just shake 
hand-size aerosol can and release 
fingertip spray valve .. . guaranteed 
non-clogging. 


COLORS: Chrome Aluminum ® | 
Gloss White © Gloss Black | 
e Meadow Green @ Bright Red ® | 
Medium Gray @ Royal Blue | 
e Ivory @ Bright Gold @ Copper- | 
plate @ Yellow @ Clear Plastic | 
e Black, White and Aluminum 


Lacquer (water and oil proof). 


See Your Jobber Today! 


CHAMPION BRONZE POWDER 
& PAINT CO.,Inc 
| 


22526 W. Van Buren ® Chicago 12, Ill. 





Brady 


Complete Line of Plumbers Tubular Brass 


CS&BCo 
| STAMPING _| 


ecrry «THE CONNECTICUT STAMPING & BENDING CO. 


NEW BRITAIN, CONN U.S.A 





3,000,000 





AIR VOLUME 
CONTROLS 


have been standard equip- 
ment on leading makes of 
ejector, turbine, rotary and 
centrifugal water systems 
for more than 15 years. 


Over a Million 


need repairs or replacement 
to maintain proper air cush- 
ion in the tanks. Can be 
replaced in 5 minutes! 


This Market is 
Open to You! 


Replacement controls and 
repair kits are available at 
your pump supply house or 
wholesaler. 


Write direct for 
latest bulletin 





i" Ye +. % a 
; Bs sce a OP Fe 


AIR CONTROLS, Inc. 
1406 East 18th Street 
Muncie @ Indiana 
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pected of them. 

Miller said the “open floor” discussion type 
meeting, permitting the entire audience to par- 
ticipate, requires a firm leader to hold the session 
on a steady course. Miller suggested that the 
leader prepare an outline of what he wants 
covered and “plant” some stooges in the audience 
with specific questions. This plan will keep the 
discussion moving in a single direction. 

The popular question-and-answer session has 
many phases, Miller said. Question boxes for 
salesmen may help bring more queries. But, like 
other type meetings, the success depends on the 
knowledge of the group leader. 


Heil’s “how-to-do-it” program closed with John | 


Barclay, general sales manager, discussing ways 
to keep the successful sales meeting fresh in the 
salesman’s mind. 

Barclay said one method used by his company 
is to set forth general objectives after the yearly 
sales meeting. During the following year, sales- 
men receive reminders of these objectives and 
suggestions on how they can be reached. 

Another means of keeping meeting ideas on a 
year-long basis is to send Heil salesmen copies of 
the speeches they heard. These speeches are ac- 
companied by letters from the speaker who em- 
phasizes certain points and asks if any of the 
suggestions made have been carried out in actual 
practice. ‘ 

“In doing this, we feel that wé are able to make 
our annual meeting live through the entire year, 
rather than be a “one shot’ deal,” Barclay said. 
“By this constant repetition of the ideas generated 
at the meeting, we feel we have made a material 
improvement in the selling technique of our field 
organization. The same thing will apply to whole- 
salers.” END 


Big A-C Installation Goes to Work 


SoME OF THE largest cooling machines ever pro- 
duced for commercial building air conditioning 
have gone into action at the new Northland Center 
super shopping center in Detroit. 

Manufactured by Carrier Corp., each machine 
provides refrigerating capacity equal to the melt- 
ing of 3,600,000 pounds of ice daily. The two 
machines together will handle all cooling require- 
ments for the J. L. Hudson Co. department store 
and the additional buildings currently completed. 

Chilled water from the central power house, 
where the cooling machines are located, will be 
piped underground to all of the buildings in the 
Center and will be paid for on a meter basis, just 
as the normal householder is charged for elec- 
tricity and gas. 
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GAS FIRED 
FUBNACE 








A Type And Size To 
Meet Every Heating 
Requirement! 


that Boosts Your Profits 


© FORCED AIR FURNACES © COUNTER-FLO FURNACES © HORIZONTAL FURNACES 















80,000 - 100,000 - 120,000- 80,000 - 100,000 - 60,000 - $0,000 BTU Input 
140,000 - 160,000 BTU Input. 120,000 BTU Input 
© FLOOR FURNACES @ DUAL WALL © VENTED RECESSED 
27,500 - 35,000 - 50,000 - FLOOR FURNACES WALL HEATERS 
65,000 - 75,000 BTU Input 50,000 BTU Input 21,500 Single Wall — 45,000 
Buel Wall BTU Input 
ALL ARE 7 
Factory Assembled + Economical Operation 
Fire Tested. Smart Appearance = 
Ready to Install Cast Iron Burners APPROVED BY THE 
 Competitively Priced  10-Year Factory AMERICAN 
Warranty ° GAS « 
ASSOCIATION 











Distributed By Outstanding Wholesale Supply 
Heuses @ Write or Wire @ Get The Facts! 


ol OO Oe OS DDS Did 0 
Mee weew FA CTURIN G c oO 


BOX 28 * Subsidiory of The F. E. Myers & Bro. Co . AURORA, MO 
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THINK OF YOUR 


MAN! SAVINGS.... 
“" APOLLO 


FLEXIBLE SUPPLIES 


12 ‘ncn SAVings in time, labor and over- 
remai> head added to unfailing accuracy 
and neatness on the job sum up 
to greater profits with APOLLO 
Flexible Supplies, Stops, Fit- 
tings, Supply Lines, Nipples and 
Escutcheons. WRITE FOR 
FULL DETAILS TODAY. 





2831 JESSAMINE ST. 





Lavatory 
% inc 
Straight Femate. 


APOLLO INDUSTRIES 


CINCINNATI 25, OHIO 





»| PIPE HANGERS 


(i Ask for Catalog No. 452 covering net & Inserts 


Fig. 255 Fig. 375 ~ 4 
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Fig. 312 
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ENGINEERING (CO. of MD 


Fig. 252 Fig. 254 


GATEWAY "GATEWAY 


ENGINEERING COMPANY COMPANY of OHIO 


Fig. 251 








: BLOWERS 
edmond and MOTORS 


for OIL & GAS BURNERS-FANS 


140 Vos, A.C., 
Shaded Pole, induc- 
tion motors. Blowers 
available single or 
double from 50 CFM 
to 220 CFM. Motors 
available from 1/6 
H.P. to 1/500 H.P. 
in stud mount or base 
mount for fan and 
mechanical duty. 





Write for catalog and p 


CYCLO-FREEZ CORPORATION 
MOhawk 9-6794 
MINNEAPOLIS 16, MINN. 


Factory Distributors 
P.O. BOX NO. 6, DEPT. De 










a carry one of the kpnapet stocks in the world. 








Your TIME is MONEY! 


TIME-SAVING CLOSET FLANGE 
SPACER SAVES BOTH! 





Corrugated paper construction. 
Forms circular tube around 4” soil pipe. 
Long enough to use where floor levels vary. 
Installed in seconds. Fasteners furnished. 
Removed in seconds. Leaves 3% in. space. 

No cement to chisel. 

Low cost. Packed 50 & 100 to carton. Weight 
15 & 30 Ibs. respectively. 


HENRY BATH TUB PROTECTOR CO. Naar 
72 First Avenue Pittsburgh 22, Pa. g ‘ 
Sales Office: 1508 N.E. Third Ave., Ft. Lauderdale, Fia., Phone 2-0995 
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Makes Any Fire Door 


INLAND Safety Door Closer 
For Gas and Oil Conversion 


Used by Thousands of Utility Companies 


Replace the regular boiler or furnace door 
hinge pins with the Inland Door Closer, file 
down the door catch and you have an extra 


tension allows door to swing open on slow 
or faulty ignition of burner and then close. 
Wedge holds door open when necessary. It’s 
easy to install with the NEW SPRING 


HOLDER. 
MADE IN 3/16”—1/4”—5/16”—3/8” 
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In addition, Carrier has furnished one of the 
nation’s larger high-pressure, overhead condi- 
tioned air distribution systems for the J. L. Hud- 
son Co. store, and the air conditioning equipment 
for the other buildings. 

The start-up of this vast new system marks the 
30th anniversary of the one of the first modern 
air conditioning for department stores, which was 
installed in the parent J. L. Hudson Co. store in 
Detroit in 1924. Each machine in the original sys- 
tem provided cooling capacity equivalent to about 
400,000 Ibs. of ice melting daily, or less than one- 
ninth of the capacity of the new units. 

Mains leading from the new refrigeration plant 
will send chilled water to the other buildings in 
the Center at the rate of some 10 million gallons 
a day. The pipes are capable of handling twice 
this volume of flow in order to service future 
buildings. 

In the new Hudson store, nearly eight miles of 
space-saving, high-velocity ductwork, carrying 
conditioned air at high speeds, has been installed 
to handle the first two floors. The third floor, con- 
taining customer and employee cafeterias, beauty 
shop, hospital and training areas, uses a system 
which permits occupants to dial their own 
weather. 

Altogether, 420,000 ft of conditioned air will be 
sped every minute from 14 large air conditioning 
units in a rooftop penthouse to provide comfort 
throughout the store’s 450,000 sq ft of area. 

Other stores will be served by another 500,000 
cu ft of air a minute, conditioned by central station 
apparatus in each of the buildings. 

The charge for the amount of cooling used by 
each building will be determined by a new type of 
meter, specially designed and built for this sys- 
tem at a cost of about $2,000 per meter. These 
devices will measure a unit of cooling called a 
“therm”. One therm is the equivalent of 100,000 
Btu’s, which requires about a minute and 24 sec- 
onds work for the cooling plant. END 


A "SAFETY VALVE"! 


BURNERS 


and Contractors for Years 


“Safety Valve” on the job. Gentle spring 


DOOR PIN SIZES AND PRICED AT 
$1.10—$1.15—$1.20—$1.25 


See your jobber or write us. 


INLAND MFG. CO. 


Pat. #2,605,097 








1120 N. CICERO, CHICAGO 51, ILLINOIS 
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1. ONE MAN OPERATION — Complete Safety. Operator does not handle the posing tt apetnney 
niles of rotating rod. : superiority of ‘‘Flexi-Cleaner.”’ 
; 2. REVERSING SWITCH —Turns either right or left. ; 
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| sec- FOR COUNTERFLOW « LOW HIGHBOY « HIGHBOY « FLOOR 
END AND OTHER COMPACT FURNACES + SPACE HEATERS 
wis Will fit if there is 3” space between furnace body and 
casing. Leak proof glass float. Nickel and chrome plated 
brass valve parts. Aluminum rack for patented Vapoglas 
plates. Pan is double coated acid and alkali resisting 
. .. Effective immediately, all Alberene sinks will | porcelain enamel steel. 
be special sinks, built to order to fit any space,in | Write for booklet—it’s the modern humidifier for modern 
any dimensions. Manufacture of production-run heoters. 
laundry trays has been discontinued. | Are you selling Vapoglas 
Just send us complete dimensions (ask us for | Plates—you're missing a 
our easy-to-use order forms). There are nine | "°® profit if you aren't. 
types you may choose from. If you have any 
trouble in design, phone our local representative, 
or write to — 
ALBERENE STONE CORP. 
OF VIRGINIA | SKUTTLE MANUFACTURING co. 


Milford . Michigan 


ILLINOIS 


419—4th Ave., New York 16, N. Y. 














SITUATIONS OPEN 





PLUMBING SUPPLY SALESMAN TO 
call on plumbing and heating con- 
tractors and hardware stores with com- 
plete line of fittings, brass goods, etc., 
etc. New York warehouse. Drawing 
account guaranteed. Full details first 
letter. Replies confidential. Address 
Key 317-E, “DOMESTIC ENGINEER- 
ING,” 1801 Prairie Ave., Chicago 16, 
Illinois. 
EXPERIE NCE D HEATING ENGINEER 
and estimator wanted, preferably 
from New England. State qualifications. 
CHARLES MILLAR & SON COMPANY, 
St. Johnsbury, Vermont. 


SAL ESMAN = ALLING ON PLUMBING, 

heating, and oil burner contractors, 
etc. Complete line of electrical con- 
struction material (wire, cable, wiring 
devices, etc.) for wholesale distributor; 
high commission; state territory and 
line carried. Address Key 305-E, “DO- 
MESTIC ENGINEERING,” 1801 Prairie 
Ave., Chicago 16, Illinois. 








Aggressive eslocmnn experienced 4 in the 
sale of heating equipment wanted by 
manufacturer of boilers and radiators 
for Cincinnati, Dayton and Louisville 
territory. Send qualifications to R. W. 
Fowler, BURNHAM CORPORATION, 
Zanesville, Ohio. All replies confiden- 
tial. 
WANTED: ESTIMATOR WITH MID- 
western plumbing and heating con- 
cern. State age and experience. Address 
Key 313-E, “DOMESTIC ENGINEER- 
ING,” 1801 Prairie Ave., Chicago 16, 
Illinois. 
SALES REPRESENTATIVE WANTED 
by long-established plumbing and 
heating wholesale house to call on in- 
dustrials and heating contractors in 
central Connecticut. We desire a man 
who has had experience in contacting 
maintenance heads of industrial plants 
and who can figure heating layouts. To 
such a man who can furnish us with 
reference as to his ability and integrity, 
we have an interesting position open. 
All correspondence will be treated in 
confidence. Address Key 304-E, “DO- 
MESTIC ENGINEERING,” 1801 Prairie 
Ave., Chicago 16, Illinois. 
EXPERIENCED HEATING AND 
Plumbing salesman to travel, home 
nights. State qualifications. PLAIN- 
VILLE PLUMBING SUPPLY COMPANY 
259 East Street, Plainville, Connecticut. 


SITUATIONS WANTED 








Mature experienced sales supervisor 
seeks association with manufacturer 
selling through manufacturers’ agents. 
Address Key 316-E, “DOMESTIC EN- 
GINEERING,” 1801 Prairie Ave., Chi- 


cago 16, Illinois. 


REPRESENTATIVES WANTED 


MAN WHO KNOWS PLUMBING TO 

travel eastern Missouri, southern II- 
linois for manufacturers’ agent on split 
commission basis; plenty of good lines, 
established territory. EARL B. MIL- 








LER, 5035 Enright Avenue, St. Louis 8, 
Missouri. 
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RATES FOR CLASSIFIED ADVERTISEMENTS 


Light face advertisements, fifteen cents per word, including 
heading and address. For keyed address count seven words. 


Minimum advertisement, 


$3.00 per insertion. Rates for bold 


face advertisements, $6.00 per inch. Address all advertisements 


to Classified Advertising Department, 
NEERING, 1801 Prairie Ave., 


DOMESTIC ENGI- 


Chicago 16, Illinois. All Classi- 


fied Advertisements are payable in advance! 











REPRESENTATIVES WANTED 


REPRESENTATIVES WANTED 





GRAY IRON PIPE PLUGS 


Many valuable territories open for ag- 
gressive representation on full line of 
pipe plugs. Manufactured by old, es- 
tablished firm strategically located. 
Line pays top commission. Address 
Key 315-E, “DOMESTIC ENGINEER- 
ING,” 1801 Prairie Ave., Chicago 16, 
Illinois. 


WE ARE MANUFACTURERS OF 

enameled cast iron plumbing fixtures 
since 1882. Very modern manufactur- 
ing facilities. Have several territories 
open. Commission basis. Sell through 
wholesale plumbing distributors. Ex- 
cellent earning possibilities. Confidence 
maintained. Send resume of background 
and non-returnable photo to: G. W. 
Kelch—-Executive Vice President, THE 
HUMPHRYES MANUFACTURING COM- 
PANY, Mansfield, Ohio. 














PLASTIC LAUNDRY TRAY 


now being offered by Baltimore manu- 
facturer on protected territory basis. 
This high quality, competitively priced 
tray will sell as it has unique selling 
features. Get in on ground floor. Ad- 
dress Key 303-E, “DOMESTIC ENGI- 
NEERING,” 1801 Prairie Ave., Chi- 


cago 16, Illinois. 


OP PORTU NITY KNOCK s FOR ENER- 
getic manufacturers’ representatives: 
Newly organized manufacturer of varied 
line of quality plumbing and heating 
specialties, competitively priced, is now 
setting up national distribution. Chance 
to get in on ground floor as all terri- 
tories are open. Good commission rate 
and protected territory. Write +" de- 
tails in confidence. Address Key 311-E, 
‘“‘DOMESTIC ENGINEERING,” 1801 
Prairie Ave., Chicago 16, Illinois. 





REPRESENTATIVES WANTED © 


Incinerators are in demand. Excellent oppor- 


Sixty-three years of manufa e 

you. — testi s. Sizes for 
residential, municipal. Ex- 
clusive territories if commiss' 


Address Key 159-E, “DOMESTIC ENGINEER- 
ING,” 1801 Prairie Ave., Chicago 16, Illinois. 





MANUFACTURERS REPRESENTA- 
tive wanted: Manufacturer of an ap- 
proved, quality hot water tempering 
valve, which is well accepted in many 
areas, desires additional representa- 
tives who now handle other allied lines 
for the plumbing and heating trade. 
Protected territories available. Write 
stating qualifications. Box 816, 1474 
Broadway, New York, New York. 


FREE SERVICE 


Manufacturers’ agents register now. 
Manufacturers’ Agency Service main- 
tained for years by DOMESTIC EN- 
GINEERING Magazine is for your 
benefit and if you have not already 
registered, write today for necessary 
registration forms and complete details 
of assistance available to agents. As a 
clearinghouse of information for the 
manufacturers’ agents of plumbing, 
heating and air conditioning equip- 
ment, DOMESTIC ENGINEERING 
Magazine has proven invaluable to 
many leading representatives in the 
past, and if you have not as yet taken 
advantage, get the details today. There 
is no charge. Attach this advertisement 
and mail it together with your letter- 
head for full information to Manufac- 
turers’ Agency Service, 1801 Prairie 
Avenue, Chicago 16, Illinois. 








CAN YOU SELL WATER 
HEATERS IN MICHIGAN? 


Old line manufacturer offers full line 
of gas and electric storage and side- 
arm heaters. Apply only if you COVER 
THE STATE, not Detroit alone. Ad- 
dress Key 277-E, “DOMESTIC ENGI- 
NEERING,” 1801 Prairie Ave., Chi- 
cago 16, Illinois. 





EXCLUSIVE PROTECTED TERRITO- 

ries open on nationally advertised 
plumbers’ special packing to agents 
calling on plumbing supply houses. 
Unique demonstration sells 8 out of 10 
on first call. Excellent for opening new 
accounts and high volume repeat busi- 
ness. Address Key 722-D. “DOMESTIC 
ENGINEERING,” 1801 Prairie Ave., 
Chicago 16, Illinois. 








FOR ADDITIONAL CLASSIFIED 
ADVERTISEMENTS 
SEE PAGES 240 AND 242 
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AMERICAN CONTROL 


Equipped Water Heaters 


_.. Are The. 
That Assure 
_ The Greatest 
DEPENDABILITY 
& LONG-LASTING 
PERFORMANCE 


Responsive dependability is 
what your customers want 
in operating a water heater. 
That is the very thing they 
get in an AMERICAN 
CONTROL, Snap-Action, 
Thermostat operated 
water heater .. . 
known as the heart of 
the heater. It is assur- 
ance to your custom- 
ers that through the AMERI- 
CAN CONTROL, the heater 
they buy will automatically 
maintain hot water in the tank 
at all times. 


The AMERICAN CONTROL 
Thermostat is torture-tested, 
strong and dependable—backed 
by engineers and craftsmen 
who, in the production of this 
remarkable control appliance, 
have 25 years’ experience to 
back them up... that over a 
million of their thermostats 
have been gainfully used in top- 
quality water heaters. 


WRITE FOR COMPLETE 
DETAILS TODAY! 




















AMERICAN 
CONTROL 


SNAP-ACTION 


Thermostat 
Model No. 12. 


® 


LABORATORIES 


LISTING SYMBOL 


PRECISION 
MANUFACTURED 
FOR GREATEST 
SATISFACTION 
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Tough year to make money 7 


NOT WHEN YOU SELL THE 






Guaranteed by * 
Good Housekeeping 
* 


0 
227 45 aovennistn WOES 








The National Disposer is making a lot 
of extra money for aggressive plumbers 
this year. 
To begin with — home owners and = 
home builders alike are recognizing ™ 
that kitchen food waste disposers are a “MUST.” 
Second — the plumber is the logical man to sell dis- 
posers. He must install them, no matter who sells them. 
The alert plumber goes after that extra profit. 
Third — The NATIONAL DISPOSER is easy to 
sell. It’s nationally known — nationally advertised — 
nationally preferred. It’s priced right. It’s the easiest 
disposer to install . . . the easiest to service. And with 
NATIONAL’S famous quality — and NATIONAL’S 
Protection Plan —service calls actually amount to 
nothing. 

You just can’t miss those extra profit dollars — 

if you go NATIONAL—sell NATIONAL 


MAIL THIS COUPON TODAY FOR 
DETAILS ON NATIONAL’S 
ok ee 


FULL 
PROFIT-MAKING 





NATIONAL DISPOSER 
Dept. DE 654 47 w. Exchange St., Akron 8, Ohic 


(_] MAIL ME THE PLUMBER STORY. 
Name 
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REPRESENTATIVES WANTED 


LINES WANTED 


LINES WANTED 








TERRITORIES OPEN 


for 
Manufacturers’ Representatives 
Several territories open to recognized 
manufacturers’ representatives cover- 
ing the wholesale plumbing trade to sell 
perforated hanger iron and steam 
gauge siphons on commission basis. Full 
protection representing one of na- 
tion’s largest manufacturers of hanger 
iron. Write HOFFMAN COMPANY, 
P. O. Box 606, York, Pennsylvania. 
AFTER 25 YEARS OF SUCCESSFUL 
eastern distribution, we now seek 
country-wide representation for ACE 
MARBLE PROTECTION PAPER. Write 
today for details ... ACE PAPER 
COMPANY, 426 West Broadway, New 
York City. 


REPRESENTATIVES WANTED 


Manufacturer of plumbers’ brass goods 
including a complete line of valves and 
faucets desires representatives calling 
on wholesale plumbing and heating job- 
bers in the following territories: 


New England States 
Philadelphia and eastern Pennsylvania 


Texas and Oklahoma 


Address Key 314-E, “DOMESTIC EN- 
GINEERING,” 1801 Prairie Ave., Chi- 
cago 16, Illinois. 


Specialty salesmen for our top line of 
shower doors-bath enclosures and 
medicine cabinets to the jobber and 
building trades. Commission basis. 
Several territories open. For prompt 
consideration write fully. Address Key 
322-E, “DOMESTIC ENGINEERING,” 
1801 Prairie Ave., Chicago 16, Illinois. 


LINES WANTED 








TEXAS 
kkk wk 


EDWIN B. SMITH & 


ASSOCIATES 
Box 274 
Tyler, Texas 
Warehousing Nationally-Known Lines 


ENTIRE STATE OF OHIO — 

M. M. MATHES & SON 
1836 Euclid Ave., 
Cleveland 15, Ohio 


Serving the plumbing jobber 





DESIRE HIGH GRADE LINES FOR 

high grade jobbers; staples preferred. 
F. 8S. CRUMLEY, 7211 South Yates Ave- 
nue, Chicago 49, Illinois. 








Salesman wants additional line for 
NORTHERN NEW JERSEY 
plumbing and heating wholesalers. Lim- 
ited territory assures you of complete 
and frequent coverage. Many years 
experience. Commission. Address Key 
320-E, “DOMESTIC ENGINEER- 
ING,” 1801 Prairie Ave., Chicago 16, 
Illinois. 


_ WESTERN CANADA — 


Manufacturers’ representatives calling 
on plumbing and heating jobbers in 
Manitoba, Saskatchewan and Alberta 
seeking additional quality lines. Ad- 
dress Key 318-E, “DOMESTIC EN- 
GINEERING,” 1801 Prairie Ave., Chi- 
cago 16, Illinois. 





A NEW KIND OF MANUFACTURERS 

representative agency, calling on 
wholesale hardware, plumbing, garden 
supply and department store trade in 
southern California area, has been 
organized by top jobber salesman and 2 
associates with 30 years national mer- 
chandising experience. Spend 90% time 
detailing trade with jobbers’ salesmen, 
10% with buyers. Can handle 2 ad- 
ditional lines to nationally known line 
now selling. Guarantee 100% hard work 
where it counts. Bank and manufac- 
turers references given. WM. W. 
BRADY COMPANY, 5526 Vineland Ave- 
nue, North Hollywood, California. 


LINES WANTED 


A new Chicago sales organization well 
acquainted with the jobbing trade in 
Illinois, Wisconsin and northern In- 
diana has openings for all quality 
lines on a commission basis. If neces- 
sary can offer warehousing facilities. 
This is your opportunity to get in on 
the ground floor. Address Key 306-E, 
“DOMESTIC ENGINEERING,” 1801 
Prairie Ave., Chicago 16, Illinois. 


FRANK MORRIS & CO. 


424 S. Cheyenne St. 
Tulsa, Oklahoma 


Kansas, Oklahoma, western Missouri, 
and Arkansas. 


MANUFACTURERS AGENTS COVER- 

ing plumbing and heating supply 
houses New Jersey desire one or two 
lines. Good coverage and following 
Address Key 321-E, “DOMESTIC EN- 
GINEERING,” 1801 Prairie Ave., Chi- 
cago 16, Illinois. 





M. L. QUEEN 
410 N. Poplar Street 
Dexter, Missouri 
Established with plumbing jobbers in the states 
of Missouri, Arkansas, Kentucky, and southern 


Illinois, giving prompt coverage to mamufac- 
turers represented. 





WANT ADDITIONAL 
PLUMBING LINES 


Headquarters in Chicago. Established 
clientele. Prepared to do a real selling 
job. Warehouse facilities available. Ad- 
dress Key 319-E, “DOMESTIC EN- 
GINEERING,” 1801 Prairie Ave., Chi- 
cago 16, Illinois. 


MANUFACTURER’S REPRESENTA- 

tive calling on the plumbing and 
hardware trade in Chicago and re- 
mainder of Illinois desires additional 
line. Prefer faucet line but would con- 
sider other products. Address Key 
307-E, “DOMESTIC ENGINEERING,” 
1801 Prairie Ave., Chicago 16, Illinois. 


BOSTON 


manufacturers’ representative with 
long experience selling to New England 
plumbing and heating supply jobbers 
seeking quality line. Will be available 
for interview in Cleveland and Chicago 
during week of June 14. Address Key 
309-E, “DOMESTIC ENGINEER- 
ING,” 1801 Prairie Ave., Chicago 16, 


Illinois. 


LUM & JOSSEM 


243 Powers Building 


Rochester, N. Y. 
Our territory, New York State, exclu- 
sive of the New York City Metropolitan 
area. 
We sell over 300 top jobber accounts, 
in the wholesale plumbing, electrical 
and builders hardware field with na- 
tionally known lines. 
This year our 3 major lines have shown 
sales increase of 20 to 50%. Interested 
in adding one quality line. We give 
systematic and complete coverage. 





MANUFACTURER'S REPRESENTA- 

tive, rated Dun-Bradstreet, long expe- 
rienced, selling jobbers, New York-New 
Jersey. Have warehouse facilities, in- 
terested in one additional line. Address 
Key 308-E, “DOMESTIC ENGINEER- 
Fates 1801 Prairie Ave. Chicago 16, 
Illinois. 


Western Pennsylvania ond West 
Virginia 
D. S. SCHWARTZEL 


254 North 16th Avenue 
New Brighton, Pennsylvania 


Representing the Manufacturer 





FOR ADDITIONAL CLASSIFIED 
ADVERTISEMENTS 
SEE PAGES 238 AND 242 
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IN CLOSE QUARTERS 





PLUMBING SPECIALTIES 
GRAY IRON CASTINGS 








DRESSER 
COMPRESSION FITTINGS 
ARE EASY TO USE 
IN TIGHT SPOTS 


Bungalow Type or Low Inlet 


TRAPS 








local supply store 


for a COMPLETE LINE of couplings, ells, tees, adapters, etc. 


cn @ «a 


qs 








Made in 
1%4”,1%2” and 2” Sizes 





adapted for use in New or Modern 
type homes using shallow installa- 
tions. A complete line of Bath Traps 
for all types of jobs up to, and in- 
cluding 2-in. size. 


| These Traps are particularly 


Consult your Jobber about our products and request a 
copy of our latest catalog. 


Tie WILMINGTON CASTING Co. 


W!LMINGTON, OHIO 








How to : . 


DETERMINE THE RIGHT BID? 





Heavy bound cloth cover 
—5% x 8% inch size— 
120 pages with index for 
easy reference. Every 
plumbing and heating 
contractor who prepares 
bids has a vital need for 
this handy, compact book. 
Don’t lose out on profit- 
able business. Send for 
your copy now. Price 
postpaid $2.50 (please 
send cash with order). 


Send your orders to 
BOOK DEPARTMENT 


DOMESTIC ENGINEERING PUBLICATIONS 





Boiler [ube Cleaners 
Wire Heater Brushes 


Stop losing jobs and money 
because of bids that are 
either too high or too low! 
Avoid costly mistakes and 
oversights! Newly revised 
1950 edition of “Labor and 
Material” gives you all the 
facts you need to know to 
determine, quickly and ac- 
curately, the cost of all nec- 
essary material and labor. 

Over 100 tables and charts 
show exactly what materials 
are needed and the size of 
each . . . gives installation 
time of each unit. Diagram- 
matic drawings of lavatory, 
shower, drinking fountain in- 
stallations, etc. Discusses in 
detail the amount of profit 
and overhead you add to 
your bids. Special chapter 
deals with “unit system” es- 
timating. Use it to get over- 
all costs quickly . . . verify 
detailed estimates. Turn long 
hours of calculating into 
minutes of pleasure! 





ee ee mth, D 


WORCESTER BRUSH "0 SCRAPER CO. 


/ 4 . 
Dywviston of 
/ 


MASON-WORCESTER CO. 


1801 PRAIRIE AVENUE WORCESTER, MASS. 


CHICAGO 16, ILLINOIS 
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LINES WANTED 





MISCELLANEOUS 





Well established representative, work- 
ing closely with the plumbing and heat- 
ing jobbers in the states of Indiana and 
Kentucky, desires to take on one or two 
additional quality lines. Address Key 
262-E, “DOMESTIC ENGINEER- 
ING,” 1801 Prairie Ave., Chicago 16, 


Illinois. 





MANUFACTURERS’ REPRESENTA- 

tive established in the state of Flori- 
da, calling on all plumbing and heating 
jobbers, desires a few more lines to 
promote. Located at St. Petersburg, 
Florida. Address Key 181-E, “DOMES- 
TIC ENGINEERING,” 1801 Prairie Ave., 
Chicago 16, Illinois. 


SALES ORGANIZATION 


owned and operated by major west 
coast manufacturer of closet bina 


MARKETING 
MANUFACTURING 


If you have products, designs, ideas 
that will fit into the plumbing, heating, 
hardware and mill supply field, we have 
an expert marketing organization regu- 
larly calling on over 3,000 jobbers in 
U. S. and Canada and foreign countries 
and now selling well over half of these 
—we are also in position and have our 
own facilities to manufacture many 
items. Address Key 999-D, “DOMES- 
TIC ENGINEERING,” 1801 Prairie 
Ave., Chicago 16, Illinois. 


LEADING FLORIDA MANUFACTU R- 

ers’ representative sales organization, 
now covering Florida only, desires few 
more lines. Years of experience plus 
leadership in sales records, plus reputa- 
tion and results! Address Key 261-E, 
“DOMESTIC ENGINEERING,” 1801 
Prairie Ave., Chicago 16, Illinois. 








tions and lavatories, now seeks two or 
three volume lines of staple plumbing 
items. At present no additional lines 
are carried. Our men are calling on 
over one hundred accounts in southern 
California and Arizona and are actively 
and continuously selling to 85% of 
them. Because of the demand for our 
pottery, our customers have indicated a 
desire to cooperate with us-by placing 
orders with us for any additional 
plumbing lines we may represent. We 
sell to the plumbing wholesaler only. 
This is a marvelous opportunity for 
several manufacturers to obtain im- 
mediate volume business from this area. 
Please address all replies to: 


STANDARD PRODUCTS 
COMPANY 


1350 North Highland Avenue 
Hollywood 28, California 


LINES WANTED 


Capable hard hitting manufacturers 
representative with thorough cover- 
age in Florida and Georgia desires ad- 
ditional lines. Calling on the whole- 
sale plumbing jobber, heating and air 
conditioning trades. 


DON C. HALL COMPANY 


4055 N. W. 17th Avenue 
Miami, Florida 


CABLE ADDRESSES: 
“GASQUIDIS" "“DOALL" 








PAUL ATCHISON 
SALES COMPANY 


777 Stanford Avenue, Los Angeles 21 
607 Market Street, San Francisco 5, 


California 
Lines for plumbing, hardware and industrial 
jobbers, only. Perfect coverage in California 


and Arizona for past twenty years. 


THE SCHUTZE SALES CO. 


1999 North Snelling Ave. 
St. Paul 8, Minn. 





Manufacturers’ Agency Selling 


Important Mid-Northwestern Jobbers 





FOR SALE 





Plumbing and heating and air condi- 
tioning b hore, southern 
New Jersey, 3 miles from new Garden 
State highway, 30 miles south of Atlan- 
tic City, good income property and busi- 
ness. Price $65,000.00. Reason for sell- 
ing ill health. Address Key 263-E, “DO- 
MESTIC ENGINEERING,” 1801 Prai- 
rie Ave., Chicago 16, Illinois. 








FOR SALE 


Wholesale and retail plumbing and ap- 
pliances . . . nationally advertised 
brands . . . established 8 years ago. 
Beautiful new building 90’ x 89’ with 
terrazzo floors . . . modern building 
throughout. Located on a principal 
highway on the east coast of Florida 
serving a population of over 50,000. 
Extra parking space, a loading and un- 

ding platform and fenced yard for 





ESTABLISHED MANUFACTURER®Y’ 
agent, making bi-monthly calls on 
100 jobbers three fastest growing 
counties suburban New York City, 
seeks additional line. Address ree 
312-E, “DOMESTIC ENGINEERING 

1801 Prairie Ave., Chicago 16, Illinois. 





pipe. ‘Will sell with or without build- 
ing. Will require about $100,000. Own- 
er selling due to advanced age. Address 
Key 310-E, “DOMESTIC ENGINEER- 
ING,” 1801 Prairie Ave., Chicago 16, 
Illinois. 


SAVES TIME—MONEY 


Fortner’s pat pipe jig for pre-fab soil- 


water pipe. Easy to construct. Com- 


plete prints and instructions $10.00 


postpaid. Guaranteed satisfaction, de- 


tails on request. FORTNER'S PROD- 
UCTS, P. O. Box 123, Huntington 
Park, California. 


BUSINESS PARTNERSHIPS. DON’T 

lose your shirt starting or withdraw- 
ing. Protect yourself NOW. Our copy- 
righted booklet, price $2.00, contains 
amazing inside partnership information. 
Remember it pays to know the ground 
rules. Particulars free. FOX BUSINESS 
PUBLICATIONS, Box 1265-D, Peoria, 
Tilinois, 








BOOKS 


“LABOR AND MATERIAL.” ESTI- 

mates for plumbing and heating. 
Adaptable for making estimates for any 
type of residence or multiple-story 
building. Stop losing jobs and monev 
because of bids that are either too high 
or too low. This book gives you all the 
facts you need to make the right bid. 
Helps you avoid the pitfalls of hidden 
labor and material costs that frequently 
mean the difference between profit and 
loss. 125 pages, size 54” x 8%”. Price 
postpaid $2.50. DOMESTIC ENGINEER- 
ING, 1801 Prairie Ave., Chicago 16, Il- 
linois. 








Use These Pages 
To Get 
What you Want 


Are you looking for a competent em- 
ployee? 

Do you contemplate changing posi- 
tions ? 

Do you have a patent for sale? 

Do you wish to buy or sell a plumbing 
and heating business? 

Are you a manufacturers’ representa- 
tive seeking additional lines? 

Are you a manufacturer seeking ad- 
ditional representation ? 

Your advertisement, under the proper 
classification in these pages, will put 
you in touch with the people you desire 
to reach. 

The cost for light-faced advertisements 
is only 15 cents a word and the mini- 
mum advertisement is only $3.00 per in- 
sertion. 

Bold-faced advertisements are $6.00 per 
inch. Address your advertisements to 
Classified Advertisine Devartment, DO- 
MESTIC ENGINEERING, 1801 Prairie 
Avenue, Chicago 16, Illinois. 








FOR ADDITIONAL CLASSIFIED 
ADVERTISEMENTS 
SEE PAGES 238 AND 240 
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Hotel and motel operators, landlords, 
home owners — many have found the 
Add-A-Shower the best, most economical 
way to modernize showerless bathrooms. 
And by being alert for Add-A-Shower in- 
stallation opportunities, many plumbers 
have found an easy way to create extra 
profits for themselves, especially with the 
hot summer months just ahead. 

There’s an Add-A-Shower designed to 
modernize even the most old fashioned 
bathtub, Easy, quick to in- 
stall — simply replace old 
faucet or spout with Add-A- 
Shower, fasten the Brownie 
shower head flange to wall 
with a couple of screws. 
Completely safe — you mix 
water at spout before divert- 
ing to shower. Famed Chi- 
cago Faucet construction — a lifetime of 
dependable service. 


THE CHICAGO FAUCET COMPANY 
Chicago 39, Ill. 











Chicago Faucet Products are distributed 
through the plumbing trade exclusively 
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PIPE HOLDER 





for new catalog. Order through your sup- 
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1’ to 2”’ Self-Contained 
Ratchet Threader 


















% Improved cam-type quick-ac- 
tion pipe holder has broader 
jaws for more positive grip 
on pipe. 






* Free action cam assures instant setting to any size—1” to 2’. 


% Easy to center... you get perfect aligned threads. 


% Fewer moving parts... minimum wear... light in weight. 
Amazingly compact . . . will thread a pipe projecting 
through a wall as short as 6¥,”’. 


%& Accuracy proven through the years . . . dies recede along 
tapered steps. A fine quality tool—yet low in cost! Write 


ply house. The Toledo Pipe Threading 
Machine Co., Toledo, Ohio. New York 
Office: 165 Broadway, Room 1310. 





RELY ON THE LEADER... all the way! 


<FOLEDO 


PIPE TOOLS..POWER PIFE MACHINES 
POWER DRIVES 








| 
| 
| 
| 
| 
| 
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SECOND (REVISED) EDITION NOW AVAILABLE! 


Aerofin 
Affiliate 
Alabam: 
Alberen 
Aldrich 
Alliance 
Americi 
Americ: 
Copp 
Americ: 


: Americ 
; Pipe 
Americ: 
} now = ser 


*Americ 
Chur 
Americ 


Cont! 
*Americ 
wane 

° *Americ 


*Anacor 
Co., | 
tApollo 
*Armsti 
Audit 

tA VCO 


Barber 
*Barnes 
*Beaton 


AVOID COSTLY MISTAKES! [3:3 


Bock | 
*Boose 
Borg-' 
Bower 
*Brady 
*Brass 
*Breez 
Practically, thoroughly, authoritatively, this book covers every Bridge 
phase of modern plumbing. PRACTICAL PLUMBING is a book Briggs 
W h t y G t which will enable you to eliminate guesswork and the element §*Brow! 

ad ou e of chance from your plumbing installations. It permits you to §*Brow 
know the facts before you undertake any kind of plumbing job. Bryan 


t | n t bh i Ss ia oO O k With its aid you avoid costly, dangerous mistakes. Burnt 











UMB = PRACTICAL PLUMBING takes you directly to the point on Calor: 
ric arg ag by aa os aligpemargens Se eg 4 every subject it covers. Only when necessary to demonstrate §*Capit 
the origin of a common practice is theory resorted to. You’ll find Carro 


chapters. It is well illustrated throughout and has 


many special tables . .. a large number of standard this book as interesting to read as it is convenient to refer to. Case 


, Interspersed in its 409 pages of meaty, authentically informative §*Cash 
tne dg mt pated org —: job material you’ll find a large number of diagrams, charts, tables — Cast | 
flexible cloth cover a weetiuhiile addition to and illustrations to simplify the use of this book. The alpha *Cham 
ony tases: Ehcery. betical, ready reference index in the back of the book makes § *Chas« 

: for even greater convenience when some particular plumbing Cor 


T A B L E O E c’ O N T E N T S problem is under consideration. idee 


Once you have your copy of PRACTICAL PLUMBING you’ll *Chur 


Second (Revised) Edition consider it an important business asset ... a book you can Sta 
Part I—The Drainage System scarcely afford to be without. At $3.50 you'll agree it’s a wise §*Cleve« 
Part II—Hot and Cold Water Supply investment and an attractive addition to your trade library. Com! 
Part IlI—Miscellaneous Services We suggest that you order your copy today. *&Coml 
Part IV—Special Installations Com! 
Part V—Electricity in Plumbing Work DOMESTIC ENGINEERING CO., Book Dept. Ste 


Part VI—Plumbing Fixtures and Materials. *&Conk 
*Conn 
Corn 
*Cran 
Cran 
Curt 
*Cutl 
Cycl 











1801 PRAIRIE AVE, CHICAGO 16, ILLINOIS 





ose nee --------------- 


RETURN COUPON TODAY! '! 
a ) He 
| Send me my copy of PRACTICAL PLUMBING by return mail, ; PHASE or PLUMBING 
! 
{ ! 


1 am enciosing $3.50 in [j] check [] money order 


0 cash to cover the cost of this book. 

NAME 

ADDRESS 

CITY STATE ZONE __. 
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DEWEY-SHEPARD PACKAGED UNITS NOW AVAILABLE 
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reeTy et 184 

ASME APPROVED 
ee and Hot Water Generator » 
ty ..... The DEWEY-SHEPARD Boiler (shown on right) is Wittes 
PT a 7) especially designed for homes and commercial build- 
heh eases 228 ings. This is a profitable field of opportunity right now 



























































ustioneer i and DEWEY-SHEPARD is there to help you meet it. 
Paap Delivers maximum heat and efficiency in either base- 
er eee. 290) board radiation, copper tube convectors or radiant floor 
Te 99 panels with forced circulation and small pipe sizes. 
“Sgt a 169 Small... takes minimum space, B. T. U. output 105,000 
steeeeeees to 1,120,000. 
ee Completely © “sulefav, Deion... vinonie and eviing pe. 
fied a adhe 223 Packaged 6 on — Heating Surface . . . cleaner boiler 
SS accies 165 Fired so Water poll © 31” tall. 19" wide, 19° deep . . . fits small closets 
Wide cate 187 equipment PFnatalled r) Stainless Steel Combustion Chamber .. . factory 
Fae 175 Price Lista for equip: @ Equipped for gas or oil firing. 
tee eeees = Counter | ee, a * net soe & construction . . . minimum serv- 
ft. item 195 mt. ee @ Steel Jacket - Green Hammerioid Finish. 
Sia ies 217 
Selwiigiad 243 APPLICATION TO HOT WATER SYSTEMS 
-...74 = The at oldns -S design - applied he heating homes and D € WwW E Y= S H E | @ D 
Covvecces commercia. 8, Ss su in hot water in 
a ee. 106 abundance, og pen oF yy igs vonpect. whe DEWEY. POILER €OMPs 7s 
SHEPARD Oil Fired Counter Flow Boiler is the Prize Pack- 1311 N. CAPITOL AVE., INDIANAPOLIS 2, IND 
1 age Deal for both you and your customers. 
ee ere 58 =e mail. ya ee as Se EE 
Savaesey 99 
_ ee 164 
ceeuTee 206 A ¥ - 
ang nswers Your Questions on 
Siauieely 54 ; ci : d 
Plumbing e Heating an 
be stendaa 210 
warieuacena 71 4 ee ° 
sodaaos 21 
ieee é Air Conditioning 
math ses 177 
await 221 
rabennes 4 T’S BIG .. . 98 pages of reference tables and rules... air 
ee conditioning and psychrometric charts . . . relative.humidity 
ners: 7 tables .. . table of heating costs. Complete new 27 page data 
nade section on Baseboard Heating. 256 blueprint charts answer 
akentd = ANSWERS YOUR specific problems. Handy alphabetized index table. 
Savi sd a 256 pages ... durable cloth bound cover opens flat for easy read- 
vhs an . me aii ing. Heavy, letter size paper takes daily thumbing, handling. 
enienes 241 vameines ~~ Yes, once you see it... once you use it... you'll keep “The 
QUICKLY, Answer Book” within reach to answer hundreds of practical every 
bees 229 EASILY b ‘ 
day problems. Don’t be without it ... order your copy today! 
ieeeee 88 ; Price postpaid $3.50 (please send cash with order). 
Sevawas 4 . » « That’s right! Whatever 
iieecae 1 problems arise in connection 
941 with the design, installation Send your orders to Book Department 
cated ie - and servicing of your plumb- 
ing, heating and air condition- 
ing jobs, ‘‘The Answer 
Doc aoiy rr” DOMESTIC ENGINEERING PUBLICATIONS 
prove of great assistance to 
2. os 1801. PRAIRIE AVE. CHICAGO 16, ILL. 
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HELLO ED! THIS IS JIM! 
GET YOUR ORDER PAD READY! 
WE'VE DECIDED TO STOCK UP ON 


THE COMPLETE 


BEATON & 


CADWELL LINE OF RELIEF 
VALVES AND FLOOR & CEILING 
PLATES. YES SIR! WE LIKE ‘EM 
AND SO DO OUR CUSTOMERS! 





is fied 
by a satisfie 
oo cal comment 
This is @ Te means Contractor Dealer 


pram ny advantages 
.ciates the many" . 

erage & Cadwell _ pe! 

: ene in touch with your wholes 

no 





Cadwell 


No. 25E 


with 6” 
extension 








Cduell Rebel Valo 


for all HOT WATER STORAGE TANKS, RANGE BOILERS, 
WATER HEATERS & HOT WATER SYSTEMS. 


Culelt i 25 


Cadwell 


No. 25 & 25E 


SELF-CLOSING TEMPERA- 
TURE AND PRESSURE 
RELIEF VALVES 


Diaphragm operated— 
thermostatic element out 
of water at all times ex- 
cept during discharge 
period. Available in male 
Vo", 3%" and 1”. Female 
drain 2” in all cases. 
A.G.A. Rating. 850,000 
B.T.U. 





Cadwell 


No. 105 


Poppet Type Pressure 
Relief Valve. i” 
1.P.S. Listed A.C.A. 


Cadwell 


No. 75 


Adjustable Poppet 
Type Pressure Relief 
Valve. 2” I.P.S. 





Cadacll 


No. 35 
Pressure Relief Valve. 
Diaphragm operated 2” 
or 34”. I.P.S. Listed 
A.G.A. 

Types No. 35, 75 and 105 can be furnished 
with fusible plug for temperature relief. (Not 
self closing on temperature relief). = 


The 
BEATON & CADWELL MFG. CO. 


ESTABL E 
Flow b 
ew P9ritain, 


P. erfection 
FLOOR G CEILING PLATES 


The original PERFECTION No. 10 Sheet 
Steel. Sizes 4” to 6”. Copper Tube Size 
Y%” to 3”. No. 11—Same with Set Screws 
Copper Tube Sizes %4” to 3”. 





HEL 294 


& 
Olt, 


BD. PER. GEN, 











